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oO We've started by picking out more than 
100 of the most popular items that have 
been suspended or “hard-to-get” and put- 
ting these sure-fire sellers back into our 
line. (Write for the new UNION catalog 
showing these items.) 


© imitations on finishes have been lifted, 
so watch for more eye appeal. SPEEDLINE 
Blue-Handled Garden Tools will be back 
by spring. 


Owe will increase deliveries on FLEX- 
BEAM Forks, on “Surface-Peened” RAZOR- 
BACK Shovels and on Hoes, Rakes and 
Cultivators, but ONLY as fast as we can 
get the skilled manpower needed to make 
good tools. 


© watch for improyements, even in FLEX- 
BEAM Forks—plus new ideas in labeling 
and display and increased national adver- 
tising to both farmers and gardeners. 


O these steps are only the beginning. 
We're thinking about the 11 million young 
men who will be coming out of uniform 
looking for jobs to work at and homes and 
farms to equip. America needs expanding 
businesses with young ideas. The Union 
Fork & Hoe Company will be one of them. 


THE UNION FORK & HOE COMPANY 
General Sales Office: Columbus 8, Ohio 
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FORKS with the BACK SHOVELS—the Cultivators 





\ ‘ Handle of Super- Only Shovels SPEEDLINE Garden 
\ is Strength and with a Backbone & Lawn Tools 

% “NS. ‘‘Taper-Tight" —Now 2, to 5 { RED HAWK Farm & 
‘ Ferrule. Times Tougher. ' 4 Garden Tools 
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TRIP LINE... 


It’s a long reach from tractor to harrow, but 
( trip lines bring the controls right up handy. 
\ Farmers use rope in this manner to simplify 
/ the operation of much of their machinery. 
All over the country farmers and ranchers 
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SN The Need for Rope Conservation Sfill Exists 
Py x 
= beat 2 
bal AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N. Y. ROPE - TWINE + PACKING - OAKUM 
“ Branch Factory: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. 


NEW ORLEANS * PHILADELPHIA 


Sales Offices BALTIMORE BOSTON + CHICAGO °* 








have long used “AMERICAN” ROPE 
with complete and continuous satisfaction. 
“AMERICAN” ROPE has the strength and 
resistance to exposure needed to give a 
maximum degree of dependable service 


under all conditions. 
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THE NAME YALE 








Alfred Hitchcock's ‘“SPELLBOUND”’ 
— a Selznick International picture — 
| promises to be one of the big hits of 
the coming season. 

Bob Smith, the expert on locks at Selznick’s 
studiq in Hollywood, recommends YALE Locks, 
and his remarks on the subject are reproduced in 
this ad, which appears in the October 27 issue of 
the SATURDAY EVENING POST. 

The ad also recommends to the readers of the 
POST: “‘Shop at Your ;Local Hardware Store’’ 
and promises that “YALE Locks, which have 
been ‘at war’, will soon be back on your dealer's 
shelves. Watch for the many new models — 
offering you, more than ever, dependable pro- 
tection.”’ 

During the war, while unable to provide you 
with the stocks of YALE Locks that we knew 
your customers were waiting for, Yale & Towne 
has consistently advertised — with the dual 
purpose of 





preserving the nation’s familiarity with 
the Yale trade-mark. 


sending additional business to your 
a for merchandise which és avail- 
able. 


2. 


Now that the war is over, we expect that you 
will be able to benefit from this policy, in terms 
of profitable business on YALE products. 
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‘ Cee Selznick International Picture :.. A Masterpiece 


» of Suspense. .. Directed by Alfred Hitchcock 





YALE locks, which have been “‘at 
wat’, will soon be back on your dealer's 
shelves. Watch for che many new models 


me. Bob Smith, Selznick Inter- 
national Studio's: ‘experi- 
enced lock expert, says: 


THE YALE & TOWNE MANUFACTURING CO. 
STAMFORD, CONN., U.S.A. 


“Another important bit of behind-the- 
scenes information is that we safeguard 
our company valuables with YALE tocks. 
More than’20 years’ experience with 
YALE locks in this type of work’ has 


— offering you, more than ever, depend- 
able protection. In the opinion of leading 
lock experts, YALE locks, price for 
price, give you the mast protection. The 
Yale & Towne Manufacturing Company, 


RARE 








Stamford, Conn., U.S.A. Makers 


‘taught me chat. with YALE you're al- 


ways sure of results... just as you are of the famous YALE Lines of Locks, 
when Alfred Hitchcack directs a suspense Door Closers, Hardware, Pumps, 
picture."” Hoists and Industrial Trucks. 





NO LOCK EXPERTS 


5 THE Lock RECOMMENDED BY THE WORLD'S LEADI 
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YALE PUTS 3 BIG SALES MOVERS INTO YOUR BUSINESS 
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Hardware Age, published every other Thursday by Ohilton Co. (Inc.). Entered 
March 3, 1879 ( Printed in U. 8S. A.) $1.00 per year. Single copies, 25¢ each. 









as second class matter March 24, 1933, at the Post Office at Philadelphia under the Act of 
Vol. 156, No. 8 
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ow that the war is over we’re 
N glad to be meeting you again 
in the old familiar ways. It seems 
good to be talking to you again about 
peacetime sales policies. 


For 73 years the Florence Stove 
Company has followed the selling 
policy you prefer—giving you the 
advantages that only friendly, direct 
contact offers. Today Florence deal- 
ers are still buying direct and are thus 
in a preferred position to offer the 
greatest possible values, dollar for 
dollar. 


To take care of you right, Florence 
distribution and service is nation- 
wide. And as soon as reconversion is 
complete, Florence production of 
ranges and heaters will be even 
greater than before the war, with a 
third large factory . . . at Lewisburg, 
Tenn. . . . added to greatly increased 
capacity in plants at Gardner, Mass., 
and Kankakee, III. 


Meanwhile, Florence has been 
building up consumer demand for you 
with one of the largest advertising 
campaigns in the history of the in- 
dustry. So we say it again! We’re glad 
to be meeting you in old familiar 
ways once more. And that includes 
a reminder that, as ever, you can 
buy direct from Florence. 
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FLORENCE 


FLORENCE STOVE COMPANY... General Of- 


fices and Plant: Gardner, Mass. Western Offices and 
Plant: Kankakee, Ill. Southern Plant: Lewisburg, 
Tenn. Sales Offices: One Park Avenue, New York; 














1459 Merchandise Mart, Chicago; 53 Alabama 
St., S. W., Atlanta; 301 No. Market St., Dallas. 












4 HARDWARE AGE or 





Miracle. 9p 


ELECTRIC 


@ Ready to meet the postwar accent on easier-than-ever cook- 
ing, these three unbeatable models with the four unbeatable 
selling points will put money in your till...as soon as you 
can put them on the nation’s waiting tables. 


Sturdily constructed and smartly designed for quality... 
efficiency ... A.C.-D.C. perfornfance...simple and inexpen- 
sive operation, these three—the Waffle Iron, Table Grill and 
Toaster—put sparkle into their rapidly approaching sales 
future because each teems with selling points, glowing as 
their chrome finish. 

The Miracle Unbeatable Trio 

In the Waffle Iron it’s the full size, 7-inch grill... deep 
batter trough . . expanding hinge . . . distinctive chrome finish 
... always-cool-to-touch black plastic handles. 


In the Table Grill it’s the 4-Heat double burners, usable 
singly or together ...easy-to-handle light weight... pleas- 
ing color harmony of metalescent gray, black and chrome. 


In the Toaster it’s quick-action toasting . . . automatic toast 
turning at finger-tip touch on the handle...enclosed con- 
struction to save current . . . easy-to-clean, always-new-looking 
chrome plate with black plastic trim. 


All three—like other Miracle Appliances—are almost set to 
go. They’re all sales winners. They all have the quality that 
sells. Contact your jobber immediately about sales possibilities. 
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DELIVERIES TO BE ON ALLOCATION BASIS... 


Several Miracle Appliances are almost ready for 
delivery and others will follow in rapid succession. 


A few MIRACLE FRANCHISES still available. 
Mail this coupon for facts. 


Miracle Electric Company 
38 South State Street 
Chicago 3, Illinois 
Yes—I'd like to know how we can get earliest possible 
delivery of Miracle Appliances. 


Store Name _ 
Address 


City — Zone State 


Buyer 


Jobber 





ston Meth, 
In the Crtalee “3 nes. of We 


_.. Mop {Wed 4 acme back 





“The wholesale fashion in which this war forced the substitution 
of inferior grades of hardware for top-quality brass and bronze hinges, 
door-closers and other items of builders’ hardware has taught a vast 
audience a convincing object lesson in the fallacy of cheap hardware. 
Homeowners, builders, architects, commercial and industrial building 
owners and state and municipal authorities,” continued Mr. Sanders 
of the famous Boston hardware supply house, “are now firmly con- 
vinced of the long-time economy of sound, well-made hardware. The 
name, ‘Stanley’, is mentioned always as typical of the quality they 
mean to have as soon as possible. 

“We've sold Stanley Builders’ Hardware,” Mr. Sanders volunteered, 
“for over 50 years. It’s the kind of hardware that has made friends 
for us and that, naturally, will make us still more friends and open 
up new opportunities for us in the building-busy years ahead.” 

That is a logical conclusion with which most any forward-looking 
hardware man can profitably agree. 


THE STANLEY WORKS, NEW BRITAIN, CONNECTICUT 


STANLEY | 


TRADE MARK 
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“RED 


wo” BLADE 


to Give Your Customers Quickest 


“Red End” Hand Blades are the blades that 
buyers and workers both like best because 
they cut more smoothly and easily and give 
their full money’s worth of service. That’s 
because “Red End” Blades are made in 
three different types, of three different 
Simonds electric steels, each specially 


formulated for a different type of cutting: 


and Easiest_Cutting 





Standard, Molybdenum, and High Speed 
Steel (the latter recently restored to com- 
plete the “Red End” line.) 

Simonds Hand Blades arg made either hard- 
edge or all hard. And the High-Speed 
Blades are extra flexible to resist breakage 
even when twisted in the cut. So‘the “Red 


End” line covers all your customers’ needs. 


Branch Offices: 1350 Columbia Rd., Boston 27, Mass.; 127 S. Green St., Chicago 7, Iil.; 416 W. Eighth St., 
Los Angeles 14, Calif.; 228 First St., San Francisco 5, Calif.; 311 S. W. First Ave., Portland 4, Ore.; 


PRODUCTION TOOLS 
FOR CUTTING METAL, 


wooD, 
PAPER, PLASTICS 


31 W. Trent Ave., Spokane 8, Wash. 


For Any Hand Hacksawing Job... There’s a 


SIMONDS 


net ati ae 
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242C 220C . 


DEALERS WILL AGAIN SOON BE ABLE TO GET 
FAMOUS COLEMAN FLOODLIGHT LANTERNS 
.. with all of Coleman’s high standard of quality con- 
struction, dependable service and brilliant performance. 





These popular general utility, high candlepower lan- 
terns are being manufactured as fast as materials can be 
made available. A sizable quantity will soon be allocated 
to jobbers. Keep in touch with your jobber. 

Model 242C (at right)— Always the most popular lan- 
tern used anywhere. Makes and burns its own gas from 
gasoline. Gives more’ than 40 hours lighting service per 
gallon of fuel. Floodlights 100-ft. area. Durably made of 
brass and steel. Safe--ean’t spill fuel even if tipped over. 


220C (right)—a fine, 
big, powerful, quality- 
built Coleman Lan- 
tern ready for every 
outdoor night need. 
Two-mantle,highcan- 
dlepower brilliance 
floodlightsa wide area. 


228C(left)—Another 
fine quality Coleman 
Lantern.Same as220C 
but with wide top to 
reflect light down. 




















Repair Parts Available for All Coleman Appliances... 


Genuine Coleman Parts are available for Coleman Lanterns, 
Lamps, Irons and Stoves. Keep your stock of these parts 
complete and keep your Coleman Service Program producing 
profits. Order any needed parts direct from your jobber. 











TWE COLEMAN COMPANY, INC., Wichita 1, Philadelphia 8, Les Angeles 54, Honolulu, 1... Torente, Canada 


8 HARDWARE AGE 








He'll Be Back for More... 

















CARTRIDGES 
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with WESTERN Ammunition 


Hundreds of thousands of 
hunters have enjoyed this ex- 
perience—and want to enjoy it 
many times more. A gorgeous 
sunset signalizes the finish of a 
perfect day. The dog worked 
beautifully. As each bird or 
covey sprang from cover, the 
sure, effective power and pat- 
terns of Xpert shot shells added 
game to the bag. 


Moston 


WORLD CHAMPION AMMUNITION 






SHOT SHELLS 








TRAPS 


Yes, indeed, the wise man in 
quest of a perfect day feels that 
he is taking step No. 1 to get it 
when he chooses Western am- 
munition. And, the wise dealer 
is planning to have it aplenty as 
soon as available to supply 
the ever-growing demand for 
Super-X and Xpert ammuni- 
tion. Western Cartridge Com- 
pany, East Alton, Illinois, Divi- 
sion of Olin Industries, Inc. ~ 
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Get ready 10 sell and profit with SMITHway . ?. now. 


An ‘ 
or ete F. a te 
SSS 


A. O. SMITH Corporation, Dept. E-10-45 
Milwaukee 1, Wisconsin 

Give me all available information regarding the new 
SMITHway STOKER and facts about sales franchise in 
my territory. No obligation, of course. 


Name 


Company or Store Name 








This High-Quality, High-Profit BRASS PADLOCK, 


Precision-Built for the U.S. Armed Forces 








Here’s a brass padlock that will sell 
on sight. It was built to the exacting 
specifications of the United States 
Army and has given outstanding serv- 
ice the world over under the most 
punishing conditions of climate, tem- 
peratures and hard use. 


Remember, your customers have long 
been waiting for a padlock of this fine 
quality. Demand will be great... 


profits large. Order today from your 
Eagle Lock No. 04281PS . ° 
...1%” extruded brass, f jobber for prompt delivery. No prior- 


pin-tumbler padlock with a 


ity is required. 
case hardened steel shackle. y ai 


THE EAGLE LOCK COMPANY tg 


SUBSIDIARY OF BOWSER, INC, 
—America’s FIRST Lockmakers — 





217 Eagle Street « Terryville, Connecticut 


CABINET LOCKS * PADLOCKS « NIGHT LATCHES » LUGGAGE HARDWARE « WOOD SCREWS +» MACHINE SCREWS » STOVE BOLTS « SHEET METAL SCREWS « DRIVE SCREWS 
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FULTON LEWIS JR. NOW ON AIR FOR YOU 


Your New Star Salesman for CHIMNEY SWEEP SOOT DESTROYER 





Every Sunday night, 6:45 to 7:00 P.M., ET., 
Fulton Lewis, Jr., one of America's foremost 
commentators on national affairs, is now selling 
Chimney Sweep—America's No. | Soot De- 
stroyer—for you, over 188 Mutual Network 
Stations, coast-to-coast. Never before has a 
soot destroyer been promoted by such a gigan- 
tic radio campaign. You be ready for big 
business and handsome profits from "Chimney 
Sweep Soot Destroyer. 


How You Can Cash In! 


Tie in now with Chimney Sweep's big, new, 
hard-hitting Fulton Lewis, Jr., program by fea- 
turing and displaying Chimney Sweep—both 
the $1.89 and $1 sizes—in your windows and 
on your counters. Use Chimney Sweep's color- 
ful window and counter displays to remind 
people they need Chimney Sweep to help them 
get rid of furnace soot, and thus get more 
heat, full heat, from less fuel. 


Order Chimney Sweep's No. 1896 Deal 
From Your Jobber NOW! 


You get, FREE, a handsome window display 
card, an attractive counter, card, effective 
hand circulars or mailing enclosures, PLUS your 
choice of newspaper mats. All absolutely 
FREE when you order Chimney Sweep's famous 
No. 1896 Key Dealer Assortment: | doz. 3-lb. 
cans of CHIMNEY SWEEP and 2-doz. 12-0z. 
cans all for just $11.38. Retail value $18.96! 
You make $7.58 fast. Hurry! Order this great 
deal now—tie in and cash in on Chimney 
Sweep's big, new Fulton Lewis, Jr., coast-to- 
coast radio program. (Write now for your 
FREE copy of our radio map showing the radio 
station nearest you.) 





Radio Commentators on National Affairs. 
, 








Read Why Chimney Sweep 
Sells On Sight 


Cleans out soot from firebox, flues, 
stovepipes, etc. 


Saves fuel — saves heat — saves 
money. 


Safe: non-inflammable. 


Regular use helps prevent chimney 
fires. 

Anyone can use it — simple and 
easy. 

For use in coal and oil furnaces, coal 
and wood fireplaces, stoves. 


A proved volume-seller nation-wide. 









FEATURE Ano DISPLAY 
CHIMNEY SWEEP 


THE ‘129 anp ‘f sizes 














G.N. COUGHLAN CO. 
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Fulton Lewis, Jr., One of America's Foremost 













































































Pal 


TRADE MARK 


BABY WALKER 


Leading jobbers from coast to coast are now taking orders for the PAL Baby Walker 
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for Faster Turnover 


TIE IN WITH G-E’S BIG 











Circulation of the 188 newspapers that will carry Ny 
G-E Lamp advertising this Fall totals 31,000,000 
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to Bring ‘em In-and Bring ‘em Back’ 
GENERAL @ ELECTRIC 
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2” | ~— Bigger Profits ... 


NEWSPAPER CAMPAIGN 
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f The big Fall campaign for G-E Lamps is 
underway NOW! In 188 newspapers, in 
111 cities, General Electric ads are speed- 
ing your turnover of G-E Bulbs, telling 
your customers to stock up with ample 
supplies. Full page ads in national maga- 
zines such as the POST, LIFE, COLLIER’S, 
LOOK, LIBERTY and TIME ... and the 
Hour of Charm, General Electric’s popular, 
All-Girl Orchestra . ... all are backing up 
this big campaign. Why not step up your 
lamp sales and profits by making this Gen- 
eral Electric Lamp advertising your adver- 
tising? 


2 It’s easy! All you need to do to tie-in 
with G-E’s big campaign is to feature 
G-E bulbs around these colorful new G-E 
Fall displays. Longer evenings, with long- 
er burning hours and more lamp replace- 
ments are here. Use these displays and see 
how you speed up your turnover of G-E 
Lamps! Tie in NOW! 


-Sell G-E Lamps / 














G-E BULBS 
You v Buen hohing Gon 
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GENERAL “5 F 


The constant aim of GE lamp reseerch .. te 
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KITCHENS ARE 


GOING TO SPARKLE 


...and Sales will Sparkle, too! 


@ The day of the somber, work-a-day kitchen 
is going—going fast. Kitchens are going to 
sparkle—just as quickly as housewives get what 
they want. . 

And nothing will be as helpful to her—to 
reach her objective—as glistening modern por-’ 
celain-steel sinks—and gleaming white enameled 
steel base and wall storage cabinets. They bring 
her pantry to her finger-tips—and beauty to 
make her gay while she works. 

That’s exactly what Surrey has for you to 
sell—and sell fast—and turn a rapid, growing 
profit. SuHtRLEY quality is unsurpassed. SHIRLEY 
prices are competitive. SHIRLEY matching-unit 


SHIRLEY 





kitchen merchandise has extra sales advantages. 
With the simple, yet fully comprehensive line 
of SHIRLEY units, you have a major appliance 
line to sell as best suits your customer. She can 
outfit her whole kitchen completely—or buy 
matching units from time to time as her budget 
dictates. You have no “headaches” over com- 
plicated ordering and stocking. You have no 
“all-or-nothing” big-money sales to promote. 
This can be one of your sure-fire major appli- 
ance lines. Investigate! Write for the name of 
your nearest distributor. He has full details. 


SHIRLEY CORPORATION « Indianapolis 2, Indiana 


STEEL KITCHEN CABINETS 


PORCELAIN STEEL SINKS 


COPYRIGHT, 1945, SHIRLEY CORP,, INDIANAPOLIS 
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MAKE WAY FOR TOMORROW. Con- 
version to peacetime production will not 









come out of any one brain or any one 
book. It will be a collective result. Its 
coming will depend on the convergence 









of the millions of minds, of plans, and of 









doers who are making way for tomorrow 
with faith in their own relation to it. As might 






be expected, The Moore Enameling and Manu- 







facturing Company is already busy in doing. 
With the gradual release of steel, the staple 
lines of MOORE PORCELAIN ENAMELED 


COOKING UTENSILS will be in increasing 
production. New lines will follow. So make 






way ... make way for tomorrow. 






1045 


THE MOORE ENAMELING & MFG. CO. 
WEST LAFAYETTE, OHIO 









og C7 PORCELAIN ENAMELED 
2/ COOKING UTENSILS 
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the modern seasoner 
for a modern world 


*% Rich burgundy and soft pastel shades of 
azure blue, jade green and dusty rose 
, blend with modern table settings. 


ACTUAL 
SIZE 


* They are quickly and easily cleaned. 


*% Practically air-tight, they are 


sanitary and cannot clog. 


* They evenly distribute a uniform amount 


of seasoning when the button is clicked. 


Suggested retail price 50¢ 
per pair 


CARVA HE «xs 


6000 SOUTH ST. ANDREWS PLACE @ LOS ANGELES 44, CALIFORNIA 


More than 2 million pair Carvanite Patio and Patrician push button seasoners in use. 
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BOTTOMS with CHROME OVER COPPER 
nee ake EKCOWARE Stainless StecL UTENSILS 


stainless steel 


amazingly efficient... amazingly saleable! 


There’s nothing else like the new Ekcoware! Housewives now have the 


THEN...acop- advantages of 3 favorite metals in ove utensil! No ordinary pots and pans will 
per bottom core 


wey" ever satisfy them again. 
'  Ekcoware Stainless Steel Utensils with bottoms with CHROME-OVER- 
COPPER have eye-appeal and sales-appeal. They’re handsomely sty -. . hand- 
somely finished—yet priced at levels for volume selling. 


Twn. “chome EKCO PRODUCTS COMPANY (EKCQ) 1949 North Cicero Avenve, CHICAGO 39 


over copper, to 
Soap Hie Seton FOUNDED IN 1888 AS EDWARD KATZINGER COMPANY 


clean! 
These famous products make EKCO the Biggest Name in Housewares: FLINT Hollow Ground Cutlery; EKCO Pressure Cookers; A & J Kitchen 
Yools; GENEVA FORGE Cutlery; STA-BRITE Tableware; OVENEX Tinware; TRU-SPOT Flashlights, and others 
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The big Fall DUST-STOP Replacement 
Program is under way. Powerful National Adver- 
tising—reaching most homeowners in your locality 
—has started. Many retailers have already swung 
into action with free DUST-STOP sales helps. 
Start your tie-in campaign now, with this profit- 
producing material. 





ling Mofo 


EASING PROFITS 





CONSUMER FOLDER—colorful, 
descriptive—can be used as hand- 
out piece or as envelope enclosure. 
Space is provided for your name, 
address and phone number. 

























MAILING PIECES—two timely, 









WINDOW STREAMERS — they're 
colorful, take but little space, 
do a great job of reminding cus- 
their DUST- 


tomers to buy 


STOPS from you. 










effective cards. One for right now 
and one for later in the heating 
season. Both have handy return 
order cards attached. 
















NEWSPAPER ADS—business pro- 
ducers in the sizes you like best, 5” 











COUNTER CARD—attractive 18” 
x 11” card is a good reminder for 


customers already in your store. 









deep, one and two columns wide, 
including space for your name and 
address. 












RADIO SPOTS—furnished in script 









STORE DISPLAY— it’s handsome, 
colorful and compact—accommo- 
dates a full-size DUST-STOP filter. 
Size 24” x 30”. 


lighting can be easily added. 


Motion or trick 












form—they’ll attract wide attention 


—are business pullers. 













ORDER—any or all of this material 
from your supplier. Now is 









DE LUXE DISPLAY—accommodates 
20” x 20” filter or two 10” x 10” 
filters. Motion or trick lighting can 
be easily added. When set up, it is 


42” x 47” and 9” deep. e0U STOP 
ru 


amr 









the time to start cashing in 
on the big annual DUST 
STOP Fall Selling Program. 
It’s easy with the free DUST- 
STOP tie-in materials. 

1989 Nickolas Building: Tolede 1. Ohio 


In Canada, Fiberglas Canada Ltd., 
Oshawa, Ontario. 


















Every owner of 








Sih 


*T.M. Reg. U.S. Pat. Off. 


a forced-warm-air 


furnace needs two or more DUST- 
STOP Filters . .. at least once a year. 
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AIR FILTERS 


—a FIBERGLAS product 
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All parts are easily accessible. The 
starters are not under the bulbs, but 
are at your finger tips on the ends of 
the channel — an exclusive feature 


with this SMITHCRAFT fixture. 


Fixture is finished in SMITHCRAFT 
White Supercoat Baked Enamel, 
with highly polished trim and end 


caps, and uses two 20-watt lamps. 


CATALOG K1i—with adapter, cord 
and plug which fastens to a 4” holder. 


DY JS milhCtal| 


Here is what every housewife has been waiting 
for—a really modern streamlined Kitchen Unit 
that gives more and better light and at the same 
time really beautifies the room. Its beautiful 
polished fittings smarten up the whole interior, 
while its graceful design flows right into the lines 
of the room. 


It is highly efficient—glarefree from every angle 
—diffuses light evenly over all work space—fits 
every type of kitchen or bathroom—and comes 
fully equipped ready to install in a jiffy. 


Designed for easy installation and maintenance. 
All that has to be done is to fasten Kitchener to 
present kitchen unit or directly to outlet box. Plug 
it in and turn on the current, and the housewife is 
immediately in possession of the finest lighting 
she has yet enjoyed in her kitchen or bathroom. 
And will she be proud of it!! 


1945’s contribution to something really new in Kit- 
chen Lighting is this SMITHCRAFT Creation. 


Order immediately from your jobber using the 
stock numbers below: 


CATALOG K2—with canopy, fixture 
strap and wire leads to fasten di- 


rectly to outlet box—with UL label. ee" 
Retail price 


We have to schedule all orders strictly in order of reeeipt. Ps 
SMITHCRAFT LIGHTING DIVISION, Chelsea 50, Mass. 
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FEDERAL Too. CORPORATION 


NUFACTURERS AND Des GNERS 


oF 
QUALITY TOOLS AND SPECIALTIES 


TELEPHONE MAYMARKET 2150 
400 NORTH LEAVITT sr 


CHICAGO, 12 


TO OUR FRIENDS: 
As you well understand, 


first result, 
of one set of 


Now, however, most controls and 


MANUFACTURING OlvisiOn 
HOUSEWARES SPECIALTIES 
SOTTLE SPRAYERS 
PUMPs, OISPENSERS 
INJEC TION MOLDING 
STAMPING, LIGHT MEG 
TAPERLOCK GaGE HANDLES 


restrictions have been 


relaxed or removed. ..labor is more available... materials 


Such as Plastic, glass, Steel, 
becoming easier to obtain... 
involved in plant 


@adway in resuming 
Popular FEDERAL numbers ( 
Sprayers, de luxe models 
etc.) which have been war— 
In addition, 


which wil] al Or you soon. 


Superior quali 
Popular Selling appeal. 


and die-cast p 


Clothes 
» gift Sets, 
So long. 


we are developing some outstanding new items 


Cordially yours, 


FEDERAL. 


tz 


—_—_ 


TOOL CORPORATION 


<7) 
Stuart H. Sinclair 
Sales Manager 
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DOUBLE 


PREITY 


aan” 
More SWING-A- 
WAY CAN OPENERS 


available for regular 


customers soon. Send 
in your estimated 
next-quarter 
needs NOW! 











A SPECIAL MESSAGE 


freed from restrictions — you © 
advertisement below, and others of the s 


trade magazines, just how 
ufacturer, and get in on 
bristled brushes. 


The test paintbrush on the left has 
seen months of just about the hard- 
est service there is. It has been “‘in 
almost constant use,” painting the 
tops and bottoms of oil drums for 
The Haggerty Oil Refining Gompeny , 
New York, N.Y. It has been used to 
paint between 3500 and 4000 drums. 


If you look closely, you can see 
that the worn brush is about 4 inch 
shorter than the new brush at the 
right. It is clear that the worn brush 


eries, have told 150,000 painters 
s are. Get in touch at once W 
dy for the pent-up demand 


good these brushe 
the ground floor, rea 


ived brushes for 


has many months of service still 
ahead of it—whereas its users esti- 
mate that a brush of natural bristles 
would have lasted at most only 3 to 
4 months on this work. The surfaces 
of the drums are extremely rough, 
and the paint must be applied in a 
narrow ridge around the top of each 
drum, which means that the bristles 
have to stand being pushed con- 
stantly into tight, narrow corners. 


This is one of the few WPB.-allo- 
cated brushes loaned for test pur- 
poses. Painters who have used them 
agree that they are well balanced, 
spread paint evenly, and leave no ex- 
cessive brush marks. Nylon-bristled 


TO DEALERS! Nylon tapered paintbrush bristles are —_ 


ers. The 
n soon get these longer-! your custom 


in America’s leading 


ith your brush man- 
for these nylon- 


paintbrushes are safely used with all 
paints, lacquers, varnishes and kal- 
somine. And they outwear natural 
bristles at least 3 to 5 times. 

Good news! Nylon bristles, released 
from their years of Navy service, are 
now in the hands of the paintbrush 
manufacturers. Soon you will be able 
to get these long-lived brushes from 
your regular dealer. 

Du Pont does not make nylon- 
bristled paintbrushes. We supply the 
bristles, in specified sizes and tapers, 
to leading brush manufacturers. E. I. 
du Pont de Nemours & Co. (Inc.), 
Plastics Department, Arlington, 


New Jersey. 


\. Slim Bristle says: 


et “SOON AVAILABLE...LOOK FOR 
THE BRUSH WITH THE WORD 
N NYLON ON IT” 
It is your guarantee of bristles 
possessing a combination of ad- 
vantages unobtainable in any 
other type of bristle—either 
hog or synthetic! 
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20,000.000 


PROFITS sc MADE BY £422¢ DEALERS! 


... with MORE 


RADIO ADVERTISING! 


. = 


Big coast-to-coast Kem-Tone radio 
show —‘‘Nick Carter,’”’ 110 stations, 
Mutual network, every Sunday night 
5:30 to 6:00 E. W. T. More untold 
millions of Kem-Tone messages! 


NATIONAL SUNDAY 


SUPPLEMENT ADVERTISING! 


Big full color Kem-Tone ads in Amer- 
ica’s leading Sunday Supplements— 
AMERICAN WEEKLY and THIS 
WEEK. More than 70,000,000 Kem- 
Tone messages! Reaching more than 
5000 cities and towns coast-to-coast! 


... with MORE 


MAJOR MARKET 
ADVERTISING! 


Both full color and black and white 


Kem-Tone ads in 286 Major City 
Newspapers all over 
the country. More 
than 136,000,000 
Kem-Tone messages! 


FEATURE K@mezor AND 
GET BIGGER PROFITS! 


... With MORE 
NATIONAL MAGAZINE 
ADVERTISING! 


Both color and black and white Kem- 
Tone ads in ten of the foremost 
National Magazines. More than 
75,000,000 Kem-Tone messages! 


- with MORE 
STORE and WINDOW 
DISPLAYS! 











% Extra Pewerful 11, 
H. P. Engine Unit 















*%® One Piece Welded 


Steel, Unbreakable 
Chassis = Ni 
















* Cenvenient Reverse 
fer Sharpening 


* Cutting Height Hand 
Adjusted frem ‘/ te 
214 Inches 


SE ay 





* Rugged 
Six Spider 
Welded Steel Reel 
and Cutter Bar Unit 












Packed with Dynamic New Features 





Yes, the new Pincor all steel Power Lawn Mower, like all other Pincor products, has been 
designed and engineered with outstanding, built-in time and money saving features. The 
new Pincor Power Mower has been developed to give years of rugged performance, new 
handling ease and top-notch cutting service. It follows the trend to steel, for steel is strong 3 
and tough, eliminates costly breakage and insures longer wear and dependability. ; 

You will like the new Pincor line, you will appreciate the outstanding money-making 
features, the common sense Direct-To-Dealer Pincor Policy and aggressive sales promo- 
tion program. Together, they are a winning combination for the alert dealer looking 
for profit and turnover 








PIONEER GEN-E-MOTOR CORPORATION 
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Direct 
To The 
Dealer 








A Common 
Sense 
Pincor 
Policy 





Write for a Pincor 
Franchise in Your 
Community Today! 





5841-49 West Dickens 


Export Address: 25 Warren St 
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PINCOR Hand Lawn Mowers 


A simplified, striking new line 
of 4 all steel hand lawn mow- 
ers. Lighter-weight, quiet per- 
formance, unbreakable steel 
chassis with a precision built, 
removable—replaceable, reel 
and cutter bar assembly. Fea- 
turés to meet the price con- 
scious or quality buyer. The 
balanced line for every dealer. 

























PINCOR Electric Power Plants 


The famous, proven Pincor 
Electric Generating plants are 
in use the world over. Now, 
the Blue Diamond and Gold 
Crown models are again avail- 
able for domestic markets, with 
a wide range of battery charg- 
ing and home lighting plants 
in alternating or direct current 
models. 





















PINCOR Efficient Water Systems 


The new Pincor deep and shallow well pumps will 
meet the pent-up consumer demand for a durable, 
simplified water system. Developed by skilled Pincor 
engineers to assure greater customer satisfaction and 
dependability. 








PINCIR Electric Hedge Trimmers 


Especially designed for easy handling and new eco- 
nomical operation. Light-weight, efficient, rugged, 
these are features you will find in the new Pincor 
Hedge Trimmers, soon available. A profitable item 
for alert dealers. 














Chicago 39, Illinois 


, New York 7,N. Y. Cable Address: Simontrice N. Y 





Come Go lie 


WHEN YOU’RE IN NEW YORK! 


U. S. Time’s new sales 
headquarters are right 
in the center of things at 
630 FIFTH AVENUE, 
Rockefeller Center at 51st St. 


You'll find it enjoyable and profitable to visit this New 
York office of The World’s Largest Makers of Watches 
and Clocks. 


The distinction of being “largest” belongs to U. S. 
Time for one reason of immediate importance to you: we 


The United a Corporation 


World’s Largest Makers of Watches and Clocks. Sales Headquarters, 
International Building, Rockefeller Center, New York 20, N. Y. 


make the biggest-selling line of watches and clocks in 
the world. 


We might not be able to show you just yet all the 
exciting new models for which our plants are now being 
retooled. But we can show you enough to make you 
mighty glad you dropped in. 


We're easy to find. Right at Rockefeller Center. Just a 
few short blocks from all the leading hotels. Only two 
blocks from Broadway. In the midst of the smartest 
shopping center on Manhattan. 


Hope to see you soon! 





TIME 
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AMAZING NEW 


Mendgoe sutety Lig 


other purposes. Here's a new pro ‘ gh at sv sctas’ < 
ing points... and a market that includes every heme ani 
electric service. 


NITE-|-LITE 
hy 


CAFETERIA-TYPE SELLING a 
Littelfuse Nite-T-Lite comes in self-service displays as illustrated. Ws ite 
wire or phone for our money-making proposition to distributors and 
dealers. Address Littelfuse, Inc., 4757 Ravenswood Ave., Chicago, Ill, 
Phone Longbeach 4970. 


ANOTHER PRODUCT BY 


LITTELFUSE 
Queoporaled 
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WOOSTER FOSS-SET NYLON BRUSHES 


W ooster make eyathis re x 


sensationa 
monoflaments, process 
spreading qualities. The nylon monofilaments 


holding and 
x perienced making onl 


tipped and ground by men 
fit in painting tools hen blerided 1 a tested and 
f grad ince with 


gh standard 


racture 


Wooster Foss-Set NYLON Brushes are uniform, hold 
lec it flow on evenly—smoothly speedily They 


wear three to five times longer than hog bristles and can 
be worked tn all types. of paints and thinners. What's more 


they're made by the famous Foss-Set process! 


\ Prove these facts for yourself. Wooster Foss-Set NYLON 
' 4 \\ Brushes are available from authorized Wooster distributors 
\ NOTI Naturally it will take time to completely satisfy the huge 

demand for these fine new nvion brushes. So if you should not 


obtain immediately all you would like to have 
Wooster Foss-SeET NYLON BRUSHES are worth watting for! 


\ 


Y 


4 
x 


please remember 


} 
ee 


Ween 


FOSS-SET 


* WOCSTER, OHIO 
SE 1851 THRU 4 WARS 


THE WOOSTER BRUSH CO 
BRUSH MANUFACTURERS 
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WHEN YOU SELL bis PD Le = [ae 


THE WASHABLE WALL PAINT 
Your market is not DIVIDED 


It is PROTECTED! 


ITH the SPRED franchise you enjoy a 

generous territory that is not divided 
between you and several other SPRED dealers. 
You are PROTECTED. This means that your 
prospects are a// yours...and that SPRED adver- 
tising and your own promotional efforts make 
customers for you and you alone. 


Colors Preferred 3 to 1 by Leading Decorators 


When 173 leading decorators in America’s style 
centers were shown the colors of five best-known 
water-mix wall paints—more of them chose SPRED 
colors than all the rest combined. Their votes for 
SPRED were 3 to 1 over the second choice. Think 
what a tremendous advantage this can mean to you 
in greater sales and profits. 


A Superior Product—Guaranteed by Good Housekeeping 
SPRED is a first quality linseed-oil-emulsion paint 
that mixes with water—made possible by Glidden’s 
exclusive soybean derivative—“ALPHA” PROTEIN*. 
SPRED moves faster because it enjoys the distinct 
selling advantage of the Good Housekeeping Guar- 
anty Seal which millions of homemakers recognize 
as a sure sign of quality. + 


Advertising that Makes Sales for You! 


The largest paint advertising campaign per dealer in 
history is featuring the powerful 3 to 1 Decorator 
Preference for SPRED colors . . . week after week 
throughout the selling season in over 225 leading 
newspapers. And the whole program is built around 
you—the SPRED dealer . . . designed to bring cus- 
tomers right to your store. *Trademark Registered 





it will pay you to examine SPRED’s protected territory proposition. 
There's no obligation. Drop us a line today. 


THE GLIDDEN COMPANY: Dept.410, Cleveland 2, Ohio 


eres BESS G PR ED 
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OU’LL undoubtedly say, “No, of course not!” But ’ 


the fact is, that without realizing it, you may be 
leaving the door to your business wide open for much 
more serious losses. 

An inadequate system of handling money and keep- 
ing records can increase your costs and cut into your 
profits far more seriously than leaving the door to your 
office safe open. 

The best way to eliminate the chance of these losses 
is to set up a system which constantly guards against 
them. The National representative will be glad to help 
you tighten up your sales and bookkeeping system. 

The National representative will demonstrate the 
type of cash register specially designed to take care 


of your special business needs. He’ll show you how 
the proper cash register system will help you keep an 
accurate sales record over your wide variety of mer- 
chandise . . . give you better control over retail and 
contract transactions ... enable you to cut over-head 
and speed service to customers. 


New Cash Registers Now Available 


You'll be wise to get your National representative’s 
recommendations on a new cash register now. It will 
help you build a bigger, more profitable business. 


Call your local National representative today, or 
write The National Cash Register Company. Dayton 
9, Ohio. 
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Now! Feature the complete 
G-E Home Laundry Line! 


7 ed 





HUGE MARKET WAITING! 
CASH IN! 
TIE IN WITH NATIONAL PROMOTION! 














Yes—General Electric is back in home laundry pro- 
duction! 

By now, G-F dealers have received their first washers. 
The famous dryers and ironers will come through just 
as fast as we can make them. 


4,621,000 People Want Washers! 


That’s WPB’s figure. The biggest waiting market in 
appliance history is clamoring to buy washers, ironers, 
and dryers. 





And, according to surveys, there’s a decided prefer- 
ence for G-E equipment. (53 out of 100 women said 
they thought General Electric made the best electrical 
appliances for the home.) 





Send for the Self-Starter Package! 


Get started right now! Tie in with consistent, nation- 
wide magazine and radio advertising on G-E Home 


Laundry Equipment. 
Begin by sending forthe G-E Self-Starter Package— 


























aa how aan tat ue well oo. o which contains all the sales promotion material you'll 
eep an ly lasher has ail these wanted features: s trol Wringer, . ‘ 
of mar. tor tepp alld and calip. “Eatbvater Aathen” Gite tank an Gin, Yee need to get back in the home laundry business. Order 
rey Agsoee mighty easy on clothes. “Permadrive Mechanism,” for long, trouble-free life! it from your G-E distributor. 
ver-head 
Complete G-E Home Laundry Line to Feature with the G-E Washer! 
© 9? 
oye New! G-E Automatic Portable Rotary Irener. Priced to - 
. It will New! G-E Automatic Tumbler Dryer. Dries be a leader. Lightweight, but efficient. 
ess. clothes indoors, rain or shine. Fast, gentle 
“tumbler” action, 
day, or Coming! New G-E Automatic Washer! Precisi gineered, as only 
Dayton G.E. can make it. To be really revolutionary! 


G-E Portable Rotary lroner. Bargain-priced. 
Weighs only 33 lbs. 





“THE APPLIANCES MOST WANTED 
G-E Automatic Flatplate froner. The BY MOST WOMEN” 


sit-down-and-iron G-E marvel! Easy to 


operate. 300-square-inch ironing board. GENERAL @B ELECTRIC 


TELL YOUR CUSTOMERS to listen to Art Linkletter, in “The 
G-E House Party,” every afternoon, Monday through 
Friday, 4 p. m., E.W.T., CBS. 
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Answers to your Questions 


about (ubbeunato 


How soon will Rubbermaid Houseware be shipped? 


We are now in full capacity production on the 
popular Rubbermaid line and hope to start 
shipping orders by the end of October. We 
further hope all orders now on hand can be 
filled during November. 


How much will be shipped at a time? 

Knowing that you want more than a ten-minute 
stock of merchandise, initial shipments will be 
sizable and fill-in orders will be handled 
promptly. To do this and assure equitable 
distribution to all stores, we are building up 
our inventories before starting to make any 
shipments. 


Which items will be available first? 

Production is concentrated on those items for 
which there is greatest demand: bathtub mats, 
stove top mats, drainboard mats, sink strainers, 
plate and bowl scrapers, and dish drainer 
baskets. Others will be added as quickly as 
possible. 


What effect had the war on Rubbermaid quality? 
Wooster Rubber is using only high-quality 


materials, some of which have been developed 
during the war. You can be certain that 
Rubbermaid will stand for long life, resistance 
to soap and grease, and for beautiful colors and 
designs, just as it always has in the past. 


How you will learn of latest developments 


Our salesmen are contacting buyers as fast 
as they can cover their territories, but in the 
meantime, we shall mail out news bulletins 


periodically. 


Women look to Rubbermaid 
for the finest in rubber houseware— 
it’s a profitable line for you to handle 


HOUSEWARE ¥ 
THE WOOSTER RUBBER COMPANY 


WOOSTER - OHIO 











































ON BOTH SIDES OF THE AVENUE 


Big stores on the avenues and the smaller neigh- 
borhood stores in cities and towns throughout the 
country are profitably cashing in on the unprece- 
dented demand by housewives for 


The Improved Sealed Edge 
Golden Fleece 
Pot Cleaner and Scour Cloth 
The Better Post-War Product 
Non-metallic for Safety 
Rustproof—Non-festering 
—Splinter proof 





The Golden Fleece Pot Cleaner cleans and scours 
pots, pans, kettles and cooking utensils, even por- 
celain and enamelware, leaving no marks nor 
black streaks. So pliable it easily gets into all 
corners. It rinses sweet and clean, has no sour 
odor, and lasts longer. 


A Store on Fifth Avenue 


sold 225 dozen in 18 days. The demand increases 
every day. Golden Fleece efficiency is proved by 
constant repeat orders. Place yours today for 
earliest delivery. 





DOWNY PRODUCTS 


MPANY 


ORANGE, NEW JERSEY 
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Pow Added t to >» PREVENTHEM Spray: | 


S6D.D.T. 


|Available Now tor Immediate Shipment!| 









bedbug and roach Killer, now contains the real 
D.D.T., just as used by the U. S. Army — plus 
added Killing ingredients! 


This is not a cheap, inferior D.D.T. This is 
definitely the most powerful insecticide we ever | 
produced! Kills bedbugs, flies, mosquitos, 
| 
| 


















Preventhem Spray—New York’s largest selling 


roaches instantly! 


FAIR TRADE PRICES Advertise D.D.T. PREVENTHEM in 
your local newspaper! We pay 50% 


Less 33 1/3 of cost of all ads used. We supply | 
Quart $1. 00 cay tested copyrighted ads if desired. Do | 


1f-Gal. 1.90 he. aborted, = — quart size in ads under this 


] Gallon: 3.75 ) “tox WARNING! 








: . Do not sell cheap products containing 
Full Freight Allowed in U. S. A. D.D.T. Try them yourself and be con- 
Usual Jobber Schedules vinced. Sell D.D.T. PREVENTHEM 


and protect the reputation of your 
Free Display Signs in Every Case store! 












Send your orders to 


| 
| BENGAL CO., 214 St. Nicholas Ave., New York 21, N. Y. 
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One of a Series of Advertisements on 
“WHAT MAKES A BICYCLE GREAT?” 


IN CONSUMER PREFERENCE 


To be called great a bicycle must not only 
be superior in désign and construction—it 
must also meet a full range of critical con- 
sumer demands. 


Year after year Columbia has led the field 
with smart styling, attractive colors and prac- 
tical accessories that have made Columbia 
the first choice of discriminating buyers 
everywhere. 


Such consumer acceptance means more busi- 
ness and bigger profits for Columbia dealers. 
Depend on it, the post- 
war Columbias will live 
up to their reputation 
as pacesetters in con- 
sumer preference. Look 
to Columbia for gr-at ' 
bicycles to meet the 


great postwar consumer 
demand. 


THE WESTFIELD MANUFACTURING COMPANY 
Westfield, Massacbesatts 


BICYCLES 


“AMERICA’S FIRST BICYCLE” + SINCE 1877 














SURE --- HE’LL BUY 


BUT WILL HE BUY FROM YOU? 


There’s no question about the existence of 
an enormous market for fishing tackle— 
now. John Q. Fisherman’s tackle box and 
rod case are empty, but his wallet isn’t. 
He’s ready and eager to buy everything from 
split shot sinkers to complete new outfits. 
But ... will he buy from you? The an- 
swer is a big YES if you standardize on 
H-I fishing tackle. The new H-I line — 
“for every fisherman and every kind of 
fishing” — will be loaded with eye and buy 
appeal — will be finer, more salable than 
ever before. You'll want it on your shelves 
“your customers will want it in their 
fishing kits. 


Before another fishing season ‘rolls around 
we will be able to supply you with an 
unlimited stock and selection of new H-I 
fishing tackle. 


HORROCKS-IBBOTSON CO. 


UTICA, N. Y. 


Peacetime Manufacturers of the Largest Line 
of Fishing Tackle in the World: 
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COLT’S PATENT FIRE ARMS MFG. CO. 


OCTOBER 11, 1945 





HARTFORD, 


THE PATH 


along which sportsmen 
will re-enter the world of 
recreation runs along the 
aisles of your store. Be- 
fore too long, Colts will 
again be available to 
help you make your 
store sportsmen’s head- 
quarters. 


CONNECTICUT 





CHENEY 


NAIL HOLDING 
HAMMERS 


“THE PRIDE 
Of THE 
TOOL CHEST” 





It’s as simple as that. And it explains, 
more than anything else, America’s 
proud record of production for war. 
“Yankee” Tools were in the thick of 


this national production . . . turning Noil-Hol 





aing 


screws, boring holes, gripping metals 
at the bench . . . doing what good 
tools are supposed to do, and what 
the ingenuity of “Yankee” Tools does 
faster, easier, and better. Now that the 
war is over, workmen who want good 
tools will want “Yankee” Tools. For 
they know the importance of good 
tools, and will remember this famous 
name. “Yankee” Tools have what it 
takes to save time, labor, and money 


on countless jobs. 


Advertising of this kind in the Satur- 
day Evening Post, Popular Mechanics, 
and Popular Science will help you sell 
“Yankee” Tools . . . easily, steadily, 


surely. 


“YANKEE” SPIRAL SCREW DRIVER No. 130A 
A Size for Every Purpose 


“YANKEE TOOLS 


make ee: mechanics bette: HENRY CHENEY HAMMER CORP 


orth Bros. Mfg. Co., Phila. 33, U A LITTLE FALLS—N. Y 
Establi 





217 BROADWAY, NEW YORK CITY 





HARDWARE ACE 





Deaters— Its. Back Again! 
The World Famous > 











“You Never 
Saw a Saw 
Saw Like 

the 
Bushman 
Saw 








Ask Your Jobber, or Write Us for New Catalog Pages 
Bushman Sou Division GENERAL STEEL 


WAREHOUSE CO., INC. 
1830 No. Kostner Ave. « Chicago 39, Ill. 
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COUNTRY GENTLEMAN 


POPULAR MECHANICS POPULAR SCIENCE 
find Many Other Magazines 
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G | SELLS So-Lo Menders 


pispLays FREES 
Order Your FREE Fixtures Wow 


Uncle Sam says “Conserve . . . Make it DO!”’"—and millions 
of Americans respond by fixing, mending, repairing, and re- 
newing household articles as never before! 

The market for So-Lo’s reliable “FIX-ME” Home Menders is 
enormous. So-Lo’s national advertising is seen, by millions. 








































Displays Save Counter Space 
Increase Sales and Profits 








DS Now So-Lo brings you “‘automatic merchandising” —attractive 
“Wotererooty Revolving Display Fixtures. They turn at a touch... give 
ag Flat you Color—Motion—SALES! Each fixture holds a dozen each 
pe 10e Seren 


placement cards slip in easily. Fixtures come to you fully 
assembled. Each fixture is worth $3.50--FREE to you! 


You get two Fixtures FREE with the Senior Product Assort- 
ment—one Fixture FREE with the Junior Assortment (see 
below). These Fixtures are great business builders—save 
valuable counter space—keep tubes neat, trim, salable—free 
from breakage and shrinkage. 

Avoids Tube 


Fill in and Mail Coupon Breakage, 


Get going NOW for big, fast profits! Just Shrinkage, etc. 
check coupon below and mail today. We’ll Not THIS But THIS 
see that shipment is made promptly. 


rs of 4 different menders, stapled on colorful display cards. Re- 





















































25n8 
SENIOR ASSORTMENT So-Lo “FIX-ME” AUTOMAT 
TWO DISPLAY FIXTURES FREE ORDER FROM YOUR JOBBER 
You Get Your Cost Retail 
No. 16, Blue Bond Rubber Cement.......... 4 Doz... . .$3.20 $ 4.80 
RE i se Semen Onto... «1 Por 3.20 $480 ¢ RUSH THIS COUPON TODAY FOR ACTION 
No. 306, Liquid So‘der.............00000000- 3 Doz..... 2.40 3.60 
AE No. 1000, Auto Cement..............000000-- 3 Doz..... 2.40 3.60 ; 
No. 2500, Pot and Pan Mender.............. 2 Doz..... 1.60 2.40 So-Lo Works, Inc. 
No. 300, Pipe Joint Compound..............3 Doz..... 2.40 3.60 Loveland, Ohio 
: No. me aabastae per — 4 - i is ee yn Gentlemen: Please ship the So-Lo Automat checked below. Ship 
“ 2FIXTURES.......... hich SPAS <We dota anlhsdeed FREE through my jobber and be sure to include FREE the Revolving 
” iin hncvn cera seaonssagadpadnsdeeadenal $28.80 Displays. 
an a i ieee OEE et ies ok SA 2. 19.20 pn SENIOR ASSORTMENT 
EMINENT sai wspnpisndicagecdoniastonehdtouen $ 9.60 for Senior Please ship SENIOR ASSORTMENT as listed at 
CJ the left. Include TWO REVOLVING DISPLAYS 
JUNIOR ASSORTMENT So-Lo “FIX-ME” AUTOMAT —FREE. I understand the total cost to me is $19.20. 
ONE DISPLAY FIXTURE FREE JUNIOR ASSORTMENT 
You Get Your Cost Retail pay “og Pi d JUNIOR ASSORT T 
or Junior ease send me MENT as listed 
No. 1500; Airplane Cements <n ss... 3 Doe... 240° 3.60 § PS] at the left. Include ONE revolving display FREE 
No. 306, Liquid Solder............ss00000-0- 3 Doz..... 2.40 3.60 C] Total cost to me—$9.60. 
No. 207, Clear Cement........cccccccccsecss 3 Doz..... 2.40 3.60 
SIONS o o'yrd's 5.0605 bods covedeoeddcen su katt FREE : DEALER’S NAME...... 
MNES 5. ciscadendccans coustevsustiduvacds nes tes $14.40 = 
NI - b Is ics oa dddin Woe G08 bt phiwpecéydens duaises ewiues 9.60 = ADDRESS...... 
STE ONET LE: SETI eS a: $4.0 3 ory STATE... 








So-Lo Works, Inc., Loveland, Ohio 
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“Tops in Sales and Profit”’ 


BENNETT 


ate *.s ANG CANABGA PAT ore s 


THE SAFETY FIREPLACE CURTAIN 









THESE FEATURES MAKE 


A QUICK-SELLING PROFIT PRODUCER 


@ Sheer, flexible, woven-metal curtain lets firelight shine 
through. 

@ Stops flying sparks—prevents fire-damage to floors, 
rugs, furniture. 


@ Easy to open or close with one hand—exclusive Uni- , 


pull Control. 

@ Need not be lifted aside to add fuel—no fuss, no 
bother, no burned hands. 

@ Beautiful appearance adds distinctive charm to any 
fireplace. 

@ Heat tempered fabric for enduring service — will give 
lifelong satisfaction. 

@ Wide variety of sizes, types, and styles— for every 
fireplace. 

@ Remarkably low in cost—popular sizes as low as 
$10 retail. 


@ Nationally advertised in leading magazines—customers 
ask for it. 


Send for Bennett Fireplace Catalog 


Made by the makers of Fresh-Aire and Warm-Aire Fireplace Units 


é BENNETT-IRELAND 


1045 NORTH STREET, NORWICH, NEW YORK 

















this 


DMitapaco" HANDY PACK” 


WILL BE a colorful, eye-stopping “bar- 
gain beauty package” in your paper spe- 
cialty department. It was before the war 
and will again be-a sure-fire, big volume, 
fast-moving merchandising item — some- 
thing you can use to increase your lace 
paper sales from 2 to 9 times. 

Each of these attractive packages carries 
interesting illustrated suggestions for table 
settings, and shows a variety of designs 
available. Contents include either 100 
“Milapaco” 5”, 6", 8”, 10” or 12” Doilies, 
or 100 Place Mats, with design in full 
size on cover of carton. 

At present, production of this item is 
greatly limited due to well known 
paper shortage. 


INTERESTING NEW DEVELOPMENTS... . 
are in the planning stage at “MILAPACO”, 
embracing paper specialties for the future. 
Their release remains dependent upon the 
paper supply situation, which still remains 
critical. 





MILWAUKEE LACE PAPER COMPANY 


1306 E MEINECKE AVE MILWAUKEE 12 





PAPER 


PRODUCTS OF CHARACTER 


HARDWARE AGE 
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he new 


FINEST HOME JUICER 








29-/ SINGLE STROKE HANDLE 


and/’5 Other Important Improvements 


It’s*here .. . the beautiful new JUICE KING with the unique SINGLE 
STROKE HANDLE that cuts squeezing time in half. 

And here are five additional JUICE KING features that make it 
easier... faster . . . more economical to squeeze fruit juice this 
better, modern way. ; 

1. New, patented Juice-All Strainer . . . gets all the juice. 

2. Interlocking Cup and Strainer . . . keeps seeds from slip- 
ping into glass. 

3. Deep-Well Cup . . . prevents squirting when pressure is 
applied to fruit. 

4. Steel Handle . . . to resist wear and strain. 
Attractively encased for greater comfort 
and beauty. 

5. Open design . . . permits use of even the 
large size glass. Simplifies cleaning. 

Included in the new JUICE KING line are models to 
sell at $3.95, $4.95 and $9.95. 






































NATIOONAL DIite cASTING COMPAN Y 
TOUHY AVENUE AT LAWNDALE + CHICAGO 45, ILLINOIS 
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HOW TO MAKE MOREY 
WITHOUT ANT 
INVESTMENT 

































































Stewert Railings for stairs, porches and balconies are made in a 
wide variety of designs, or built to specifications. 


Bracket and Pier Lanterns 
are made in various 
sizes and metal combi- 
nations. 


Window Guards (Iron or 
Wire) are made to fit 
any size or shape of 
opening. 












































Stewart Chain Link Wire Fence is made in various heights and weights. 
Iron Fence will be available soon. Style OTH shown above. 





@ All profit is clear when you sell Stewart Products because 
you have made no investment. Most of the products manu- 
factured by Stewart are naturals for hardware dealers, and 
many of them are cashing in on this opportunity. Here’s how 
it works. You send for literature and familiarize yourself 
with Stewart Products. Then you send us your inquiries for 
fence and other metal specialties. We do the rest and pay 
you a commission. Simple, isn’t it? Write today! There’s no 
obligation whatever. A few products are shown above. 
There are scores of others in iron, wire and bronze. 


THE STEWART IRON WORKS CO., INC. 


1237 Stewert Block Cincinneti 1, Ohio 
Experts in Metal Fabrications Since 1886 


IRON 
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Sprinklers 
Nozzles and 
Garden Hose 


ALLEN == 


pees 
1 
: 





AVAILABLE SOON 


lesa 





Again—we are in production on CAST 
BRASS garden hose nozzles, sprays, 
couplings and fittings...also, a complete 
line of lawn sprinklers and garden hose 
accessories. 


Ask your jobber about the Allen Line 
for the 1946 season. Get ready for bi 
sales... Pr e to meet nenimalated 
demands of the past several years... 
Assure fast, full profits ... Featuring 
Allen garden hose accessories! 


ALLEN “Justrite” Cast Brass 
Garden Hose Nozzles 


Precision machined—Justrite CAST BRASS 
Hose Nozzles produce a perfect a 
no drip, no back spray. Quickly adjusted 
to—a heavy spray—a straight stream for 
distance—a heavy stream for volume — 
and a complete shut-off. This is a popu- 
lar, big-selling item. Leak proof and 
dependable. 
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| ALLEN “Parkside” Nozzle-Type Sprinkler 

| The best all-purpose sprinkler—It can be used as a REVOLVING 
| or STATIONARY sprinkler. With sprays, the Parkside waters a 
| circle 20 to 24 feet in diameter... with streams a diameter of 
from 42 to 48 feet. Locking device holds arms motionless when 
| desired. Operates on high or low pressure. Streamlined iron 
| base. Glossy red, baked-on enamel arm and base. 

Ask Your Jobber About Allen’s Garden 

Hose Accessories and Lawn Sprinklers. 


W.D. ALLEN 


| ee 
MANUFACTURING CO. 


566 West Lake Street 


23 Warren Street 
| Chicago 6, lilinois New York City 7, New York 


HARDWARE AGE 
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Left: Cows in their stalls on the deck of the freighter 
carrying them to Central America. The men are a 
, U. S. Coast Guardsman and two of the ship’s officers. 













Below: De Laval Dealer Van Zandt is at the extreme 
right with special De Laval Milker outfit used to milk 
the cows aboard ship. It was carried from stall to 
stall by two men. From left to right: U. L. Jackson, 
De Laval Representative; Charles Zid, salesman for 
Percy Van Zandt, and the ship’s officers. 






























Recently a big consignment of valuable cows were shipped to 
Central America. They made the trip in special stalls built on 
the deck of a freighter. 

Problem. How to provide proper milking for this large herd 
with a minimum of help and under the extreme conditions 
encountered at sea. 

Answer. De Laval Dealer Percy Van Zandt, Blawenburg, 
N. J., was called in and promptly devised a special De Laval 
Milker outfit that could be carried 
by two men along the cramped 
decks and passages. Result ... 
perfect milking during the entire 
sea trip! 

Moral. When the problem is 
Separators or Milkers the De Laval 
Dealer gets the call . . . because he 
has both the “know-how” and the 
preferred equipment. 

If we are not adequately repre- 
sented in your territory please 
write the nearest office below. 


— e 








De Laval Cream Separators 
are famous the world over for 
cleanest skimming, production 
of highest quality cream, long- 
est service and lowest cost per 
year of use. 

First in 1878, the De Laval 
Separator today is more than 
ever first choice among cream 
separator users on the all-im- 
portant basis of top perform- 
ance and quality. 





Most Fe pees milking equipment— 
the Laval Magnetic Speedway 
Milker and the Laval Sterling 
iAilker. To most dairymen De Laval 
milking means Better Milking. 


THE DE LAVAL SEPARATOR COMPANY 


NEW YORK 6 od alley \clome: SAN FRANCISCO 19 
165 BROADWAY 427 RANDOLPH ST 61 BEALE ST. 
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ON HOME HEATER SALES ! 





@ No more fuel oil rationing! 


ALL RESTRICTIONS LIFTED 


® Purchase certificates are no longer 


required! 


@ And Duo-Therm Circulating Home 


Heaters with patented Power-Air are 
coming off the line right now! Shipments 
to dealers are being made as fast as 
stepped-up production schedules permit! 





Biggest advertising campaign in the industry 


supports dealers selling Duo-Therm! 


— Liberty, Household, Country Gentle- 
man, Farm Journal, True Story, True Con- 
fessions, Pathfinder, Successful Farming and 


Southern Agriculturist! 


It’s a great list of great magazines—reaching 
a good half of all the families in America— 


typical of your prospect’s own home— 


c THE PICTURE. It’s warm and friendly— 


with a handsome Duo-Therm right up 
there front and center looking like a mil- 


lion bucks. 


THE HEADLINE. It’s loaded with the 
dynamite that sets off sales! Anyone still 
fighting with a grimy, old-fashioned stove 


just can’t help reading on! 


THE STORY. No work, no dirt—just clean, 
G) 0. silent heat at the turn of a dial. 


That’s what people want! 


DUO-THERM Division of Motor Wheel Corporation 
Dept. L-24, Lansing 3, Michigan 

| would like full information regarding the Duo-Therm 
Appliance market in my territory as well as the Duo- 
Therm protected franchise story. | am interested in 
selling Duo-Therm Fuel Oil Space Heaters [] Duo- 
Therm Automatic Fuel Oil Water Heaters (J. Check 
one or both. 





NAME 





ADDRESS 

















better than half, chances are, of the home heater 
prospects near you! 

And the big, full-page ads in those maga- 
zines do a great selling job for you. Look at 
the one on the opposite page. Check these 
highlights against the numbers on the ad: 


THE FEATURES. An exclusive combination 
that no other home heater can offer! 


THE ECONOMY. Low operating cost! 
Low first cost! A Duo-Therm costs no 
more than a good coal stove! 


THE SALE. These ads ask for the order— 
just as you do. They tell the prospect 
that Duo-Therm is back in production— 
urge the prospect to mail the coupon and 
get the whole story. 


That’s the kind of a sales job Duo-Therm 


' advertising does for you. It’s hard-hitting and 


convincing—all the way from picture to ¢ou- 
pon. And that coupon is a real clincher. When 
we receive coupons—and we get a lot of them 
—they go right back to the Duo-Therm dealer 
nearest the prospect’s home. Then the dealer 
himself, through the coupon lead, buttons up 
the sale. 

Does it work? Well, for many years before 
the war, Duo-Therm dealers averaged as high 
as 8 out of 10 coupons converted into sales! 


We make the leading fuel oil heater 
in America. We help you sell it with 
the most aggressive advertising in 
the industry. And we do business 
with independent dealers only. That's 
a winning combination if there ever 
was one! 


HARDWARE AGE 
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IF you’re still lugging scuttles 
of coal and hauling messy 
ashes out of a stove—it’s 
time to give yourself a break! 


Just picture doing this: 

Comes the first crisp day of fall, you 
light a match and start your Duo-Therm 
Fuel Oil Space Heater. Light one match 
—that’s the sole, single, solitary piece of 
manual labor you do all winter long (ex- 
cept see that there’s oil in the tank) be- 
cause from then on you tend the fire by 
turning a dial! 


Clean, Safe, Silent Heat! 
Duo-Therm’s patented Dual-Chamber 
Burner turns cheap fuel oil into comfort- 
ing waves of clean, safe, silent heat— 
—with any degree of it you need right 
at your finger-tips. 

Turn the dial down at night—or when 


Copyright 1945, Motor Wheel Corp. 
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in Fuel Oil Heaters — It’s 


Duo-THERM 


America’s Largest Manufacturer 
of Fuel Oil Heating Appliances 


HOW TO TAKE A PERMANENT VACATION 


from the work and dit of healing your home / 


you're going out —and you get just enough 
heat to keep the chill off the house. Turn 
it upin the morning —or when it’s time for 
baby’s bath—and you get more heat fast. 


All-over Warmth with Power-Air! 
Only Duo-Therm has Power-Air—the 
patented blower that keeps heat moving 
—forces it down from the ceiling to make 
floors toasty-warm —floods it into far cer- 
ners that were never warm before. 


This power-driven heat you get with 
Power-Air is the secret of lower cost as 
well as greater comfort. 


Saves up to 25% on Fuel Bills! 
Duo-Therm’s patented Power-Air saves 
up to 25% on fuel costs. Dual-Chamber 
Burner, Waste Stopper, Co-ordinated 
Controls and other Duo-Therm exelu- 
sives help save even more! 
















Low operating cost with Duo-Therm! 
Low first cost, too—a Duo-Therm costs 
no more than a good coal stove! And no 
work—no dirt—no chilly floors or corners! 
So—there’s no excuse for being a slave 
to a coal scuttle or wedded to a wood- 
box once you can get a Duo-Therm Fuel 
Oil Heater—now in production again! 


SEND THE Coupon! Get the whole 
story of how to keep nice and warm in 
winter without a lick of work—without 
a speck of dirt! 

7 ° * * 

WANT AUTOMATIC HOT WATER? 
Heat it with cheap fuel oil—in a 
Duo-Therm Water Heater! Plenty 
of hot water for the average-size 
family—for less than 4¢ a day! 
Installed anywhere—no gas or 
electric connections needed! 





one or both.) 


NAME 


ADDRESS 
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DUO-THERM Division of Motor Wheel Corporation 

Dept. S-1, Lansing 3, Michigan 

I would like to know more about 0 Duo-Therm Fuel Oil Space 
Heaters; 0 Duo-Therm Automatic Fuel Oil Water Heaters. (Check 


COUNTY 
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Terrific repeat newspaper promotions 
by Macy’s, A. & S., Loeser’s, Gimbels 
and other leading stores prove this 
the hottest housewares item in years. 
Tough, durable, rubber-like composi- 
tion. Every home needs two or three. 











Bathroom ensembles 


Include HAMPERS 


A hamper *therefore, should harmonize or contrast 
with the colors of shower curtain, window draperies, bath 
mat and towels. All Whitney Hampers do this. They are 
finished in the U. S. Government Standard bathroom 
colors ... A hamper should be designed and scaled to con- 
form to the small area of the average bathroom. The func- 
tional lines of every Whitney Hamper meet this important 
requirement. 


Your customers are attracted to Whitney Hampers by 
their attractive appearance and good lines. 


The Fact Tag on every hamper assures them that these 
handsome hampers will give long and satisfactory service. 


DESIGNED FOR BEAUTY... 
BUILT FOR SERVICE 





WhitneyHamrers 


BABY CARRIAGES - CRIBS - JUVENILE FURNITURE 
F. A. WHITNEY CARRIAGE COMPANY . Since 1858 


LEOMINSTER, MASSACHUSETTS 


HARDWARE AGE 








or contrast / ‘ ii _— } @ They top the list of needs in. many 
. They are A. ea aged || ge. i homes—and they’re out in front for early 
ed teens | i See ee = > , a production. Arvin Roll-a-Round Laun- 
:ienperent Hii x te eS | tees Wes. fi di dry Tubs have plenty of features that 
it Jeet ff women want. It’s time now for you to 
have a talk with your Arvin distributor. 
that these 


ory service. 


BEAUTY... 
OR SERVICE 





PERS ARVIN is the name on products of experience coming from 


URNITURE NOBLITT-SPARKS INDUSTRIES, INC. © COLUMBUS, INDIANA 


Since 1858 


ARE AGE OCTOBER 11, 1945 










BROTROLINE 


FARM FENCE CONTROLLERS 
















Leading hardware jobbers have 
increased their business beyond 
expectations with ELECTRO- 
LINE. 


Five models available — battery 
electric and combination. Prompt 
delivery — without priority — 


assures you of business NOW. 





Sold Exclusively 
Through Reputable Jobbers 





Model 4302 
6-volt battery oper- 
ated controller with 

battery compartment. 













ELECTRO-LINE PRODUCTS CO. 
120 N. Broadway + Milwaukee 2, Wis., U. S. A. 






These three big advantages are what you 
need . . . and only Lowell gives you all of 
them! They're a team that work together to 
increase your profits on sprayers and dusters 
and build good will by providing utmost sat- 
isfaction. From every angle, you'll be wise 
to feature Lowell! 













OWELL “.ncfetiuring Co 


Copyrighted 1945, Lowell Mfg. Co. 








DEPT. 54—589 E. ILLINOIS ST., CHICAGO 11, ILL. 
WORLD'S LARGEST MANUFACTURERS OF SPRA 







RS EXCLUSIVELY 
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“DREAM BARNS” are being ff 
_ PLANNED TODAY 





wit ST ARLINE 


“10° ect J Starline’s complete line of time and labor-saving barn 
OR BA NY equipment is playing a big part in post-war building pro- 
grams of dairy farmers. Make your store Barn Equipment 
Headquarters and assure yourself of these profitable 
Starline Equipment Sales. Helping your customers with 
their plans now — insures extra profits as more equipment 
becomes available. 


Farmers everywhere quickly recognize the many outstand- 
ing time-saving, labor-saving, profit-making features found 
in Starline Barn Equipment. 

* * * 








SELF-OILING CANNON BALL DOOR HANGERS AND SELF CLEANING 
TRACK @STALLS AND STANCHIONS ® RUST SHIELDS ® STANCHION 
ADJUSTERS ® BULL PENS ® COW AND CALF PENS *®WATER BOWLS 
® LITTER CARRIERS © FEED TRUCKS ® HAY CARRIERS ©® STEEL 
WINDOWS °® VENTILATORS ©® ELECTRIC VENTILATING SYSTEMS 


TODAY’S OUTSTANDING BARN 
~ pra EQUIPMENT FEATURES 
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" svameiie. INC. 


HARVARD, ILLINOIS ¢ ALBANY, NEW YORK 
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LUMITE-the screen that lasts / 


Tested daily under savage weath- 
er conditions on world battle- 
fields, LUMITE is a natural for 
the coming building boom! 


Nothing can “eat” a screen faster 
than salt air! 


But here’s one screen not even 
salt spray can corrode... nor can 
rain, snow or smoke! LUMITE* 
(modern plastic insect screen 
cloth) never stains sills or side- 
walls, and needs no painting... 
a few rubs with a damp cloth 
quickly renews its “sparkle.” 

LUMITE resists punishment, 
too! It has unusual resilience and 
tensile strength; never dents or 
bulges in ordinary use. 


LUMITE outlasts ordinary 
screens because it can mever wear 


out through natural causes. 
* 
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LUMITE 
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LUMITE NOW RELEASED! 
FREE SAMPLES ON REQUEST 


With cancellation of some Army 
and Navy contracts, Chicopee is 
now making LUMITE for civilian 
uses in a rich dark green color. 
In ads like this, in professional 
publications, we are telling the 
LUMITE story to Architects, En- 
gineers, Builders. They’re “ripe” 
customers for you! Write us now 
for full information and samples. 


EN FROM SARAN, PRODUCT OF DOW CHEMICAL CO, 





Tested in War — Ready for Peace 


Many millions of feet of LUMITE screening have 
been used successfully to protect the Armed 
Forces against disease-bearing insects. These 
fighting men are your tomorrow’s customers 
... and they’re sold on LUMITE already! 


* 100% Rustproof under any conditions. 
* Cannot stain sills or sidewalls. 
* Strong, resilient . . . can’t dent or bulge. 
* Never needs painting . . . non-inflammable. 
* Not affected by humidity or salt air. 
* Competitively priced with better grades 
of wire screen cloth. 











Chicopee Manufacturing Corp., Lumite Division 


lati Largest nab 
of Pal Screen lot 


HARDWARE AGE 








@ MORTITE, that fast-selling weatherstripping, is being nationally advertised in such magazines as e Saturday 
Evening Post e Better Homes & Gardens e Time e American Home e Popular Mechanics e Popular Science e Parents’ 
Magazine e House Beautiful e¢ Science & Mechanics. Tie in with your own ads! Let your customers know that 
MORTITE can be purchased at your store and take your share of the profits. 


BETWEEN YOU g 
and the COLD 


New pliable plas- | 
tic that stops leaks » 
and saves fuel. i 


Weatherstrips 
windows, doors, 


baseboards,caulks | 
casements—plugs ; 
cracks around | ; 


drain-boards, 
bath tubs. Use in- 


ALL THESE SALES-GETTING DEALER HELPS ARE FREE. ASK FOR THEM! 





side or outside. Can be painted 





KEEP WARM! 
ae ee oe 


Seal your home against 
drafts and cold, st ex- 
pensive heat leaks! Keeps 
out dust and dirt. Just 
press MORTITE pliable 
plastic tape around win- 
dows, doors, baseboards, 
etc. It’s easy! It’s sure! 
Aroll covers about 80 ft., 
enough for 5 windows... 


W-308 Electrotype for 
hewspaper use 


W-308M Mat 


BETWEEN YOU 








KEEP WARM 
es ee oe 








Seal your 
home against 
drafts and cold, 
stop expensive 
heat leaks! 
Keeps out dust 
and dirt. Just 
press MORTITE 
pliable plastic 








tape around windows, 
doors, baseboards, etc. It's 
easy! It's sure. 


EASY TO APPLY AND THE COLD 


Unrolls like ribbon. Just press into } Pliable, plastic MOR- 

place and it stays put. Does not TITE stops heat leaks, 

crack, chip or shrink. a saves fuel! Weatherstrip 
~« Suan 


windows, doors, base A roll covers about 80 tt., 
About 80 feet to a roll boards, etc. Use inside o1 


sania: Whey Ss Hanlon enough for 5 windows. 


just press into place. $ 
About 80 ft. to a roll ; 125 
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bace W-296 Electrotype for newspaper use W-316 Electrotype for newspaper use W-317 Electrotype for newspaper use 

ning have W-296M Mat W-316M Mat W817 Bet 
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cts. These 
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o DISPLAY @® RADIO—!2 interesting min- 

ions. Set up this atten- ute spot announcements for your 
tion - getter with local program. 

ulge. bdo rs = ¢ Sr several boxes of 

jammable. = Mortite and watch 


@ CIRCULARS-—Let your cus- 
tomers read about Mortite — 
and sell themselves! 


ir. 


yrades it make profits for 


you! Stands 15” 
high, 10” wide. 














\ite Division 


ork 13, N.Y. 


MAIL THIS 
COUPON TO 


Send us free and prepaid the following dealer helps: 


(0 DISPLAY [ RADIO SCRIPTS FOLLOWING MATS .................... 
FOLLOWING ELECTROTYPES 
CIRCULARS (Limit amount, please, due to paper shortage) 


J.W. MORTELL CO. 


509 BURCH ST. 
KANKAKEE, ILLINOIS 





‘ARE AGE O€TOBER 11, 1945 
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ENCH STONES | 
OR REAL CRAETS" ~ 2, 




















EYE APPEAL, QUALITY APPEAL, PRICE APPEAL 


for ouly *6.59" 


(Suggested resale $10.60) 


12 FAMOUS OJILSTONES .°. . 4 EACH OF 3 TYPES 


Crystolon Combination (Silicon Carbide): Coarse and fine, vitrified. 
Washita (Natural): Favorite among woodworkers for over 50 years. 
Queer Creek (Natural): Long popular in the lower price field. 


This Yellow, Red and Black Display Has Doubled Oilstone Sales 


* Slightly higher west of Denver. 
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@ Jobbers who have not already placed their quantity commit- 


ments for SPRAYIT Paint Spraying Equipment are urged to 
PAINT SPRAYING EQUIPMENT, 


do so immediately. Orders will be filled just as fast as pro- AIR COMPRESSORS, SPRAY GUNS, 
PUMPS, AIR TOOLS, INSECTICIDE 


duction conditions permit and in the order in which they are SPRAYERS, SANDERS AND At- 
LIED FINISHING EQUIPMENT. 


received. DEALERS are asked to keep in touch with their "3 


Jobbers regarding expected initial delivery dates. If you do not ELECTRIC MOTORS, GENERATORS, 
; VALVES, PUMPS, HYDRAULIC 

know the name and address of your nearest SPRAYIT Jobber, CYLINDERS AND CONTROLS FOR 
AIRCRAFT, AUTOMOTIVE AND 

write and we'll gladly send this information to you at once. OTHER INDUSTRIAL APPLICATIONS 
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popular, f fast-selling, 


all-year finishes 
of pre-war quality plus 


are back again— 


FLOOR & DECK | MIRROLAC 
ENAMEL don ENAMEL 
The latest in Alkyds! 


Good news... sales and profit-making news .. . for 
every Devoe Dealer—the return of these two out- 
standing finishes in better-than-before quality — in 
quantity that makes it possible to say “yes” to eager 
customers. 


Better-than-before quality, we say, for our Devoe lab- 
oratories worked night and day throughout the war 
to develop finishes for our armed forces—finishes that 
defied sun, wind, rain in all climates, under all con- 
ditions. Out of this research and experience now come 
new developments that are paying off in plus quality 
in post-war products. 


Among the first Devoe products to come to you with 
this quality p/us—that makes for sales p/us and satis- 
faction p/us—are these two famous finishes. Stock them 

. display them... let your customers know that 
you again have their favorite finishes: DEVOE Floor 


& Deck Enamel and Mirrolac Enamel. 


OUTSTANDING QUALITY 
—and selling — features 
of 


DEVOE FLOOR & DECK ENAMEL | 


and 
MIRROLAC ENAMEL 


ELASTIC: These finishes withstand ex- 
pansion and contraction—are ex- 
tremely durable — downrighttough 
—withstand rain, snow, even 

© scrubbing—recommend for out- 
door as well as indoor use. 


EASY BRUSHING: Exceptional! self-level- 
ing qualities. Keep a demonstra- 


tion can in your store. Hend a 
brush to your customer for a test — 


and a quick sale. 


HIGH GLOSS: Tile-like finish is 
accentuated by depth of film. 
e 


QUICK DRYING: Meets today's fast tem- 
po. Rapidly becomes dust-free, 


thus giving added insurance to 
beauty of finish. Tops for youthful 
. 


homes and home-owners 


UNUSUAL OPACITY: Exceptional! 
. hiding quality. 


‘g3DEVOE PAINT @ 


787 FIRST AVENUE, NEW 
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McALEER PEACE CABINETS 


You will find new beauty, improved construction — better mer- 
chandising opportunities in McAleer metal kitchen cabinets and 
wardrobes of the future. McAleer planning and research today 
will give these peacetime cabinets greater importance and utility 
in “tomorrow’s” home. This will mean increased profits and 
prestige for you through the sale of McAleer Cabinets competi- 
tively superior in quality and style. We look forward with you 
to the time when our vast war production experience and ex- 
panded plant facilities can be converted to meet civilian demands. 
You will be able to enjoy again the merchandising benefits 
of the outstandingly high reputation that has distinguished 
McAleer Metal Cabinets since 1899. 


AVAILABLE TODAY 


McALEER ALL-METAL TOOL CHEST with TRAY 


These tool chests are designed to meet Army Ordnance speci- 
fications. They make profitable merchandising items today for 
mechanics. “Sturdy as a Pershing Tank.” Each chest features 
protective baked Olive Drab Enamel with high gloss. 21” long, 
814" wide, 714" high, Net weight 13 Ibs. Order McAleer Tool 
Boxes through your jobber. If he doesn’t carry them either 
send us his name and address or place your order direct with us. 


AND COMPANY, INC. 


BUY ANOTHER Ay ese tiie Olen 
WAR BOND PHILADELPHIA 22, PA. 
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That first, breath-taking sight of 
a modern L&H range incites an 
irresistible impulse to exhibit 
vocal admiration. And well that 
it should — for L&H ranges have 
always been something to sing 
about. What housewife wouldn’t thrill 
with enthusiasm to the many improve- 


/ ments and innovations that make her 


daily cooking job easier, surer, and so 
much more satisfying with an L&H 
range! And this enthusiasm is not some- 
thing new. Its been going on for a long 
time — through more than 70 memory- 
packed years of helping mother prepare 
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those unforgettable meals that make her 
so famous. 

The recognized prestige, which is a 
part of L&H cooking and heating appli- 
ances, grows steadily more secure as 
L&H continues its role of being con- 
stantly up-to-the-minute. Appliance mer- 
chants, seeking a fast-moving line hav- 
ing the stability of long, practical experi- 
ence, can profitably look to L&H. Plans 
for future activity in the appliance field 
hum with tuneful rhythm when they’re 
backed by the sound, aggressive mer- 
chandising that produces profit for you. 
Get the L&H story today. Write for it. 








ELECTRIC 


THE BILTMORE 


WATER HEATER 


J. LINDEMANN & HOVERSON CO. 


‘Manufacturers of ELECTRIC RANGES + ELECTRIC WATER HEATERS + 
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MILWAUKEE 7, WISCONSIN 


GAS RANGES + GIL STOVES + PORTABLE OVENS + Git 
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10 MILLIONS OF YOUR CUSTOMERS - 


We’re telling these Exclusive Advan- 
tages of BERNARD Parallel Action PLIERS 


BIG ADS IN SUCH MAGAZINES AS 


TCE PTT ine | PORT OPULAR 
ARCH ged MECHANI SCHULAR Me yi ANICS 
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-— the best hand tool market 
in the world 





BERNARD Jang PLIERS 


Also other BERNARD compound action and diagonal 
pliers, punches, cutters, nippers and pruners 


WM. SCHOLLHORN COMPANY 


NEW HAVEN 9, CONN. “QUALITY TOOLS SINCE 1870” 
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i f HOLE CUTTERS 


TO BOOST 
YOUR SALES 


What a gift for a man who likes good tools — famous cutting 
tools in a convenient kit with a gay Christmas wrap. You'll 
find instant demand for these modern Bruno hole cutters, that 
sell on sight to mechanics, home owners, farmers, maintenance 
workers, technicians and schools. 


BRUNO cutters have been sales leaders ever since they 
were introduced — in their colorful, sales-building Christmas 
wraps they'll go like hot cakes. One Bruno cutter replaces 
several fixed-radius tools — cuts holes %’’ to 1%’; larger 
model 1’ to 22”. High speed steel blades make clean, fast 
cuts in boilerplate, sheet metal, plastics, wood, fibre, mason- 
ite, hard rubber and other materials. Easily sharpened. 


Feature these display cartons in your wigdows and on coun- 
ters. They’re high quality, nationally advertised products — 
backed by the reputation and guarantee of one of the coun- 
try’s best known manufacturers of fine tools. Order your 
supply of the No. 4800 Deal now. Each Deal contains six 
No. 790 Bruno Kits. If not available at your jobber, please 
write or wire Dept. HA, Bruno Tools, Beverly Hills, California. 
SHIPMENT GUARANTEED 


We guarantee to ship all gift-wrapped merchandise immediately. 
No. 790 Kits are easily made into regular stock by removing gift 


wrapping. 
ADVERTISING MATERIAL 


One or two column newspaper mats: (65 line screen) picturing Bruno 
Kit No. 790 supplied on request. 


Beverly Hills 
California 
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No. 100 with %” straight 

shank cuts holes %” to 

1%”. No. 101 with %” 

nies shank cuts holes 
to 242”, 





AVAILABLE NOW for Holiday Trade 


TWO FAST-SELLING JUVENILE ITEMS TO BUILD 
YOUR Christmas VOLUME 





IDupLex [BLackBoarp 
No. 303 E TICK 


Here it is! A 21%4”x24” Juvenile 

Blackboard that will sell on sight. Colorful, attention-getting rider sticks 
Authentic Walt Disney decora- with Walt Disney’s famous characters (or 
tions. Numerals and alphabet, Tennessee Walking Horse) for heads. 
PLUS plenty of writing and Youngsters will beg for these brightly- 
drawing space. Well built; neatly finished ac- 

finished. A stock item for “Santa tion toys. Or- 


Claus.” Order NOW! der by num- 

ber: - Micke 
2114x24”; individually wrapped Mouse — 55M; 
and packed 3 to a package. Bambi — 55B; 
Approx. shipping wt. in lots of Donald Duck 


died —55D; Walk- 
ing Horse — 
44H. 


Shaft 36”; wheel dia- 
INE meter 4”; Packed 12 
to package by de- 


signs. Sh. wt. 20 Ibs. 


ToYs APPLIANCES Ales 
TENNESSEE VALLEY ASSOCIATED MARKETERS 


GAMBILL BUILDING. NASHVILLE. TENNESSEE 


The HALL Lines # FAME, coo gh witegacete 


soon will secure their HONORABLE DIS- available 


“CHARGES from the army and navy and . 
other services which, since Pearl Harbor ee to you 


have received more than 99% of HALL Sy 
*s Soon! 


production. Now, with the war ended, we 


BM 











expect soon to be manufacturing all of our 
regular numbers—many of them improved by 
lessons the war has taught us—for the 
pleasure and satisfaction of all types of fisher- 
men and for the profit of jobbers and retail- 
ers of fishing tackle. 


These following numbers will prob- 
ably be among the first available. 


HALL’S Celebrated 
LAKE QUEEN 
Bait Casting Line 
of Dupont Nylon 


Write for Free Catalogue 
Giving us Jobber’s Name 
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We'll do our Best 
to supply you .. . 


How can we supply you—our long-time friends in the trade — with all 
the Savage-Stevens-Fox rifles and shotguns you need to meet the 
consumer demand? The answer is—we CANNOT ... at this time! 


However, we have now resumed the manufacture of most of our tried 
and proven models, in quantities governed only by the availability 
of raw materials. ... When full production can be attained, look to 
Savage-Stevens-Fox for new models, new features, new materials and 
new finishes, developed as a result of our wartime experience. 


Until the time comes when we are again producing sporting arms in 
unlimited quantities, we will allocate our production through our 
jobbing distributors who will do their best to supply you. 
Savage Arms Corporation, Utica, N.Y. 
Plants in Utica, N.Y. and Chicopee Falls, Mass. 
Manufacturer of Rifles and Shotguns, Lawn Mowers and Refrigeration Equipment 


@ SAVAGE STEVENS FOX 
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NOW YOU 
CAN STOCK 


the NEW HARTWELL 


Protector 






Ends Drill 
Breakage 


Gauges Depth 
of Hole 


The new, precision-machined Protector & Depth 
Gauge reinforces drills, prevents them from 
bending or breaking. And it serves as a depth 
gauge and stop. 

The Hartwell Protector & Depth Gauge is in de- 
mand wherever breast, portable power-driven 
drills and home drill presses are used. Supported 
by advertising, this new item will be a profitable 
addition to your stock. 

Available in 15 selected sizes from 1/16 through 
“F”; fits standard drill chucks. 


Place your order with your jobber!. 


Rounded nose protects 
drilled surtaces 





otted shank 
Dimples drive drill locks drill 


Single source for 779 production parts and tools 


HARTWELL 


ENGINEERING COMPANY 

Designers * Manufacturers * Distributors 

3417 Crenshaw Boulevard, Los Angeles 16, California 
Dallas, Texas * Kansas City, Kansas 
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’ BOSS nuts an sorts | 


on the Job 


BOSS Bolts and BOSS Lock Nuts f 
have been specified consistently for ( oe 
more than a third of a century by car 

builders, locomotive build- 

ers, and by railroads. 


BOSS makes a complete 
line of standard bolts and 
nuts—and the economi- 
cal dependable BOSS 
Lock Nuts. 
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FOR INDEPENDENT HARDWARE AND 
IMPLEMENT DEALERS TO GET INTO THE 


"Testey more than ever there is a need for lubricants for worn 
cats, tractors, and farm implements in your community. Bring 

this profitable business to your store. 
F LM-X Apex motor and tractor oils, greases and miscellaneous 
farm oils are sold only through independent hardware and 
ov implement jobbers and their dealers. Your jobber will supply 
PRO TEX you with interesting store displays to help you make the first 
sale—and the fine quality of Apex products will bring repeats. 








Apex products are sold by more independent jobbers than 
any other brand in America. There is an Apex jobber near you 
to give you the kind of service that will make you money. 


For 1945 profits get in touch with your 
Apex jobber today—or write direct to us. 


ys  - e O0 E S O n O Oe ee OO 


100-200 17th Avenue North 





Minneapolis, Minnesota 
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NEW X-ACTO CRAFT TOOLS 
CREATE TERRIFIC SENSATION 


“Best Thing in Long 
Time; Sure-fire Sellers’, 
"say X-acto Dealers 











What a wonderful set-up for 
constantly increasing business 
in your hobby and handicraft 
fields! 

Every customer who owns 
a super-sharp X-acto Knife, is 
a pre-sold prospect for the new 
X-acto Tools. And those who 
buy the X-acto Tools first will 
be in the market for additional 
knife and blade sales. Dealers 
who have stocked the X-acto 
tools are re-ordering. 

Be among the first in your 
town to profit by these long- 
awaited feature items. Attrac- 
tive free window and counter 
displays help you sell. Send for 
complete information. Mail the 
coupon below, today! 

















Scientifically Designed 
Precision Perfect 





X-acto Tools are made to the 
same quality standards in ma- 
terials and workmanship as 
X-acto Knives. Each is de- 
signed as carefully for the spe- 
cial use it serves. X-acto sales 
mean satisfied customers! 


X-ACTO HOBBYCRAFTER’S SAW 


(in production) 


CHICAGO KNOWS WHAT IT WANTS 


“T’ve seen a lot of new products introduced,” 
writes A. G. Davis, of National Model Dis- 
tributors, Chicago, “but I never saw word get 
around so fast as the news about X-acto. 
People know what they want all right. They 
ask right off for X-acto Knives.” 


X-ACTO Sreci 


X-acto Crescent Products Co., Inc. 
440 Fourth Avenue, New York 16, N.Y. 


























Alfred Field & Co. (Sole Distributors in the Hardware Field) 
93 Chambers Street, New York 7, N. Y. 


Please send me complete information on X-acto 


1 
| 
I 
i 
Knives and Tools. ; 
i 
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JOBBERS: If you do not stock PIPETITE-Stik, 
Write us for prices and discounts 
























Important 
oe panes PIPE-TITE-Stik 
NO BRUSH Features 
NO WASTE 





e Unaffected by air, water, steam, 
acid, gas, brine, etc. e Lubricates and completely 
seals pipe joint threads, nuts, bolts, gaskets, turn- 

| buckles, etc. e Prevents rusting. e Joints easily taken 
apart, months and years after applying. e With- 
stands vibration, temperature changes, deflection, 
| pressure. e Increases thread life. e Contracts or 
expands with the pipe. e Joints can be disconnected 
and remade without having to clean the threads. 


CONTAINS NO INJURIOUS INGREDIENTS 


Just rub 3 or 4 strokes ACROSS pipe threads. 
It spreads and fills threads when turned. 


< ATTRACTIVELY BOXED 
3 DOZEN TO CARTON 
Also available on small individual display cards 
Order from your jobber TODAY—or 
write us direct if he cannot supply you 







CONTAINS NO LEAD « 

















Lake Chemical Co. 





613 N. WESTERN AVE., CHICAGO 12, ILL. 


COPR. 1945 LAKE CHEMICAL Co. 
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» When he asks for a 
aot i "® Special Purpose File... 


ACO 2 
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1or cutting plastics or stainless steel, for example, don’t let " ‘ ’ ’ 

him use an ordinary Machinists’ File. Tasks such as filing Typical Applications NUCUT Special Purpose Files 

plastics, stainless steel, aluminum or brass, deburring rough 

castings or lathe filing require a file designed specifically for NAME SHAPE GENERAL USES 

that job. Suggest one of the Special Purpose NUCUTS ... . ; 5 

consult the accompanying chart. Stainless All Stainless steel and other hard 
Follow up your discussion by showing your customer Steel File Shapes metals. 

r, steam, Heller NUCUT “Wavy-Teeth” Machinists’, Mill and Saw Plastics All Shaping and cutting molded 
mpletely Files so popular for general purpose filing. Explain how the File Shapes plastics a other composition 
patented “Wavy Teeth” construction of this “two-in-one” meme 
ets, turn- NUCUT file with both coarse and fine teeth, cuts and Aluminum Flat and Cutting and finishing aluml- 
ily taken smooths with every stroke to make filing easier, quicker File Holf-Round num and aluminum alloy cast- 

e With- and better. —— 

‘ Let your jobber advise on the proper selection of Special Long Angle Flat Lathe work where smooth fin. 
flection, Purpose Files as well as “Wavy Teeth” Files to meet your Lathe File ish is desired. Also soft, non- 
tracts or customers’ requirements. terreus motels. 
snnected ag a. oe ae metals such " 

e ou rass, ronze, co eran 
threads. | HELLER BROTHERS COMPANY chontoon. " 
INGREDIENTS America’s Oldest File Manufacturers —Good Tools Since 1836 Foundry Flat Rough, general Foundry Fil- 
File Half-Round ing. Other hard metals. 
Newark 4, New Jersey °* Newcomerstown, Ohio 
> threads. 
turned. 
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MULTICRAFT 
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Fine craftsmanship and a popular selling price combine to make 
these nationally-known Multicroft giftwares really fast-moving, 
profitable sales-winners for you! Items are striking reproductions 
of hand-carved walnut originals . . . possess a decorative charm 
and appeal that have been dealer-proved from coast to coast. 
You'll find this line your money-making answer to important year- 
round volume! 
FOR SALE BY LEADING JOBBERS 





| 


BOOK ENDS ay : “he oligo 
RES Pe. ES be. See A, 
MULTI PRODUCTS, INC., 1920 S. WESTERN AVE. CHICAGO 8, ILL. © 225 FIFTH AVE.. NEW YORK CITY; ROOM 1558 MERCHANDISE MART, CHICAGO 


“HARD TO GET” 


LEATHER GOODS FOR FALL AND HOLIDAY SELLING 


The war is over, but zippered fine quality leather goods will continue 
to be scarce for the rest of 1945. Our entire line is priced to give 
you an excellent markup. Get your share of the profits. 


“A THE WESTERNER wl GLAMOROUS COLORS IN LADIES’ BILL 
coup ig vauine ie Me te 
© COUNTRY BY STORM. ASS PRCHITS ° 


A “MUST’’ FOR YOUR BILLFOLD DEPARTMENT. Fine quality Morocco grain leather. Three-way zipper protects con- 
Made of fine steerhide grain leather attractively embossed. Outside tents. Large expansion change pocket with snap fastener. Space 
three-way covered zipper closure for complete safety of contents. for five cards. Five popular colors: Red, Blue, Green, Brown and 
Expansion (gusseted) ry pocket, with — conten Space for Black. No. 24ZL $24.00 per dozen 
nine identification cards. Colors: Brown or Black. T — F.O.B. Chi — 8% dlecount on all orders 
No. 27W $27.00 per dozen ‘me. > fe one gress ? more. 
Listed above are two of our outstanding numbers. Our line consists of best sellers only; nine men’s numbers, three 
ladies’, one tobacco pouch and one key case number, all in desirable colors. Write for our catalogue or our sample line. 


- HOWARD & COMPANY 


847 ROOSEVELT ROAD * CHICAGO 8, ILLINOIS 
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When I get a prospect for a Crosley, all 
I do is play the Demonstration Record 
and let the Floating Jewel* and the Mas- 
ter Tone-Control do the talking. It’s the 
“silence” that gets ’em interested. 


HEARING is Believing! 


S$ SOON AS WE can stock you with new 
Crosley Radio-phonographs and Radios, 
you'll discover how easy it is to sell your cus- 
tomers by following the simple steps shown 
here. The new —E 2 : 
Crosley line will 
actually talk for 
itself .. . sell itself. 
Hou cam CXpect « vaede,  Mostnaioee 
every modern im- — "Firat" untouched sides 
provement and Chatter!’’ of the groove. 
development in radio and electronic engi- 
neering plus the amazing Floating Jewel* 
Tone System and Master Tone-Control. These 
are features typical of the complete Crosley 
line of home appliances . . . features that can 
be seen, heard, or felt and demonstrated. That 
means easier selling and better profit for you. 


* PATENTED 


CROSLEY 


THE CROSLEY CORPORATION, CINCINNATI 25, OHIO 


I shew them the striking difference between 
the Floating Jewel* and old-fashioned, rough- 
riding needles. ‘“This is the system;’ I tell them, 
“that says ‘Goodbye needle noise.’ No more 
needles to buy, change or hear.” 


" You've got to needle 
your customer's, Joe- 
that's the way to sell em! 


—AND WHEN I SAY, ‘NEEDLE ‘EM,’ 
| DON’T MEAN HIGH PRESSURE” 


Then | show them how the Master Tone-Con- 
trol works with 64 different tone combinations 
...the Rainbow of Sound... then I let them 
select the tone combination they like best... 
and they listen to recorded music as it should 
be heard. Yes, I sell "em . . . but that’s not all, 


Not by a long shot. Because my Crosley customers are my best boosters. 
They are so proud of their new instrument, they can’t wait to demonstrate 
it to their friends . . . and when their friends hear the Crosley, I get a lot 
of new prospects. So ‘‘needle ‘em,’’ fella, and you'll do all right. 


RADIOS + RADIO-PHONOGRAPHS + FM + TELEVISION + SHORTWAVE + ELECTRONICS + RADAR + REFRIGERATORS + HOME FREEZERS 
LAUNDRY EQUIPMENT + RANGES + KITCHEN SINKS & CABINETS - HOME OF WLW, “THE NATION’S STATION” 
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CHAMPION (|. es 


meet that idea exactly. They check on every one prot 

Fluorescent and Incandescent \ of these points. coll 
LAMPS — 

—no 


befo: 
who 


Ask us to tell you about the Champion merchandising policy that assures easier, line 
more profitable lamp business, without red tape, restrictions, contracts or other appl 
obstacles to low cost handling at maximum profit. Get 
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Lynn, 


Massachusetts 
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LOOK, WHAT’S HAPPENED 


TO WESTINGHOUSE 
TRAFFIC APPLIANCES! 


You'll be amazed at the completeness and the smartness of the 
Westinghouse Traffic Appliance Line that is headed your way. 
We are set up to give these popular items (plus many new and 
exciting ones to come) a new meaning in the bright new 
merchandising era. Westinghouse will give this line .. . 
collectively and individually . . . greater emphasis than ever 
before. Why? Because the right line, priced right, aggressively 
merchandised and widely a vertised, will increase your profits 
—not only in the traffic appliances themselves, but also in the 
whole line-up of electrical merchandise. 

an example of Westinghouse aggressiveness, the entire 
line has been restyled by Guild. You know that styling sells 
appliances. Westinghouse proved this when we introduced 
the first Streamline Iron. We proved it again with our high- 
style line of Fans... and our immensely popular Roaster-Oven. 
You’ve seen these appliances and you’ve been reading a lot 
about style trend ou haven’t seen anything until you 
see what Lurelle Guild (rhymes with styled) has done with 
the Westinghouse Line of Traffic Appliances. Obviously, to put 


Tune in: P nay Charles Thomas, Sunday, 2:30 p.m., EST., NBC. 
Listen to Ted Malone, Monday through Friday, 11:45 a.m., EST., ABC. Network. 
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products on your shelves quickly, the first Westinghouse Traffic 
Appliances will not incorporate this new style concept... 
but soon, the Guild-styled items will be coming along. Note 
the Percolator on the left. In the coming months you will see 
equal styling and improvements covering the complete line, 
the Aottest sales-making Traffic Appliances on the market. 

Your Westinghouse Distributor has a Retailer Agreement on 
Traffic Appliances. See him today for more profits tomorrow. 


WESTINGHOUSE ELECTRIC CORPORATION, MANSFIELD, OHIO 
ELECTRIC APPLIANCE DIVISION 
Plants in 25 Cities... Offices E 


Westinghouse 





















"ES, sir! “SCOTCH” Cellulose TAPE is 


hack home again! 


Now you can get all the large rolls you need 
to do all the package-sealing, poster-holding, 
price-marking chores in your store. And 
there are plenty of fast-selling 10c, 15¢ and 
25c rolls waiting for yout custémers, too! ~* 


So come and get’em! Spread the good news. . . start 
your cash register ringing rapid-fire by displaying 
“SCOTCH” Brand TAPE prominently . . . and leave 
the rest to your tape-hungry customers! If you haven’t 
a supply already, order at once from your whole- 
saler! 










“SCOTCH” is the trade-mark for the 
adhesive tapes made in U. S. A. by 


VILNNESOTA MINING 


& MFG. Co.. J 
THE 3M COMPANY 


SAINT PAUL 6, MINNESOTA 
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prewar profit picture? It will be just as important postwar, when 


civilian production Zz draws near to demand us | Then, you ‘ll 


4 d A 
want a line that moves fast — Wy , that never “camps” 


on your shelves more than momentarily. You'll want the complete 


Millers Falls CF ine of tools designed ? af F fod. 


‘a eG Nk it XG MG 4 
to meet volume needs from a minimum \~ 7 gle bie 






SS 


at 


number of types and styles, to keep inventory low SA and 





y 18 
Remember how important turnover a was to your 





5- 
profits high W\ - You'll want the line that sells because it bears Y 


this trademark! 





N 
Sac TANS COME eA iT 


MILLERS FALLS 
specs a 







Millers Falls Company - Greenfield, Massachusetts 
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HERE ARE REASONS WHY 


wes 
Dent. Wax 


is The “F i 
nenepe Selling Household Item on Today’s Mark 
arket”* 
ia 
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MILLIONS SEE Sani-W ax 
PRAISED IN MAGAZINES 


1 you re 






-Wox! Read 
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country’s leading magozines:—— ' 
con clean 
“Soni- \\ assist YOU greatly; YOU 
boy “ an gate ‘ mae? bs — 
c ¢ washing ri , 
tep proc ° 
ss Je en 
' ‘ He 
an ¢ take ony paint film with ' 
House Beo rw ‘Moy. 1945. 
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protective wox film _Better Homes 
April, 1943. 
weani-Wox is nice stuft.”—New Yorker, Feb., 
Br THE SANI-WAX (0 
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hed cailitline downtown. city nes “a Bont fe Rll ede 
ma e millions of hou stores Oo DO IT 
with Sagiite—and oar familiar Let ne Sidi tee 
: oe im your store aaie'e a a c------ pay your rent ? 
ae gg te such as thi convenient for them to shop is most f wana nanan nnnn nana =-- 
ield’s, Chicago, adv is one at Marshall : ‘ ; bi citten hice ; 7 . 
Field’s have had the ertise Sani-Wax for Sani-Wax hos been f i about Sani-Wax } 
he lg rg: for tous demonstrator on Pe store demo on eatured in more { | 
taken October, 1941.) out years. (Above picture years than ney the pest twe | 
setts in the word! household item | Name | 
T | 
HE SANI-WAX COMPANY-CLEVE ! aie | 
ARE AGE} oc LAND, OKLAHOMA | 
ICTOBER 11, 1945 { <9 a | 
i em: aye Tein 
77 

















Water Systems « Pumps « Sprayers « Hay Unloading Tools 
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DRAT THAT DRIBBLE! 


Here I stand again, waitin’ for water ‘til Mother turns a faucet off in the 

house. Wish we had both listened to the Myers Pump Man when he recom- 

mended a water system with enough capacity for all our needs.” 
ew ,@ * 


Tne 


it is easy enough to convince & customer that a Myers Water 
System is what he should buy. But it often takes a bit of persuad- 
ing to make sure he decides on a Myers big enough to handle 
peak loads around the place. The Myers dealer who stresses 
ample capacity along with Myers superior inbuilt quality, makes 
more money on the sale and gains a better satisfied customer 
every time. 





THE F. E. MYERS & BRO. COMPANY 
Dept. C-23, Ashland, Ohio 
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Globe Grand Champion’ 





Dealerships Now Open 


— a “Packaged Unit” that Sells 
Right off the Shelf Like Any 
Other Electrical Goods— 


The Globe “Grand Champion” Milker offers 
dealers a tremendous VOLUME market. 


—A complete, self-contained PACKAGED 
Milker, designed for the AVERAGE farmer— 
ready for him to take home, plug in, and start 
milking. No barn installations to make. A 
clean sale, a clean profit, and a god VOLUME. 


—Every farmer with electricity is a Globe 
“Grand Champion” prospect, and today’s ex- 
panding rural electrification makes this a con- 
stantly greater market for you. 





Sold only through authorized Distributors and 
Retail Dealers. 


Backed by aggressive farm paper advertising, 
Jobber and Dealer cooperation, and a complete 
Pe program of local sales promotion for the Dealer. 
Patent Pending Tear out this ad and write today for details on 
our profitable Dealer franchise, and the market 
These Globe Milker Features now open to YOU. Do it now. 
Appeal to Practical Farmers— 


@ Power Unit on Pail — No barn installations to make. 
Light, portable. 


@ 1-2-3-4 Milking Rotation—for better milking and easier cae 
on the cow. ie Me 
@ Sealed Power Unit—motor, vaccum pump, pulsator com- $F 
pletely enclosed. d 
@ Motor Driven Pulsator, assures positive action, winter a 





or summer. 
@ 1-Piece Milk and Air Tube—No complicated lines to 


handle. 
More than 12 plus features make the Globe “Grand Cham- 
pion” Tops in Milkers. Write for our dealer proposition 


today. 


GLOBE MILKER, INC. 
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MAESTRO HAND-CRAFTED GLASSWARE 





ASSORTMENT 


Avo SLIVER 


FOR EARLY 1946 DELIVERY... 


Orders are now being accepted for early 
1946 delivery on many outstanding as- 
sortments in the Maestro Line of Ruby 
and Silver hand-crafted art glassware. 
Take advantage of this opportunity to 
be among the first to receive new stocks 
for spring promotions. Maestro — with 
its sales-winning combination of radi- 
antly glowing ruby-colored glass and 


rich, gleamingly brilliant, pure inlaid 





silver — is distinctively different . . . eye- 
catching and appealing . . . smart in its 
decorative charm. You will welcome 
its return; will find it as popular, profit- 
able, and fast-selling as before. Assort- 
ments include groupings of such 
numbers as cake plates, salad plates, 
relish dishes, bowls, trays, etc. Let us 


give you complete details. . . 





ae 


C AG : 
Century Melaleraft Conporalion 4440 NORTH CLARK ST., CHICAGO 40 


P. i Newland, 
1558 Morchendioe “Chicago 4 1107 Broadway, New 


Schneeloch & | Folsom R. F. McDowell Bert Scouler 
» Yor io” 301 NN. marest St., Dallas, Tex. 403 Merch. Mart Bidg., Los Angeles 14 Terminal Sales Bidg., Seattie | 
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The makers of Johnson‘s Wax 


OMNWIOWUNICE . . « 





li gbyii 


(The patented WAX-IMPREGNATED enamel) 


is now available 
for your products! 


Your objective now ... must be to launch and sell 
products of maximum efficiency and maximum 
beauty. You may not be able to put into effect im- 
mediately great changes in product design and 
performance characteristics. But nothing need 
now prevent you from immediately giving your 
product the finest finish ever formulated for house- 


hold equipment. 


Because women buy with an eye for beauty, 
WAX-O-NAMEL appeals instantly. To the eye its 
soft lustre is utterly unlike that of any other finish. 
To the hand, WAX-O-NAMEL has a satin smooth- 
ness. Along with its virtue of beauty, WAX-O- 
NAMEL gives extra protection: in the home it 


WAX-O-NAMEL presents no production problems, 
It may be applied and dried by any conventional 
method. 


Give your products the extra sales magic of a factory- 
applied WAX-O-NAMEL finish. A Johnson repre- 
sentative can give you full information about this 
amazing product without taking up too much of 


your time. 


MAIL THIS COUPON TODAY! 


S. C. JOHNSON & SON, Inc., Dept. HA-105 

Product Finishes Department, Racine, Wisconsin 
Gentlemen: Sure, I’m interested in WAX-O-NAMEL, 

and would like to talk to a Johnson man. I would also 

like to have a copy of the WAX-O-NAMEL brochure, 

‘“‘What Her Dreams Can Mean to You.” 











Teeeeeeeeeee 


oe Title 
keeps its good looks longer and is easier co clean. eet -f* com. 
Company Name f PED ae 
jJonnson’s WAX-O-NAMEL | 22— — 
AGO 40 Trademarks Reg. U. 8. Pat. Off. 
& made ty lhe makers of JOHNSON’S WAX (a name everyone henoiws) 
2 Bldg, Seattie | 5. C. JOHNSON & SON, INC., Racine, Wisconsin 
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HOOT, MON f 
2 ae When I'm a salesman 
‘| ps in your store, 


Watch HANDY-SANDY 
profits soar { 





Has HANDY-SANDY gone to work for you yet? 


ERE’S the hardest working sand-paper and cloth salesman 
you ever saw, and he wants to help you make new profits. 


CARBORUNDUM’S popular line of paper and cloth assortments is 
dressed up in a new distinctive label and display material and 
answers to the name of “Hanpy-Sanpy.” He’s the hard selling 
little character on the new label of the Handy-Sandy Paper and 
the Handy-Sandy Cloth Assortment. 











But, more than just an attractive package, you'll get the hardest 
hitting salesman in the business as a sales aid with every 14 gross 
you order from your distributor-— the Handy-Sandy Display 
Basket! Put them on the counter in your 
paint, woodworking and household depart- 
ious ments and watch sales and profits soar! 
Fy LES Handy-Sandy comes in both paper assort- 
a" ments and cloth assortments. And it’s backed 
amnee by the famous “CARBORUNDUM” name. The 
Carborundum Company, Niagara Falls, N. Y. 














THERE 1S A PRODUCT BY 


= 
S + ey | 
By id) 


%, TRADE MARK 


RWS” 
FOR EVERY ABRASIVE APPLICATION 


(“CARBORUNDUM?” is a registered trade mark of and indi fi; by The Carborundum Company) 
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Thanks to a good job at good pay, he’s fixed financially to buy his own home 


... has his eye on a nice piece of property, too, but he’s hesitating. The house needs 


repairs and he doesn’t know what materials 


are on the market or who has them. 





help 

















this man 
make up 
his mind 


Here’s a profit-packed idea you can put to work 
today. Many property owners and prospective 
Owners aren’t aware that materials for mainte- 
nance and repair are on the market—and they 
haven’t time to find out. 

It’s up to you to tell them—to let them 
know that you can supply genuine Barrett 
Roofings and Sidings, Barrett Rock Wool in- 
sulation and protective coatings. These aids to 
property protection are on the “non-critical” 
list. | 

Why not start your business building pro- 
gtam right now? We can supply you with 
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plenty of sure-fire promotional material that 
will start the ball rolling. And Barrett adver- 
tising in The Saturday Evening Post, American 
Home, Farm Journal, and other magazines is 
already paving the way to your prospects. 


You Can Sell These Barrett 
Extra-Profit Products Today 


Barrett Shingles and Sidings 
Barrett Rock Wool Insulation 
Barrett Money-Making Specialties 





THE BARRETT DIVISION 


ALLIED CHEMICAL & DYE CORPORATION 


40 Rector Street, New York 6, N. Y. 


2800 So. Sacramento Avenue 
Chicago 23, lil. 


Birmingham 
Alabama 





all Metal Repair Plug 
ons Leaks Permane, 


Hot Water Heater, Boj, 
7 / e, 
s 








Leak Masters are friends in need for home 

owners, farmers, janitors, and maintenance men 

because they stop leaks permanently—installa- 

tion is quick and easy. The everlasting ductile 

lead alloy flows into the hole and expands to the 

surrounding wall area making a permanent, 
inside seal. Leak Masters work on flat, curved, 
or irregular surfaces, and corners too, of all 
types of metal containers. 


CARRY OWN STORY—Each Leak Master is 
attached to a colorful price card which shows 7 install. Just turn (§A 


how the Leak Master makes a permanent, inside off "yr te poo a 
seal and gives simple installation instructions. pen with pliers 


‘ , and draw up tight 
Sold by leading jobbers everywhere. with screw driver. 


Troluan METAL PRODUCTS 


2322 West 58th Street, Chicago 36, Hlinois 


NEW! Pus Past Selling 
MCUCAV MOLDED PLASTIC UNITS 


AMERICAN MOLDED PLASTIC #£=AMERICAN 


SINK STRAINER MOLDED 
PLASTIC 


A HAT AND 
HOUSEHOLD COAT HANGER 

































« 












« (Also handy for cloths, uten- 
LEADER angen, D nest, Rea 
oz > chen. ! 
300% ere Will earry the beavivet, o~—- 
/ ; > t. Sketch w eel rein- 
re eee foreoment ry rigidity. Steel 


plate backs plastic base panel. 
Steel arm extends entirely 
through hollow hook and is 
integral with steel base plate. 
Base measures 1%“x2%". ex- 
tends out from wall 2%”. 
Furnished with two screws. 
Here is a strong, colorful, de- 
pendeble hanger that will not 
chip nor fade. Beautiful solid 
colors. Smart sew style. In- 
stant appeal wherever shown. 


Wire or write ot once fer iustrated descriptive Bulletins 
and prices. 















Note cross brace rib design for greatest strength. Prevents sagging. 


Maintains rigidity. 

300 PEK CENT more draining area than in ordina strainers. e 

Square openings for faster draining. MORE QUICKLY AND . 
EASILY CLEANED. Will not stain, scratch, nor mar sink. Will 


NOT RIT. WILL NOT CORRODE. Retains original handsome 
Gnish. Light and easy to handle, and—made of tough plastic for 1758 N. Honore Street, Chicege 22, Illinois 
longest rervice Telephone: ARMitage 3045 
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Forinstance, among theclean- 
ers, there’s Tavern Paint 
Cleaner. This completely 
different product works so 
efficiently — so safely — so 
quickly—to remove dirt and grime from painted 
surfaces, tile and porcelain, that the user is im- 
pressed. Since this Tavern product is in a class by 
itself, she reasons, isn’t it logical that all other 
Tavern products will live up to the same high 
standard? 







Think what this will mean in the highly com- 
petitive postwar era, when you'll need top values 
in every line to stay in front. With Tavern Prod- 


TAVERN HOME PRODUCTS 


Tavern Liquid Wax+ Tavern Paste Wax - Tavern Non-Rub Floor Wax - Tavern Paint Cleaner 
Tavern Lustre Cloth - Tavern Window Cleaner - Tavern Furniture Gloss - Tavern Rug Cleaner 
Tavern Leather Preserver - Tavern Electric Motor Oil - Tavern Parowax or Paraseal Wax 
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HOW TO MULTIPLY ONE SALE 
MANY TIMES! 


Every Tavern Home Product Carries the Sign the Nation Knows 


OU CAN SEE it happen when you display the Tavern line of 
Home Products—because every Tavern product is so out- 
standing in its field, it creates a demand for all 14! 


ucts, you’ll have top value—multiplied by 14—all 


- from one reliable manufacturer. And all backed 


by continuous strong national advertising! 


Build for the future now with the line that brings 
high unit sales and profits— Tavern! 


* * * 


Order today from your nearest Socony-Vacuum 
office or from 26 Broadway, New York 4, N. Y. In 
the Southwest, order from Magnolia Petroleum 
Co., and on the West Coast, from General Petro- 
leum Corp. of California. You can rely on Socony- 
Vacuum’s great distribution system Tarp 
for almost “overnight deliveries.” Cnarabie by S 
















SOCONY-VACUUM 






PERFECTION now going 


Full Steed pthead 


Making Oil Stoves and Heaters 





Get Your Order in NoW 


So you will be in line for earliest possible delivery. 

12 famous models of oil-burning Cook Stoves . . . Space 

Heaters . . . Portable Heaters . . . Hot Water Heaters 

. Portable Ovens! 

—thousands of customers waiting to buy them! 

—through big national ads (nearly 40,000,000 messages 
this Fall alone) we’re constantly increasing the already 
huge Perfection market ! 

Get back in the stove business—get bigger profits with 

PERFECTION ! 

While you wait for shipments, line up your prospects 

—tell your customers PERFECTION’S on the way! 

When they arrive, display them prominently! You're in 

for new Profits—new Prosperity with PERFECTION. 


y 

















Victory | 
Bonds i 


PERFECTION STOVE et ee 


7757-G PLATT AVENUE ° ° CLEVELAND 4, OHIO 
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A fine dependable 


name in aluminum 
with new men, new 


low ideas, new products 
delivery. 

. . Space @ For fifty years, retailers have known 
r Heaters : 


Buckeye as a top-quality line of alumi- 


' num ware, better made and packaged. 


messages Now Buckeye has brought in new 








e already men with years of cooking ware ex- 
’ perience, and announces this firm 

ofits with policy for the future: 

prospects B ; , 

the way! Continuous product improvement 

You’re in fs : based on continuous study of 

eCTION. re 


what women want in cooking 





ware. AND continuous promotion 





for you and the Buckeye name 





Consumer research has continued 
through the war, and some of the 
results will soon be available. In the 
meantime here’s.the ideal item to start 
your customers back to profitable pur- 

chase of aluminum ware— 
The Buckeye 2-Quart Sauce Pan 

New style pouring lip 
Wide, specially finished bottom for quick 
heating 
Sanitary square bead makes cleaning easy 
Low sides for easy use and storing‘ 


Nickel-plated handle that is much more 
handsome than old style tin plated. 





Buckeye will bea more and more impor- 
tant name in aluminum—a good team-mate 
and profit maker for alert merchandisers. 
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YEAR-ROUND PROFIT LEADERS 


from the Fast-Selling 
Time-Tested NOTT Line 


Nott Products work—for your 
customer and for you—12 
months of the year. There’s 
asure kill for every seasonal 
pest—be sure you have the 
complete line. 


Their Last Meal 


gat-NOT® 


MOUSE-NOTS Nott Products offer you 
moLe-NOTS 


easy and profitable sales— 
and your customers an eco- 
nomical, easy-to-use, and 
RAT-Nor. efficient exterminator. 
H-NOTS Check your stock, and 
ROAC ; order NOW—don't lose this 
chance to make easy profits. 


ply toy o Write for latest Catalog Sheet, 


that STOP your customers. Dealer and Jobber Discounts. 


NOTT MANUFACTURING COMPANY 


MT. VERNON, N. Y. 


























Edlund Jr. 
CAN OPENER 


IN TRANSITION .. . Back to full shelves and de- 
pendable supply to meet the accumulated demand 
for Edlund products... though allotments may 
continue for a short while longer. 


THROUGH YOUR JOBBERS 


CAN 
EDLUND OPENERS 


EGG 
BEATERS 








HMILULLLLLLLLEAHOLLOLUULULLLNILAAULUULUUL UU 
Millions Will Be Reminded to 
“STOP Under-Door DRAFTS’ 


“SAVE FUEL’ 
by (hermal-Guard 


NATIONAL MAGAZINE AND LOCAL 


NEWSPAPER ADVERTISING. 


See your THERMAL-GUARD jobber 
now to share in this profitable 
and desirable business. 


*139,, °46? 


To fit ALL inside 
ind outside doors. 


PeWh del islohalam Okeke) am -Tohadedar 


AUTOMATIC WEATHER-STRIPPING FOR DPAFTY DOORS 











GLAD RAG Silver Polishing Cloth 


#2 and $7 


GLAD RAG Furniture Dust Cloth 


#4 and #11 


GLAD RAG Auto Wiping Cloth 


#15 


GLAD RAG Window Wiping Cloth 


#16 


GLAD RAG Woodwork Wiping Cloth 


* #16 














as 


GLAD RAG PRODUCTS CORP. 
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For months now we've been telling you about the 
amazing new Rubberset Nylon brush. We've been 
giving you scientific proof that Rubberset Nylon is 
sensationally better every way. And we've been 
promising that— when the Navy (our sole customer 
during war-time) gave us the go-ahead — we would 
put into your hands the greatest brush ever made. 


The Man Who Knows 
Says Rubberset” 


NYLON 


RUBBERS ET BRUSHES 


Rubberset Company—56 Ferry St., Newark 5, N. J.* Faetories: Newark, N. J., Gravenhurst, Ont., Canada Branches: Los Angeles, Cal., St. Louis, Me. 
HARDWARE AGE 











‘t. Louis, Me. 
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the brush* with the Permanent Wave 


5 BIG REASONS WHY YOU NEED 


THIS NEW WONDER BRUSH: 


1. PICKS UP AND DELIVERS MORE PAINT. 
(thanks to the “‘permanent wave’’ feature) 


2. LASTS UP TO 5% TIMES AS LONG AS THE BEST HOG 


BRISTLE BRUSH. 


’ (by independent laboratory tests) 


NEEDS NO BREAKING IN. 


(thanks to the patented ‘‘chisel tip”) 


LAYS DOWN A SMOOTHER, MORE UNIFORM FILM. 
(exclusive grinding process gives a soft-tip taper) 


CUTS A FINER LINE. 


(because Nylon filaments lie more evenly) 





WHY IT PICKS UP MORE. 
Curved hog bristle (A) provides space 
where paint is held. Ordinary nylon 
(B) picks up less paint. Rubberset 
Nylon (C) has “permanent wave.” 
Scientific crimps provide maximum 
pick-up — more than hog bristle, 
much more than ordinary nylon. 
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*Patent Applied For 


lt 


HERE’S THE POINT: Filaments 
used in Rubberset Nylon (left) are 
tapered to fine, soft tip by the Rubber- 
set auto-grind process. Ordinary nylon 
filament with unground tip in photo 
at right. You can see at a glance 
why Rubberset Nylon lays such a 


smooth film! 


ae ee 

IN A SCIENTIFIC WEAR TEST, 
Rubberset: Nylon bristles lasted up to 
5% times as long as pre-war hog 
bristles. After one million strokes, 
hog bristle wear was 11/16"— Nylon 
bristle wear was 2/16"! What a 
contrast! 


SEE THE DIFFERENCE! Out- 


side bristles of conventional brush on 
right trail in paint film until worn 
down by use.. Brand new Rubberset 
Nylon brush at left has patented 
chisel tip—no breaking-in needed! 
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FOR THINGS THAT STICK OR SQUEAK 


DOOR-EASE 19’ 


ADVERTISED 


ap poegger 


di COMPANION PRODUCTS 


LUBRICANTS NEEDED IN EVERY 
HOME, OFFICE AND SHOP 


Colorful Action- 
Compelling Displays 


O* 


ry 


yELOPMENT tes 
an 


new ead 


DRIPLES 


+ 4 WAR DES 


CONSISTENT 


eleole) 3 7.%-) 3 
STAINLESS STICK 
LUBRICANT 


* jows ywers 


ticking 
oft 

| ; 

Attractive 3 Color 


Display with 1 Dozen 
Display. 


: 


Sticks per 


r 0c @ stick 


PROFIT PRODUCERS 


That Sell on Sight 
Order Today! 


FROM YOUR JOBBER 


AMERICAN 
DRIPLESS OIL 

Penetrates, lubricate 
Won't drip at 


rust- 


> F. Won't gum at — 

)° F: A stream or a drop. 

Siow 3 Color Display with 

Each 2-Dox. Dealer Carton 
Sells for 25¢ a can 


Oy aun OF y | 





A “Best Seller” for Christmas Promotion! 


DeLuxe Gift Box of Burpee Seeds 


Actual Value $2.20 


(total of prices printed 


on the Seed Packets) $ 


i l 1 
Retails for only 
WHOLESALE, 40% OFF 

This sensational value, in addition to the nation- 

wide prestige of Burpee Seeds, the best-known 

most-advertised brand, and tremendous popu- 

larity of Garden Gifts, means a beavy sale in 
your stores. 

These 12 colored packets of Bu Finest Flower 
Seeds are the hit parade of American gardens, with 
such outstanding kinds as Burpee’s Super Giant Zin- 
nias, Mammoth Mum Marigolds, Heavenly Blue 
Morning Glories, etc. The gayly colored box is 
9-5/16 x 10-1/4 in. Also appropriate for all-season 
gift sales, especially Easter, Mother's Day, etc. More 
information supplied promptly on request. 


Here’s Merchandise You Can Get ! 


Substantial quantities now available — order 
right away, for immediate shipment. 


Wholesale, $7.20 per doz. 


Shipped Prepaid 
TERMS—460 days net, or less 2% cash discount for payment within 
10 days from date of invoice to those with established credit. 
Seud your Purchase Order or Coupom at right 


W. Atlee Burpee Co. 


Philadelphia 32, Pa. Seed Growers Clinton, lowa 


Seeds of 12 Favorite Flowers, 
enough for a whole garden— 


12 Natural Color Packets 
in this gayly colored 

box, 2 in each 
compartment. 


Counter 
Display 


Card 
furnished with 
every order 


W. Atlee Burpee Co. } 


Ship prepaid the following: 


Doz. de luxe $1 Gift Boxes of 
Burpee Seeds @ $7.20 doz. 


Philadelphia 32, Pa. 
(or) Clinton, lows 
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ROPE HELPS GUARD THE COAST 


@ For the United States Coast 
Guard there is no War and Peace. 
There is only wider activity during 
time of War. In the Peacetime days 
ahead the new-found narrowness of 
the world will widen still further 
the duties of the Coast Guard. The 
eternal vigilance with which they 
have watched our shores since the 
early days of the nation will con- 
tinue—on a global scale. 
Wherever the Coast Guard oper- 


ates—whatever its activities— 
Rope is essential. United States 


Coast Guardsmen are seafaring 
men in the best traditions of the 
Yankee sailor, and like all sailors— 
they put their faith in good, sound 
Rope. 


During the days of War, much 
of our output of Columbian Pure 
Manila Rope (with the Red, White 
and Blue Surface Markers) went to 
the fighting Coast Guard. In the 
days ahead you can get this same 
high quality rope that we have 
supplied to the vigilant Coast 
Guard. 


COLUMBIAN ROPE COMPANY 
Auburn, “The Cordage City,” N. Y. 
400-70 Genesee St. 
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The CHICAGO “V”-BELT 
PULLEY DISPLAY 


will help You 
make Sales 


A $15.00 
Value 

‘for Only 
$7.20 


tisk Your Jobber About — 


the No. 50 Display Board. A complete assort- 
ment of 24 pulleys i in 12 popular sizes ranging 
from 1'4” up to 5” in diameters. 


All pulleys are for “A” belts and come in 14” 
and 54” bores. 
blue and has space in the rear for additional sizes. 
Mfr'd by 


CHICAGO DIE CASTING MFG. CO. 


2507 W. Monroe St. CHICAGO 172, ILLINOIS 














The Display Board is finished in red, white und | 














BACK AGAIN! 


BRASS 
TORCHES 


MODEL 32A 


Now ... for the first time since 1942, five of 
the most popular C & L torch models are avail- 
able in brass. No. 32A (shown at left), No. 325, 
No. 144A, No. 252 and No. 238 are in produc- 
tion. These are experience proven tools, designed 
and built for long, dependable service. Write for 
prices and delivery information. 





DANIEL BOONE 
HICKORY HANDLES 


MASTER OF 
TOUGH JOBS 


Made from the fin- 

est second growth 
hickory in the whole 
world, Daniel Boone 
Handles are 37% above 
average strength—proven 
by scientific tests in lead- 
ing universities. 


They are uniform in grade, 
perfect in pattern and accu- 
rately sized—specified by lead- 
ing tool manufacturers for their 
top quality tools. Sell them as re- 
placement handles for tough jobs 
—that’s where their quality and 
economy shows up best. Your jobber 
can furnish them. 


TURNER, DAY AND WOOLWORTH HANDLE CO., INC. 
LOUISVILLE, KENTUCKY 
FOR OVER 90 YEARS— WORLD'S LARGEST HICKORY HANDLE MANUFACTURER 


HAND TOOLS by\ 


ASC 


Chisels, punches, drills, nippers, screw 
drivers, staple pullers, wrecking bars 
and numerous other fine hand tools 
bear the name DASCO. They’re quality 
built to serve the worker... and 
smoothly finished to make attractive 
dealer displays. 


Each tool is separately numbered for 
easy reference in re-ordering. 


Sold by 


mnie) Leading Jobbers 





“CLAYTON & UAMBERT bie eh 
Torch and Fir Po « 6s . s 
jane7 Tireman Aver ohio 


RD, ILLINO'US 
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ARMSTRONG 


Quality Tools anustiig Bros 
bal , ) 


While many ARMSTRONG TOOLS 
are today available only on high pri- 
ority orders, their wide use in war 
plants and as maintenance tools with 
military aircraft, tanks, mechanized 
machine shops and on ships of all 
types and sizes is aquainting hun- 
dreds of thousands of future tool buy- 
ers with ARMSTRONG TOOL qual- 
ity. Hence, not only for today, when 
ARMSTRONG TOOLS provide the 
hardware man with a key to large and 
profitable high priority industrial or- 
ders, but for future years, when to- 
days soldiers return to be mechanics, 
machinists and home craftsmen in ci- 
vilian life there is certain to be a 
greatly increased demand for better 
tools, especially ARMSTRONG 
TOOLS. 


Widely and continuously advertised, 
protected in price and carrying a prof- 
0.. INC itable margin supported with intelli- 

“7 . gent dealer-helps and comprising com- 
plete lines that need no “fill-ins,” 
ARMSTRONG TOOL HOLDERS and 
TOOLS are the logical “backbone” 
for a profitable TOOL department. 


ARMSTRONG WRENCHES 


More than 100 types, each in all 
sizes: Drop Forged Carbon Steel 
Wrenches, Open end and Socket 
wrenches finished in black enamel 
with heads ground bright and 
marked for size. Drop Forged 
Chrome - Vanadium Wrenches, open 
end, box socket and automotive. 
Longer, lighter, thinner, stronger, 
chrome plated with buffed heads. 
Detachable Head Socket Wrenches. 
Special Chrome - Vanadium Steel, 
with drop forged stee] ratchets. 
Handle and extensions have pat- 
ented ARMSTRONG Drive-lock fea- 
ture that prevent sockets and exten- 
sions from parting. The Drive-lock 
works with all sockets, requires no 
special tools. (Singly or in sets in 
fitted steel case.) Also Hollow 
Screw Wrenches. 


ARMSTRONG Drop Forged "“C" 
Clamps 
7 Types, all sizes. 


ARMSTRONG TOOL HOLDERS 


Used in 96% of machine’ shops 
and tool rooms, standard in ga- 
rages, schools, and maintainance 
departments, wherever metal is 
machined. 


ACE LATHE TOOLS 


Especially designed for home _ work 
shop use. Correctly designed, far 
superior in quality, competitive in 
price. Sold singly or in a set of 8 
(for all lathe operations) in fitted 
steel] case. 


“ARMSTRONG BROS.” PIPE 
TOOLS 








NUFACTURER 


The most complete line of pipe tools 

manufactured. Each is an improved 

tool—improved in design, in balance 

and finish, with drop forged hard- 

ened or alloy steel parts wherever 

aw will add to strength or tool 
e. 





CORP. 


Always keep an ARMSTRONG 
C-39a Catalog on hand. 


ARMSTRONG BROS. TOOL COMPANY 


VARE AGE “The Tool Helder People" 
314 N. Francisco Ave. Chicago 12, U.S.A. 


Eastern Warehouse and Sales: 199 Lefayette St., New York 





























Established 1871 





UYING a turnbuckle is like buying a steak . 





- or a watch...ora 


hammer—or anything! Exercise good buying judgment and you can 
always get something better. Ask your jobber. 

Upson-Walton turnbuckles are better turnbuckles—and better buys— 

because of specific refinements in design and engineering initiated by this 


three-quarter-century old, modern company. 


Check this partial list of Upson-Walton turnbuckle specifications. 


@ The bodies of Upson-Walton turn- 
buckles are made in closed dies for uni- 
formity—a 12" , Upson- -Walton turn- 
buckle always gives 12" of take-up. 


@ All Upson-Walton bodies and 
fittings are straightened after forging 
to insure a true thread and permit the 
turnbuckle todevelop maximum strength. 


@ The body reins of a// Upson - Walton 
turnbuckles are wider than the shank 
diameter—affording protection for the 
threads. 


@ Reins are constructed with ample 
section and rigidity, so that a bar may 
be safely inserted to set up tension. 


®@ All Upson-Walton turnbuckles are 
designed so that heads have a full hex 
—a wrench can be applied on any pair 
of flats and have full bearing. 


AS WE GO TO PRESS, DELIVERIES ON UPSON-WALTON TURNBUCKLES ARE GOOD. 
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At last, aluminum is rolling in fast to the metal trim industry, but the metal must 
be processed before trim is ready for you. Youngstown Manufacturing has complete 
—— facilities operating at full tilt and the big backlog of customers’ orders that 

accumulated during the time of limited production is being filled. 


HERE’S THE LOW DOWN 


No manufacturer is in better . . . few, if any, are in as good ... a position as 
Youngstown Manufacturing to make commitments. We will catch up on our backlog 
rapidly. We will be giving prompt service from factory and warehouse during the 
last quarter of this year. To speed shipments, we are limiting production to 50 of 
the most popular pre-war types. These will answer your every me. 

No one can give you better service, so why delay and risk dis- 
te x00 rem Get SUPERIOR metal trim prices and literature from YOUNGSTOWN MANUFACTURING, INC. 

oungstown Manufacturing now. 66-76 S. PROSPECT ST. YOUNGSTOWN, OHIO 
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x Mace SANG Sakata el Please send us literature and prices 
YOUNGSTOWN MANUFACTURING, Inc. 
YOUNGSTOWN, OHIO Company 
363 W. Peachtree Street NE, Atlanta, Georgia 
363 S. Wall Street, Columbus, Ohio Your Name 
217-219 N. Aiabama St., Indianapolis, Indiana 
510 Arch Street, Philadelphia, Penna. Address 
EXPORT DEPARTMENT 
20 Vesey St., New York City, N.Y. City State 
See eee ee ee ee 2 ee) 
OCTOBER. 11, 1945 ° oT 





No. 8 for Ball Cock Repairs. 
24 individual boxes con- 
taining washers, thumb 
screws, cotter pins, etc. 


No. 4. Six popular 
sizes of Union Washers 
packaged for con- 
sumer-ease in selection. 


No. 15. included are 
all sizes of cut and 
cone shape Slip Joint 
Washers in a time- 
saver package. 


Look to Lavelle for fast selling 

displays and assortments in the Plumbing 
Rubber field . . . ask your jobber about 
Lucky Strike Products . . . nationwide 


acceptance for over 30 years. 


LUCKY STRIKE 


Lavelle Rubber Companys Chicago 


“Unbreakable” Nail Puller 


*® 
Shown at right: 
Box Chisel 
Box Scraper 
“Box Terrier’ 
Tomahawk 





Box Opening Tools to Swear by 
(Not at) 


How many shipping departments do you know of that 
are completely equipped to do every box opening job, 
efficiently? Chances are they can be counted on the 
fingers of one hand. 


We hope before too long this matched set of the 
sturdiest case openers in the business will be ready for 
distribution . . . ready to make multiple sales (and 
multiple profits). 


Bridgeport 
DROP-FORGED TOOLS 


KNOWN FOR FIFTY YEAR 


THE BRIDGEPORT HDWE. MFG RP ee -1. 419161440) 30a Ge), |. 
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e-Saver for the Former 


Mare and more, farmers are getting ready to put in new fence. 
Be prepared to meet their needs with the kind of fence they want— 
fence that goes up fast and will do a dependable job of protecting 
crops and livestock—Bethlehem Fence. 

Made of corrosion-resistant galvanized wire, Bethlehem Fence 
saves time for your farmer-customers because it effectively turns 
animals such as cattle, horses and sheep. Its hinge-joint, cut-stay 
sar b NIN NNN construction means easy erection, and keeps Bethlehem Fence tight 
. y $a) Si and serviceable, even on rolling or hilly ground. It is furnished in 
HY, AA a design for every farm requirement. : 

Your jobber may have a stock of Bethlehem Fence on hand right 


yw of that 
ening job, : TW now—perhaps in the very designs your customers need. Also ask 
ed on the ATA VAY A him about the other dependable Bethlehem products for the farm. 
a3 You'll find them listed below. 
et of th sity "| ANNAN) 
veer’ ree Wee NN WANA OTHER BETHLEHEM PRODUCTS FOR FARM USE 
: se SZ s BARBED WIRE 
ales (and : ea etl ALN “tae hase SILVER STAR BALE TIES 


GALVANIZED SHEETS FOR ROOFING AND SIDING 
NAILS AND STAPLES PIPE BOLTS AND NUTS 





hans ee BETHLEHEM FENCE 


ORT, CONN 
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WICKEE, he now 


that removes GREASE, GRIME, PAINT 
without the use of water! 


Gentle. Quick acting. 
Fortified with Lanolin 
and Vegetable Oils. 
Prevents chapping. 


Territories open for 
live-wire representa- 
tives. 


TRY IT YOURSELF! 


uich Mean fn 
Mail this coupon to us for a free sample jar of Quickee. 


TUDOR PRODUCTS, INC. 
305 East 43rd Street, New York City 


a a i a a ara 








Building Around Dependability” 


We're busy, tremendously busy, supplying our 
ever-growing list of friends with the finest Wire 
Hardware, Cotter Pins, Plumber’s Specialties. 
Flat Spring Keys, Riv- 
eted Keys, etc., we 
know how to produce. 
We're keeping our 
promises. 

If you try Hindley first 
and receive a_ delivery- 
promise, you can bank on 
getting your order, on 
time, and “just as ordered.” 


Send for our 
Latest Catalog 





HINDLEY MFG. CO., 60 JOHN ST., VALLEY FALLS, R. | 
BRIGHT“ BRASS  } 


WIRE GOODS} 














DEARBORN 


Increase your profits. i At 
te Dearborn, the compicte line 
vented and Unvented beaters 
outstanding Safety and Convenience 
features pilus Matchless Performance. 
t’s the Quality line that leads in sales 
from coast to cosst. 


FEATURES THAT SELL 


Ultra- omart Appearence—Air Insulated 


heaters truly Outstanding 
Offer a Talkable — Visible and 
Baleable difference. 


WRITE FOR LITERATURE 


AIR COOLED CABINETS 
For Safety 








Air Insulated Cabinets end the fre hazard. The cabinet never gets hot. ap me 
ean install it against the wall—tight. No bli No 

tains. No seared fingers. No burned furniture. The chassis ts the 
secret 1 P con. 





FAMOUS HI-CROWN BURNER 
with Blue Flame Pilot Light 


ALL Dearborn Heaters have this costlier but definitely superior Hi-Crown Burner 
and Blue Flame Pilot Ligh. You unequalled burner performance plus the 
convenience and safety of Automatic Lighting. 


DEARBORN STOVE COMPANY 


3256 Milwaukee Ave.. Chrieage, iH 1625 8. Grand Ave., Les Argeles, Calif. 





























Fine for Guns 
Great for Sales 


Ask any experienced shooter what best removes 
primer, powder, lead and metal fouling from guns— 
and protects guns from rust—and he'll quickly answer 


HOPPE’S No. 


Ask any experienced gun dealer what gun cleaner sells 
best and you'll get the same enthusiastic answer ‘‘Hoppe's 
No. 9."" That's why it pays to handle ALL Hoppe Prod- 
ucts—Solvent—Lubricating Oil—Gun Cleaning Patches—Gun 
Grease—and Hoppe's Gun Cleaning Packs. Your jobber 
will corroborate this too and will be glad to supply you. 


FRANK A. HOPPE, INC. 


2Z314A North 8th St., Philadelphia 33, Pa. 
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-Crowa Burner 
ance plus the 
PANY 
Argeles, Calif. 
il 
| Do You Think We’re BLOWING? 
| ) * 
| 
There’s nothing finer than woven fiber for are sold than any hamper made...and more 
| hampers. That’s a big statement. But impar- _ easily sold by the retail clerks. Obviously, 
| tial laboratory tests prove fiber’s superiority. | they’re preferred by more women! ° 
s It lets the air through, dispels odor and Soon, we hope to be in increased peacetime 
! dampness, cuts down mildew. production. Meanwhile, we are shipping 
removes | There’s no better hamper thanaPearl-Wick. our present models as quickly as we can— 
=F That’s an enormous statement! But it’s and our accounts are selling them as quickly 
bo eee proved by the fact that more Pearl-Wicks _ as they’re received! 
“hope p E re R’ [ 7 LW | C h 
 "Hoppe's 
‘ehes—oun | 
sur jobber || Self-Ventilating hampeta 
upply you. 
| N C s | ° 
=_ PEARL-WICK CORPORATION: LONG ISLAND CITY 2, N. Y. 
\RE AGE OCTOBER 11, 1945 101 





HERE IS YOUR FRANCHISE 


For The New Advance In Home Heating 
THAT WILL SWEEP AMERICA 








Authorized Fr 
This ts to Certify tear |! 
G Has been duly appointed as an 


Authorized Dealer for 


Coleman 
Heating Appliances 


as follows: aunt )ie cartady tod (1g Wt hese la leacaulms 
Manufactured by The Coleman Lamp and Stove Company of 
Wichita, Kansas. 


(4 om aa LIE 

KZ Be ROSA: The Coleman Automatic Floor Furnace “Moves The Heat” 
Exclusive patented streamlined bottom—speeds up warm air 

35%! 80% open register—moves heat faster! Big radiator gets 

most heat out of fuel! Heats air faster! Pulls cold air off the 

floor—keeps floors warm, 














See What Has Made The Coleman Floor Furnace 
America’s Fastest-Growing Automatic Heating Development 


‘ 


Yes—if you are looking for a wider opportunity in the home- This type of equipment works in homes with or without 
heating field, you need this franchise! For with Coleman’s basements. It is a logical seller for new construction or home- 
engineering and Coleman’s vigorous promotion, the floor remodeling business. Prospects range from small homes need- 
furnace has become not just a “regional” type of heating but ing small economical heat plants to houses which need “area” 
a new idea in home heating that is sweeping America. heating—and multiple Coleman Floor Furnace installations. 


EVERY TYPE OF CUSTOMER! LIMITED PRODUCTION NOW 


The floor furnace is a unit that sits in the floor—not above it, Limited production, on gas models, is now beginning—though 
not in the basement. It is automatic—can be had in models admittedly we won’t be able to fill all orders. Models for 
burning gas, oil or LP gas. Air is drawn directly from the other fuels will follow shortly. So—now is the time to get in 
floor — thoroughly heated — sent out into the house. Coleman touch with your Coleman distributor to arrange for your 
features make this an amazingly efficient heat plant—“warm- franchise! If you don’t know his name, write for it now to 
floor” comfort is one of the strongest selling points! The Coleman Company, Inc., Dept. HA-549 Wichita 1, Kans. 


THE COLEMAN COMPANY, INC. + Wichita 1 + Philadelphia8 + LosAngeles 54 + Toronto, Canada 


THE AUTOMATIC M@)(i'1§ FLOOR FURNACE 
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No other heating pad offers so many sales-making features as Samson 
-.. and, of course, only Samson has the patented, time-tested Safe-T 
Selective Heat Circuit that assures customer satisfaction and safety. 


patingin Samson Heating Pads are already in volume 
@¥7. production . .. as are Samson Selective Speed 
— Automatic Irons. Soon to come will be Samson 
Safe-flex Rubber Bladed Fans and Samson Variable 

Control Table Ranges. Watch for them . . . and for 

news of other profit-making Samson appliances. 
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CUSHION 
COMFORT 


New soft padding 
and improved cush- 
jon construction give 
restful comfort on pil- 
lowed heat. 


BONDS 
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Until better rope is again 


SS 


available, be wise and carry 


ft 


only modest stocks. 


oe 
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The Makers of H&A 
“Blue Heart” Manila Rope 





THE HOOvVvEN & ALLISON COMPANY 


“Spenners of Fine Cordage Since 1869" 
D. @ 3.5 6. HO): ace) 
TY, MO. © OMAHA, NEB 


KANSAS . “ 4 N a P 
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EASIER TO SELL A RITE-WAY 
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DIAMOND 


THREE LEADERS IN 
THE DIAMOND LINE 


Diamalloy Linemen's Side Cutting Pliers 


Especially designed for linemen and others 
whose requirements are unusually hard and 
exacting. Hardened cutting edges. Sturdy grip. 
Made of Diamalloy tool steel. Each tool indi- 
vidually tested. Packed one in a box. Gun metal 
finish with polished head. 


Diamalloy Diagonal Cutting Pliers 


Forged of tough Diamalloy steel. Clean cut- 
ting. Handles shaped to fit hand and give good 
balance. 

Buffed gun metal finish with polished head. 
Packed 1 in a box. 


ox 


Diamalloy Heavy Duty Diagonal Cutting 
Pliers 


An extra-sturdy cutting tool ef unusual 
strength. Cutting edges strong and _ sharp. 
Forged from tough Diamalloy steel. Will give 
long service on heavy-duty jobs. Every tool in- 
dividually tested and inspected. Handles gun 
metal finish. Polished head. Packed one in a 
box. 


DIAMOND CALK 
HORSESHOE CoO. 


4610 Grand Ave. Duluth, Minn. 











CC DREDGE SLING CHAINS 
CC IRON DREDGE CHAIN 
CHAIN FITTINGS 
CLAW EMERGENCY TIRE CHAINS 
CLAW TIRE CHAINS 
‘M LIBERTY COIL CHAIN 
CM LIBERTY MACHINE CHAIN 
CONVEYOR CHAIN 
DREADNAUGHT TIRE CHAINS 
DIXIE TRACE CHAINS 
HARNESS CHAIN 
HERC-ALLOY HEAT TREATED CHAIN 
HERC-ALLOY SLING CHAIN 


| HERCULES STEEL LOADING CHAIN 





HOISTING CHAIN 
INSWELL BBB COIL CHAIN 
INSWELL PROOF COIL CHAIN 
WNSWELL STEEL LOADING CHAIN 
INSWELL TWIST LINK COIL CHAIN 
LOG HAUL-UP CHAIN 
NIAGARA TRACTOR CHAIN 
TIRE CHAIN ACCESSORIES 
TOW CHAINS 


AUTOMOTIVE ... AGRICULTURAL ... HARDWARE... 
INDUSTRIAL... MARINE... for practically every chain 
use there is a CM product designed specifically for that job. 


It could be possible that by the time this advertisement appears we may 
again be in position to start filling dealers’ orders completely and promptly, 


| as we did prior to December 1941. In any event, we here are very much 


aware of the peacetime job that lies ahead and how important it will be 
to all our dealer friends to have a dependable source of supply for quality 
chain. You can count on CM...as always. 


COLUMBUS-McKINNON 


CHAIN CORPORATION 


(Affiliated with Chisholm-Moore Hoist Corporation) 
General Offices and Factories: 


126 FREMONT AVENUE, TONAWANDA, NEW YORK 
Sales Offices: New York, Chicago, Cleveland, San Francisco 
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WAT AL 


MATERIALS 


WE’RE IN THE SAME BOAT 


Now that the war is over, 
how about getting those new lawn mowers = quickly? 


That’s the way we all feel. Manufacturer, job- 
ber, dealer, consumer — we're all in the same 
boat, wishing, hoping that we could turn im- 
mediately to making, selling and buying the 
things we want. 


The situation calls for a bit of patience. We 
of Jacobsen are now working as hard to get our 
mowers into production at the very earliest 


* BIG CAPACITY LAWN KING 
This handsome, modern, rugged pow- 
er mower is a notable unit in the com- 
plete line of Jacobsen grass-cutting 
equipment. Fast and easy to handle, 
the Lawn King will deliver years of 
dependable, economical service. 
There is a Jacobsen model for every 
lawn-cutting need—city lots, suburban 
estates, cemeteries, golf courses and 
park systems. 


moment possible, as we did throughout the war 
period to turn out the portable generator units 
and other military equipment which did their 
part to hasten victory. 


Just when the new Jacobsens will begin roll- 
ing out of our plants, is hard to predict. We are 
learning at first hand whaf{ the word reconver- 
sion really means. Critically important mate- 
rials are in as short supply as were some items 
of top priority in the days of war production. 


So, hold the line just a little longer. Whether 
new machines are available by late fall, in 
winter or by early spring, we want you to know 
that we are sparing neither effort nor expense 
to hasten Jacobsen mowers to you as speedily 
as is humanly possible. 


Awarded to 
Racine and 
Ottumwa, (Ic.) 
plants 


NON 
MANUFACTURING COMPANY 


RACINE, WISCONSIN 


PIONEER MANUFACTURER OF POWER MOWERS 


W YORK 


cisco 
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FASTER 
TURNOVER 


LARGER 
UNIT SALES 


me” GREATER 
WwW EYE APPEAL 


To Greater 
Profit 


@ Generous mark-up plus at- 
tractive dollar volume per sale 
will make Mercury products 
raise the net profit of hardware 
dealers .... new streamlined 
beauty, made possible by the 
superiorities of aircraft engi- 
neering and by new, war- 
proven metals and finishes, 
supply a purchase-compelling 
eye-appeal which will make 
sales easy and plentiful. . 


Mercury Aincraet ie 

















Duration Huality 


Until R/M Woven Glass and woven asbestos wicking 
can be had again, R/M Tri-Ply Wicking will do... 
and do very well. Here’s why: 


1. Hard outer ply resists wear and tear. 


2. Middle layer of crimped asbestos felt 
sends fuel racing-to-the-rim for quick 
lighting. 


3. Inner layer of soft asbestos paper keeps 
fuel-supply uniform. 


4. Rippled construction permits wick to be 
rolled without buckling or breaking; assures 
proper alignment and seating of wick in 
burner-channel. 


5. Tri-Ply construction effects complete fuel- 
vaporization, reduces carbonizing. 


«/M Tri-Ply Wicking comes %”, 1”, 1%”, and 1%” 
wide——SIX FEET TO THE BOX, 12 boxes to pea carton. 
Also in cartons of 100 feet. 
Sell duration-quality R/MTri- 
Ply Wicking. Ask your jobber. 










Awarded to R/M 
North Charleston Plant 


RAYBESTOS-MANHATTAN, INC. 
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“— : era of keen competitive selling is on will give more service and satisfaction, we 
ssures the way back, and consumers will once are telling Stove Pipe users about JEMCO 
-_ ; , , now—so they'll know and demand this fine 
more be careful in their buying. 
= product from now on! It’s our way of helping 
I- , : ° 
bie Because we sincerely believe that JEMCO you build more goodwill for your store when 
Stove Pipe, of St. Louis Blue Tempered Steel, you handle and feature JEMCO Stove Pipe. 
and 1%” 
he cartes, JACKES-EVANS MANUFACTURING CO. ¢ ST. LOUIS 15, MISSOURI 














— = 
= ; , WATCH FOR THE BIG PROMOTION ON 


HEART GLO GAS HEATERS... 


As soon as manufacturing is less limited, we will make a big 
Feature of our HEARTH GLO Gas Heater in every major area 
where they are used. Watch for the profit-building promotion 
on HEARTH GLO, 


1 to R/M 
leston Plant 
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The Nationally Known, Nati 


Advertised Complete Quality Line 


To add long life and a profitable future 
to your business, try this prescription: 
Take a successful manu, i 
years of “pnow-how” in ma 
lete line of nationally known, na 
ally advertised appliances 
modern plant, completely 
est precision ma- 
ed assembly lines 


neering staff 


os selling features. - - - 
Put them all together and you have ~#eM—the profitable line yesterday, 
! 


tomorrow: 


President 


130 MILLION ADVERTISEMENTS NOW APPEARING IN 


AMERICA’S TOP FLIGHT MAGAZINES AND NEWSPAPERS 


vey, + 
Fd 


_MONARCH Cc 
ouis 16, missOuR!t, U.S. A- 


Buy more, and more, and rlore WAR BONDS! 
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ES, SIR, now is the time to investigate TEMCO and 

CIRCU-RAY gas heaters—their outstanding record 
before the war ... our efforts during the war to make 
them even better . . . and what they are today. 


Yes, TEMCO and CIRCU-RAY have again taken their 


place as America’s most complete and most popular gas 


QUICK FACTS 

about the new 

FORCED-AIR 
MODELS 


ENGINEERED to include new features developed in wartime 
experimentation. 

DESIGNED to harmonize with the beauty $f modern home furnishings. 
FULLY AUTOMATIC—Built-in Thermostatic Temperature Control 
- + « 100% Safety Pilot . . . and Pressure Regulator. 

AUTOMATIC SLOW-SPEED FAN assures silent operation and 
even heat distribution. 


COMPACT—Increased heating efficiency through forced circu- 
lation makes possible a relatively small cabinet with high B. T. U. 
output. Cabinets finished in Porcelain Enamel, the ‘Lifetime Finish’’. 
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space heaters . 
as always, to give complete 
customer satisfaction. 


© PORCELAIN ENAMEL CABINETS © MODERN DESIGN 
© PROVEN HEATING ABILITY ¢A.G.A. APPROVED 


WIDE SELECTION ... A size and 
model for every heating requirement— 
Venteds, Unventeds . . . both Radiant and 
Circulating...Gravity and Forced-Air Types. 


TENNESSEE ENAMEL MFG. COMPANY 
Nashville 9, Tenn. 


TEMCO also manufactures a complete line of Gas 
FLOOR FURNACES, post-war designed for topnotch 
heating efficiency and economy of operation. 


rour | awanos 
TEMCO 2 CIRCU-RAY 


SPACE HEATERS 


For installations beyond the gas mains, ask for BU- 
PRO-FIRE, a line designed especially for use with L. P. 
(Liquefied Petroleum) gases. 


GET ALL THE FACTS—NOW! There is a distributor near you who 
will welcome the opportunity to submit complete information. 
Write us for his name. 
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The right answers for 
the retailer who asks: 





WHAT ITEMS SHOULD I CARRY IN 
FELT BASE FLOOR COVERINGS ?* 





3. What brand will best fill my 
() customers’ needs? 


i. How many customers buy their 
( felt base floor covering in rug form? 


A Gold Seal Congoleum! It provides every 
major volume item in felt base floor 
covering—every one of the convenient, 
high-profit felt base items. And its quick 
turnover is proverbial in the field. 


A More than half! And the original felt 
base rug——famous Gold Seal Congoleum 
——still leads the field. 









WALL TO-Wary 














i. How well do my customers know 
() Gold Seal Congoleum? 


2. What about wall-to-wall felt base 
() floor covering? 


A As well as they know their own names! 

For Gold Seal Congoleum's 35 years of 
sustained and continuous full-color adver- 
tising...advertising now appearing with 
potent frequency and selling intensity... 
is your automatic assurance that Gold Seal 
Congoleum is "live" merchandise-—known, 
wanted, in demand! 


GOLD SEAL CONGOLEUM 


AMERICA’S LARGEST SELLING FLOOR COVERING 


A Here's the picture. 45% of the total 

felt base yardage sold is wall-to-wall 
floor covering. 5% is hall runners and 
rug borders——also made by Congoleum—Nairn,. 
Of the total wall-to-wall yardage, 2/3 is 
the convenient 8/4 width-——by far the larg— 
est item. 


aa 


For information and suggestions that will help 
make the Gold Seal Congoleum display one of the 
busiest spots in your store ... write our nearest 
branch office or Congoleum—-Nairn, Kearny, N. J. 
Makers of Gold Seal Congoleum and Nairn Linoleun. 


*The fourth in a series presenting 
significant merchandising facts 
on felt base floor coverings. 
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items wins a customer’s confidence —and 
holds his patronage — like helpful advice com- 
ing from some one who “knows his merchandise.” 
In hardware retailing, the proprietor will at 
once see the value of training at least one, 
sales clerk to know files. Not just the types com- 
monly found in hardware-store stocks, but the 
more specialized types as well. . . . They offer 
excellent impression-making “conversation.” 
Nicholson has considerable printed matter on 
file kinds, manufacture, uses, care, etc., which we 
will be glad to mail to the salesperson you're 
making your “file specialist.” Send us his name 
and address. A “file education” begins with: 


FILES FOR FARMERS. Flat, Three Square, Round and Half 
Round double cuts for fast-filing general repair work; Mill 


Bastard (single cut) for sharpening soil-working imple- 
ments; Mill Second Cut or Smooth for cutting tools; Slim 
Taper for handsaws; Crosscut (and often regular Mill) for 
crosscut saws. 


FILES FOR AUTO, GENERAL REPAIR AND BLACKSMITH SHOPS. 
Machinists’ type Flat, Hand, Three Square, Square, Round, 
Half Round and Pillar double cuts for general use; Knife 
for slots and sharp angles; Mill and Lathe fer smoothing 
work; Curved Tooth for auto body, fender and other “shear” 
filing; Point (or Coil) for distributor points; Swiss Pattern 
for die, tool and model making; Rasps for horseshoeing. 


LUMBERMEN AND WOODWORKERS. Mill, Slim Taper, Cross- 
cut and Cantsaw for hand, crosscut, bucksaw and circular 
saws; also Wood Rasps, Cabinet Rasps and Auger Bit files 
for woodworkers. 


More than 3000 kinds, cuts and sizes of files in 
the Nicholson line! 


NICHOLSON FILE CO. # 25 ACORN STREET, PROVIDENCE 1, RHODE ISLAND 
(In Canada, Port Hope, Ont.) 
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Yes, Sir! I'm going back and catch 
up on my fishing. 

You know, Sir, we have had plenty 

of time to dream and plan—then—too 
I have been reading all about the new 
Champion Outboard Motor that’s 
coming soon. Sir, that’s my idea of 
a real outboard. 

With that motor on the back of my 
boat I’ll have everything — quick start- 
ing, plenty of smooth power at all 
speeds, years of satisfactory perform- 
ance, and a beauty to look at, too. 

The Champion people have won 
their Fifth Navy “E” making war 
equipment for all of us, so I will be 
glad to wait a bit while they recon- 

vert. Then I am going to buy a new 

Blue Ribbon Champion. 


Cham mpion Outboard Motors Co. 


2633 -27th Ave. So. * Dept. D10 + Minneapolis 6, Minn. 


Ya: 

ag CLUE RIBBON . 

SAS AWN: Only 

CAMPION 

MOTORS GENUINE 

CHAMPIONS 
will display this 
Blue Ribbon Seal 
of Quality. 
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blue Kiloen 
CHAMPION 


OUTBOARD MOTORS 
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You bet we’re glad! 


Glad the war is over, and our part finished. ... Glad 














we are now permitted to resume manufacturing our 
complete lines of high quality Welded and Weldless 
chains for all purposes. For our civilian customers. 
. .. Fortunately, our only reconversion problem is 


to reconvert back orders into shipping orders. 


co 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philade!phia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safet» 
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Informal Editorial Comments ... 








Just Among Ourselves 


... By Charles J. Heale, Editor of HARDWARE AGE 








Rural Electrical Field Offers 
Huge Hardware Store Market:— 


Fes most of our 


retail readers located in the 
smaller population centers, 
the opportunities for selling 
electrical equipment and ap- 
pliances to the farm market 
present an almost unbeliev- 
able, and readily available, 
potentially profitable sales 
volume. 

Necessarily, in order to 
obtain a proper share of this 
business, hardware  dealeérs 
must know as much as pos- 
sible about the market, its 


needs, its scope and “how to 
do it.” With this thought in 
mind, HarpwarRE AGE _in- 
augurates in this issue a series 
of instructive articles by 
highly competent authors. 
Frank E. Watts, no stranger 
to hardware audiences, starts 
the ball rolling on page 120. 
He emphasizes that there are 
two specific phases to the farm 
electrical market. First, he 
says, must come more pro- 
ductive farming through util- 
ization of available electrical 
helps in order that farm in- 


xx* re 


come may be sufficient to en- 
joy the second phase, which 
is the possession of various 
electrical appliances which 
make living more enjoyable 
and convenient. 

Subsequent articles, in 
succeeding issues, will elabo- 
rate on various aspects of the 
farm electrical market. We 
believe this series will prove 
a great inspiration and guide 
to hardware dealers who are 
alive to the profit possibilities 
which this particular market 
provides. 


“Regulation W’ Amended and Is 
Probably on the Way to Elimination:— 


NE of the few, if not the 

only, war-imposed gov- 
ernment regulations that has 
had widespread hardware 
trade approval is “Regulation 
W,” which under Federal Re- 
serve jurisdiction controlled 
retail credit and installment 
buying procedure. Nearly two 
years ago, HARDWARE AGE 
polled hardware trade opinion 
on this measure and found less 
than 2 per cent of our vocal 
readers opposed to the post- 
war continuance of this re- 
striction. 
With trade opinion so over- 
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whelmingly favorable to con- 
tinuing “Regulation W,” this 
publication urged readers to 
make their views known in 
Washington—and many did, 
judging from the carbons of 
letters received at our offices. 

A few days before this is- 
sue went to press, the Federal 
Reserve Board announced 
that on October 15 all govern- 
ment credit controls under this 
regulation are lifted on home 
rehabilitation and that an- 
other step had been taken in 
the same direction by extend- 
ing from 12 to 18 months the 





time in which borrowers must 
repay “non-purpose” loans— 
those for services or for gen- 
eral purchases not on the gov- 
ernment’s restricted list of 
40 items. 

As the altered restrictions 
now stand, a consumer may 
purchase supplies and services 
for repairing his house, in- 
cluding plumbing, roofing, in- 
sulation, furnace materials, 
etc., and take as long to pay 
as the lender of the money 
will permit. Also, he may 
take up to 18 months— instead 
of 12—to pay back money 
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borrowed for unrestricted 
commodities or services. 

Remaining unchanged, 
however, are the 12-month 
credit control rules on such 
items as stoves, washing ma- 
chines, vacuum cleaners, lug- 
gage, bicycles, radios, sewing 
machines, lawn mowers, me- 
chanical refrigerators, 
watches, cameras, automo- 
biles, pianos and furniture, 
etc. 

Unless sufficient wholesale 
and retail trade interest is 
shown on this subject, and 
soon, it is fair to assume that 
“Regulation W” is on the way 
out—completely. 

If hardware wholesalers 
and retailers, and other dis- 
tributors, show enough mili- 
tant interest some part of 
“Regulation W” may survive, 
otherwise we do not think it 
will. 

With government control 
off credits and _ installment 
sales, we can expect an early 
resumption of uneconomic, 


; * 


* 





competitive credit and install. 
ment terms by various large 
operators, especially on major 
appliances of all kinds. De- 
partment stores, furniture 
stores, firms concentrating on 
installment sales and_ utility 
companies are the worst of- 
fenders and may resume such 
competitive tactics when they 
can. 

While it has always been 
our sincere opinion that an 
absolute minimum of govern- 
ment regulation of business is 
vitally essential for our na- 
tional prosperity, we are con- 
scious of the hardware dis- 
tributing trade’s desire for 
some control on credits and 
installment selling as provided 
by “Regulation W.” And so 
we say again—if hardware 
distributors want some part of 
this control continued, they 
must let their Congressmen 
know their views promptly, 
and very articulately, and in 
sufficient numbers to make an 
impression. 


* 


“Retail Credit Institute” 
Declares “Regulation W” 
j Discriminatory:— 


ONCURRENTLY with the 

announcement of the offi- 
cial amendment to “Regula- 
tion W” comes a news re- 
lease from the “Retail Credit 
Institute” of Washington, 
D. C., which apparently 
doesn’t want any part of this 
particular restriction. We 
know nothing of this organ- 
ization and so have no basis 
for appraising whether or not 
its membership is representa- 
tive of general retail opera- 
tions. Nor do we know 
whether it enjoys much, if any, 
hardware membership. Nev- 
ertheless, its new _ release 
should be of interest to our 


readers and so we quote from 
it, as follows: 

“In reply to the Federal 
Reserve Board’s announce- 
ment on amendments to 
Regulation W, President 
Richard Oblender, of the 
Retail Credit Institute, rep- 
resenting more than a thou- 
sand stores from coast to 
coast offering credit service 
said: 

““*The Federal Reserve 
Governors went to work 
for several weeks and 
brought forth “a mouse.” 
Hundreds of thousands of 
returning G. I.’s and at 

(Continued on page 176) 
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The famous ILCO Jimmy-Proof Rim 
Deadlock No. 401 has been in great de- 
mand because it affords maximum secu- 
rity. Our limited output has been con- 
fined to high priority orders. 

Five pin tumbler type, cast bronze Now we’re glad to tell you that we can 
cylinder. Practically unlimited key make reasonable shipments. 

uote from changes — can be master keyed. * . . 

Angle strike. Bolt with hardened Have you worked up your postwar inven- 
e Federal steel inserts. Diecast case. Revers- tory list? Put down ILCO for the Se- 


a ible hand. curity Hardware shown below. 
ments to 


President 


h 
pea Independent Lock Company 
an a thou- Fitchburg . Massachusetts 


coast to BRANCHES #N ALL PRINCIPAL CITIES 
lit service 


@ ILCO JIMMY-PROOF RIM 
r DEADLOCK NO. 401 
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Hardware Age 
Post-War Forum 





“They shall beat their swords into plough- 
shares, and their spears into pruning hooks” 


M ORE than 2,600,- 


000 farms were receiving electric 
service from power lines in the 
United States on December 31, 
1944. These are not “electrified 
farms,” for real farm electrifica- 
tion is only in its early stages of 
development. 

Post-war plans contemplate the 
connection for electric service of 
over 2,500,000 more farms in a 
five-year period following the 
war. All this indicates that 
farmers are “sold” on the value 
of electrification. They now look 
upon electricity not as a luxury 
but as a necessity in a higher de- 
velopment of farm production, as 
well as a higher standard of liv- 
ing. 

Before attempting to evaluate 
the post-war potential sales of 
electrical appliances and equip- 
ment for the farm, it would be 
well to better understand some of 
the problems of agriculture. One 
of these of prime consideration is 
the necessity for cutting produc- 
tion costs. While there are others, 
this is the most immediate, for 
there is certain to be a lowering 


“They shall beat their swords into ploughshares 


This is the first of a series of articles to 
help hardware distributors appreciate 
the huge, potential, profitable sales pos- 
sibilities the farm market offers on elec- 
trically operated equipment and appli- 
ances. Subsequent articles will appear 
in each issue elaborating on specific 
phases of this market and how to obtain 
a full share of the business. 


of prices of farm products in no 
great length of time following the 
war. If, through labor saving 
practices, the farmer can main- 
tain his net even at lower prices 
for his products, then agriculture 
will continue to be prosperous and 
its economy sound. Electrifica- 


tion has the greatest possibilities 
for cutting labor costs and will 
be the biggest single factor in 
doing it. 

The social and cultural phase 
of farm electrification is, and will 
continue to be, the dominating 
force. When electrification comes 
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By FRANK E. WATTS 


Executive Assistant, 
Farm Journal, 


Director, Rural Electrification 


Information Exchange 


Sponsored by Farm Journal 


to the farm home it makes possi- 
ble the fulfillment of an age-old 
determination of farm families to 
have the same home facilities en- 
joyed by urban people—electric 
lights, running water, bath rooms. 
plenty of hot water and a multi- 
tude of devices that bring comfort. 
convenience, labor saving and 
economy in the home. 


Labor Saving 


However, the land must pro- 
duce the products with which to 
buy all these facilities in the 
home. It is now rapidly becom- 
ing recognized that the sound ap- 
proach to farm electrification is 
an economic one—the use of elec- 
tricity as a means of cutting pro- 
duction costs. Whatever saves 
labor and eliminates waste in pro- 
duction of farm products in- 
creases the farmer's net and 
therefore the surplus with which 
to gratify the wish for a better 
level of living. 

This is a sales approach not 
generally practiced in past years 
by the electrical industry. It in- 
volves the installation of water 
pressure systems, milking ma- 
chines, milk coolers, poultry 
equipment, lighting, pig brooders. 
and a host of other equipment. 
Over 225 unduplicated uses for 
electricity on the farm have been 
discovered. There are at least 
125 applications of motors to 
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work done on the farm and in the 
farm home. 

It has been well established that 
a hired man works at the rate of 
1/10 horse power per hour, or 
the equivalent of one horse power 
in a 10-hour day. A one horse 
power motor will do the same 
amount of work in one hour and 
consume about 34 of a kilowatt 
hour of electricity. At the aver- 
age farm rate for electricity in 
1943, this cost is less than three 
cents per day. A hired man with 
his board costs about four dollars 
per day. It takes no magician to 
figure savings where motors can 
do the work. 

Countless examples of tremen- 
dous savings are available, but 
only a few are necessary to estab- 
lish our contention of the sound- 
ness of a production sales tech- 
nique. A modern electric water 
system will pay for itself in labor 
savings alone in from 6 to 12 
months. Here is an accurate rec- 
ord kept for a year on one farm. 
The well was 15 feet from the 


and their spears into pruning hooks.”.... ii. 4: Michah, Iv, 3 
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house and 15,042 gallons of water 
—624/10 tons—were carried 


into the home. Seven hundred 
sixty-nine hours and fifty-four 
minutes, or 77 ten-hour days 
were employed in carrying water 
and the distance walked was 12444 
miles. When a water system was 
installed 19,951 gallons of water 
were used at a cost of $1.58 for 
electricity, The person carrying 
the water worked for about 2 
cents per day. Note, too, that 
more than 30 per cent more water 
was used. Imagine what savings 
can be effected in stéck watering 
where much more water is used. 


Time Saving 


It was recently estimated that 
if two minutes per day per cow 
could be saved in milking the 
cows of Wisconsin, it would save 
60,000 man hours of work per 
day—6000 ten-hour days. At $4 
per day this would be a saving of 
$24,000 per day or $8,760,000 


per year. A milking machine, 











Motor Applications to Farm Work 


Barn and garage 
door opener 
Gate opener 
Barrel saw 
Blowers 
Bone grinder 
Boring machine 
Bottle washer 
Bottle filler & 
capper 
Butter cutter 
Brooder 
Butter printer 
Butter worker 
Butter tapper 
Casein grinder 
Cider press 
Clippers 
Clover culler 
Clover huller 
Concrete mixer 
Condensor 
Compressor 
Conveyor 
Cord wood saw 
Corn cracker 
Cream separator 
Currying machine 
Drop hammer 
Forge blower 
Graders, fruit & 
egg 
Chicken picker 


Electric tools 
Elevator 

Barn cleaning 
Emery wheel 
Ensilage cutter 
Fanning mill 
Barn ventilating 


Green feed chop- 


per 


Feed grinder 
Feed mixer 
Gasoline pump 
Grain cleaning 
Grain dryer 
Grain grader 
Grindstone 
Hack saw 
Hammermill 
Hay baler 

Hay chopper 
Hay hoist 
Animal groomer 
Corn husker and 


shredder 


Insecticide spray- 


er 


Irrigation pump 
Lathe 


Milk cooler 

Milk mixer 

Milk shaker 
Milking machine 
Oats crusher 


Paint sprayer 

Pea and bean 
huller 

Planer 

Potato cleaner & 
grader 

Pump jack 

Pump, water sys- 
tem 

Refrigeration 

Rice thresher 

Root cutter 

Saw mill 

Seed cleaner 

Sheep shearer 

Silo filling 

Lawn mower 

Vacuum cleaner 

Vegetable shred- 
der 

Wood splitter 

Garden tractor 

Milk pasteurizer 

Sanding machine 

Floor scraper 

Circulating air 
heater 

Drill stand 

Hedge clippers 

Corn sheller 

Dust mixer 

Peach defuzzer 

Threshing ma- 
chine 











however, saves at least six minutes 
per day per cow or three times the 
estimate. 

A simple pig brooder, equipped 
with a 150-watt lamp and reflec- 
tor, will salvage 114 pigs per lit- 
ter at farrowing time. Over 10,- 
000,000 litters of pigs are born 
annually so we can easily see the 
possibilities. The saving of half 
that already proved by experience 
would eliminate a waste of over 
1,500,000,000 pounds of feed an- 
nually. 

These examples are sufficient to 
illustrate the present-day trend in 
farm electrification. They can be 
substantiated and multiplied many 
times in other applications of elec- 
tricity to farm jobs. 


Major Sales Potentials 


Now, let us take a look at some 
major sales potentials, both on the 
farm and in the farm home. Only 
about 30 per cent of present farms 
with electric service have a mod- 
ern pressure water system. Manu- 
facturers are keyed for a produc- 
tion of 500,000 systems in the first 
post-war year. Incidentally, the 
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market for water systems is not 
limited to farms, for 56 per cent 
of rural non-farm homes have no 
running water. Camps, roadside 
stands and summer cottages also 
offer great sales opportunities. 
Less than 50 per cent of the 
farms having 10 or more cows 
have a milking machine and many 
of these need replacement by 
modern, fast milkers. Further, 
milkers are now being sold to 
families having but five or six 
cows. This will multiply the mar- 
ket at least four times. Milk cool- 
ers are in use on but a small per- 
centage of farms; there are liter- 
ally millions of dollars’ worth of 





business in the poultry field in 
present markets; blowers for mow 
hay curing will be in great de- 
mand; motors, both portable and 
individual drive, will be counted 
in millions for farm use. See the 
list which accompanies this article. 


Appliance Market 


The foregoing will sufficiently 
emphasize the market for produc- 
tive electrical equipment, though 
but few uses have been men- 
tioned. As to the market for ap- 
pliances in the home but 52 per 
cent now own a mechanical re- 
frigerator; farm freezers—a rela- 
tively new product—will find a 
tremendous’ demand; less than 
half the families own an electric 
washer and only a small percent- 
age an ironer; approximately 35 
per cent own a vacuum cleaner; 
less than 12 per cent an electric 
range; and far less an electric 
water heater; modern kitchens 
with a dishwasher will be an enor- 
mous field; lighting and the en- 
tire family of small appliances 
will be in great demand to say 
nothing of radio potentials. 

Now add to this 2,500,000 new 
customers who now own none of 
this equipment and we have a po- 
tential market that no live hard- 
ware merchant can overlook. But 
this is not all—the rural non-farm 
market represents great possibili- 
ties for appliance sales in homes 
which already have electricity. It 
is estimated that nearly 1,000,000 
new customers will be added in 
rural towns in the five-year post- 
war period. All this adds up to a 
total market potential of over $5,- 
000,000,000—an estimate for five 
years. But, be conservative and 
make it 10 years and we still have 

(Continued on page 152) 








Motor Applications in the Farm Home 


Air conditioner Floor polisher 
Buffer and grinder Home freezer 
Pum: Garbage disposal 
ps 
Hair dryer 
Clock 
Dehydrator Humidifier 
Ice cream freezer 
Dishwasher inion 
Dumb waiter canes 
Clothes dryer Kitchen power 
Fans—cooling. unit 
exhaust and venti- Meat grinder 
lating Mixer 


Oil burner 
Player piano 
Phonograph 
Refrigerator 
Sewing machine 
Shaver 

Stoker 

Vacuum cleaner 
Vibrator 
Washer 

Potato peeler 
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Here's a part of 
Siegel's archery 
department. It is 
located near the 
entrance and is 
a meeting place 
for experienced 
bowmen and for 
young beginners. 








Archery Department Does a $4000 
Business in Its First Year 


Siegel's Hardware Co. of Duluth, 
Minn., features line prominently 
and emphasizes the gift angle 


Pica ti 


dollars worth of business the first 
year—and a steady yearly increase 
since—has convinced Siegel's Hard- 
ware Co., Duluth, Minn., that add- 
ing an archery equipment section 
to the sporting goods department 
was a sound and profitable idea. 

Today, the store is a recognized 
center for this merchandise. 

Impetus was given the idea dur- 
ing the early war years by a local 
archery club, whose members were 
as eager to purchase good equip- 
ment as they were to hit the bull’s- 
eye or game on the run. The Siegel 
firm recognized the opportunity, 
and therein lies the story. 
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Quality bows and arrows were 
placed near the store’s entrance, 
and window displays often featured 
archery supplies—especially dur- 
ing the gift and tournament sea- 
sons. 

“This,” explains Frank Sindelar, 
buyer-manager of the sporting 
goods department, “is important 
in building a permanent archery 
section. Those who go in for the 
sport want to perfect their skill, 
and this can be done only with ex- 


cellent, properly-balanced equip- 
ment.” Siegel’s equipment  in- 
cludes all the trimmings: arm 
guards, tabs, books on archery— 
and even lunch baskets for an all- 
day family. outing. 

After the initial groundwork 
was laid, sales began in earnest 
and the merit of the section im- 
proved proportionately. This was 
evident with the addition of the 
correct-size feature. Salesmen were 

(Continued on page 148) 








Rain land of 


gentle trade winds and colorful 
flowers, is also home for Lewers 
& Cooke, Ltd., a 93-year-old hard- 
ware firm capitalized at $2,100,- 
000 and located on King Street, the 
main thoroughfare in Honolulu. 

This _retail- wholesale _ store. 
which before the war could supply 
everything from the smallest nail 
to the largest bathtub, had a mod- 
est start. Christopher Lewers, the 
founder, came to Hawaii via Cape 
Horn from his native New England 
in 1850. Two years later, he 
opened shop in a small shack 
stocked with an _ insignificant 
amount of lumber and building 
materials. 


500 Employees Today 


In those days, it was strictly a 
one-man business; today, there are 
more than 500 employees, many 
of whom can speak Chinese, 
Hawaiian, Japanese, Portuguese, 
Korean or Filipino, and all of 
whom speak English. During the 
war years, it had to be explained 
frequently that certain stock was 
pau (all gone). The customers 
are of as many nationalities as the 
languages spoken. 

Although the retail side of the 
business has gradually been ex- 
ceeded by the wholesale and other 
activities, it still is important be- 
cause, according to L. L. Lynch, 
head of the home-building depart- 
ment, it serves as an inspiration 
and model for the retailers who 
buy from the wholesale depart- 
ment. 

Too, it provides the first contact 
with the public. Modernity is the 
keynote, with waist-high show- 
cases, neatly arranged display mer- 
chandise—and plenty of space 
throughout this retail section for 
the customers to move around in. 
Each item is ticketed, with price 
and stock number, and orders are 
filled from the lower drawers. 
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Lewers & Cooke 


Peace is here and this 93-year-old firm 


This is but a brief description 
of the retail section. The Lewers 
& Cooke annual 750-page catalog, 
used during the war by the Army 
and Navy, and industrial firms 
and retailers, tells graphically the 
whole story. 


For example, this catalog shows 
the Hawaiian Islands hand saws, 
made especially thin so that the 
slight-statured native carpenters 
(usually Japanese-Americans) will 
find the sawing easier. Oo spades, 
named for ancient Hawaiian dig- 
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ging tools, are also included in it. 

Displaying their products 
through the catalog is not, how- 
ever, the only form of advertising. 
Daily two-column ads are carried 
in the city’s evening paper which 
lists afternoon and evening radio 
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of Hawaii, U. S. A. 


of Honolulu is now going into high gear 


programs for the following day on 
the two local stations. 

The message atop each ad is 
changed every third day. During 
the course of a month, such items 
may be advertised: Plumb tools, 
Sargent hardware, Fuller paints, 


The main ‘floor of the store 
as it is today with sunlight 
flooding every corner. Turn 
to page 150 and see how 
the store looked before the 
old cupboards were removed. 


Pabco roofing, Stanley tools, floor 
wax, new home-building materials 
and Kohler plumbing. In addition 
to this, there are larger institu- 
tional weekly ads, four columns 
wide by 12 in. deep. 

Radio is also used. A dinner 
concert is broadcast three times a 
week at 6:15 p.m. over KGMB, 
and band music hits the airwaves 
daily via KGU at 10:15 a.m. 

Remembrance advertising is the 
final touch. This includes car- 
penters’ aprons, steel, pocket-size 
tape rules, and diaries. The diaries 
have been given away for so many 
years at Christmastime that the 
original date has been forgotten. 
It was far enough back, recalls a 
company employee, so that it had 
the name and license number of 
every car owner in the city. 


2000 Miles Away 


More than 2000 miles separate 
the store from the mainland. 
Therefore, calls from salesmen 
from the United States are limited 
and company executives must rely 
on business paper advertising and 
the mail for offers of new mer- 
chandise and connections. All 
such letters are given special atten- 
tion and are referred to an officer 
of the firm before beimg filed. 

Lewers & Cooke buyers in this 
céuntry cover what the mail 
doesn’t. Always one, often two 
on the mainland, they toothcomb 
the country from the Northwest to 
the New England states, seeking 
lumber and tools, respectively. 
They also stop at New York City, 
Pittsburgh and Chicago. And 
permanent statewide offices are 
maintained: N. R. Jernberg, at 
905 White Bldg., Seattle, Wash., 
and M. M. Mitchell, at 703 Market 
St., San Francisco, Cal. These two 
offices handle buying and shipping. 

Even the Pearl Harbor attack 

(Continued on page 149) 
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This Is the Hardware Reconversion| py 


HARDWARE AGE has received numerous urgent inquiries from hardware 
wholesalers and retailers manifesting a positive hunger for information re- 
garding the probable availability of merchandise and factory conditions 
affecting their various sources of supply. Universal among these questions, 
for which they sought some “ray of hope” were the following: 


What can they expect and when? 


What merchandise, and in what quantity, will be shipped to them during 
the remainder of the year and early in 1946? 


HARDWARE AGE submitted these questions to a selected list of manufac- 
turers throughout the country. 


UMEROUS answers to these questions were 
published in the September 13 and 27, 1945, 
issues of HARDWARE AGE. 


space made it impossible to print all of the answers 
in a single issue. In all probability the series will 


end in the Oct. 25, 1945, issue. 


Limitations of 


These answers give what may be termed a birds- 
eye view of the progress which has been made and 
will be made in the hardware and allied industries 
with respect to reconversion from a wartime basis 
to a peacetime economy. Read them, for they are 


well worth reading. 


HERE ARE SOME OF THEIR ANSWERS: 


“We expect to start production 
immediately on Savage and 
Worcester lawn mowers, but 
our production will be very 
limited for the balance of this 
year until all materials required 
can be secured in sufficient 
quantities.” 
by A. W. Schenck, 
Sales Manager, 
Lawn Mower Division, 
Savage Arms Corp., 
Chicopee Falls, Mass. 


L-67 restricting manufacture of 
lawn mowers has been revoked, mil- 
itary orders in our lawn mower 
plant have been cancelled; many 
limitation orders on materials have 
recently been revoked. and as a re- 
sult of cancellations of military con- 
tracts throughout the country, con- 
siderable labor has been released. 
All these, factors should improve the 
material situation which has been 
very critical particularly on cast- 
ings for lawn mowers. 

We expect to start production im- 
mediately on Savage and Worcester 
lawn mowers, but our production 
will be very limited for the balance 
of this year until all materials re- 
quired in the manufacture of lawn 
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mowers can be secured in sufficient 
quantities. We believe this situation 
will improve gradually, as more men 
get back on regular commercial 
work. There will be lawn mowers 
available for the spring season of 
1946 but it will not be possible to 
produce enough lawn mowers to 
take care of the large demand which 
exists. Both lines will be produced 
in only three models, and in only 
two widths, 16 and 18 inch. 
* * * 

“...A matter of 30 to 60 days 
... until we... produce our 

merchandise.” 


by J. W. Shirley, President, 
Shirley Corp., 
Indianapolis, Ind. 


We have our complete line of 
goods tooled, designed and planned 
and it is merely a matter of 30 to 
60 days, which will be necessary to 
complete reconversion of our pres- 
ent plant, until we will be able to 
produce our merchandise. 

We feel quite good about our 
material sources and they have ad- 
vised in most all instances that they 
will be able to take care of us by 
the time we are ready for produc- 
tion. 






“We are now preparing for full 
production.” 


by A. J. Frey, Sales Manager, 
Safeway Chemical Co., 
Cleveland, Ohio 


We were more fortunate than 
many in that we could maintain lim- 
ited distribution and did not have 
to withdraw from the market en- 
tirely. 

This situation continued till spring 
of this year, at which time all re- 
strictions on glass bottles were re- 
moved. This helped us materially 
and the only restriction under which 
we were then working was on cor- 
rugated shipping cartons. This re- 
striction has been removed this week 
and we are now preparing for full 
production. 

Our aircraft contracts have all 
been terminated, manpower prob- 
lems have eased and we are now ac- 
cepting orders from new accounts in 
unlimited quantities and are making 
deliveries within one week after re- 
ceipt of order. 

We see no reason why this con- 
dition will not continue and, in fact, 
improve, so that by the end of the 
year we should again be on our pre- 
war basis of delivery. 
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By Leading Manufacturers 


“Tite-Line Clothes Line Holders 
. » » adequate supplies... with- 
in 60 days; Midland Harness 
and Chains... present more of 
a problem; Dandy Boy Farm 
and Garden implements — the 
problem is materials and man- 


” 


power... 


C. P. Nourse, President, 
The Midland Co., 
South Milwaukee, Wis. 


Tite-Line Clothes Line Holders 
have been available in limited quan- 
tities for the past two years, and 
with the restrictions now lifted and 
steel again available, we expect to 
have adequate supplies in the hands 
of jobbers within the next 60 days. 

Midland Harness and Chains pre- 
sent somewhat more of a problem 
because of the critical condition still 
existing in the foundry industry, 
bothered by manpower shortages. 
This will ease when war workers 
come back to foundries. Other items 
of harness hardware—rings, dee 
rings, loops, clips—not made of 
steel or wire are in good supply 
now and dealers should be able to 
get prompt deliveries. 

Dandy Boy Farm and Garden im- 
plements have also been produced 
in limited quantities and the prob- 
lem now is materials and manpower. 
The principal bottleneck here is 
gray iron and malleable iron cast- 
ings. Wood handles are almost un- 
available, so our whole line has been 
converted for next season to tubular 
steel handles with rubber grips. 
Adequate supplies can be delivered 
in time for next season’s business 
when the casting situation eases. 

* *% * 

. - »« Hope to be in actual 
civilian production in a very 
short time.” 
by R. A. Bradt, Vice-President, 
The Maytag Co., 
Newton, Iowa 


a) 


We are making a limited num- 
ber of washers now on special gov- 
ernment order, but hope to be in 
actual civilian production in a very 
short time. 
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We hope also to deliver samples 
to our dealers early this fall, but 
unless material bottlenecks open up 
unexpectedly, large-scale deliveries 
will be slower than the public has 
been led to expect by recent news 
releases. 

New models will have many im- 
portant improvements, but will be 
basically the same as those intro- 
duced just before the beginning of 


the war. 
* * * 


“ ... Well supplied with raw 
materials . . . but next six 
months difficult... ” 


by D. F. Taylor, Secretary, 
Merrill Mfg. Corp., 
Merrill, Wis. 


We have a tremendous backlog of 
orders which will of necessity re- 
ceive our preferred attention since 
they are from our old and estab- 
lished customers. This will leave 
only a limited amount of capacity 
duriig the next six months for the 
production of additional materials. 
In addition, while we are well sup- 
plied with raw materials at the 
present moment, we believe that the 
next six months will be a difficult 
period as far as finding additional 
materials are concerned. 

% *& * 


“..» We will go several months 
into 1946 before supply .. . 
will be termed plentiful.” 


by A. B. Muller, 

Sales Manager, 
The J. R. Clark Co., 
Minneapolis, Minn. 


We think our trade wants facts 
and merchandise, rather than or- 
ders placed on the basis of wishful- 
thinking solicitation. Therefore, we 
have refrained from promises of un- 
limited volume tomorrow or the next 
day. 

The last quarter of 1945 should 
bring considerable improvement, but 
it is my opinion that we will go 
several months into 1946 before 
supply in our line will be termed 
reasonably plentiful. 





“, » » Increased availability of 
manpower should enable us to 
increase production.” 


by G. P. MacNichol, Jr., 
Vice-President in Charge 
of Sales, 
Libbey-Owens-Ford Glass Co., 
Toledo, Ohio 


* Dealers have been reasonably well 
stocked with plate and window glass 
during the war. Increased avail- 
ability of manpower should enable 
us to increase production. Ability 
of dealers to become completely re- 
stocked depends on demand by the 
end of the year. 

President J. D. Biggers, in a talk 
over the Mutual Broadcasting Co., 
said: “We have no protracted recon- 
version problems.” He said that 
although the company had done 
various war work, it was “making 
glass in various forms.” “Therefore,” 
he reported, “our basic glass-pro- 
ducing facilities remained intact.” 
He said that the flat glass industry 
can reconvert rapidly. 

*% * * 


“We expect very little difficulty 

in being able to make our com- 

plete line available for civilian 
usé immediately.” 


by D. A. Marsden, 
Sales Director, 
Champion Lamp Works, 
Lynn, Mass. 


Throughout the war period we 
have been making our own regular 
line. Even though the bulk of our 
production has gone to the armed 
services on high priority ratings 

. we are (now) in a position of 
immediately making available for 
civilian use our complete production 
facilities or that part which is 
available on other than orders for 
the armed services. 

We expect very little difficulty in 
being able to make our complete 
line available for civilian use imme- 
diately . . . with the exception of 
very few special types of lamps on 
which materials are still critical. 
. . . In general, we are just about 
ready to go ahead full speed in han- 
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dling our output through civilian 


channels. . . . We will probably 
have more lamps available for ci- 
vilian use than we had pre-war in 
that during the war period we have 
learned how to make more lamps on 
existing equipment than we were 
able to do before the war. 
+. * * 


“... Now reconverting rapid- 
ly and initial shipments... 
start within 30 to 60 days...” 


by A. J. Kirstin, President, 
National Aluminum Mtg. Co., 
Peoria, Ill. 


We supplied permanent mold alu- 
minum castings to many of the air- 
craft manufacturers. So, our pro- 
duction had to be without delay o1 
interruption. And we have been un- 
able to make shipments of pressure 
cookers and utensils till now. 

We are, however, now reconvert- 
ing rapidly and initial shipments of 
small] quantities will start within 30 
to 60 days, and volume will be built 
up as rapidly as manpower and ma- 
terials are available. 


* & * 


“This company .. . does not 

expect to have items for civilian 

use ready for delivery until the 
first of next year.” 


by Edward L. Taylor, 
General Sales Manager, 
Camfield Mtig., Co., 
Grand Haven, Mich. 


This company is still experienc- 
ing delays as a result of government 
pricing regulations and non-avail- 
ability of certain materials, and 
does not expect to have items for 
civilian use ready for delivery un- 
til the first of next year. 


* * * 


“We have been rendering rea- 
sonably prompt service to our 
many ... customers, and ex- 
pect to be able to improve on 
this service as time goes on.” 
by Edward D. Plesec, 
Porcelain Products, Inc., 
Findlay, Ohio 


We have no reconversion problems 
and are producing today and will 
produce in the near future exactly 
the same line we have been produc- 
ing during the war years, as the 
Armed Services demands were en- 
tirely on items which have been 
standard with us and with the hard- 
ware trade prior to the beginning 
of the war. 

Demand for porcelain wiring ma- 
terials has increased during war 
years and every indication points to 
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an even greater demand for porce- 
lain in the post-war years. Demand 
for certain lines is overwhelming 
and deliveries are slowed up a little 
because of this great demand, but 
as a whole we have been rendering 
reasonably prompt service to our 
many valued old commercial cus- 
tomers, and expect to be able to 
improve on this service as time goes 


on. 
* * 


“, . . Look for business to be 
... solid... for many months” 


by W. H. Yates, President, 
United Wallpaper, Inc., 
Chicago, IIl. 


Present indications are that with- 
in 60 days the shortage of craftsmen 
will be eased by return of manpower 
from war plants and the armed ser- 
vices. This will give us a chance to 
engage extra shifts and use all 
equipment. 

Because of the time element since 
a new line has been introduced, it 
has been possible to develop the most 
complete line from the standpoint of 
diversity of design and use of color 
that we have ever offered. 

The demand for wallpaper from 
the wholesale trade is standing up 
well. Because there is no backlog, 
we look for business to be exgep- 
tionally sound and solid, in keeping 
with present market demand, for 
many months. The demand has 
been especially apparent in our 
Trimz line of ready-pasted paper. 

* * . 


“The date of delivery will de- 

pend somewhat on the type of 

National Cash Register Co. ma- 
chine ordered.” 


by John M. Wilson, 
Vice-President, 
The National Cash Register Co., 
Dayton, Ohio 
NCR has already started on the 
production of cash registers, adding 
machines and accounting machines 
with increased possibilities for pro- 
duction in each succeeding month. 
Complete reconversion involves the 
moving of machinery and rearrang- 
ing of departments but our most 
dificult problems will soon be be- 
hind us. The pent up demand has 
produced a substantial backlog of 
orders and the date of delivery will 
depend somewhat on the type of 
National Cash Register Co. machine 
ordered. 


“There should be a consider- 

ably larger volume of garden 

hose available for the 1946 
season.” 


by M. W. Miller, 
Sales Manager, 
The Swan Rubber Co., 
Bucyrus, Ohio 


In our opinion, there should be a 
considerably larger volume of gar- 
den hose available for the 1946 sea- 
son. It will be impossible due to 
the scarcity of certain types of criti- 
cal materials to offer the trade as 
full and as complete a line in the 
various price ranges as they had 


pre-war. 
* * * 


“We do not believe there will 

be any of our jobbers or deal- 

ers without Soil-Soakers in an- 
other season.” 


by D. D. Duncan, 
Sales Manager, 
Hastings Canvas & Mig. Co., 
Hastings, Neb. 


Production of Soil-Soakers will 
start in October, and it will be pos- 
sible to make a few shipments in 
late November and December. 

We do not believe there will be 
any of our jobbers or dealers with- 
out Soil-Soakers in another season. 
We have not been able to manufac- 
ture this number for over a year. 

* * # 

“, . . As broad a spread of 

merchandise as possible.” 


by O. J. Mitchell, 
Vice-President - Sales Manager, 
Union Steel Chest Corp., 
LeRoy, N. Y. 


Although all manufacturers are 
making every effort to get back into 
full production of civilian goods 
rapidly, they have met obstacles dif- 
ficult to explain by letter or personal 
contact with wholesalers and re- 
tailers. Not the least is the matter 
of manpower, and raw materials aye 
still short compared to the amount 
needed. 

It would seem advisable for whole- 
salers and retailers to avoid any spe- 
cial promotional efforts on certain 
lines and items, or offer merchan- 
dise at special low prices to stimu- 
late business. No stimulation will 
be necessary for some time as there 
will be several customers for every 
available item. 

And it would seem that, for some 
time in the future, there should be 
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large measure of give and take 
among manufacturers, jobbers and 
distributors, with the view to obtain- 
ing as broad a spread of merchan- 
dise as possible so that everyone may 
have an equal opportunity to remain 
in business. As for ourselves, we 
propose to operate on this basis. 


* * * 


“It is confidently expected that 
supplies of Weldwood Glue in 
all sizes will be ample.” 


by W. Robert Goepel, Manager, 
Industrial Adhesives Division, 
United States Plywood Corp., 
New York City 


Weldwood glue was in extremely 
short supply during the past two 
years due to the fact that virtually 
the entire production was used in 
the manufacture of life rafts, etc., 
with the result we were unable to 
supply our jobbers and dealers 
with over-the-counter sizes. It is 
now available for non-priority ci- 
vilian end uses and the packing of 
all sizes in our over-the-counter 
range is being hastened so that job- 
bers can replenish their inventories 
and complete back orders to their 
dealers within the next few weeks. 
It is confidently expected that sup- 
plies in all sizes will be ample. 

fx 


“ ...In 60 to 90 days... we 
should be in full production.” 


by J. Z. Buckley, Treasurer, 
Parker Mtg. Co., 
Worcester, Mass. 


Since early 1942, we have been 
running at least 80 per cent on war 
material production. We have been 
working night and day to get our 
civilian production line set up. We 
expect this will be fully accom- 
plished in 60 to 90 days and we 
feel we should be in full produc- 
tion at that time. 


el. ph 


“The resumption .. . be- 
comes merely the acceleration 


by R. E. Lochner, 
General Manager, 

The Mystic Foam Corporation, 
Cleveland, Ohio 


Actually, the resumption of civilian 
production in our line becomes 
merely the acceleration, because 
civilian production never ceased to 







the majority of manufacturers in this 
field. 

Cans will begin to flow into the 
market to replace the “victory pack- 
age” of glass. We look to this in- 
flux of cans to land on the dealers’ 
shelves around the first of the year. 

The use of cans will level off our 
shipping peaks because it will per- 
mit the shipments of our merchan- 
dise through all of the months of 
the year. As it is now, we are un- 
able to ship in glass containere 
through the freezing months, and as 
a result the peaks and valleys of our 
business are more extreme than 


normally. 
* * 7. 


“Orders being arranged in 
the rotation system.” 


by Raymond Cox, 
General Sales Supervisor, 
Standard Horse Nail Corp., 

New Brighton, Pa. 


The unexpected surrender of 
Japan, immediately followed by the 
wholesale termination of government 
contracts, did not catch the Ameri- 
can manufacturer off guard. Mili- 
tary needs for the final phases on 
the road to permanent peace won’t 
interfere with reconversion, which 
has been given the green light and 
is well under way. 

It behooves wholesalers and re- 
tailers to anticipate their require- 
ments and place orders now to in- 
sure top priority on post-war produc- 
tion schedules. 

We. like many other manufac- 
turers, have no reconversion prob- 
lems and orders are being arranged 
in the rotation system. 

* * * 


‘. . . Began manufacture of 
home radios Oct. 1 .. . tele- 
vision and frequency modula- 
tion receivers soon after .*. .” 


by I. J. Kaar, 
Manager, Receiver Div., 
General Electric Co., 
Electronics Dept., 
Schenectady, N. Y. 


General Electric began manu- 
facture of home radios on Oct. 1 and 
is preparing to start production of 
television and frequency modulation 
receivers soon after. ‘ 

Scheduled for early distribution 
are a variety of portables,.table mod- 
els, consoles, radio-phonograph com- 
binations and farm sets. 

All radios will have new features, 


and the phonograph combinations 
will have electronic reproducers to 
eliminate needle scratch. Television 
sets will range from smaller direct- 
view receivers to large-screen sets. 
And many of the frequency modu- 
lation receivers will be built in com- 
bination with standard receivers so 
that they will have immediate use in 
cities other than where FM stations 
are now in operation. 


= a 


“, » + Still faced with difficulty 
of obtaining . . . raw material 
and labor.” 


by J. L. Smith, 
Seymour Smith & Son, Inc., 
Oakville, Conn. 


We are afraid that it is going to 
be much longer than newspaper re- 
ports say before sufficient quantities 
of merchandise will be available. We 
are still faced with the difficulty of 
obtaining supplies of raw material 
and necessary labor. We are doing 
everything possible to increase our 
output and to supply the demands 
of the trade as early as_ possible. 
However, despite our efforts, it will 
probably be a few months before 
our increased production can sub- 
stantially reduce our long delivery 


date. 
” * * 


“Upon receipt of raw materials 

and containers expected this 

month (Aug.) we will be in po- 

sition to give prompt service on 
all Sheffield Products.” 


by J. J. Donnelly, 
Director of Sales, 
The Sheffield Bronze Powder 
& Stencil Co., 
Cleveland, Ohio 


A resumption of peacetime ser- 
vice on our line is in the immediate 
future. The bulk of our production 
is aluminum paints and tinting oil 
colors, with our paint specialty 
items secondary in volume to the 
above two lines. 

We now await deliveries of raw 
materials and containers that are 
expected this month (Aug.) and 
upon their receipt we will be in a 
position to give prompt service on 
all Sheffield Products. 


* * 


“... Able to supply . . . with- 
out any delay.” 
by W. F. Leicester, President, 

Casein Co. of America, 
New York City 

I am glad to say that in the busi- 
ness we conduct with the hardware 
industry—supplying casein and resin 
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adhesives—we have no conversion 
problem. 

The war-time expansion of the 
chemical industry now provides 
ample resin-making chemicals avail- 
able immediately. The cutbacks in 
orders for wood, and other construc- 
tions bonded with resin adhesives, 
leave us plenty for productive ca- 
pacity. 

We are in the happy position of 
now being able to supply the hard- 
ware business with their require- 
ments, without any delays. 

As we see it, all prospects in the 
hardware business, for manufac- 
turer, wholesaler and retailer, are 
bright. 


* of + 


“We feel confident that we will 
be in good shape in the not- 
too-distant future.” 


by J. H. Ashbaugh, Vice Presi- 
dent, Appliance Division, 
Westinghouse Electric Corp., 
Pittsburgh, Pa. 


The company announced spurred 
plans for reconversion and produc- 
tion schedules for consumer appli- 
ances were electric irons, start 
Aug. 22; electric roasters, Aug. 27; 
electric refrigerators, about Sept. 
15; electric ranges, latter part of 
Sept.; and the Laundromat and au- 
tomatic cycle washer shortly there- 
after. 

In the next two months, most 
small appliances—electric heaters, 
waffle bakers, percolators and sand- 
wich grills—will be made, depend- 
ing on materials. On the rest of the 
appliances, all depends on availa- 
bility of materials. Men in the plant 


maintenance department have been: 


doubled to speed things on their 
way. Near normal employment not 
reached before end of three months. 


— a) 


“ ... Expanding production as 
rapidly as possible.” 
by Anne Zeller, 
The Tanglefoot Co., 
Grand Rapids, Mich. 


The company is expanding pro- 
duction as rapidly as possible. Sev- 
eral new products are being rushed, 
but delivery dates can be only ap- 
proximate. Chemists here developed 
a new non-running sticky substance 
adapted for use on Tanglefoot Fly 
Paper. A container will make it 
possible to hang fly paper on a wall 
or a screen door; to suspend it from 
the ceiling; stand it on edge or to 
use it flat and fold up when not 
used. 

One of the new products is Tan- 
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glefoot Packaged Tape—a Kraft 
sealing tape for home and office use. 
It won’t be available for several 
months. Tanglefoot Difusor will ap- 
pear soon in a new dress and sell 
for less and have a_time-switch 
graduated disbursal control; prob- 
ably on the market first month in 
1946. 


* * * 


*. .. We will not be in a posi- 
tion to supply stores ... before 
middle of Oct.” 


by G. A. Spaulding, 
Trade Sales Department, 
Spencer Kellogg & Sons, Inc., 
Buffalo, .N. Y. 


We, as crushers of flaxseed and 
refiners of linseed oil, have occa- 
sion to sell large quantities of lin- 
seed oil to paint and varnish manu- 
facturers, etc. 

We will not be in a position to 
supply retail stores with whole lin- 
seed oil much before the middle of 
Oct. This is due to poor flaxseed 
harvesting conditions through the 
Northwest. Actually, very little do- 
mestic seed has reached our mills 


to date. 
7 *& % 


“The number of trucks the in- 
dustry will be able to build in 
the months immediately ahead 
will be predicated entirely 
upon the flow of materials 
needed in truck manufactur- 


ing. 


by W. E. Fish, 
Assistant General Sales 
Manager 
Chevrolet Motor Division, 
General Motors Corp., 
Detroit, Mich. 


Latest available figures, as of 
July 1, 1944, showed total truck 
registrations nationally to be about 
4,500,000, with truck mortality 
far overbalancing the trickle of new 
trucks produced for civilian use in 
the 14 months that have followed. 
It is known that at least 70 per 
cent of the trucks now in use are 
more than six years old. The great 


majority should be replaced as 
soon as possible. With an allotment 
of 140,000 trucks for the second 
half of this year, we will have to 
produce at the rate of 35,000 a 
month in the last quarter to meet 
this schedule, compared with our 
pre-war peak average of 20,000 
trucks a month for delivery in the 
United States. 

The number of trucks the indus- 
try will be able to build in the 
months immediately ahead will be 
predicated entirely upon the flow of 
materials needed in truck manufac- 


turing. 
* & # 


“The wave of cancellations of 
war contracts will not notice- 
ably help manufacturers of 
metal goods for a few months.” 


by F. R. Wingerter, President, 
Dearborn Stove Co., 
Chicago, IIl. 


We have found castings and steel 
more difficult to get. It is our 
opinion that the wave of cancella- 
tions of war contracts will not no- 
ticeably help manufacturers of 
metal goods for a few months, as 
some time will be required before 
surplus stocks can be untangled and 
actually get into factories ready 
for use. Consequently, we think 
there is over-optimism regarding 
the length of time required for nor- 
mal production generally. 


e. e @ 


“There will not be a flood of 
good merchandise immediate- 
ly. It will be a gradual in- 
creasing process which will 
not reach its peak until some- 
time in 1946 and after that 
many improvements and new 
merchandise will appear.” 


by E. E. Miles, Sales Manager, 
Porter Steel Specialties, 
Shelbyville, Ind. 


* + 


*... More and more Norwich 
Lines . . . available as the 
weeks go by.” 


by J. B. Parsons, President, 
Norwich Line Co., Inc., 
Norwich, N. Y. 


We are manufacturing more line 
today than ever in our history. We 
have fairly good stocks of raw ma- 
terials and we have no manpower or 
equipment problems at all. 

We are concentrating on those 
items for which we are known. 
These we will ship in increasing 
volume to our wholesalers right 

(Continued on page 170) 
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Toy Sales Totalled $29,000 


Last Christmas 


Westphal's extensive department 
features Toy Club on radio, uses 
full page newspaper ads and has 
1500 annual lay-away gift sales 


- 
| OYS carry a fine 


margin of profit and can be mer- 
chandised twelve months of the 
year. 

This is what Ervin Westphal, 
hardware and paint store owner 
of Green Bay, Wis., believes. To 
prove his point, he can point to 
toy sales of $37,000 in 1944, with 
sales for 1945 running well ahead 
of this figure thus far. 

Toy sales totalled $25,000 in 
December, 1944, by this splendid 
toy department, while the remain- 
ing $12,000 volume was evenly 
distributed over the other 11 
months. Mr. Westphal believes 
that as the years go on, it will be 
possible to sell $1,500 or more 
worth of toys monthly. 

This store devotes about 80 per 
cent of its large, well-lighted base- 
ment to a showing of toys 12 
months a year. During the Christ- 
mas season, toys also get some 
extra showing on the first floor. 
The steps leading to the toy base- 
ment, however, are so wide and 
attractive and well lighted that 
people are just naturally drawn 
there. The bulk of the toy busi- 
ness is done in the basement. 

The key promotional feature of 
the toy department at Christmas 
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each year is a weekly radio pro- 
gram over WTAQ De Pere, Wis., 
featuring the Westphal Toy Club. 
The radio program consists of 


amateur acts put on by the boys. 


and girls. These include dialect 
readings, recitations and songs. 





Children nowadays are not, as 
a rule, bashful about asserting 
themselves, and this helps West- 
phal get a fine turnout of children 
for his club. 

Several times a season the chil- 
dren who are members of the Toy 


SO Pe Pe te Pa te Pe te Pg ote te Oe ety ety ety ety ody vn whe te de ote oe te Oy ote Pe oe Pa oP? 


WESTPHAL’S <- 


ody gt ota by oy Pp 0g why 
= Wy : 
> 


20d 0 Pa 9 9 9 ty ot ob 9 ot 09 wg tg wy woe woe 








131 








Club make trips to the Westphal 
store where each receives a gift 
from a special Santa Claus whe is 
there to greet them in the toy de- 
partment. The club is very popu- 
lar with children and parents and 
helps considerably in attracting 
many people to the Westphal toy 
department. 

The radio is also used to make 
special announcements about 
Christmas merchandise. This re- 
sults in about 1500 layaway gifts 
each year, many of them purchased 
as early as November 1. The lay- 
away plan is also stressed in news- 
paper advertising, and brings 
people into Westphal’s store early 
in the season to inspect gifts. This 
inspection usually results in many 
gifts purchased on the layaway 
plan, with from 25 per cent and up 
paid down. 


Newspaper Advertising 


Newspaper advertising also plays 
an important part in this hard- 
ware firm’s Christmas merchandis- 
ing program. Several full pages 
are printed during the holiday sea- 
son in the Green Bay Gazette, a 
newspaper with a large city and 
rural circulation. 

These ads vary from year to 
year. Occasionally, Mr. Westphal 
will print large pictures of his 
store’s various departments along 
with descriptions of Christmas 
merchandise. These illustrations 
always add interest to an advertise- 
ment and bring many people in, 
declares Mr. Westphal. They give 


This 15-ft. count- 
er is given over 
to juvenile books 
which are always 
in demand during 
Yuletide — 
and throughout 
the entire year. 


customers and prospects alike an 
idea of the size of the store and 
the variety of stock, the innumera- 
ble items that can be purchased as 
gifts. 


Right — The front 
of the Westphal 
store. Center-Part 
of the children’s 
furniture section 
which does a big 
business through- 
out the holidays. 


Signed testimonials are secured 
from some members of the West- 
phal Toy Club, concerning the 
store’s stock of toys, and these 
statements are sometimes printed 
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in one section of an ad. They help 
considerably in adding local in- 
terest to the advertising. 

One testimonial read, “I used to 
live in a great big city, and I really 
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saw some big toy departments at 
Christmas time. But none of them 
ever was nicer than Westphal’s 
Treasure Island of Toys this year.” 

The variety of toys carried by 


Left—Stuffed toys 
and dolls receive 
plenty of display 
space. Center — 
Yard equipment. 
swings and tra- 
peze sets are 
shown in this 
spacious section. 


Westphal’s is considerable. for 
example, the store carries regular 
yard swing and trapeze sets which 
range upwards from $25, with 
some selling for as much as $50. 
The store has a large enough de- 
partment so that several of these 
large items can be shown at one 
time without crowding the other 
merchandise. 

One wall section is devoted en- 
tirely to a showing of children’s 
furniture, ranging from high 
ehairs to tables and _ rocking 
chairs. There is quite a demand 
for furniture which permits chil- 
dren to sit comfortably, and West- 
phal’s is cashing in on this line. 
Prices range up to $20 on some of 
this furniture singly or in sets. 

Rocking chairs, sand boxes, 
blackboards, etc.. are some of the 
other items carried in consider 
able quantity in addition to more 
usual toy lines. 


Aisle Displays 


Long center aisles, with cross 
aisles at convenient locations in the 
basement, show a wide variety of 
games and wooden and mechani- 
cal toys. One 15-ft. counter con- 
tains a large stock of books of all 
sorts for children. This is a favor 
ite counter for the children 
throughout the year. Mr. West- 
phal feels that the children’s book 
business will grow in volume in 
the future. 

One area is devoted to a large 
showing of dolls. This is the spot 

(Contjnued on page 151) 


[- A wide assort- 
ment of dells is 
shown here. The 
more expensive 
ones are kept be- 
hind glass to 
avoid dust and ex- 

cess handling. 














Plenty of children and grown-ups 
were attracted by this toy window 
of B. C. Knodle & Son, De Kalb, Ill., 
last year. The central piece was a 
fireplace on which was a silvered 
Christmas tree. Flanking this and 
in front of it were toys of many 
kinds as well as some adult gifts. 




















R. V. Slothower & Son. Dixon, Ill.. featured a The 
combination window employing two types of 


display. In one section was an open shelf sont 
compartment in which colored pottery was two 
shown. The other was a “snow’-covefed step was 
up fixture on which tools were featured. f end 


Gift items. such as flower vases, artificial flowers and 
and pottery. adorned this holiday display at the B. C. 
Knodle store during the 1945 Yuletide. Christmas 
decorations included bells and evergreen ropes and 
even the spotlights had an attractive gala appearance. 














HARDWARE AGE oc’ 











da 
3 of 
helf 
vas 
itep 












H. A. Beacham of De Kalb, Ill., used 
the “Gift Center” idea in a window 
that was extremely effective. Two 
large candles were at the back of 
the display and between them were 
irregular panels bearing painted 
ivy leaves and the words “The Gift 
Center”. Gifts were shown in front. 










The Brown Lynch Scott store in Macomb. IIl.. 
used cedar branches to frame its entrance 
last Christmas. A Santa Claus placque with 
two peppermint candy sticks flanking it 
was one window's background. A fireplace 
and stockings were featured in the other. 














Pictures, placques and figurines occuplied a promiaent 
place in this holiday window at Knodle’s and many of 
them found a place on the background walls. Ribbons. 
bells and decorative streamers were featured at the 
top of the disply and created a Yuletide atmosphere. 
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Toys and games of all kinds are ranged along one sidewall for inspection. 
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A SEPARATE de- 


partment connected by an arcade 
with the main store was given over 
to toys last Christmas by the 
Hemeweed Paint & Hardware 
Company, Homewood, Ala., and 
despite the absence of metal goeds 
the store had “plenty to sell.” This 
was because the firm had built up 
its stock over a 12-month period, 
taking everything it could get from 
its sources of supply and, in addi- 
tion, picking up odd lots from 
backyard shops which went into 
the business of making wooden 
playthings when regular toy 
houses converted to war work. 


Separate Toy Section 

“Our separate toy department 
was in a space which we propose 
to devote to electrical appliances 
when they become available 
again,” said T. W. Huffstutler, 
proprietor. “This enabled us to 
build a comprehensive display 
early in the year without inter- 
fering with our regular store dis- 
plays. People began buying on 
the lay-away plan early in the 
summer and in the beginning we 
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had a fair stock of better type toys 
such as erector sets, chemistry 
sets, boxing gloves and talking 
dolls. These were soon exhausted 
but we had other merchandise 
right up to Christmas including 
doll and juvenile furniture, stuffed 
toys, games, maps, blackboards, 
pictures and glassware.” 

While taking lay-aways early, the 
firm also stopped early, in fact no 
more were taken after November 
15. Also lay-away customers were 
advised by postcard to pick up 
their merchandise by December 15. 
The store encourages lay-aways as 
the better toys are bought early 
on this plan, but it could not be 
bothered about handling all this 
business during the few rush days 
before Christmas. Furthermore, it 
could not take the risk of having 
items tied up provided the cus- 
tomer was not to call for them. 
However, only one lay-away was 
not delivered by December 20. 
Most customers picked up their 
own as they wanted to hide them 
from the children until Christmas, 
and not run the risk of having the 
store deliver them to their homes. 
In fact, the store encourages cus- 
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The other side of the section is divided into compartments for the toys. 


tomers to carry their toys along 
after buying them, and more paid 
cash last year than ever before. 
Normally this firm sends out a 
toy catalog to about 2500 cus- 
tomers. It is a 32-page booklet, 
published by The Toy Guidance 
Council, and listing “the right 
toy for the right age.” The cata- 
log is sent out just before Thanks- 
giving and a good many customers 
order from it by mail or telephone. 


Four Profit Points 


From his long experience in the 
toy business, Mr. Huffstutler has 
the following observations to make 
for the benefit of the hardware 
dealer: 

1—Give more care to the pur- 
chase of the toys. Visit the toy 
fairs, study catalogs of various 
concerns, and make up a list care- 
fully. 

2—Leave the cheap stuff to the 
dime stores and concentrate on 
substantial toys, items which bring 
a good profit and, if necessary, 
can be carried over from one sea- 
son to the other without deprecia- 
tion. 

3—Have a 


more systematic 





method of setting up the toys. He 
points out that most of them come 
knocked down and it takes con- 
siderable time to set them up. 


Room is needed for this. Also, 
considerable time is required and 
the extra help for Christmas should 
be hired in time to attend to this 
detail. A sales person who sets up 
a toy understands it better and can 
do a better job of selling. 
4—Give ample display to your 
toys, preferably in a separate space 
or department. “How can you sell 
a toy that is uncrated* and not 
shown?” he asks. Furthermore, he 
suggests that the store be tastefully 


(Continued on page 149) 








137 














Christmas shoppers always like a 
fireplace scene and this one in 
the H. V. Massey store helped to 
please them. Santa sits beside 
the fireplace while gift - filled 
stockings dangle from the mantel 
piece. This scene attracted the 
attention of both young and old. 





Massey's also used holiday wall- 
paper on the sidewalls of its toy 
department during the Christmas 
holidays last year. This colorful 
paper served to create a Yuletide 
atmosphere and added life to the 
otherwise bare walls. Dolls and 
games were displayed on step-up 
shelves to excellent advantage 
against the attractive wallpaper. 
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Holiday Displays That Caught the Eye 





Three Dixon, IL, firms add a 
touch of Yuletide in wartime 





R. V. Slothower & Son dressed up 
the back of the store in attrac- 
tive fashion last year. Crosscut 
saws were shown against the wall 
and were embellished by the use 
of red and silver stars and 

of silver. Silver “icicles” were 
also hung from the topmost shelf. 


Wm. H. Ware used red paper cover- 
ing for the tables on which toys 
were shown. It not only made the 
toys stand out but attracted the 
attention of everyone who was in 
the vicinity. It helped sell toys. 
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MARKET 


Di YOU ever wonder how much 
the American people spend in 
one year just to have fun? There 
are no recent figures, but the last 
figures available (1939) show 
that manufacturers of sporting 
goods sold well over 121 million 
doHars’ worth of merchandise. 
Think of it! Almost \% of a bil- 
lion dollars! But the important 
thing is the portion of that 
amount that was spent on am- 
| munition, firearms and shooting 
equipment. In that one classifi- 
cation American sportsmen spent 
over 47 million dollars. This is 
more than one-third of the total 
spent on all sporting goods, and 
more than three times as much 
as for any other sport. 

Future sales of sporting arms 
and ammunition represent a big 


A $47,000,000 





business and a profitable busi- 
ness. Wise hardware and sport- 
ing goods dealers with an eye to 
the post-war profit-on-the-dollar 
are making plans to have ade- 
quate displays of arms and am- 
munition. Hunting is popular in 
every state of the Union, and 
shooting is a year-round sport 
for young and old. Now is the 
time to make plans for getting 
your share of this whopping big 
chunk of business. And remem- 
ber, sportsmen know that “If 
It’s Remington—It’s Right!” 




















BRIDGEPORT, CONN., OCT. 11, 
1945. For speedy shooting at speedy tar- 
gets, no other gun excels the Remington 
Sportsman and Model 11 autoloading 
shotguns. They have the fastest action 
ever built into a shotgun. The Sportsman 
fires three shots and the Model 11 five 
shots as fast as the trigger is pulled. The 
autoloading action ejects empty shells 
and loads live shells into the chamber 
from the magazine, so all a shooter has 
to do is to keep his eyes on the target. 
When the last shell is fired, the action 
stays open for easy loading. There’s 
Plenty of shell room in the wide loading 
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FAST ACTION —EASY LOADING ARE FEATURES OF 
REMINGTON AUTOLOADING SHOTGUNS 
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slots Even in cold weather, when wear- 
ing gloves, it’s easy to unload or load 
these handsome guns. When shotguns 
are available again, be sure to show 
your customers the Remington Sports- 
man or Model 11. 


* * * 


Hi-Speed, Sportsman, Wetproof and Express are 
Reg. U. S. Pat. Off. by Remington Arms Co., Inc. 


DEALER LETTER 


















REMINGTON HOLLOW 
POINT 22 EXPANDS 
ON IMPACT 





BRIDGEPORT, CONN., OCT. 11, 
1945. A Remington Hi-Speed hollow 
point 22 bullet differs from a regular 
Hi-Speed bullet in that its nose is hol- 
low, thus providing maximum effective 
expansion when it crashes into the target. 

Take a look at the illustration above. 
At the left is a cross section of a Hi- 
Speed hollow point bullet. The bullet 
in the center is as it appears in its 
finished form. And the bullet at the 
right, after impact. Notice how it has 
mushroomed out, to deliver maximum 
crash power. 

This is a sales story that will interest 
all of your small game hunting cus- 
tomers. 22 addicts are always looking 
for a way to step up the crash power of 
their efforts. And this mighty midget 
really packs a terrific wallop which 
makes it extremely effective on small 
game and pests and predators. When 
ammunition is available again in quan- 
tity, be sure to stock an ample supply 
of Remington Hi-Speed hollow point 
22 cartridges. 




































The Farmers Don’t Have to Search— 


Everything's Out in the Open 


R. W. Humphrey believes in getting 
merchandise out where it can be 
seen. It’s a sales-making system 





Plenty of items are sold from this shelf 8 ft. above the floor level. 


E FFECTIVE spot- 


lighted display of farm items at 
the R. W. Humphrey store, West 
Union, Iowa (population, 2059), 
helps boost volume considerably. 

One of the key features of the 
store’s farm merchandising pro- 
gram is a back-wall display, stand- 
ing directly behind the long wrap- 
ping counter. 

Eight feet above floor level, 
there is a shelf piled with large 
farm items that can easily be seen 
by the customers. These include 
cream cans, lanterns, filter disks, 
milk cans and garbage pails. On 
the wall directly below are many 
V-belts, which sell especially well 
to farmers. 

“We sell a lot of merchandise 
from that location,” says R. W. 
Humphrey, owner. “A farmer will 
come in for wire, bolts, nails or 
other items. As we wrap his arti- 
cle, he will look at the display. 
Often he will say he needs some 
filter disks, a lantern or a V-belt. 
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The extra sale is made solely be- 
cause he spotted the merchandise.” 

Near the wrapping counter, Mr. 
Humphrey carries a fine display of 
harnesses. These are hung from a 
special steel rack, seven feet high. 
This allows farmers to study them. 





They like to touch and bend 
harnesses. The pliable feeling 
helps sell them. 

Another display that appeals to 
the farm trade is a special rack at 
one end of the long wrapping 
counter where flashlight and bat- 
teries are arranged. 

These items are called for by 
every farmer sooner or later. Mr. 
Humphrey built the display spot 
from a few pieces of lumber. It is 
about a foot wide at the bottom 
and tapers back to 4 in. wide at 
the top. There are five shelves, 
and many batteries of various sizes 
can be placed on them. 

Regular customers know from 
experience where this battery dis- 

(Continued on page 152) 





The secret of harness selling is having them where they can be seen. 
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the Backbone of the Hardware Business 
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3 pablic judge and rate your hard- Millions of users know and prefer True Temper 
y the tools you! stock and display, - KNOWN VALUE tools. Each of the 8 major lines 
ane ina of perrae Pe OE True ase Tools is a Star in its own right. 


= No. 1 | ad sag Or 


| TRUE TEMPER HAMMERS: The Dynamic Line TRUE. TEMPER STEEL GOODS: For over 100 
—Balanced power for driving and pulling. years—“The Standard of Comparison.” 


¢ 


iad . 
| * No. 2 * No. 6 
| TRUE TEMPER HATCHETS: The famous Tommy TRUE TEMPER RODS AND BAITS: The Rod of 
| Axe, Tomahawk and Dynamic Hatchet— Champions—The Lure of Experts. 
| Power Centered. 
= — TRUE TEMPER HEDGE & PRUNING SHEARS: 
TRUE TEMPER AXES: The Perfect and Flint | The complete line. New in design, value and 
Edge—Preferred above all others. is | utility. 
* No. 4 | * No. 8 
TRUE TEMPER SHOVELS: Solid Shank and . TRUE TEMPER SCYTHES, WEED AND GRASS 
Forged Shank Dynamic. Both taper forged in ' TOOLS: The only line produced by modern 
one piece from a bar of steel. nt methods, with modern equipment. 





~ Millions of users know and sue hay “Tool olut 
Temper Tools. Each year we tell moré mil | Best Profit of Any Hardware Line: » + «++ 
lions through advertising in the eae: of ignated hardware store to buy a True Temper 
America’s finest magazines about 
the added quality, value, and utility, 
and direct them to see and buy 
True Temper Tools in their Home 
Town Hardware Store. 


% 







x pe samenetts ded i Aue . 50— 
putty, 10c— aw 1.50—thinuer, 
"S0c — tota cant baad, 1 volume 
 ereated by the man’s desire for a True 
Temper Hammer which he could buy 
only at the Hardware Store. 


THE AMERICAN FORK & HOE CO. 
Cleveland 15, Ohio, Makers of 


















TRUE TEMPER PRODUCTS 


THE KNOWN VALUE EIGHT STAR LINE 
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For Early November-Water Systems, 
Ventilators and Weatherstrip 


HARDWARE AGE Original Window Display IDEAS 








YOU CAN HAVE 


RUNNING WATER 


IN YOUR HOME 
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WINDOW CUT FUEL BELLS 
VENTILATOR 25% 


FRESH AIR - KEEPS USE 
OUT RAIN- SNOW sc STRIP 


— CAULKING 
hee ABOUT YOUR HOME 
Cauking 
COMPOUND 
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WATER 
SYSTEM 
WINDOW 


MERCHANDISE: 
Water system. force 
pump, lift pumps, 
pitcher pumps, well 
points, electric mo- 
tors, “V" belts, pump 
cylinders, pump 
plungers, valve leath- 
ers, cup leathers, 
shallow well jet 
pumps, pipe fittings. 
pipe wrenches, pipe 
cutters, pipe thread 
dope. 


BACKGROUND: 
Center panel of dark 
brown corrugated 
board or painted 
wallboard. Side pan- 
els of buff material. 
Cut-out letters of 
bright red material. 


MERCHANDISE: 
Window ventilators, 
glass and metal 
types, thermometers, 
barometers, humid- 
ity guides. 


WEATHERSTRIP 
WINDOW 


MERCHANDISE: 
Caulking compound, 
caulking charges, 
caulking guns, 
weatherstrip of sev- 
eral different types. 
door bottoms. 


BACKGROUND: 
Center panels of buff 
corrugated material 
or painted wallboard. 
Side strips of dark 
brown material. Cut- 
out letters of red ma- 
terial. 
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Every Moment Must Count! 


HERE are so many things 

I to be done each day around 

a retail hardware store that 
a good salesman and employee 
must make every moment count. 
Making sales and satisfying cus- 
tomers is the main objective but, 
in order to accomplish this, many 
other tasks must be done before 
making the sales. 

Replenishing stock is vital in 
any store whether it is simply 
bringing it from the warehouse or 
ordering it from the supplier. If 
this job is not well done in either 
case the business will suffer. Sales- 
men in most retail hardware stores 
are responsible for complete stocks 
on the selling floor. Sales are lost 
and customers must wait while 
salesmen bring merchandise from 
the stock room. And salesmen do 
a lot of extra running if stocks are 
not kept complete. 

The salesman who stands around 
when he is not busy loses a lot of 
valuable time which, if used in 
checking and replacing stock, 
would make his job easier and 
would serve to boost his volume. 


Keep the Store Clean 


There is always a big house- 
cleaning job to be done in any 
store. The larger firms can hire 
someone to do part of this. In the 
small stores these housecleaning 
jobs must be divided among the 
employees. Flat top table displays 
collect the most dirt so they must 
be cleaned more frequently. Every 
item of merchandise on the table 
should be dusted with a dust rag, 
bin and glass dividers wiped off, 
and merchandise replaced. Every 
now and then, all the price tickets 
on the table should be replaced 
with clean ones. 

Sidewall displays do not collect 
as much dust and dirt. The fix- 
tures can be cleaned twice a year 
which is sufficient. Merchandise 
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displayed in open sidewall cases 
will have to be cleaned almost as 
often as that on flat top tables. 
Clean merchandise sells more 
readily and customers are more 
sure they are securing good value. 


Time Is Important 


Salesmen must always be mind- 
ful of the fact that time is impor- 
tant to many customers of the 
hardware store. A farmer with a 
crop to be harvested must make 
every moment count when he 
comes to the store for the repair 
part or maintenance item he 
needs. He wants service and he 
wants it quick. The contractor 
and the purchasing agent from 
the factory cannot afford to waste 
time in securing the merchandise 
they need. 


Sometimes one meets a _ cus- 


tomer who has plenty of time and 
who is inclined to stop and chat 
a bit. In such instances, it is good 
business to chat along with kim 
but only if there are no other cus- 
tomers waiting to be served. If 
you don’t you will only be keep- 
ing the others waiting unneces- 
sarily. You may be making one 
friend but you'll be causing a lot 
of annoyance to others. It’s good 
policy to conclude the sale pleas- 
antly and then pass on to the 
next person who is waiting to be 
served. In that way everyone will 


be kept happy. 


Make Every Moment Count 


Selling merchandise in a retail 
hardware store is a job where 
there is a lot to do. Make every 
moment count. 








Test Your Hardware Sense! 


Grade yourself in the following manner to see how good 
you are. Each question correctly answered is worth 20 points. 
A grade of 100 is excellent; 80 is good; 60 is fair; 40 is 
poor; and 20 is very poor. The correct answers to these 
questions will be found on page 176. 


Work the problem first—then substitute the figures 
of your own business for those in the problem. 


1—Several types of metals are used in normal production 
of builders’ hardware. Name at least 11. 


2—What is meant by the term “back set” of a lock? 


3—Dealer figures cost of the builders’ hardware for a home 
at $70. He takes 20 per cent of the cost, adds it to the cost to 
determine the resale price. Figure the margin in per cent of 


the selling price on the job. 


4—The width of the stile of a door determines the “back 
set” of the lock to be used for best appearances. Bearing in 
mind that the knob or keyhole should be in the center of the 
door stile, determine the “back set” of the lock for doors 
whose stiles are (a) 5 in.; (b) 6 in.; (c) 3 in. 


5—A front door swings in as you face it from the outside, 
butts are on the right side but are not visible when door is 
closed. Determine the “hand” of the door. 


(Answers on page 176) 
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On the Gravy Train... how far 
will your ticket take you ¢ 


VERYBODY'S getting ready to climb on the year in and year out? That will keep on bringing you 
8 & ) t : I Eng |! 
“gravy train”—as soon as electrical appliances business when the gravy train has stopped? 


are available. Now that the war is over, dealers will We think you'll find yourself in this happy position 


he able to sell almost anything to anybody. when yé@ carry Manning-Bowman’s “Quality Quins” 


But when the train comes to the end of the line— —like the popular “Long-Last” percolator pictured 
when customers begin to demand quality. at a price— above, just one of the famous family of M-B appliances. 
where will you be? For to thousands of women, Manning-Bowman 


means best. It has meant quality to housewives since 


1857. Meant a hot line for thousands of dealers before 


Will you have an appliance line that’s been selling 
for you—by turning in a good performance for your 


customers? The kind of line women tell their friends the war. 
about? A quality line that brings these customers back Now’s the time to plan how Manning-Boewman can 
for other related items? A line that will continue to sell, mean More Business for you. 


Mannino-Bowman Means Best 


MERIDEN, CONNECTICUT 





Smokeless lron-that-Wags- Twin-O-Matic Toaster-with- 
Table Broiler its-Tail p, Wome Baker the-Tester 


THE LINE THAT'S ALWAYS IN DEMAND 






John H. Graham & Co., Inc. Marks 


Its 75th Anniversary This Year 





JOHN H. GRAHAM 


‘La story of a Belfast, 


Ireland, boy who came to this coun- 
try as a three months old baby in 
arms, back in 1835, is the real be- 
ginning of John H. Graham & Co., 
Inc., 105 Duane Street, New York 
City, direct manufacturers’ repre- 
sentatives. Today, that business 
75 years young founded Jan. 1, 
1870, is headed by Harold S. Gra- 
ham, president and treasurer, of the 
third generation of the Graham 
family in the firm. The company 
now employs 150 people and main- 
tains a staff of 40 salesmen cover- 
ing the United States as well as the 
principal countries of the world. 
From the New York and Chicago 
offices 15 salesmen cover the United 
States and Canada, serving the 
wholesale hardware, industria] sup- 
ply and sporting goods fields. In 
the foreign field it maintains offices 
in 13 large cities and its own rep- 
resentatives in other important dis- 
tribution centers. 

John H. Graham, as a lad of 14, 
began his business career in 1849 
year of the California gold rush—as 
an apprentice to a carpenter and 
builder in Brooklyn.- His affiliation 
with the hardware industry started 
in 1854 with Sargent & Co. in that 
firm’s New York offices. A_ few 
years later he entered the retail 
hardware business in partnership 


with a Mr. Phelps in Brooklyn. In 
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1861, with seven years of service 
in the State Militia to his credit, he 
recruited Co. A, Fifth Regiment 
Heavy Artillery, New York Volun- 
teers, entering the regular Army as 
its captain. His father, Samuel, was 
colonel of the regiment, and for 
meritorious services father and son 
were brevetted as brigadier-general 
and lieutenant-colonel. respectively. 

When mustered out of the Army 
he became New York manager for 


Hotchkiss Sons, Bridgeport, Conn.. 


makers of curry combs, mouse and 
game traps. About 1867, at Mr. 


Graham’s suggestion, B. B. Hotch- 


kiss, inventor of the Hotchkiss gun. 
then began representing lines kin- 





WILLIAM A. GRAHAM 





a 


GEORGE A. GRAHAM 








HAROLD S. GRAHAM 


dred to those of the Hotchkiss or- 
ganization. This was really the be- 
ginning of the present agency busi- 
ness Two years later John H. Gra 
ham and Samuel Haines became ex- 
clusive selling agents for Hotchkiss, 
the firm of Graham & Haines being 
established on Jan. 1, 1870. 

Graham & Haines began interna- 
tional operations in 1881. That same 
vear W. A. Graham, son of the 
founder, and a graduate of Anna- 
polis, left the Navy to join the or- 
ganization. Three years later Mr. 
Haines retired and W. A. Graham 
hecame a member of the firm, then 
renamed John H. Graham & Co. 
John H. Graham continued as head 
of the business until his passing 
in 1895. Early in 1887 G. A. Gra- 
ham, another son of the founder, en- 
tered the business, becoming a part- 
ner five years later. 

The first foreign office was open- 
ed in London, England, in 1897. 
Subsequently other offices were es- 
tablished and, today, offices are lo- 
cated in London, England; Sydney 
and Melbourne, Australia; Welling- 
ton, New Zealand; Brussels, Belgi- 
um; Copenhagen, Denmark; Buenos 
Aires, Argentina; Rio de Janeiro, 
Brazil; Johannesburg, South Africa: 
Havana, Cuba, and Mexico City. The 
Copenhagen and Brussels offices 
were closed by Nazi occupation, 
but both were promptly reopened 
after V-E Day. 

The company handles _ general 
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SES me) A Name Like Wheeling 
— —Z | that is 55 years eld 
IS 
plus value for you! 


CORRUGATING COMPANY 


EQUALS %&@ U. 5. PAT. gt* 
the metalware business you want in 


1945 
Wheeling IS the greatest name in 
ROOFING, FENCE & METALWARE 


WHEELING CORRUGATING COMPANY wrstvicinia 


NEW YORK - PHILADELPHIA - CHICAGO - ST. LOUIS - RICHMOND - ATLANTA - KANSAS CITY - MINNEAPOLIS 
BUFFALO - LOUISVILLE - DETROIT - BOSTON - NEW ORLEANS - CLEVELAND - PITTSBURGH - HOUSTON 
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WATER 
SYSTEM 


THAT... 


A new type of precision-engineered 
deep well water system, with its 
sound subdued to a restful whisper, 
is sealed in this modernly designed 
iron vault case. Its classic lines are a 
hint of what you can expect inside. 
For advance details, write Baker 


Mfg. Co., Evansville, Wis. 





AUTOMATIC WATER SYSTEM 
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hardware, mechanics’ tools, garden 
tools, sporting goods and cotton cord- 
age. Among the prized possessions 
of the company is the founder’s per- 
sonal copy of a catalog dated 1878. 
It has handwritten notations of the 
founder and shows many hardware 
items no longer made. Patent auto- 
matic boot jacks and a hot ai! 
crimper are among the odd items. 
Incorporated July 11, 1924, the 
company moved into its present 
quarters six years ago. Present of- 
ficers of the company are: Harold 
S. Graham, president and treasurer 
(grandson of the founder and son 
of the late William A. Graham): 
George W. Eckhardt, vice-president, 
and George A. Graham—now in the 
U. S. Navy, secretary. M. A. Nixon 
is assistant secretary. Other ex- 
ecutives are C. G. Lohr, sales man- 
ager; Victor M. Streicher, export 
manager; Donald F. Vanderbilt. 





GEO. W. ECKHARDT 


manager import department; Vin- 
cent A. Turner, manager sporting 
goods department; H. A. McGavin, 
manager metropolitan New York 
department, and Alfred Olsen, man- 
ager accounting department. 


Archery Department Does a $4,000 
Business in Its First Year 
(Continued from page 123) 


instructed to be sure that cus- 
tomers were sold the right bows, 
women especially. Their lower- 
palm pressure requirements are 
catered to, and all bows are 
labelled with the pull and size. 

The same careful attention goes 
to the Junior Set, "teen-agers be- 
tween 12 and 16, who are members 
of the archery club. In their case, 
too, the bow fits the boy—or girl. 
The only difference is that they 
are granted a “break” on the 
price: their bows are made of oak 
instead of the more expensive yew, 
orange and osage of the larger 
sizes. 


Children’s Sets 


“We sell several sets every day 
for small children as well,” re- 
ports Mr. Sindelar. “They range 
from 95 cents to $3.95 and are 
popular as gifts. During a recent 
month, we sold 300—and we could 
have sold more if they had been 
available.” 

Once supplied at Siegel’s, the 
opportunities for fun seem un- 
limited. There’s plenty of game 
for the bow-and-arrow enthusiasts, 
even more space in which to track 
it down. Many archers have 
bagged deer, grouse and smaller 


animals with the company’s spe- 
cial hunters’ equipment, which 
comprises 10 per cent of the total 
archery sales. 


Practice Reservation 


A municipally supported arch- 
ers-only reservation has been set 
aside for practice during the hunt- 
ing season. There is also a roving 
course, with 28 targets of 20 to 
80-yard ranges, for those who want 
to practice before whizzing an 
arrow at a deer. 

Minnesotans take this sport 
seriously. So does Duluth, which 
holds art annual meet for all com- 
ers. Two more tournaments—the 
Arrowhead and a state-wide one— 
round out the picture. All of which 
adds up to a profit field day for 
Siegel’s, because many of the par- 
ticipants insist on individual color 
design on their bows and arrows. 

The weight and balance must be 
just so. They are particular, in 
short, and the company sees to it 
they are pleased, thus winning 
goodwill—and more profits. 

In fact, Siegel’s has developed 
the archery section so well that to- 
day orders come in from all over 
the state. 
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“WHY THE FUEL-TURE LOOKS BRIGHT 


Four-Point Policy 







































Builds Yuletide ..-tor Estate Heattola Dealers 
Toy Volume anew el e : 
tinue om e W . i 
ie ae psec ia | es ig in — a Hm-m-m--- looks like youre qoing 
; but not overdone. It should your uture 10 geta New qas range 
A digas 


more dignified in appearance 
the usual variety or auto ac- 
ssory store. 
Finally, Mr. Huffstutler’s think- 
g is more and more toward an 
year-round toy department. | 
fhildren are hungry for metal | 
ys, especially wheel goods,” he 
plained. “The supply of them 










Vin- ill be limited for some time after 
rting war. The toy department that | 
‘avin, open and ready to receive them 
York mn sell them almost as ‘fast as | 
man- weived. The supply of bicycles, 





cycles, velocipedes and roller 
tes in the hands of the public is 
diy depleted, hence I see a good 


mand for this merchandise for You can See a new oil heater Yes, definitely, youre planning 
eral years to come. There- in my tuture ! Thats fine on buying anew coal heater 


, it is my purpose to maintain 
all-year-’round toy department. 
hat will of course involve an all- 





spe- ar-’round investment, but I am 
hich mfident it will pay good divi- 
total mds.” 


Lewers & Cooke 
Of Hawaii, U. S. A. 


arch- (Continued from page 125) 
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1unt- 
ving ady march to the one-hundredth | 
0 to r of business. The building was | 
aint ck at that time by an anti-air- | 
, an t shell—the first damage to 
Wilian property—and the third | 
sport t was ruined. During the fol- | Don't lose sales because of fuelish arguments 
hich ing months, the Army and Navy I don’t need any crystal ball LINE UP WITH THE “‘FUEL-PROOF” LINE* 
about sucked the store’s sup- ° ’ 
com- me dry. (Editor’ H | { to know they're all sales for me. 
idle ry. itor s note: HARD- | ‘ 
WRE AGE in the February 18. | Why try to predict what they 
hich want? | have it—with the 
hic . 
ar- 
lor RANGES & HEATERS 
‘Ows. RANGES FOR CITY GAS, LP-GAS, ELECTRICITY 
tae SPACE HEATERS FOR COAL, WOOD, OIL 
r, in 
to it 
ate 39,500,000 reasons why Estate Heatrola dealers will be 
ning out in front and stay there. Additional advertisements 7 
this fall in The Saturday Evening Post, Good Housekeep- 
F ing, True Story, American Home, Country Gentleman, 
ope Pathfinder, Grit, Popular Mechanics and Popular Science 
* to Monthly will sell the out-in-front features of Estate 
pha FREDERICK J. LOWREY Heatrola Ranges and Heaters to your best prospects. 





who served as president for 40 


pers end ie atl “a =Gieoctor. for ALL FUELS...all sold under one famous, nationally-advertised trade 


name. (Want the name of your Estate Heatrola distributor? Write or wire.) 


| 
| *Estate Heatrola is the ONE line of cooking and heating appliances 
| THE ESTATE STOVE CO., HAMILTON, OHIO * House founded 1842 


























Kitcheneers we call them .. . the 
men who staff our departments 
of research and design. Paid, 
professional fault-finders whose 

job it is to “ACID-TEST” each Rival 
item . . . to find the flaws if there 
are any... to improve wherever 
possible ... to create new designs 
and new devices for which your 
customers are waiting. 


That's their job and they're doing it 
— without interrupting war product- 
ion — and you have first call on 
_the fruits of their efforts. 









THREE PLANTS 


TRADE MARK 


MANUFACTURING COMPANY 
KANSAS CITY, MISSOURI 


Creators of the Juice-O- Meal, 


America’s First 

Streamlined Juicer 
NATIONALLY ADVERTISED in:— 
Ledies’' Home Journal . Better 
Homes and Gardens ° Bride's 
Meagerzine . Americen Home «+ 
Heovse Beeuvtiful 









Here is the main floor as it appeared before the changes were made. 


1943, issue carried this incident 
plus on-the-spot reporting by F. D. 
Lowrey, president of the company, 
in an article entitled “Hawaii— 
Since Pearl Harbor.” ) 

In his article, Mr. Lowrey said: 
“. .. We will carry on until peace 
shall come and Hawaii once again 
be the Paradise of the Pacific.” 


Peace has come and the company 


is carrying on—and today looking 
to the future. Proof of the latter 
lies in Lewers & Cooke’s Advanced 
Planning Room. Here executives 
meet to discuss tomorrow's ideas. 
On the walls are hooks for every 
year up to 1954, and on the hooks 
are signs indicating what is to be 
done. In 1953, for example, the 
card says: “Begin New Building.” 















GLASS 


Some Good Quality 





FLOOR 
COVERING 
Linoleum and Asphalt Tile 

Equo! or Berter Thon 
Pre Wer Quolity 







If you are worried about the quality of Home Build- 
ing Materials, this chart will give you the answers. 


2, L.0. Maye— 


aS BY CAREFUL PLANNING AND SELECTING— 
A GOOD-QUALITY HOME CAN BE BUILT AT THIS TIME 


ROOFING 


ae) 






BLDRS. 
HARDWARE 





Solid Bross not Mode 
olity of Steet 






THE HOUSE OF QUALITY MATERIALS SrmcE 1852 





One of the Lewers & Cooke large-sized newspaper ads shows that every- 
thing for building a home can be purchased from this single source. 
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Toy Sales 
Totalled $25,000 
Last Christmas 


(Continued from page 132) 


to delight the heart of any girl and 
her mother, for the selection is 
extensive. Some of the more ex- 
pensive dolls are behind glass 
which keeps off excess dust and 
prevents too much handling. 
When one considers the large 
toy volume which Mr. Westphal 
achieves in a city of 50,000, it 
should also be remembered that 
he is located in the heart of the 





ade. 
chain store district. Sears, Roe- 
ooking buck and Montgomery Ward are 
» latter both within sight of his store and 
vanced one of them is directly across the 
cutives street. Mr. Westphal likes the idea 
. ideas. of competing with chains, for he [NUMBER THREE OF ‘A SERIES! 
» every says that he can cash in on the 
y hooks enormous traffic on the street. His 


ee a, Mice Mais aadieaio ae te Standards of Merchandising 


le, the date and well planned. His Christ- 


Iding.” mas toy windows delight both O CREATE new and profitable markets for Electric Door 
children and parents. Chimes, Rittenhouse has been developing new sales 
fF Sots ideas built upon tried standards of merchandising, for its 

Hardware Industry radically new door chimes soon to be announced. 


Adopts Emblem for 


> In association with one of the country’s leading marketing 


Victory Loan research organizations, Rittenhouse devoted several months to 
ie cecal sheen lielewr bes procuring practical, up-to-the-minute sales facts for future mer- 
TIME been adopted by the hardware chandising plans. This Rittenhouse-sponsored, coast-to-coast 
industry for trade promotion during survey among wholesalers, dealers and consumers will enable 
the Victory Loan. Thirteen addi- Rittenhouse to provide an array of powerful, hard-hitting, sales 
tional emblems have been made for promotion factors designed to make Rittenhouse Chimes the 
other trades which have organized. fastest-selling, profit line in the country. 
Ppa] Emblems will be available at news- 
papers in matted form for use as Rittenhouse Promotion and Merchandising Plans Include: 
drop-ins. Mats will be available in 1.A clearly defined sales procedure for distributors and dealers based 
two sizes: 2% in. deep by 2 in. wide, upon facts obtained from its national surveys. e 
and 1%, in. deep by 1 in. wide. 2..Famous Norman Bel Geddes chime designs combined with new chime 
Trade committees are urging their mechanisms never before available. 


3. Unexcelled tone richness, in models to meet every consumer budget. 

4. Artistic and compelling Chime Display Boards that will stop pros- 
pects on sight. New in construction—new in display beauty and appeal— 
new in demonstration effectiveness. : 


industries to use these special em- 
blems in all regular advertising, as 
well as on circulars, handbills and 


other promotional materials through- 5. Expertly created full-color Window and Counter Displays. 
out the Victory Loan—Oct. 29th 6. Illustrated, color Dealer-Consumer Literature. 
through Dec. 8th. 7. The largest national magazine and Sunday newspaper magazine ad- 
Stor vertising support ever put behind the sales promotion of door chimes. 
\ 4 Sls» And it’s double-barrelled in action! Big-circulation Sunday Newspaper 
% Magazines for immediate sales volume in heavily populated centers—plus 






% an imposing group of top-ranking National Magazines to tell the 
> story of Rittenhouse superiority to mé/lions—wherever they live. 
ba] 


“WM 


> These are just a few of the reasons why it will pay the far-sighted 
wholesaler and retailer to Plan Profitably with Rittenhouse. 


Rittenhouse 








a 
» AND 
a ) 
ec 1852 Wi 
ee Chime with the Gar 
The hardware industry's emblem TOO wile olilen. CPOE 
pos ee for the Victory een. THE A. E. RITTENHOUSE COMPANY, INC., HONEOYE FALLS, N. Y. 
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Profit from 
the Complete 


CLOVER 


ABRASIVES LINE 





Announcing CLOVER Grinding 
Wheels « rounding out CLOVER’S 
well-known line of grinding com- 
pounds and coated abrasives. 


To round out its line, Clover now an- 
nounces the addition of general pur- 
pose and hardware grinding wheels. 
Possessing the quality and accuracy 
usually found only in industrial wheels, 
these new products have a synthetic 
colloid bond of scientifically-controlled 
secret composition that assures remark- 
able mechanical strength and longer 
wheel life. 


When writing, ask about colorful 
counter display now obtainable. 


CLOVER MFG. CO. 


Norwalk, Connecticut 


CLOVER 


Ve dtite- 


COATED ABRASIVES LAPPING 
AND GRINDING COMPOUND 
GRINDING WHEELS 


QUALITY ABRASIVES AND PERFORMANCE 


SINCE 1903 















The Farm as a Post-War Market for 





Electrical Appliances and Equipment 
(Continued from page 122) 


a market for $500,000,000 worth 
of appliances and equipment per 
year—something worth cultiva- 
tion. 

But— what plans must the 
dealer make if he expects to sell 
this market? It is no armchair 
job and will not come to him who 
waits, Sales must be developed by 
aggressive plans and employment 
of intelligent, trained salesmen. 
Here is a proposed plan for the 
hardware dealer. Organize a farm 
electrification department of three 
divisions: (1) electrically oper- 
ated productive equipment, (2) 
home appliances and radio, (3) 
servicing and installation. A sur- 
vey of the area served should be 
made to determine market possi- 
bilities for development and lines 
then selected and stocked for sale. 
The next step is training men who 
know how to talk to the farmer 
intelligently about labor saving, 
increased production, cost. of op- 
eration and elimination of waste 
by the installation of electrified 
equipment. 

The man who sells the farmer 
must know farm jobs, how they 
are being done and how time and 
labor may be saved by doing 
them electrically. This same sales 
training must be done for selling 
home appliances. The opportunity 


for lightening labor, for economy, 
for elimination of waste is excep- 
tionally great in the farm home 
where all household tasks are 
greater than in the urban home. 

A servicing and installation de- 
partment is a must in selling the 
farm market. With the growing 
recognition of the value of elec- 
tricity by farmers, service is 
likely to be the most important 
factor in a sale. Its importance is 
self-evident. As for installation, 
there is not only wiring but instal- 
lation of water systems, milking 
machines, poultry equipment and 
many other devices. This depart- 
ment may well become one of the 
most profitable. 

All the foregoing is but a brief 
picture of the market, the sound 
sales approach, the opportunity for 
developing a good business by ag- 
gressive selling. This work must be 
carried to the farm itself. The 
man who waits for the farmer to 
come to him is likely to find the 
farmer going to the chain store, 
the co-op, or mail order house. 
The dealer who sets himself up on 
a sound basis for farm sales can 
capitalize on one of the greatest 
opportunities he has ever had for 
developing a profitable business. 
Farm electrification is here—the 
farmer has the money and what 
more can a good merchant want? 





The Farmers Don’t Have to Search— 
Everything's Out in. the Open 


(Continued from page 140) 


play rack is located and they often 
pick out their own items. Thus 
the self-service feature saves time 
for the store staff and promotes 
sales. 

Mr. Humphrey also uses two 
windows on West Union’s village 
“square” for farm lines. His store 
fronts on one of the busiest sec- 
tions of the square, where there is 
heavy sidewalk traffic. 

Pump jacks, milkers, coal, oil 
and wood stoves, filter disks, milk 
and cream cans and farm tools— 
all get frequent showing in the 
windows. Occasionally, poultry 
equipment and other merchandise 
are shown outside the store, with 
profitable results. 


A veteran of World War I, the 
owner believes Iowa will experi- 
ence prosperity in the months im- 
mediately ahead. He says the 
farmer is in excellent financial con- 
dition and will be buying for his 
farm and home shortly. In fact, 
the Iowa farmer today ranks as one 
of the nation’s top producers. This. 
of course, means a high spending 
capacity. 

He reports that the average 
farmer wants wide-range selection 
in merchandise. The farmer, he 
says, is especially discriminating 
when buying appliances, and he is 
much more interested in mechani- 
cal features of appliances than he 
was 10 vears ago. 
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Oster quality—standard of dependability in the hair- 
cutting profession for more than 20 years. Your 
assurance of easier sales and freedom from service 
worries. Ask your jobber to let you know when 
Oster Hair Clippers are again available. 


JOHN OSTER MFG. CO. 


RACING -. WES CONSIWN 


H-15 








Hardware Age 
Post-War Forum 





“They shall beat their swords into plough- 
shares, and their spears into pruning hooks” 


bs buy from one 


man and sell to another in order 
to make a profit. The more you 
sell of what you buy, the more 
profit you should make. Yet the 
money that comes in is like sand 
in a sieve, there are so many 
places for it to go: rent, electric- 


“Systemeering” the Retail Hardware 


Planned and controlled retailing 
creates and conserves profit 
This article tells what and how 


By WM. H. HANSEN 
Assistant Treasurer, 
Landers, Frary & Clark, 
New Britain, Conn. 


sions, cost of merchandise, taxes 
and store improvements. You get 
what’s left. 

The challenge to make a retail 
profit and to keep it penetrates 
beyond the pattern and strategies 
of your merchandising. It in- 
volves the working machinery of 
your retail operation—the gears, 
pinions and balance wheels of 
business, without which your bus- 
iness would not function. 

The odds against the poorly 
prepared retailers in all fields of 
retail trade are tremendous. Stud- 


ity, heat, salaries and commis- ies show that more than 16 per 


cent fail within the first year. 
More than 50 per cent are out of 
business by the end of the third 
year. And only one out of six 
succeeds in getting established per- 
manently on a profitable basis. 

Even though sales and profit 
opportunities are exceptionally 
good, if you are to get your share 
you must know what it takes to 
operate a store profitably and you 
must study and apply sound busi- 
ness methods. 

Records that speak for your 
business, forms that speed its oper- 
ation, equipment that validates 








EDITOR'S NOTE:—‘“Systemeering” is a coordinated program to encour- 
age retailers to develop and maintain essential accounting data which 
will aid their planning and controlling and serve as a guide to more 
profitable operations. It was originated by Landers, Frary & Clark, New 
Britain, Conn., and organized by Wm. J. Cashman, promotion director of 
that company. Co-sponsors are Burroughs Adding Machine Co., Detroit. 
Mich., Moore Business Forms, Inc., Niagara Falls, N. Y., and Shaw” 
Walker Co., New York City. 

Dr. O. P. Robinson, Professor of Retailing at New York University and 
a recognized authority on retail store operation, was retained to co- 
ordinate the preparation of “Systemeering” and to bring to it the most 
modern and efficient methods of store management. 

William H. Hansen, assistant treasurer, Landers, Frary & Clark. has 
functioned as “Systemeering’s” technical adviser. He is a past national 
director and educational chairman of the National Office Management 
Association, and is Commissioner of Vocational Education for this 
organization, collaborating with the United States Department of 
Education. He is the author of this article. 

“Systemeering” follows closely on the heels of “Moderneering” also 
originated by Landers, Frary & Clark and another group of co-sponsors. 
The complete details of “Moderneering” were presented in the May 
24th, 1945, issue of HARDWARE AGE. 


All illustrations used with this article are copyrighted by Landers, Frary 
Clark and are used by permission of that company. 
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and records its conduct—all help 
create and conserve a profit. For 
if you would make money, you 
must be continually advised of 
your business’ pulse-beat in order 
to better regulate and control it 
for a continued state of good 
business health. Modern business 
science makes it possible and prac- 
tical to create and control a profit. 

Profitable store operation is 
more than merely a matter of buy- 
ing and selling goods. To run a 
retail business successfully it is 
necessary that you maintain a 
well-planned, convenient and at- 
tractive store; and that you oper- 
ate and control your store effi- 
ciently. 

The first essential for a first- 
class merchandising job is to make 
sure your store has the right kind 
of physical facilities and layout. 
This means your store must be 
conveniently located, with an at- 
tractive, well-planned interior in 
which customers can shop conve- 


Store for Post-War Profits 
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niently and where your merchan- 
dise can berdisplayed with maxi- 
mum sales-appeal. 

The strategy for planned and 
controlled profits consists in set- 
ting up the procedures.and estab- 
lishing the controls whereby every 
job necessary to profitable store 
operation will be performed eff- 
ciently. This means studying your 
store’s anatomy and retail pro- 
cedure; analyzing your whole 
merchandising operation and mak- 
ing sure no important job is:over- 
looked, unplanned for or left ‘un- 
done. And make sure ‘that: ;every: 


~ function in your ‘retail .opération 


will give you the essential infor- 
mation and: records -you need ‘to 
conduct your ‘business: profitwise. 

A quick glance ‘at:the anatomy 
of a retail store revealsthat the 
prime requirement for -suceess.:i4 
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adequate, useful records. If you 
know which of your lines sell 


best . . . what and when to re- 
order . . . what your customers 
want... you will be in a position 


to stock the right merchandise at 
the right time so that your store 
will attract an increasing number 
of customers. 


Goods sell easily and profitably 
only when the right merchandis- 
ing techniques are applied. Dis- 
plays, promotions, advertising, 
sales incentives, training and other 
means of boosting sales can be 
employed at the right time only 
if you have the facts that tell you 
which lines are moving, which 
are slow, which clerks are selling 
the most, which are falling be- 
hind, which lines are the best and 
which the poorest profit produc- 
ers. 


Based on Records 


Your store’s budgets and plans 
are all based on records which 
make possible accurate and prompt 
paying and collecting. They not 


only help assure your financial © 


and credit position, but also give 
you freedom from worry. Too, 
others need your figures. 

Uncle Sam demands an accu- 
rate statement at income tax time. 
He may or may not come in and 
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ask to see your records to prove 
the accuracy of your income tax 
return. But whether he does or 
not, you are expected to make a 
return and pay a tax based on 
correct records. If you overpay, 
you lose. If you underpay, you 
stand to lose—plenty. 

Your banker or creditor de- 


mands facts before making a loan 
or extending credit. If you go to 
the bank for a loan your banker 
wants facts, not guesses. Creditors 
ask for financial statements or 
ratings on what your business has 
done and what it is doing. A busi- 
nesslike financial statement is a 
great asset in establishing further 


credit. 


Records Demanded 


Too few businessmen realize 
that, in case of fire, the insurance 
adjustor will demand records to 
prove the amount of your loss. 
You may be satisfied that you can 
estimate the value of merchandise 
on hand, but that will not satisfy 
him. You must keep a complete 
set of books to know how much 
insurance to carry and how to ob- 
tain a quick, satisfactory adjust- 
ment. 

A simple system of recording 
transactions will reveal answers to 
the following questions: What is 
the amount of my sales? How 
much of my business is “cash and 
charge”? How much do my cus- 
tomers owe me? How much is 
owed to creditors? How much 
cash is on hand and in the bank? 
What is the amount of inventory? 
What is the gross margin earned? 








ing of merchandise are 


v] 
WANT SLIP 
OR REQUISITION FORM 





CONTROLS. .. for buying, receiving and stock- 
y in every retail business. 


The forms illustrated and described here provide an ade- 
quate control for most new stores as well as for the major- 
ity of established outlets. 


WANT SLIPS 
MARKET 


cmos seenan 


OPEN TO BUY 





PURCHASE ORDER 
This can be 0 three port manifold book or register form, 





signed by you or your buyer, and serves os on impor- 
om Panett 
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dote ond shipping information. 
DUPLICATE IS RECEIVING CONTROL 
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The nation-wide wave of interest in 
the woodworking hobby which start- 
ed before the war and continued 
through the war years points to one 
thing: There is a large and profit- 
able volume of business in Delta 
Homecraft Power Tools waiting for 
the right kind of dealer. 

In a few short years before the 
war, the Delta organization grew 
tremendously, even through the worst 
years of the depression, as popular 
interest in woodworking hit new 
peaks. A year ago we ran a contest 
on post-war plans for home shops. 
It was not a simple contest, yet thou- 
sands entered. We had an impartial 
research organization interview men 
all over the country, found that a 
high percentage of them know Delta 


buy Delta tools. 

Our advertising has featured a free 
booklet on the woodworking hobby. 
Tens of thousands of these booklets 
have been sent in response to inquir- 
ies. The great wave of interest in 
home power tools is continuing. 


"Trade Mark Reg. U. S. Pat. Off. 
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tools, want Delta tools, and plan to. 


‘en Standart? 


If you can, there is money to be 
made with 


Delta Homecraft* 
Power Tools 
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Here is what Delta offers you 

The best-known name in the field 
and a reputation as the quality lead- 
er. You can be proud to sell and 
stand back of Delta tools, for their 
accuracy, op aera gy and safety 
have been proven in thousands of 
home shops, in war plants, on ships, 
and in foreign lands. | 


Here is what Delta does for you 

In addition to providing colorful, 
eye-catching display material, and ad- 
vertising helps, Delta backs up its deal- 
ers with advertising read by millions. 
Mass circulation magazines like This 
Week and Parade, fan magazines like 
Popular Mechanics, Popular Science, 
and Mechanix Illustrated carry pow- 
erful ads that tell of the satisfaction 
of using quality Delta tools. 


The Delta franchise is valuable 


Delta franchises are restricted to a 
limited number of dealers in each 
general trading area, Delta refers di- 
rect orders and inquiries to dealers, 
refuses to sell direct. 

If the list above describes your 
store, write today and ask for full 
details, 


The Delta Mfg. Co. 


raft 752L E. Vienna Avenue * Milwaukee 1, Wisconsin 


HD-10 
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How much are total expenses? 
\, What is the amount of my net 
jwokit?, What will be the amount 
of income tax? ‘What is the worth 
of my ownership in the store? 
How is the store progressing in 


regard to sales? How does the 
store compare with those of com- 
petitors? 

Answers to these questions will 
tell what can be done to improve 
the circumstances in time to pre- 


COMPLETE Minimum CONTROL 


PERPETUAL STOCK RECORD 


EX. 


foo” 





CASH PAID OUT 





SEUNG / “Ales Ore, 








ACCOUNTS PAYABLE 








GENERAL LEDGER 


ACCOUNTS RECEIVABLE 


Balance Sheet 
Profit and Loss 


Income Tax 





PAYROLL SUMMARY 
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EMPLOYEE EARNINGS LEDGER 


PAY STATEMENT 














vent failure. The same answer 
will often enable you to increase 
your profits in an already sound 
and healthy business. 

If you are a small retailer or 
just getting started in a store of 
your own, there are a few simple, 
basic operating systems and rec- 
ords which you must keep in or- 
der to run your store profitably. 
If your store is larger, your pro- 
cedures will need to be more com- 
plete. 


Your Buying Job 


Your buying job consists of de- 
termining what to buy. This 
means studying your local cus- 
tomers’ wants, records of sales, 
looking over your competitors’ as- 
sortments, analyzing your stock 
on hand and setting up your buy- 
ing plan. 

It also consists of deciding 
where to buy: market studies and 
contracts, finding reliable _ re- 
sources and maintaining good 
credit rating and vendor relations. 
If wisely selected and maintained, 
your resources will not only pro- 
vide you with the right merchan- 
dise, but will also guide, advise, 
and work with you as partners 
in an effort to help you make 
your business more efficient and 
profitable. 

And, thirdly, it consists of plac- 
ing the order. This means decid- 
ing when to buy, developing and 
using a good ordering procedure, 
setting up the right systems and 
records for receiving and stock- 
ing incoming goods. 

- On the other hand, your selling 
job consists of maintaining useful 
customer and prospect records. 
This requires knowing who your 
customers are and what they want 
to buy. Effective selling and sales 
promotion: aggressive personal 
selling and well planned advertis- 
ing, display, direct mail, telephone 
and other sales stimulating activi- 
ties. Altractive store maintenance 
and merchandise presentation: 
keeping your store neat and clean 
and your stock orderly and attrac- 
tively arranged. Efficient sales 
records: a practical system of re- 
cording sales, receiving cash, han- 
dling charges, recording time 
payments and lay-away sales. Pro- 
visions for adequate customer ser- 
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PROFIT TIP 


BIRTHDAYS 


150 


Orr 150 BIRTHDAYS have taught 
us that no matter how good a cake may be, 
it is the icing and candles that make folks 
say “Oh” and “Ah!” They’re the eye-appeal 
that “sells” your cake. 

Eye-appeal sells enamel surface floor cov- 
erings, too. Quality, of course, is basic, but 
a woman looks first for color and design. She 
wants rich, lasting colors; she wants sound, 
tasteful designs. 

And that’s just what Bird dealers will soon 
be showing. Besides the quality that is basic 
in every Bird product, our new enamel surface 





floor coverings will be loaded with eye-appeal 

. . styled for quick, easy, profitable selling. 
They will embody the skills of 150 years of 
manufacturing. They will reflect the tradi- 


tional Bird policy of “honest materials, honest 
workmanship, honest prices.” 

Right now, Bird’s corps of expert stylists 
is readying this better-than-ever line. It will be 
backed by sound merchandising that.smooths 
the way to sales. Plan now to feature Bird 
enamel surface floor coverings and cut your- 
self a piece of this profit-packed cake! Con- 


sult your nearest Bird distributor. 


BIRD & SON 


INCORPORATED 


EAST WALPOLE, MASS. 


NEW YORK 


SHREVEPORT CHICAGO 
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FLOOR COVERINGS - ASPHALT SHINGLES - WALLBOARDS - BUILDING PAPERS - INSULATED SIDINGS - INSULATION BOARDS - RUBBERLIKE 


r ser- 
FLOOR RUNNERS - INDEX PRESSBOARDS - BUILT-UP ROOFS - SHIPPING CONTAINERS - SHOE CARTONS : BIRD-FIBRE WOOD FRAME CASES 
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Prospect File or Receré 


& goed prospect file 4s © qust for many types of oul) 
retet) stores. The file should include the names of 
your reguler custowers, plus « List of eny individuels 
he sight be converted inte custemers. This file be- 
@oues your official eeiling list and, if it is kept ac- 
tive and up-to-date, you #111 use it constantly im builé- 
fing Digger sales and greater customer satisfaction. 


Recording Sales 


Ae each sale te ande, you ill, of course, need to aske 
& proper record. Tour sales records are the foundation 
of your business. If properly maintained, they #11! 
shee you where you are eaking soney ond where you ere 
lesing it -- hich of your euployees are productive end 
whe is unproductive. They serve os & guide to buying 
who te unproductive. They serve os & guide to buying 
and, meet important, they give you the besis for « con- 
trol of your incomes and « protection of your company 
funds. 


an adequate sales recording systee requires am origina) 
recoréd abde et the tise the transaction takes place, ¢ 
@eily summery, snd © sethed of recording the transac~- 
tion m the persanent store books, The system suggested 
for the proper recording of sales consists of « simple 








and « staple ledger secourt. 





sales check systes with either « combination cesh-re- 
gister-and-adding-aechine of & cash register, or © 

1 b-regi nd 4 with 
locked-in control record; «© daily transection record, 





SALES REGISTER AND CASH DRAWER 


‘An chernate method of recording, controlling and protecting cash received is through 
the vse of the combination ovtographic register ond cosh drawer illustrated. This 
combinetion provides @ written record of every tramaction. A locked-in eudit copy 
of the Soles Check establishes complete control, not only of cash sales but charges 
and C.0.0. sales os well. The cosh drawer operotes automatically with the release of . 


eoch soles check. 


CASH REGISTER 


The best place to record. control, and protect cosh is ot its source — 
ot the hme itis recerved — and one of the ways to hondle cash 5 
through the use of o cosh Tegister A cosh register, such as shown 
here. will speed up the sole. prowde you with o complete record 
of cash soles. give you o record of cosh soles by employees, ond 
help you pretect your stere’s money from the losses which come 
trom corelessness, errors. ond dishonesty 


REGISTER AND ADDING MACHINE 


A “minum essential’ for any progressive retoiler could very well 
be an adding machine Se mony “odd vp” jobs such as for bonk 
deposits oF unit inventory total call tor good. oecurcte arithmetic. 
A combination cosh register ond adding mechine protects cosh, 
prints © locked-in record of the day s tronsachons, furnishes 0 grond 
soles total, ond certifies chorge tickets, received-on-occoumt hchets, 
poid-out slips, cosh soles checks 












vice: a proper wrapping service, 
provision for making adjustments 
and handling customer complaints, 
making delivery and handling the 
many special customer service 
problems that build permanent 
business. 

And your control job consists of 
maintaining records of every 
phase of your buying and selling 
operations: making the proper 


original records at the time the 
transactions take place and main- 
taining a set of books which will 
be simple, inexpensive and easy to 
keep up, and will give you the 
facts you need every day. Keep- 
ing good personnel records so 
that you know which employees 
are efficient, which inefficient and 
why. Controlling your store’s ex- 
penses: wise planning and careful 


budgeting so that payroll, rent, 
advertising, supplies, services and 
other operating costs can be kept 
in line. And protecting your cus- 
tomers, your employees and your 
store’s investment. 

Buying is the first operating 
function in the store. It provides 
the food for the business—the 
merchandise which makes opera- 
tion and sales possible, and it 


























RECORDING AND POSTING COLLECTIONS 


Pach tite hind 0s catia cna ante el ee at 
received, should be recorded ond posted te the proper account. 
[ : Cash should be balanced at the end of each day and o deposit ticket made out 
a for all the cash to be deposited in the bank. 
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FAMOUS... SUPER-STRONG 


~VIMLITE 


Wire-reinforced Plastic Glazing 


Now YOU CAN make those repairs to your chicken Vimlite is waterproof, hailproof, shatterproot ... 
houses, farm buildings and starting beds... Make | weatherproof. 


them tight against winter winds. Vimlite is avail- EASY TO INSTALL 
oat 
——— You simply cut Vimlite to s' ze with shears or snips, 
Vimlite is the permanent type of glazing mate- and tack it up using wood strips. Nailed tight, it 
rial. 1c is wire-reinforced. When you install Vimlite, stays tight —Vimlite won't sag, or pull the lightest 
your glazing problems are over for several years. _ frame out of shape. 






MORE EGGS... HEALTHIER CHICKS WITH VIMLITE 


With Vimlite in the windows and openings, chicks are 
sure to get their needed share of sunshine including 
ultra-violet rays that help to build strong bones. Vimlite 
holds heat in . . . Keeps chicken houses warm and dry. 
Discover what Vimilte can do for your chicks and egg- 
laying records. Install Vimlite this fll. 


, 


GIVE SEEDLINGS A BETTER START WITH VIMLITE 


Use Vimlite on cold frames and greenhouses. Vimlite 
protects plants through sudden cold snaps. Vimlite is 
proof against hail and storm damage. 


MANY MORE USES FOR VIMLITE 
Apply Vimlite to garage and barn doors, basement and 
attic windows, skylights, sun porches. Vimlite saves 
weight—provides excellent insulation. Vimlite won't rip 


— tt Celanese Plastic Product 


*Reg. U.S. Pat. Off. 


Be sure to have Vimlite on hand. Get in touch with your jobber, 


D & A L e & s or write us for your nearest distributor. Celanese Plastics Corpo- 
ration, a division of Celanese Corporation of America, 180 Madison 


Avenue, New York 16, N. Y. 
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;: INVADER 


Hunting & Fishing 


KNIVES 


WITH GENUINE LEATHER SHEATHS 





287 LV 
$3.60 
List 


Overall Di 


NEW MODEL 


GENUINE LIGNUM VITAE HANDLE 








$@ p00 


LIST 
OPA 


(Rare Tropical Wood) 





Steel Blade Runs Full Length 
Ring Thong Locks Handle 
Case Hardened Steel 


DEALERS AND JOBBERS SOLICITED 


E.G. WATERMAN & CO. 1: 


25 BLEECKER STREET 


Inch New Bottle Top Opener 

5"" Hollow Ground—Like a Razor 
No Rivets to Corrode or Loosen 
New Sawtooth Edge 

Patents Pending 




















NEW YORK 12, N. Y. $4.00 
List 














WHAT FooT HAS THE BEST PULL ? 





A “Bissell’’{ foot, as the record proves! 

By a “Bissell’’ foot we mean each square foot of 
floor space you devoted to Bissell Carpet Sweep- 
ers before the war. It pulled in more customers 
for you—it pulled in more cash for you—because 
for years... 

Bissell Sweepers have outsold all others 
combined—with quick turnover—and 
at assured margin, Fair Trade prices 

(no price cuts . . . no markdowns!) 

Yes . . . Bissell Carpet Sweepers enjoyed (and 
still enjoy!) the greatest consumer acceptance in 
the business! 

Good reason why it will pay, you to plan a 
good traffic location in, your store lay-out for-the 
few square feet it takes to sell a Jot of Bissell 
Sweepers! 


BISSELL CARPET SWEEPER COMPANY 


Grand Rapids 2, Michigan 


t REG 5. PATENT 
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stocks the store with merchandise 


customers want, in the types, sizes | 


and selections they need, at the 
time they want to buy. 
There is no mystery involved 


in intelligent buying. The top- | 


flight buyer studies his customers 
and their needs and knows their 
wants. He keeps informed about 
what his competitors are doing 
and maintains a simple set of rec- 
ords to give him the facts he needs 
every day and assure that mer- 
chandise ordered gets into the 
store, is properly recorded and 
promptly paid for. 


The Essential Records 


The essential records which will 
help you do an intelligent buying 
job are: A simple want-slip form. 
There need be nothing formal 
about this record. All that is 
needed is a pad on which can be 
recorded customer requests for 
merchandise out of stock, but 
which your store should carry. 
This form can also be used for 
special orders. A purchase order 
form. Such a form is necessary 
because an order should be in 
writing; it provides the proper 
space for stipulating the condi- 
tions of the contract; it can give 
instructions to the shipper which, 
when followed, may reduce trans- 
portation costs and speed up the 
shipment; and it provides a rec- 
ord for purchase follow-up. A 
receiving record. This serves as 
a record of incoming merchandise 
for marking, stocking and ac- 


counts payable purposes. And a | 


permanent accounts payable rec- 
ord. This record makes possible 
prompt payment of the purchase 
and serves as a permanent record 
for your guidance. 

Most small-store merchants will 
keep their records by hand. How- 
ever, if you want more carefully 
prepared and clearer records, and 
if you want to show evidence of 
being businesslike and modern in 
your methods, you may want to 
make these records on a machine 


—all that’s needed is an adding | 


machine and a typewriter. 


When goods are bought, natu- 
rally there is going to be a change 











| 


in the value of the merchandise | 


you have on hand, and there is 
going to be a change in the 
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MEMO 76 my Dealer Friende: 

flares the NEW EDITION of 

fer Portable + Farm Kadioa! ‘ 

Gack for your FREE Copy now! 
Homer G. Snoopohaw 
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Dives time and trouble! You quickly find 
the correct Burgess Battery for every radio replacement 
need. Lists 1000 Portable and Farm Radios. Ask your 
Burgess distributor for your copy or send coupon today! 


bs BURGESS BATTERIES 





a 

® 
- HOMER G. SNOOPSHAW, Dept. 4, Burgess Battery Company, Freeport, Illinois. ‘ 
: Please send me a copy of your Replacement Guide for Portable and Farm Radios. " 

& 
» s 
aD FN isin = 
: : 
. fe Ap. inne ee". SE, 
¥ ~ 
® 
S eros >. 4% 33.55% 5 See SW 68 
® e 
= 


163 











rool s Ba | 
have to date ’em... 





to sell CORBIN Screws 


Secretaries are important in any man’s office, but when the Boss 
is in the market you can dispense with a lot of build-up. Bosses 
everywhere are in the market every day for Corbin Screws — 
Nuts — Chain. . . and are interested in any feature that will cut 
assembly costs — for therein lies a good share of the profit 
hereafter! 


You have these cost-cutting features in Corbin. You can talk 
CENTERED DRIVING with Corbin-Phillips Screws. You can 
sell uniformity, high quality, regular delivery in quantity, clear 
labeling and sound packaging... 


Yes... you have plenty to sell, with Corbin. 


‘ 


$T-10 


CORBIN-PHILLIPS AND CORBIN SLOTTED 


Wood Screws, Machine Screws, Hardened 
Sheet Metal Screws, Self-Tapping Machine 
Screws, Stove Bolts. Aircraft Screws to gov- 
ernment specifications . 

Also — Steel Drive Screws, Lag Screws, 
Cap Screws, Set Screws, Hex Semi-Finished 
Nuts, Machine Screw Nuts, Escutcheon 
Pins and Chain. 


THE CORBIN SCREW CORPORATION 
The American Hardware Corp., Successor 
NEW BRITAIN, CONN. Warehouses: New York, Chicago. 
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| amount of money you owe or pay 


for merchandise. Therefore, it is 
necessary to record these changes 
as soon as possible so that your 
records will be complete. in bal- 
ance and up-to-date. 


Steps to Check 


The simple steps are to check 
the invoice with the goods re- 
ceived and also check it for ac- 
curacy of its computations; record 
it, along with other invoices for 
the day, in the daily transaction 
report; and get it into your books. 

After the goods are received 
and the invoice recorded, payment 
must be made. Payments will ef- 


| fect a change in your books that 


will in turn affect the financial 
status of your business. So, as 
the check is written and sent to 
the vendor, the amount of the 
check is processed, along with 
other checks, in your daily trans- 
action report, and then it is re- 
corded on the various accounts 
that are affected when you pay 


| out money. Though the accounts 


affected may be different from 
those involved in buying, the 
principles are the same and the 


| result is a balanced up-to-date 


control ledger. 

The selling function is the heart 
of your retail store. Every step 
you take in planning and operat- 
ing your business should be geared 


| to making it easy for your cus- 
| tomers to buy. 


The Selling Tools 


The retailer’s direct selling 
tools are advertising, display and 
personal salesmanship. As a small 
merchant, due to the closer con- 
tact you will have with your cus- 
tomers, you should make each of 
these tools as personal as pos- 
sible. For example, instead of 


| using only general newspaper ad- 
| vertising, you might choose also 
| to contact your customers in per- 
| son through direct-by-mail adver- 


tising or through the distribution 
of handouts. 

“As a small merchant, you must 
pay particularly close attention to 
your window and interior dis- 


| plays. Not having the advantage 


of a big advertising budget or, 
perhaps, a well-established name, 
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“I bought Ketchooks for my kitchen, bath- 
room, bedroom, entry hall and service porch.” 






ling 
and Made of brilliantly colored plastic available in Order your supply of Durabrite* Ketchooks today 


mall an assortment of colors ...complete with ...ask for the sales-building counter display com- 
con- screws attached ...shipped 2 dozen to carton. plete with Ketchook and simulated towel attached. 


cus- 


h of Order from your Jobber 


of PLASTIC Welded Lnodtieil, INC. 


ad- 1505 N. Western Ave., Ob Los Angeles 27, Calif. 


also Exclusive distributor for Plastic Die and Tool Corp. 





per- 


ver- “DURABRITE > ees OTHER DURABRITE PRODUCTS 
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PURSE PACK 
SINK STRAINER Sanitary Napkin Case 


i 





| Reg. U.S. Pat. Of. 
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2 Sizes 
Fill Most Needs 


BASSICK 
“DIAMOND 
DAR TT“ 





For quick and easy action — 
And profit for yourself; 

Offer Bassick Casters — 

They move right off your shelf. 








“Diamond Dart"’ Casters, the qual- 
ity casters for household furniture, 
let you satisfy most customer needs 
with an inventory of only two sizes. 
Order these numbers from your job- 
ber—5258 x 42 and 7258 x 42. 

Bassick Patented two-level ball 
race construction gives easy swivel- 
ing . . . means satisfied customers 
—who come back to you for other 
requirements. So, take advantage of 
the known quality of Bassick 
**Diamond Dart"’ Casters. 

“Diamond Dart’’ Casters fit 
Bassick Detachable Metal Bed 
Caster Sockets. Buy the sockets 
separately (packed 1 set per box), 
and you do not need regular metal 
bed casters in stock. 

THE BASSICK COMPANY, 
Bridgeport 2, Conn. Division of 
Stewart-Warner Corporation, 
Chicago, Ill. Canadian Division: 
Stewart-Warner-Alemite Corpora- 
tion of Canada, Ltd., Belleville, Ont. 


MAKING MORE KINDS OF CASTERS 
MAKING CASTERS DO MORE 

















you must make your displays so 
attractive that they will draw cus- 
tomers into your store and put 
them in a buying mood. 

Be sure, too, to take full advan- 
tage of your opporttnities’ for 
selling over the telephone. You 
are in an excellent position to 
keep an active prospect file and, 
by arrangement with your cus- 
tomers, to call them and tell them 
about the special values you have 
in your store. 

Your over-the-counter, service 
department and home demonstra- 
tion selling should be friendly and 
personal, See that your salespeo- 
ple are well-informed about the 
goods you sell, that they call their 
customers by name and maintain 
a helpful, interested attitude. Re- 
member that your biggest advan- 
tage lies in your opportunity for 
individual attention. 

A good prospect file is a must 
for many types of small retail 
stores. The file should include the 
names of your regular customers, 
plus a list of any individuals who 
might be converted into custom- 
ers. This file becomes your official 
mailing list and, if it is kept up- 
to-date, you will use it constantly 
in building bigger sales and great- 
er customer satisfaction. 

_ An adequate sales recording 
system requires an original rec- 


ord made at the time the trans 
action takes place, a daily sum- 
mary and a method of listing the 
transaction in the permanent store 
books. The system suggested for 
the.proper recording of sales con- 
+ sists of a simple sales check sys- 
tem, a cash register, or cash 
drawer with a locked-in control, a 
daily transaction report and a 
simple ledger account. 


Important Document 


The original listing of every 
sales transaction is an important 
document for auditing purposes. 
The simplified design of the sales 
check provides the small store 
with a record of cash, charge or 
C.O.D. sales, payment on account 
and any merchandise returned by 
the customer. 

The original copy is your office 
record and is filed by date after 
posting to bookkeeping records. 
The duplicate copy is the audit 
copy left in the book for reference 
and checking by numerical se- 
quence. And the triplicate copy 
is the customer's. 

The best place to récord, con- 
trol and protect cash is at its 
source—at the time it is received. 
And one of the best ways to han- 
dle it is through the use of a 
cash register, which will speed up 





WHEN GOopDs ARE BOUGHT. . 





2. RECORD INVOICE 


Record invoice olong with other invoices for the 


a doy. in the Daily Transaction Report 
3. 


the tocts are accurate ond up-to-dote 








GET IT INTO YOUR BOOKS 


By keeping a proven bolence on your contro! accounts af afl times, you 
ore able ‘o get the facts you need at ony time, with full assurance thot 





CHECK MERCHANDISE 
WITH DUPLICATE OF 
PURCHASE ORDER AND | 
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the sale, provide you with a com- 
plete record of cash sales and 
help you protect your store’s 
money from the losses which come 
from carelessness, errors and dis- 
honesty. 

If you feel that a cash register 
is not needed for the type of mer- 
chandising job you are doing, you 
may find the combination sales- 
check register and cash drawer 
adequate for your purposes. This 
type of system will give you good 
cash control. 

If you are doing a credit busi- 
ness, you will need a simple sys- 
tem for recording charge sales, 
keeping up a daily summary, mak- 
ing the proper ledger entry and 
collecting the account. 

When goods move off your 
shelves into the hands of custo- 
mers, a change is again made in 
your business picture. And since 
you have probably set a sales 
quota, you want to know how close 
you are coming to hitting that 
mark each day. 


Keep a Record Of It! 


Therefore, whether the sale is 
cash or charge, you will want to 
keep a record of it. A sales ticket 
gives you this and is the medium. 
from which to record all sales on 
your daily transaction report and 
later post the management control 
ledgers to keep your business pic- 
ture constantly in balance and 
modern. 

Like any other transactions, 
charge sales should be recorded 
on the daily transaction report 
and certain accounts changed in 
your ledgers to keep your records 
in permanent balance. But charge 
sales merely let goods go out of 
your business for which you have 
not, as yet, received payment. 
Thus, part of your assets have 
merely moved from your store to 
the customer’s home. It is impor- 
tant, therefore, to know how much 
of your stock is moved out, where 
it is and whether you get paid for 
it when you expect to. While the 
job is important, it is just as sim- 
ple to handle in principle as most 
of the other transactions in the 
day’s business. 

Collecting for the goods you 
have sold is an extremely impor- 
tant part of your business. But 
regardless of its importance, the 
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makes nice work, if you can get it! 


.--in the form of bigger and better vacuum cleaner sales. For just 
try to imagine a home, any home where there are youngsters—and 
no vacuum cleaner! (We can’t, either.) Result: Current Hamilton 
Beach advertising, of which the above is a portion, concentrates 
almost exclusively on heads of families with children... a market 
that comprises 51.1% of all buying units or 69.9% of the total popu- 
lation. This group really offers nice work, and we’re helping you get 
it! Hamilton Beach Company, Division of Scovill Manufacturing Co., 
Racine, Wis. 


HAMILTON BEACH 









HEAD YOUR BUYING LIST 





ZIM CAN OPENER 


Opens any shaped cans, leav- 
ing edges clean. Strongly 
made for long service. Folds 
ipward when not in use. 


ZIM Jar OPENER 





. _ 
7 ~ 






| IN 


Removes screw caps, bottle caps, 
pry-up caps and friction caps. Folds 


flat against wall when not used. 


DELUXE MODEL 
ZIM JAR OPENER 


ZIM FLATIRON REST 








STANDARD MODEL 


Leaves entire board for ironing. 
Folds back when not in use. 





VERY SOON NOW ..... 


we will supply you with the fa- 
miliar Zim appliances and new 
“postwar” ones too. Meanwhile, we 
are apportioning our production 
so each customer will get some. 





ZIM MANUFACTURING CO. 


Headquarters for Labor-Saving Home Appliances 


3037 CARROLL AVE. — CHICAGO 12, ILL. 
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accounting principles are just as 
simple and fundamental as han- 
dling any other transactions. 

When the payment is received 
it if recorded on the daily trans- 
action report and then entered on 
the various accounts the payment 
affects in your ledger. This en- 
ables you to exercise control over 
the amount of money you have 
outstanding and to decide what 
action you need to take from day 
to day to keep your business head- 
ing in the right direction. 

The regular monthly mailing of 
statements to customers who owe 
you money is a basic requirement 
for collection. The statement is a 
single padded form on 
which the customer’s name, ad- 
dress, dates and outstanding bal- 


copy. 


ance are transferred from ithe 
ledger. 

Every day you must know where 
you stand, what has come into 
your business and what has gone 
out of it. You have two tools to 
help you do this—organization 
and records. 

As a small store merchant, your 
organization job is particularly 
important. There are many neces- 
sary buying, selling and operating 
jobs involved. Each of these jobs 
must be planned, coordinated and 
executed efficiently. You must see 
that all of these jobs get done; yet, 
unless you are operating your 
store alone, you must not try to do 
all of them yourself. 


Plan Each Job 


Your first step should be to think 
through and plan each necessary 
job. After you have planned the 
work to be done, delegate respon- 
sibility to your subordinates. Be 
sure each employee knows exactly 
what his duties are—then hold him 


responsible. Only in this way can 
you free yourself for your impor- 
tant managerial responsibilities. 
The records you need are those 
which will enable you to— 


Pay Bills Promptly 


Pay your bills promptly. Your 
credit standing and your ability to 
buy in the market depend upon 
prompt payment of suppliers’ bills. 
Furthermore, you must pay 
promptly in order to take your 
cash discounts. Remember—a 2 
per cent cash discount for payment 
within 10 days is equal to 36 per 
cent annual interest on your 
money. You can’t afford to miss 
this big saving. 

Collect from your customers 
promptly. If you grant credit to 
your customers, your records must 
enable you to render accurate 
statements and to collect promptly. 
Bad-debt loss is often the result of 
improper accounts receivable rec- 
ords and slow collection proce- 
dures. 

Measure the individual produc- 
tion of your employees. Even if 
your store is small you will need 
to maintain accurate employee pro- 
duction records. Records will en- 
able you to take the guess out of 
this important control job. 

Control your expenses. A profit- 
able store operation is built on 
sound expense control. 

Prepare accurate balance sheets 
and profit and loss statements. For 
planning and budgeting purposes, 
for your creditors and your bank- 
er, for tax purposes, and to show 
you where you stand, what you 
have, what you owe and who owes 
you, you must maintain records 
which will enable you to prepare 
accurate statements quickly. 


















Profitable Retail Store Operations 


“Profitable store operation is not easy. Competition in retailing is 
keen. Customer demand is difficult to understand and predict. The 
application of sound operating methods requires constant study. The 
odds against the poorly prepared retailer are tremendous. Studies 
show that over 16 per cent fail within the first year. Over 50 per 
cent are out of business by the end of the third year and only one out 
of six succeeds in getting esiablished permanently on a profitable basis. 

“Although immediate sales and profit opportunities promise to be 
exceptionally good, if dealers are to get their share they must know 
what it takes to operate a store profitably and study and apply sound 


methods.” 
—Dr. O. P. Robinson 


Professor of Retailing 
New York University 
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as every dealer knows, products whi~h 
remain “on the shelf’ indefinitely 
don’t contribute much toward paying 
the rent. That’s why alert dealers 
everywhere are featuring America’s 
largest-selling paint removers—Linget- 
wett, Wonder-Paste and No-Wash. 
They know that these fast-moving re- 
peat-sellers won't be around long 
enough to collect much dust—and 
here are a few reasons why... 


LINGERWETT, the ideal remover 


for general use, has been the painter’s 


ees | feet 
east |} (IMPERIAL 
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ED 





favorite for over thirty years. It quickly 
reduces any finish to a soft, buttery 
sludge. 


WONDER-PASTE is a thick, paste- 


like solvent especially recommended 
for use on upright surfaces and ex- 
teriors. Penetrates right down to the 
surface, and remains wet 6 to 8 hours. 


NO-WASH acts quickly and thor- 


oughly on every type of finish—yet 
it requires no wash-up. 


Order from your jobber. Write us for information 
* WILSON-IMPERIAL COMPANY Dept. H-105, 115 Chestnut $t.. Newsrk 5, N. J. 














Precision-Machined Bob Float Valve 


Robert's new, brass bob float valve is precision-made for longer wear. It won’t 
chatter, leak or drip. The actuating lever is adjustable to any water level. Remov- 
able plunger permits replacement of soft-rubber disk and leather cup-leather. 
Threaded outlet shank simplifies spray and splash control. Sizes—%",%" and 1”- 
Immediate delivery! Jobber opportunities now open! 


ROBERT Manufacturing Company 


3417 Crenshaw Boulevard, Los Angeles 16, California 

















Here Is the Hardware 
Reconversion Outlook 


(Continued from page 130) 


along. Furthermore, we will shortly 
announce a new development in 
Bait Casting Lines for fresh and 
salt water and in Oil Fly Lines and 
Tapers. 

Hence to the retailer we can say 
that more and more Norwich Lines 
will be available as the weeks 
go by. 

* * * 

“. «In production at the 

present time on some items...” 


by R. A. Cooper, 
Vice-President 
Plastic Die & Tool Corp., 
Los Angeles, Calif. 


We are in production at the pres- 
ent time on some items and expect 
to be on others according to the 
time taken for tooling progressively 
throughout the coming months. 

Seems to me the resumption of 
civilian production depends not 
nearly so much on the ability of 
manufacturers to get physically un- 
der way as of the government to 
step out of the picture and allow 
normal business functions to take 
place. Many government agencies 
have done an admirable job in this 
respect. 

* * *% 

“Galena ... does not have 

to reconvert.” : 


by G. L. Service, 
Galena Oil Corp., 
Cincinnati, Ohio 


Galena is fortunate in being in an 
industry which does not have to re- 
convért. We are in a position to sup- 
ply lubricating oils and greases as 
we have been doing since 1869. The 
only bar to cumplete reconversion 
is a better packaging situation. 

* 8 # 


"e ee. Now engaged in eee in- 
stalling equipment for peace- 
time production.” 


by Neely Coble, 
General Sales Manager, 
Allen Mig. Co., Inc. 
Nashville, Tenn. 


We have removed practically all 
of our machines that we used for the 
production of bombs and are now 
engaged in the process of installing 
equipment for peace-time produc- 
tion. 

We are moving with full speed to 
increase our production of Oil-Burn- 
ing Parlor Furnaces, Coal-Burning 
Parlor Furnaces, Allen’s Princess 
Range, Allen’s Range Eternal and 
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Allen’s Combination Range. Sales- 
men are now in the field calling on 
dealer organizations. 
+ * * 
“, «» Deliveries . . . impossible 
yg than late fall or January, 
1946.” 


by Wallace Agey, 
Sales Manager, 
Newman Mlg. & Sales Co., 
Kansas City, Mo. 


Considering the unprecedented 
demands on the mills for steel, the 
still extra-heavy Army and Navy 
tonnage being handled by the rail- 
roads, plus the shortage of man- 
power, we think deliveries of our 
products will be made impossible 
sooner than late fall or January, 
1946. 

Furthermore, most products are 
being sold on the basis of 1942 
prices of raw materials and the wage 
scale in effect then. It should be 
quite obvious that all present costs 
are higher and that today’s selling 
prices cannot be maintained in- 
definitely. 

* * * 

“. « « Quantity production is 

dependent upon material .. .” 


by W. E. Cranston, 
Vice-President - General 
Manager, 
Thermador Electrical Mig. Co. 
Los Angeles, Calif. 


We are manufacturers of electric 
ranges, electric heaters, electric 
water heaters and radio and lighting 
transformers, and physical conver- 
sion of our plant has now been 
completed. The entire problem of 
quantity production is dependent up- 
on material—labor is plentiful, ex- 
cept for skilled toolmakers. 

Supplies of raw materials are still 
in unknown amounts; with this 
cleared up, much could be done. My 
guess is that 1945 will be lean on 
finished products and 1946 will see 
many available. 

* * - 


“, » « No one should expect 
rr much before early part of 


by Ned Wynn, Sales Manager, 
Carrollton Mig. Co., 
Carrollton, Ohio 


We are taking inventory here and 
feel that it is going to take at least 
30 days to complete transactions and 
be able to tell our customers what 
we are going to have and when. 

Steel mills are taking inventory 
and as soon as they finish they will 
apply the surplus material to some 
of their post-war orders, and if this 
information is released, we will be 
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notified if any of the items are 
adaptable to our manufacturing 
processes. 

We also feel that no one should 
expect too much before the early 
part of 1946. 


* * * 


“We hope to be .. . some- 
where near normal production 
by the end of the first quarter 
of 1946.” 


by J. P. Reynolds, 
Mascot Stove Co., 
Chattanooga, Tenn. 


From where we sit, it looks as 
though increased production will 
come slow. The backbone of our 
business depends on molders and we 
have found no change since the 
war's end. 

We feel, however, that condition: 
will change to some extent between 
now and Jan. 1. We hope to be back 
to somewhere near normal produc- 
tion by the end of the first quarter 
of 1946. 

* * oo 
‘* .. «Don’t believe it will be too 
many months before we will be 
under full steam.” 


by J]. H. Debs, Vice-President, 
Chicago Metallic Mig. Co., 
Chicago, Ill. 


Labor and material situations are 
still very tight, although they will 
improve in the near future, We ex- 
pect to be producing a steadily in- 
creasing stream of merchandise un- 
til such time as we can take care 
of our customers’ full requirements. 


We are making shipments of 
Steelware baking pans on_ allot- 
ments, based on pre-war purchases. 
and will continue to do so until all 
orders are filled. 

We don’t intend to prophesy on 
full production, but don’t believe it 
will be too many months before we 
will be under full steam. 

* on * 


“, . « Full employment and 
maximum production went into 
immediate effect...” 


by E. B. Evleth, Vice-President, 
Industrial Instrument Div., 
Brown Instrument Co., Div. 
Minneapolis-Honeywell 
Regulator Co., 
Philadelphia, Pa. 


Continued full employment and 
maximum production went into im- 
mediate effect on Aug. 17. There 
are but few reconversion problems, 
as the company products require no 
changes from war to normal times. 
The only changes involve techno- 
logical improvements—all of which 
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CUSTOMERS “GO” FOR 
HOLIDAY GIFT IDEAS 





Like These 


ECLIPSE Sax DURO 
Plastics Products 













New Eclipse San DURO Plastic 
BABY'S DINNER SET 


now of Polystyrene higher gloss, tougher 


bi This new Baby's Dinner Set in colorful plastic is designed by child 
te specialists to help in child training and feeding. Dinner dish, cereal 
a > bow! and tumbler have many new features. Also made of Polystyrene 
52%) for extra strength, high gloss and brilliance. 

—— advertised in PARENTS’ MAGAZINE 
National advertising in PARENTS’ MAGAZINE 
means ready demand for new San DURO Baby’s 
Dinner Set. Colorful Display Cartons will help you 

tie-in on this promotion profitably. 


New San DURO Plastic Serving Tray Sets 


HANDY—COLORFUL—POPULAR 





























San DURO 
Plastic Utensil Tray 


A welcome addition to every kitchen 
cabinet, this all plastic tray fits into 


standard cabinet drawers. Has com- 





partments for knives, forks, spoons, 
and other utensils. Attractive, modern 
in design, durable, with rounded cor- 
ners inside and out, it has many ad- 
vantages in appearance and conveni- 
Sells at sight! 


ence. 












Eclips¢ S 4 
plastics 


Eclipse 


Rumpus Room Tray Set 


Novel, useful, ‘of durable plastic, not 
affected by alcohol or fruit acids, this set 
of 3 trays comes in three appealing colors, 
wrapped in bright display band. Size 14” 
diameter with 34” rim. 


Lo 


unenee 





“PLASTIC PRODUCTS AND CUSTOM-MOULDERS 


Bridge Table Tray Set 


Clever, useful, popular for card parties 
or casual entertaining. Four trays to 
set in 3 colors—just the right size 
for an ash tray, drink and cigarette 
pack. Saves table, and easy to clean. 
Also in Lustrous Polystyrene. 





Moulded Products Company 


Division of General American Transportation Corp. 
5154 North Thirty-Second Street * Milwaukee 9, Wisconsin 













FOR ALL INDUSTRY” 
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Hardware dealers 


O'MALLEY VALVE CO. 
Offers Yor The Only 


Inexpensive line of improved — AUTOMATIC — Self- 
Centering Valve and Faucet RESEATERS ON THE 
MARKET. 


Renews worn or scale encrusted valve seats with 
patented cutter head that rolls brass away and pol- 
ishes at the same time leaving no scratches and 
insures a flat bearing surface for new washer. 


THIS IS THE FINEST LINE OF FAUCET & VALVE 
RESEATERS SOLD WITHIN MANY DOLLARS OF 
THEIR PRICE. 





VITALTO SA EFFOR 



























2-X (Illustrated). ‘Takes List Price 
care of ¥s", 2", Ye" and 

¥4" faucets. No downward 

hand pressure is needed 

during reaming process; an 

adjusting nut and the 

threaded shank provide an 

automatic feed. 


Leading jobbers through-out 
United States and Canada are 
handling this line-- Order from 
them direct. If your jobber does 
not carry the O'Malley Line of 
Reseaters send us his name and 
address. 


OTHER POPULAR MODELS OF O’MALLEY 
VALVE & FAUCET RESEATERS IN DEMAND . . 


O'MALLEY DELUXE MODEL... 
Accommodates 34", '/2", 54" and 34" faucets, 
equipped with long dech to take care of built-in 
tubs and showers. List Price........................... $0.75 


O'MALLEY RED-HEAD MODEL 
Accommodates 34", 1/2", 54" and 34" Faucets as 
well as 34", !/.", 34" and I" Jenkins Disc Valves. 
i ee ae eed $3.00 


AVAILABLE FOR PROMPT 
DELIVER Y--- 
Packed in cartons of 1 to 6 doz- 
ens Carried by leading Hardware 
end Plumbing jobbers every- 
where. 

EASY TO USE - FAST SELLER 
IN CONSTANT DEMAND 





EDWARD O'MALLEY VALVE CO. 


7604 GREENWOOD AVE. CHICAGO, ILL. 


CANADIAN REPRESENTATIVE 


DORKEN BROS. & CO. 


408 McGill Street Canada 


Montreal, 
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HUNTING AND FISHING 
SHEATH KNIVES ARE 
NEEDED FOR SPORTS 
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LEATHER WASHER GRIP 
SINGLE EDGE KNIVES 
TEAR DROP KNOBS 
$2.35 | $1.80 | $1.80 | $1.65 


Each Each | Each Each 


BUY 


NOW 


FOR 
COMING 
HUNTING 
SEASON 


* 
SHEATH 
KNIVES 


Make 
Ideal 


— Xmas 


ASSORTED COLOR Gifts 
FIBRE WASHER GRIP For 


BOY'S |Cap Opener|DOUBLE Boys 
Camping and EDGE 
PRIDE | Fish Scaler and 
$1.80| $235 | $235 Men 
Each Eoch | Each 
Please Order By Lot Number Under Each Knife 
25% DEPOSIT REQUIRED WITH ORDER. 
BALANCE C.O.D. 
SAVE C.0.D. CHARGES BY SENDING CHECK IN 
FULL WITH ORDER 
We Guarantee money back if Merchandise 
proves unsatisfactory upon delivery. 


if material is unavailable, we reserve the right te 
substitute higher cest merchandise of a similar nature 
at No Extra Charge 


BERNARD GOLDWEBER 


New York Showroom 
1133 Broadway, New York 10, N. Y. 
WAtkins 9-€693 
Terms: Net Cash, No Discounts, F.0.8. Bayonne, N. J. 
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will be available for post-war im- 
dustry. 

Manpower is sufficient for the im- 
mediate future. It is possible that 
the company may step up output 
once industry starts producing for 
the expected heavy domestic and 
export demand. 

7 * oe 

“, «+ In four days (after sur- 
render) had bread boxes, vege- 
table bins, tool boxes, pie 
plates and advertising display 
stands in production.” 


by W. A. Gorrell, President, 
E. J]. McAleer & Co., 
Philadelphia, Pa. 


Reconversion began a few day= 
after surrender. In fact, we con- 
tinued our two 50-hour war-time 
shifts and in four days had bread 
boxes, vegetable bins, .tool boxes, 
pie plates and advertising display 
stands in production. 

On Sept. 5, we advised our metal 
cabinet customers that three pre- 
war cabinet numbers—two utility 
styles and one wardrobe style— 
were in production and that orders 
would be accepted now to meet needs 
for the rest of this year. 

We are limiting the number of 
styles for current production to meet 
immediate demands and we expect 
to begin deliveries before the end 
of September. 

« * * 


‘. « » We are supplying our 
established dealers and dis- 
tributors and soon expect to 
welcome new accounts.” 


by A. S. Friedman, 
The National Ideal Co., 
Toledo, Ohio 


We are pleased to say that 
throughout the war period we have 
been producing and delivering most 
items in our poultry and dairy sup- 
ply lines. We have no problems of 
reconversion, and we are supplying 
our established dealers and distrib- 
utors and soon expect to welcome 
new accounts, 

* * * 


“ ...» Prospects for an early in- 
crease in the supply of croquet 
sets are very poor... but 
prospects for doll carriages are 
somewhat better.” 


by J. A. Chrisman, 
Vice-President-Treasurer , 
South Bend Toy Mig. Co., 
South Bend, Ind. 


At this writing, the prospects for 
an early increase in the supply of 
croquet sets are very poor because 
of the extreme shortage of seasoned 


lumber. There probably won’t be 
any improvement till next spring. 


The same conditions govern the 


supply of children’s table and chair 
sets. 

But prospects for doll carriages 
are somewhat better, although we 
doubt there will be any large quan- 
tities on the market before Christ- 


mas. 
eo Ve € 


“ ,.. Difficult... to forecast 
. . when productions will start.” 


by K. E. Goit, Vice-President, 
Toro Mfg. Corp., 
Minneapolis, Minn. 


Recently we received permission 
to go back on our normal line of 
mowing machinery. For three years 
now we have made war materials 
It is extremely difficult for us to 
forecast right now when production 
will start, because some materials 
are still in the critical and short 
state. We are starting to get gray 
iron castings, aluminum. castings, 
rubber items and some steel, and 
we are gradually reconverting the 
plant and assembling such machines 
as we have available as far as they 
can be assembled. The worst short- 
age is air-cooled engines. 

In case production increases above 
the present backlog, civilians will 
get that excess production, but that 
is the major X factor and the one 
delaying getting going on power 


mowers. 
* * # 


“At the present writing we are 
trying to get materials for civi- 
lian production with very little 
success. We believe that near- 
ly every business has the same 
problem and cannot get action 
from any source.” 


by F. H. Herrmann, President, 
Clark Leather Products Co., 
Chicago, III. 


* * 


“The outlook ...is ... an 
optimistic one.” 
by P. K. Girton, Manager, 
Girton Mig. Co., 
Millville, Pa. 


The outlook for the resumption 
of flow of a substantial quantity of 
equipment and supplies for the dairy 
industry is, we believe, quite an op- 
timistic one. The major part of the 
facilities in this field continued some 
civilian output through the war. 
Thus, reconversion is not so serious 
a problem in this field. 

Speaking for this company alone, 
we are confident of producing a 
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To tie up with Westinghouse hard-hitting PASSERS-BY TO SEE! No bet- 
ivi. advertising in “The Big Three” (Life, ter way to bring customers in off 
little Collier’s, Saturday Evening Post) make the street! 
mi use of the Westinghouse Fall Display Kit! 
tion If you don’t have it—send for it—Now! 
Khe’ Gia 0 date ahem: BUILD A COUNTER DISPLAY 
Nat § is 3 point plan: 
At THAT EVERYONE WILL SEE! 
Westinghouse presents John Charles Thomas, Use Westinghouse display ma- 
Sunday, 2:30 PM, E. W. T.—NBC. Tune in terial, counter cards, posters, 
art Ted Malone, Monday through Friday, 11:45 rs streamers. Build a big display— 
a AM, E. W. T.—ABC Network. it will sell not only athe lamp 
bulbs but more related items too! 
Westinghouse Electric Corporation, plants in 
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for suggesting this grand 
new way to fix hairline 
cracks in wood or plaster 


Rarely has a new product met such suc- 
cess in its first two years. Plaster-Stik is 
already selling in volume through Amer- 
ica’s largest jobbers and retailers in hard- 
ware, lumber and paints, because it is the 
modern answer to an age-old problem— 
those pesky hairline cracks and small holes 
in plaster or wood. So many advantages: 
APPLY WITH ONE HAND. Rub into 
crack until filled, then smooth with finger. 
NO DELAY. Always ready for instant use! 
NO MIXING ... no muss... no waste. 

HARDENS PERMANENTLY in a few hours. 
CAN BE PAINTED OVER without a sealer 
except when using water mixed paints. 


WILL NOT DRY OUT, entire stick usable. 


May be used for filling all types of wood 
joinings, door jambs, window frames. 


, | SELLS ON SIGHT 


Each Plaster-Stik is mounted 
on a separate sales card. Packed 







one doz. Sticks in a 3-color dis 
play carton that really moves it. 


ORDER TODAY FROM YOUR JOBBER 
; OR WRITE 






~23y LEONARD CO. 


707 Locust St 
Des Moines 9, lowa 


large volume of equipment from now 
on. This 
backlog of orders, but we have be- 
gun making inroads on it. 
- . * 
“We believe it will take most 
industries somewhere around 
six months to really produce in 
quantities.” 
by W. L. Marshall, 
Sales Manager, 
Grand Home Appliance Co., 
Cleveland, Ohio 


Even where a manufacturer is 
already converted he must find a so- 
lution to some very troublesome 
problems — supplies of raw mate- 
rials and in some instances compo- 
nent parts. We believe it will take 
most industries somewhere around 
six months to really produce in 
quantities. 


Just Among 
Ourselves 
(Continued from page 118) 


equal number of displaced 
war workers, all in a criti- 
cal need to get back on their 
feet in civilian peace-time 
living, will find no relief in 
the Federal Reserve’s ac- 
tion today. They will find 
that Regulation W_  con- 
tinues a gross discrimina- 
tion among the American 
people, dividing them ac- 
cording to the size of their 
pocketbooks and excluding 
millions, from access to the 
American products they 
need and to which they say 
they have a right. 

“ ‘Hundreds of retailers 
are reporting daily  in- 
creases in the numbers of 
ex-soldiers who have to be 
turned away because they 
haven’t the down payment 
required by the Federal 
Reserve System to buy the 
small amount of household 
goods it takes to make a 
new home. 

“*What’s the use of re- 
pairing a home if you can’t 
furnish it? For millions 
of Americans that is the 
effect of today’s decision 
and it just don’t make 


won't take care of the 





sense. It is obvious that 
the Federal Reserve Board 
caved in under the pressure 
of the OPA in arriving at 
today’s decision. The OPA 
apparently takes the posi- 
tion that inflation starts 
only when the less fortunate 
buy. Those with cash and 
larger incomes can buy 
whenever, whatever and 
wherever they choose.’ ” 

It is our quick “hunch” 
that the “Retail Credit Insti- 
tute” has relatively few, if 
any, hardware store members 
and that its basic views on the 
subject of credits and install- 
ment selling will enjoy a mini- 
mum of wholesale and retail 
hardware support. 

At the same time, this or- 
ganization is definitely going 
on record expressing its oppo- 
sition to “Regulation W” and 
giving its reasons quite 
publicly. 

If hardware distributors 
want “Regulation W,” or any 
part of it, maintained, they 
must, individually and col- 
lectively, show equal aggres- 
siveness and not wait for nor 
depend upon resolutions or 
convention speeches. They 








must definitely tell their rep- 
resentatives in Congress where 
they stand and why—and get 
others to participate in a simi- 
lar program. 
Sense 
Correct Answers to 
Test Your Hardware 


(Questions on page 144) 


1—Answer. Cast iron, malleable iron, 
forged iron, wrought iron, wrought 
steel, wrought brass, wrought bronze, 
cast brass, cast bronze, white metal, 
forged brass, cast aluminum. 

2—Answer. “Back set” of a lock is 
the distance from the front to the center 
of the knob or keyhole. 

3—Answer. Margin in per cent of 
selling price is 16.6 per cent. 

4—Answer. For a door with 5-in. 
stile use a lock with a 24%-in. back set; 
6-in. stile, lock with 3-ir. back set; 3-in. 
stile, lock with 14%4-in. back set. 

5—Answer. The door is a right hand 
door. 
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THE EXCLUSIVE 





Quick Selling Features 


LOOK 
OF THE OIL BURNING ; 
BROODER STOVE 





No Other Brooder Has the Exclusive Superflame Triple Combustion 
Burner. Saves Up to 30% of Fuel Cost. Automatic Draft Regulator 
.  » Approved by National Board of Fire Underwriters. Perfect com- 
bustion . . No accumulation of soot and carbon. . . never requires 
cleaning ... “A” Cap Prevents Down Draft . . . Flame Can’t Blow 
een! in Strongest Wind . . . No Noise to Frighten Young Chicks or 
Poults. 

All These Sound Selling Features Are Found Only in The Queen 


THE ALBERT LEA FOUNDRY CO., Albert Lea, Minn. 
DIVISION OF THE QUEEN STOVE WORKS, Inc. 


ORDER NOW 

















THE FARM SERVICE LINE THAT REALLY SERVES 
















FARM SERVICE LINE 


GET READY TO ° 
HANG THIS SIGN 





The new 


(il 








‘4 
IN YOUR 
WINDOW 





- m ee | 
Queen Electric Brooder contains sales features 
never before available in electric brooders. 





Write us for complete information, 


The Sales Season Is Here For 


OIL BURNING 


TANK HEATER 


The Flame Can't Blow Out! 


Economical Operation, Sturdy Construction 
Built of Copper Bearing Steel in 
One Campact Unit, Simple Installation 


DEALERS: SEND THIS HANDY COUPON TODAY 


Heater []. 


Albert Lea Foundry Co. 
Albert Lea, Minnesota. 


I am interested in the Queen Electric Brooder (]: 
Oil Burning Brooder Stove (1); Oil Burning Tank 
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KNOW THE ANSWERS? 


What's the difference between .22 cal. “Longs” 
and .22 cal. “Long Rifle” cartridges? 
Up to what distance is a .22 cal. rifle dangerous? 
How should a.22 cal. rifle range be constructed? 
What size Bull’s Eye is used with a .22 cal. rifle 
at a 25 yard range? .. . at 50 yards, etc. 
How can a rifle’s sights be checked? 

These and hundreds of other questions will be in 
the minds of your prospective customers. Why not 
prepare yourself to be an authority? You'll have fun 


in doing it. You'll make your store headquarters 
for profitable firearms and ammunition sales 








NEW HAVEN 5, CONN. 


Manufacturers of Rifles, Shotguns, Telescope 


Sights, Targo Guns and Equipment. 
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SEND TODAY. FREE, 48-page, 
illustrated book. Yours for the 
asking... Use coupon below. 





Learning to shoot . . . or to shoot better . . . is 
loads of fun. And for the dealer it has a double 
value ...a chance to help himself and to help 
his customers. For the store that knows the 
most about firearms will do the best retail sell- 
ing job and move the most merchandise. 


Literally thousands of dealers, gun depart- 
ment heads, and salesmen from coast to coast 
have sent for the free, 48-page book, “The 
Guidebook to Rifle Marksmanship.” Prepared 
in cooperation with the National Rifle Asso- 
ciation, it outlines the famous, Government- 


approved, pre-induction training course in 


small arms. Answers hundreds of questions your 
customers will ask you. 


Mossberg facilities are now 100% on peace-time 
models. These are being made available to the 
trade as rapidly as possible. Ask your distributor. 


0.,F, MOSSBERG & SONS, ENC. 

cot 
Sirs: 
[) Please send your free, 48-page illuse-ated 
book on marksmanship. [] I am not now oa 
your postwar mailing list, but would like to be. 
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rafting, Reproduction, Surveying 
Equipment and Materials. 
Shide Rules. Measuring Tapes. 


* TRADE MARK REG. U. 8. PAT. OFF. 


; WOLF 
OCTOBER II, 1945 


Y SHOW (T! 


T° the professional user every K&E 
product has great attraction. It 
looks right, feels right, makes people 
want to own it. Why? Because K&E 
make things not to please just them- 
selves, but also to meet the desires of 
customers. Precision manufacture and 
quality control are vital to K&E, 
but there is something else that is 
just as important. That is design for 


daily use. 


KEUFFEL & 


NEW YORK «+ HOBOKEN 





Take FAVORITE* WYTEFACE 
Steel Tape, for instance. It has black 
graduations on white, because every- 
body reads black on white best. The 
white surface is easy to clean, and 
being firmly bonded to the steel, affords 
protection against rust. In addition, it 
is easy to read when the light is dim. 
No wonder anyone who picks up one 
of these tapes wants to own it. To SELL 
it—SHOW it! 


ESSER CO. 


CHICAGO - ST. LOUIS 


DETROIT +« SAN FRANCISCO + LOS ANGELES - MONTREAL 








and discounts. 





FAVORITE* WYTEFACE STEEL TAPES are 34" wide, and come with either 
plain end ring, or K&E end fastener. Graduated in feet, inches, eighths. Lengths, 
25’, 50’, 75’ and 100’. Ask your jobber or write us for illustrated folder, prices 








DISPLAY CARD. Has proved effective in stores 
all over the country. Sent free on request. 


FAVORITE* 


WYTEFACE 


STEEL 


MEASURING TAPES 
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OPA Rejects Retail Merchant Protest | 
Against Its Cost Absorption Policy | 


Says price controls will be removed “area by area, 
commodity by commodity, as rapidly as supply 


comes into balance with demand.” 


OPA Administrator Chester 
Bowles recently rejected the pro- 
posal of a national retail com- 
mittee that OPA allow al! manu- 
facturing cost increases 
passed on automatically to the 
retailer and then on to the con- 
sumer. Calling absorption 
the “cornerstone” of price con- 
trol, Mr. Bowles said the retail- 
ers’ committee was suggesting 
that the administration abandon 
its whole stabilization program. 
Inviting the retailers to “sit down 
with us to consider ways and 
means to put the policy into ef- 
fect in as practical a way as pos- 


cost 


to be| 


sible,” 


controls will be removed “area 


| by area, commodity by commod- 





ity, as rapidly as supply comes 
into balance with demand.” 

Mr. Bowles maintained “on the 
basis of careful studies made in 
this (OPA) office, . . . the level 
of department store sales and re- 
tail sales generally will be higher 
this year and in 1946 than they 
were in 1944, itself the best year 
on record.” Rejecting the con- 
tention that OPA’s retail absorp- 
tion policy would put large seg- 
ments of the trade on a profitless 


he declared that price | basis he said that on large items | 





such as refrigerators and wash- 
ing machines absorption will not 
be carried beyond fhe point at 
which retailers can earn the mar- 
gins they actually received in | 
peacetime. On small items, ab- | 
sorption will not be required be- | 
yond the point, he declared, at 
which retailers mark-ups cover 
the actual cost of handling the 
product. He maintained that only 
a very small percentage of total | 
reta!l sales volume would be af- | 





Cc. L. BRAUND 


BRAUND, GEN. SALES- 
MANAGER APEX 
OIL PRODUCTS CO. 


C. L. Braund has recently been 
appointed genera! sales and ad- 


Sected by manufacturing — vertising manager, Apex Oil 
increases on reconversion and | products Co. Minneapolis, 
other goods. 


| Minn., packaged oils and greases. 








HOLBROOK, MANAGER 
ELEC. RANGE SALES 
NORGE DIVISION 


Harry J. Holbrook has recently | 


been appointed manager, electric 
range sales for the Norge Divi- 
sion, Borg-Warner Corp., Detroit, 
Mich., and John P. Morgan, 
southwest central regional sales 
manager. Messrs. Holbrook and 
Clary have returned to private 


business after serving the WPB 





JOBN P. MORGAN 
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HARRY J. HOLBROOK 


for three years in Washington. 
Mr. Morgan left his wartime du- 
ties last November. Mr. Hol- 
brook was sales manager, appli- 
ance department, R. H. Macy & 
Co., Inc., New York City, and in 
1937 was appointed district man- 
ager for a Norge affiliate, which 
position he held until joining 
WPB, where he was chief of the 
appliance branch. Mr. Morgan 
was with Detroit Vapor Stove as 
regional sales representative, and 








| He was previously sales manager 
of H. B. Sherman Mfg. Co., Bat- 
tle Creek, Mich., hardware and 
plumbing divisions. 


in 1941 became expeditor for the 
Norge purchasing department in 
eastern and midwest states. 








S.H.J.A. Urges Congressional Action 
On Tax Exemptions for Co-operatives: 


WHEREAS, farm and consumer cooperatives are now engaged 
in merchandising and manufacturing operations on a rapidly 
growing scale, in competition with private business enterprises; 
and 

WHEREAS, the rapid expansion of such cooperatives is the 
direct result of special privileges granted to them, such as 
the exemption from Federal taxes which enables them to ac- 
cumulate large taxfree financial reserves; &nd 

WHEREAS, the continued expansion of taxfree cooperatives 
into “big business” organizations threatens the very existence 
of private business enterprises on which the burden of Federal 
taxes now rests so heavily, particularly small business, which 
cannot long exist in competition with tax-exempt big business; 


and 
WHEREAS, the inevitable result of such tax discrimination, if 
long continued, will be to eliminate opportunities for our citizens 
to engage in or remain in privately-owned business; will destroy 
our system of free, private business enterprise, and will lead to 
a completely socialistic state; therefore be it 
RESOLVED, that the members of the Southern Hardware Job- 
bers Association register their protest against this unfair and 
dangerous tax discrimination and urge that the Congress give 
prompt attention to the removal of special tax exemptions for 
cooperative organizations. 
Resolution approved by Executive Committee of the 
Southern Hardware Jobbers Association and adopted 
by mail vote of the association members, August, 1945. 
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Dept. of Commerce to Expand 
Foreign Trade Statistical 


And Small Bus. Aid Activity 


Plan includes appointment of an 
Ass’t Secretary for Small Business 


(Washington Bureau 
of HARDWARE AGE) 

The Department of Commerce 
is to be expanded and strength- 
ened to include three new assis- 
tant secretaries, enlarged foreign 
trade and statistical programs, 
improvement of technical aids 
and service to business and the 
eventual absorption of the Small- 
er War Plants Corp., said Secre- 
tary Henry A. Wallace on 
Sept. 20. 

In addition to the present As- 
sistant Secretary for Air Com- 
merce, there will be Assistant 
Secretaries for International 
Trade, Industrial Economy and 
Small Business. 

Mr. Wallace, who predicted an 
upswing in employment soon, 
said this program will help at- 
tain the national goal of 60 mil- 
lion jobs, and that it is designed 
to help business as the Depart- 

s 
ment of Agriculture helps the 
farmer. Legislation and increased 
appropriations are needed to do 
this, he said. 

To promote foreign trade, the 
Department will aid exporters 
and importers, plus the economic 
analysis and recommendations de- 
signed to “increase the supply of 
dollars in the hands of foreign 
nations.” 

Here are some points in the 
program to meet reconversion re- 
quirements: (1) Full-scale cen- 
suses of manufacturers, mineral 
industries and business for 1946. 
(2) A sample census of 1946's 
population to give business infor- 
mation on shifting markets. (3) 
A consumer survey on income to 
provide business with indexes of 
purchasing power. (4) Expan- 
sion of present monthly report on 
labor force to provide employ- 
ment and unemployment infor- 
mation quarterly for major indus- 
trial areas of the nation. 
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The long-run statistical pro- 
gram includes: (1) Full-scale cen- 
suses of manufacturers, mineral 
industries and business every five 
years. (2) Complete censuses of 
the population, housing and labor 
force and agriculture every five 
years so business will know local 
markets. (3) Current statistics on 
manufacturers, business, popula- 
tion, housing and labor force. (4) 
Series of annual consumer in- 
come surveys to show buying 
power. (5) Better import-export 
statistics to give data to the for- 
eign trade community; coupled 
with this would be an expansion 
of the statistical analysis work 
now done by the Bureau of For- 
eign and Domestic Commerce. 

The Secretary’s outline for 
technological aids to business in- 
clude: (1) A technical advisory 
service—to keep small business- 
men posted on latest scientific 
developments. (2) Promotion 
and extension of services offered 
by the Bureau of Standards— 
including, for example, the re- 
search associate plan, by which 
groups of smaller manufacturers 
can send to Washington a tech- 
nician who can work out specific 
problems for them with the aid of 
the Bureau’s laboratories and 
staff (3) General research on 
widespread industrial problems, 
particularly those affecting the 
smaller manufacturer. (4) Tech- 
nical research work on a cost 
basis on problems for individual 
enterprises when commercial fa- 
cilities are not available. (5) 
Promotion of _ standardization 
work of Bureau of Standards. 
(6) Continuation and expansion 
of the National Inventors Coun- 





cil’s activities, with emphasis on 
peace-time work. (7) Distribu- | 
tion to industry of scientific ma- 
terial developed during the war, | 


| both enemy-sized and domestic. 


(8) Encouraging inventions by 
modernizing Patent Office proce- 
dures. 

“To increase the number and 
quality of business aid provided 
by the Department, and to see 
they get into the hands of needy 
businessmen,” said Mr. Wallace, 
these steps are necessary: (1) 
Basic market analyses. (2) Stud- 
ies of trade regulations, analyses 
of business failures and prepared 
lists of industrial and business 
establishments. (3) Business op- 
erations studies, including layout 
practices, stock control systems, 
purchasing policies and problems 
involved in entering new busi- 
nesses. 

(4) Co-operative studies and 
services with university schools of 
business to disseminate informa- 
tion. to business. (5) Industrial 
relations studies. (6) Studies to 
give the small businessman the 
material needed to shape his own 
policies and decisions. 

Mr. Wallace said the Assistant 
Secretary for International Trade 
will be the Department’s spokes- 
man in dealing with the Depart- 
ment of State, and that he will 
keep in close touch with business 
and be responsible for promoting 
the foreign trade program. The 
Assistant Secretary for Industrial 
Economy will develop domestic 
commerce and the Department’s 
programs. And the Assistant 
Secretary for Small Business will 
develop programs that small busi- 
ness can’t provide for itself. 





MILWAUKEE STAMPING 
BUYS ROCHESTER 
SPIRAL SASH BALANCE 


The Milwaukee Stamping Co., 
Milwaukee 14, Wis., recently an- 
nounced the purchase of the 
Rochester Spiral sash balance, 
which will continue to be mar- 
keted under that name. 





CONKLIN, MGR. ADMIRAL 
APPLIANCES DIVISION 
Harold D. Conklin has recent- 

ly been appointed manager of 

the appliances division, Admiral 


| Corp., 3800 Cortland St., Chi- 


cago, Ill. He joined the company 
in 1944 as manager of the elec- 
tric range division. 


GRAHAM, GEN. MGR. 
SALES AMERICAN 
STEEL & WIRE CO. 


John Graham has recently been 
appointed general manager of 
sales, American Steel & Wire 
Co., U. S. Steel Corp., subsidiary, 








JOHN GRAHAM 


| Cleveland 13, Ohio. Also R. F. 
Curtis was named manager of 
the manufacturers products divi- 
sion, having been assistant mana- 
ger of that division. Norman 
Sted succeeds him in the latter 
position. Mr. Graham has been 
with U. S. Steel since 1911 when 
he joined as an office boy in the 
New York office. In 1930 he was 
appointed manager of the New 
York sales offite. He served in 
Cleveland as manager of manu- 
| facturers product sales, and in 
| 1942, became assistant to the 
| vice-president. 

Mr. Curtis joined the wire 
company in 1920 as a foreman in 
Worcester, Mass. He worked 
from the New York sales offices 
as a correspondent, starting in 
1925, and five years later became 
assistant manager of sales at 
Philadelphia. He was trans- 
ferred to the manufacturers prod- 
ucts division in 1937. Mr. Sted be- 
came an office boy, order depart- 
ment in 1926, and worked until 
he was appointed office manager, 
Cleveland, district sales depart- 
ment in 1939, following which, 
he became assistant to the. mana- 





ger, of that sales office. 
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HOLLOW SCREW 


ASSORTMENTS 


Fast-selling, over-the-counter Assortments for 
mechanics, repairmen and service establishments. These 
handy and attractive outfits “sample” the screws to your 
customers — start new users coming in for regular quan- 
tity purchases. Sales extend to household users of 
| domestic appliances and carry a nice profit at retail. 











JUNIOR KEY KIT 


Seven short -arm Allen Keys 
are included in this strong 
leatherette envelope. They 
fit the hex holes of sizes Nos. 
8, 10, %”", 5A”, 4", "Ae” and 
14” set screws and Nos. 4, 5, 
6, 8, 10, also %4” and 5A,” 





R cap screws. No. 604; list 
Metal compartment box; price $0.50. 
ins $90 setscrews,from 





No. 10 to 5%” with keys to 
fit. Diagram inside of cover 
ists sizes of screws and 
wrenches contained in box. 
No. 602; list price $33.80. 














KEY SET 


This canvas partitioned bag 
contains 11 short arm hex- 
agonal keys which fit all 


screws from and including SET SCREW 
No. 10 up to and including 

1%" diameter set screws. ASSORTMENT 
No. 603; list price $1.75. WITH KEYS 


Used in tool cribs, shops, 
service stations, garages and 
for domestic appliances. 
Popular sizes up to 5%”. No. 
608; list price $8.18. 


KEY ISLAND 


This handy key set (left) 
contains 14 keys fitting all 
sizes of set screws up to and 
including 1%"; cap screws 
up to 1"; shoulder screws 
to 1” and pipe plugs to 1’. 
The container is plainly 
labeled to show the correct 
size key to use with each 
screw. No. 615; list price 
$2.35. 





The above Sets and Assortments are made up primarily 
and especially for the hardware trade, to be ordered 
through your Hardware Wholesaler. 


THE ALLEN MANUFACTURING CO. 
HARTFORD 1, + CONNECTICUT, U.S.A. 











‘ 





| line of automobile accessories. 
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Seiberling Rubber Co, Sets Up 


Merchandising Plan for Dealers 


Seiberling Rubber Co., Barber- | 
ton, Ohio, has set up a new mer- 


including store fronts; store 
planning, irfcluding layout, pro- 


chandising organization, under D. | curement and installation of fix. 
B. Sayre, for merchandising at | tures: identifying signs—exterior 
point of sale, with independent j; and interior, road signs, etc.; 


or modernization of old structures. 


dealers only. Products to be han- | 
dled will include: tires, house- 
hold appliances, radios, bicycles 
and other wheel goods, power 
and hand lawn mowers and a 


No company owned or operated 
retail outlets will be opened. 
Services offered by the new de- 
partment will include: architec- 
tural counsel for new buildings 





monthly sales promotion program 
including window display, direct 
mail and newspaper ad material, 
catalogs, etc.; operational forms 
and aids for selling goods; time 
payment sales setups; additional 
and broadened lines of diversified 
products— laboratory and field 
tested and sales training class 
and merchandising school for all 
Seiberling sales employees, deal- 
ers and dealer personnel. 











Ill., will soon be made to distrib- 

|utors. Initial limited flow of the 
products started in mid-Septem- 
ber. M. G. O’Harra, vice-presi- 
dent and general sales manager, 
Norge division, said that while 
production increases daily it will 
remain small for some time due 
to continued reconversion activi- 
ties in the plant. 





J. A. BAGLEY CO. 
MOVES OFFICE 


| J. A. Bagley Ce., Los Angeles, 

Cal., sales representatives, has re- 
| cently moved its offices from 416 
| W. 8th St., to Suite 928-932, ac- 
| cording to an announcement. by 
| Leonard Fiske, sales manager. 





Vv. J. RADER 


F. H. GUYANT JOINS 
PREMIER DIVISION MOORE PUSH PIN CO. 


V. J. Rader, recently returned| Fred H. Guyant has joined 
to the Premier Division, Electric | Moore Push Pin Co., 113 Berk- 
Vacuum Cleaner Co., Inc., Cleve- | ley St., Philadelphia 44, Pa., as 
land, Ohio, after a leave of ab-| its mid-west representative with 
sence of 31 months in govern- | headquarters in Chicago, Ill. He 


ment service, in his former ca- was previously with Landers, 


RADER RETURNS AS 
PHILA. DIV. MGR. 


| pacity of manager, Philadelphia, | Frary & Clark, New Britain, 





Pa., division. He joined the Conn., for 18 years, his most re 
company in 1922 as a salesman | cent assignment being in the Nev 
in the Cincinnati branch, where | England territory. 
he later became branch manager, 
and then Philadelphia division | 
manager. He was special assist- | 
ant to the Rubber Director, | 
Washington, D. C., in Jan., 1943, | 
and in 1944 became regional | 
manager, OCD, WPB, Region No. | 
3, headquartering in Philadel- 
phia. Later he was moved to | 
New York as Deputy Regional | 
Director, OSP, covering New | 
York, Pennsylvania and New| 
Jersey. 
FIRST NORGE RANGE 
DELIVERY TO BE 
MADE SOON 
The first deliveries of Norge | 
ranges from the Norge division, | 
Borg-Warner Corp., Effingham, 





FRED H. GUYANT 


HARDWARE AGE 
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COL. TAPPAN RETURNS 
TO TAPPAN STOVE AS 
V.P. AND GEN. MANAGER 


Col. Alan P. Tappan has re- 
cently resumed his pre-war duties 
as vice-president and _ general _ 
manager, The Tappan Stove Co., 
250 Wayne St., Mansfield, Ohio, 
while on terminal leave, which 
expires Nov. 15th. He has been 
in the AAF since 1942, when he 
entered as a captain in the pro- 
curement division, AAF, at 
Wright Field, Dayton, Ohio. He | 
then went to England where he | 
was made major. In 1943 he was 
commissioned lieutenant colonel, 
upon returning to the states, and 
was promoted to full colonel in 
March, 1945. Col. Tappan also 
served in World War I, from 
which he emerged as a second 
lieutenant, AAF. In 1919 he was 
a flight instructor, serving in 
Texas and California, and later | 
was made commander of the 
312th Flight Sqdn., Bolling Field, 
Washington, D. C. 


CLAYTON & LAMBERT 
MAKING LINE BUILDERS’ 
FINISH HARDWARE 
The Clayton & Lambert Mfg. 
Co., Detroit, Mich., has recently 
added a line of builders’ finish 
hardware to its products through 
its acquisition of the Monarch 
Mfg. Co., Detroit, Mich., which 


produced panic exit devices, sash 


tion of these products. Sales will 
be through wholesalers, follow- 
ing Clayton & Lambert's estab- 
lished policy. 


plant will continue the produc- | 


EDWARD S. EVANS, JR. 
PRESIDENT EVANS 
PRODUCTS COMPANY 

Edward S. Evans, Jr., was re- 
cently elected president of the 
Evans Products Co.,Detroit, Mich., 





EDWARD 8S. EVANS, JR. 


to succeed his father, the late 
E. S. Evans. For 10 years he has 
been executive vice-president of 
the company, which manufac- 
centers, push and pull bars, kick | tures- automatic loading devices 
plates, and associated items. As | for freight cars, automotive heat- 
the Monarch hardware division | ing and ventilating equipment, 
of the company, the Hart Ave. | and plywood products. 








Amarillo Hardware to Double Plant 
—Increase Capitalization, Sales Force 


its capital stock to $1,000,000. 
Plans also call for placing 20 
salesmen in strategic points in 
parts of Texas and parts of Okla- 
homa, Kansas, Colorado and New 
Mexico. Part of the plans, for 


E. W. Hardin, president, Ama- 
rillo Hardware Co., 600-14 Grant 
St, Amarillo, Tex., wholesalers, 
recently announced plans for 
doubling the capacity of its 
wholesale plant and to increase 


|of more than 50 men now in 
military service. 
There will be new buildings, 


and additions to the present 


of floor space. Additions to the 
existing building and new build- 
ings to be constructed will give 
the company approximately 200,- 
000 sq. ft. of floor space. A new 
building, 250 ft. by 140 ft., will 
be constructed at Seventh and 
Johnson Sts. and another lot at 


utilized in 
gram. 


E. W. HARDIN 
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| expansion, include reemployment | 


| adjoining the present quarters, ° 


building, which was built in 1938 | 
and contains 100,000 square feet | 





Sixth and johnson Sts. will be 
the expanded pro- | 


They'll help you 


build up your 
V-BELT sales! 


gine 


FOR SAA, DRIVES 






Steady sales and good profits are assured when you dis- 
play this specially selected assortment of Gilmer V-Belts. 
Place it in your window or on your counter. It’s attrac- 
tive, convenient, takes but little room, and will do most 
of its own selling. 


There are 35 V-Belts in this Gilmer “Eye-Ful” Tower 
Assortment. They cover 887 applications, which include 
all the more popular makes of washing machines, oil 
burners, power tools, home workshop equipment and 
other small appliances. 


Profit from the all-seasons belt replacement business. 
The complete Gilmer Assortment, including all needed 
selling accessories, costs but $21.01 and gives you a profit 


of $14.01. Sign and mail coupon today. 


L. H. GILMER COMPANY 


Tacony, Philadelphia 35, Pa. 
Division of United States Rubber Company 








L. H. GILMER COMPANY 

Tacony, Philadelphia 35, Pa. 

Send me the complete Gilmer “Eye-Ful” Tower Assortment 
No. 350 as follows: 

1—35 assorted V- Bolts for h hold appliances 

2—Gilmer Handi (patented) for quick measuring of belts 
3—Display stand, sign, inventory form 

4—Gilmer Belt Catalog, “America’s Belt Bible” 


Bill me $21.01 through your nearest jobber 
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DEININGER DIRECTS 
ESTATE HEATROLA MID. | 
ATLANTIC SALES 


F. A. Deininger, who for four | 
years has been government con- | 


tact representative for the Insti- 





F. A. DEININGER 


tute of Cooking & Heating Ap- 
pliance Manufacturers, has re- 
cently returned to The Estate 
Stove Co., Hamilton, Ohio, as di- 
rector of sales of Heatrola prod- 
ucts through distributors located 
in the mid-Atlantic division. He 





joined Estate in 1925, 
come from France where he 


served in the Intelligence Divi- | 
sion, French Army of Occupation, 


Ruhr Valley. 


RYERSON, REGIONAL 
SALES MGR. FOR 
PLOMB TOOL CO 

George M. Ryerson, formerly 
field engineer, has recently been 
advanced and is now regional 
sales manager, Michigan, Ohio 
and Indiana area, Plomb Tool 
Co., 2209 Santa Fe Ave., Los An- 
geles 54, Cal. His headquarters 
will be at 455 Book Building, De- 
troit, Mich. 


SUPPLEE-BIDDLE 
ELECTS OFFICERS 
AND DIRECTORS 


Supplee-Biddle Co., 507-519 
Commerce St., Philadelphia 5, 
Pa., hardware wholesalers, at a 
recent meeting of its stockhold- 
ers elected the following officers: 
Wm. Geo. Steltz, president; 
Charles M. Biddle, Jr., vice-presi- 
dent; Clarence E. Wyman, assis- 
tant vice-president; Roy G. Gep- 
pinger, assistant vice-president; 
Llewellyn A. Hoeflich, secretary; 
Laurence S. Adams, treasurer; 
M. Z. Fagan, assistant secretary; 
and W. Leroy Groom, assistant 
treasurer. The following direc- 


having | 





tors were elected at the same 
time: Wm. Geo. Steltz, Marshall 
S. Morgan, Llewellyn A. Hoefflich, | 
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Charles M. Biddle, Jr., Robert | greens, one blue, one red, and a 


Biddle, 3d, Philip L. Corson, and 
R. M. Guckes. 





SHERWIN-WILLIAMS 
POST-WAR PAINT LINE 


A. H. Burt, general manager, 
trade sales, Sherwin - Williams 
Co., 101 Prospect Ave., Cleve- 
land, Ohio, has recently an- 


nounced the company’s plans | 


for post-war products and col- 
ors. He stated that in the in- 
terest of simplicity and ease of 


| merchandising, there will be a 


total of 178 formulas, covering 
all different types of products 
and colors. Some of these prod- 
ucts will be made and _ intro- 
duced immediately, and others 
are made from raw materials 
which are almost under 100 per 
cent allocation for military use 
present, will be made when war 
restrictions end. To start the post- 
war program concentration will 
be on the manufacture of the re- 
vised Enameloid and Semi-Lustre 
lines. 


The items of great interest, | 


from the volume standpoint, will 
be SWP house paint in 12 colors, 
plus undercoater No. 450, gloss 
white, fume resisting white, mil- 
dew resisting undercoater, and 
mildew resisting white. There 
will be four trimbrite colors, ‘two 








super white for trim purposes. 
Porch and deck paint and floor 
enamel will be made as a com- 
bination product suitable for ex- 
terior and interior use in nine 
colors. Kem-Tone will be con- 
tinued in 12 colors, and Semi- 
Lustre in eight colors, seven of 
which are new. 


tween interior gloss, Semi-Lustre, 
and Kem-Tone. The present 


color limit of 14 colors, and black 


and white will be continued in 
the Enameloid line, of which six 
colors are replaced by new ones. 
Color coordination has also been 
achieved with Enameloid to 
blend with Kem-Tone. Flo-Lac 
will be made in four shades— 
light oak, dark oak, walnut and 
mahogany, ground color, and 
later a maple color. 
velopments include a new type 
barn red, six permanent, pre- 
servative shingle stain colors and 
an improvement in tinting colors. 





LT. CLARK SALES MGR. 
UPSON-WALTON CO. 

Lt. Franklin P. Clark, recently 
of the Navy Bureau of Supplies 
& Accounts, has been appointed 
sales manager, The Upson-Wal- 


| ton Co., Cleveland, Ohio, makers 


Interior gloss | 
will be reinstated later, with .a | 
| complete color coordination be- 


Other de- | 





| 











| 
LT. F. P. CLARK 


| 
| of wire rope, fittings, tackle 
| blocks, and brattice-cloth. 

Lt. Clark, whose wartime job 
entailed the procurement of wire 
| Tope and other critical materials 
| for the Navy, has had over 20 
| years’ experience in the steel and 
wire rope fields. 
| He was previously with The 
| Jones & Laughlin Steel Corp, 

Pittsburgh, Pa., and was also a 
| wire rope salesman, sales man- 
| ager of Buffalo district and 
assistant sales manager, eastern 
district, successively for Wick- 
wire Spencer Steel Co., New 
| York City. 











HILLERICH & BRADSBY’S POST-WAR SALES MEETING: Hillerich & Bradsby Co., 
Inc., 434-436 Finzer St., Louisville 2, Ky., recently held its first post-war sales meeting. 
A thorough discussion covering all matters directly affecting manufacture and distribution 
of the Louisville Grand Slam golf club line, and the Louisville Sugger baseball and 
softball bat line, was included. Special attention was given to working out a plan by 
which equitable distribution of stock is assured until larger quantities of the line can be 

roduced. Left to right, front row: Bill Kaiser, vice-president in charge of pro golf sales; 
ug Gray, advertising; Bill Schoenbaechler, credits; Frank Ryan, sales; Lou Hubbuch, 
assistant treasurer; Carol Gliessner, sales, and Jack McGrath, advertising. Middle row: 
Ward A. Hillerich, executive vice-president; Charles Quick, purchasing; Dick Sawyer, sales; 
J. A. Hillerich, Sr., president; Herb Meimerdinger, golf factory superintendent. Back row: 
John Fox, sales; Art B. Birtles, vice-president of production and purchasing; 
muth, secretary and treasurer; Clive Gilbert, sales; C. J. Benkert, vice-president for dis- 
tributors’ sales; J. A. Hillerich, Jr., assistant secretary; Henry Morrow, pro baseball con- 
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The Hardware Store with Eye- ype 









is the store that draws and keeps customers 
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Be ready for postwar competition. Make your modernization plans now. 


which glass can be used to give the Our staff of experts will be glad to 


iby Co., 
meeting. 
ribution 
all and 
plan by 
can be 
If sales; 
ubbuch, 
lle row: 
r, sales; 
ck row: 
, Reich- 
for dis- 
all con- 


1E AGE 








bes OF THOUSANDS of merchants 
all over the country have 
learned by actual experience that 
the store with a modern, appealing 
front and a smart, attractive interior 
is the one that draws customers—and 
hee ps customers. 

Pittsburgh Glass Products and 
Pittco Store Front Metal make pos- 
sible store fronts that are individual 
and inviting—that stand out from 
neighboring and competing stores. 
And there are innumerable ways in 
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interior of your store more light, 
to display merchandise more effec- 
tively, to create an atmosphere that 
puts customers in a buying mood. 

Plan now to modernize with Pitts- 
burgh Glass Products. Then you 
will be among the first to have altera- 
tions made. You will be among the 
first to have. an up-to-the-minute, 
sales-producing, profit-boosting 
store. See your architect to assure a 
well-planned, economical design. 


“PITTSBURGH HW” stan fot Lualy ae and paneer 


epee: me ee ots _— 


RC Me ITE sais 


cooperate with you and with him. 

For your guidance we have pub- 
lished free booklets, illustrated by 
photographs of actual store front 
and store interior installations 
throughout the country, which will 
give you many interesting facts 
about the experiences of others, 
Send the convenient coupon today 
for complete information on Pitts- 
burgh Glass Products and Pittco 
Store Front Metal. 









Pittsburgh Plate Glass Company ; 
2351-5 Grant Building, Pittsburgh 19, Pa. H 

Please send me, without obligation, { 
your illustrated booklets on store mod- 
ernization, 


Name... 





eens 


Address 






















PuT IT NEAR “THE 
CASH REGISTER. IT SELLS 
ITSELF ! 


WHEN YOU BUY 





CERTIFIED 

in occordence’ 

withTet @ 

Requirements of 
Speciticetions of 
Fleur-O-Lier Manufacturers 


Make Quick 
PROFITS: 


(GRIP SEAL Youn 


~ 


SSE 


i ELECTRICAL TESTING 
LABORATORIES INC 
NEW YORK WN 


Certifying Age 
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THE MAGIC MASTIC STRIP 


— LA 
lok othe abe Fa A PI pn ange 
FLEUR-O-LIER 


The Tremco Manufacturing Co., Cleveland, 0. 
.- tops in fluorescent lighting fixtures because they’re 


Single Package . . $ .29 Sold Thru 
Full Box. . ... 1.25 HARDWARE 
built to definite specifications; checked and Certified JOBBERS 
by Electrical Testing Laboratories, Inc. Made by more : 
than 30 leading fixture makers. Get the best—specify 
Fleur-O-Lier. 






















FLE U > ‘6 to] ” Li ER WManupactarers 


CERTIFIED FIXTURES FOR FLUORESCENT LIGHTING 
2116 Keith Building, Cleveland 15, Ohio 


ILLBRONZE 
ALUMINUM PAINTS 











UALITY stands guard 

when you use or spec- 
ify ILLBRONZE PRODUCTS. 
For over half a century 
ILLBRONZE has been prov- 
ing to millions of users that 
the best is always the 
cheapest. We have only 
one aim —to produce the finest in protective coatings. ILLBRONZE costs you no 
more than ord’nary finishes — because ILLBRONZE quality is the truest economy! 


ILLINOIS BRONZE POWDER CO., INC. Dept.6N 2015-29 South Clark St., Chicago 16 








ALUMINUM & BRONZE POWDERS + ALUMINUM PASTE INDUSTRIAL & AUTOMOTIVE LACQUERS and SYNTHETICS 
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RENTISS WABERS 
PrRoOpucTS Co. 
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Today a and Tomorrow 


REWAY 


a short line to 
"8 salesand profits / J 














It's time now to take a realistic 
view of your present situation... 
for postwar promises and recon- 
version delays won't bring cus- 
tomers your way if competition 
is ready now to give them what 
they want and need. 


For this reason — and many 
more—alert dealers everywhere 
are turning to Preway kerosene 
cooking ranges. Not only can 
they get delivery from Pren- 
tiss Wabers . .. but they get a 
modern, well-balanced short line, 
packed solid with every require- 
ment the market demands in per- 
formance, operation and price. 


Write today for the sales-mak- 
_.. ing Preway story—and lead in 
your community with this profit- 
able, fast-turning line. 








WISCONSIN RAPIDS, WIS. 
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ELECTRICAL REPLACEMENT 





Heater Cone 
Element 3 sizes: 
660, 880 and 1000 
watts. 





TBS-1 for 660 watt 
Single Heat 
Table Stoves. 





TBS-2 used for 
either 2 or 3 
heat switches. 


THE HARTFORD ELEMENT CO. INC. 


Windsor 


274 
HARTFORD 





ELEMENTS 


Jiffy offers you the foremost 
line of electric resisting ele- 
ments in the country today. 


Jiffy makes it possible for 
you to obtain all electrical 
replacement elements from 
one source. These elements 
are manufactured -of the 
finest materials available to 
assure long-lasting depend- 
able service. 


Because Jiffy elements are 
constructed to fit practically 
any type or size installation, 
they always have a ready 
market. For a fasti.selling, 
popular and profitable line, 
use Jiffy- “the longélife ele- 
ment,”’ a 

oo 


& 








B-2 for various types 
of domestic table 
broilers. 
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OLSON RESIGNS FROM 
COAST TO COAST, 
JOINS ACE HWE. 

David T. Olson, for the past 

eight years, manager and buyer 
of the hardware department at 





DAVID T. OLSON 


the central organization of Coast 
to Coast Stores, Minneapolis, 
Minn., recently resigned his posi- 
tion to succeed E. J. Koblas at 
the Minneapolis office of the Ace 
Hardware Corp., 1319 S. Michi- 
gan Ave., Chicago 5, Ill. He 
started his career with Hackett, 
Walther, Gates Hardware Co., St. 
Paul, Minn., where he served in 
various departments in both the 
warehouse and office. He was 
salesman for the Jackson Hard- 
ware Co., Aberdeen, S. D., after 
which he was with the former 
Simmons Hardware Co., St. 
Louis, Mo., as a salesman from 
St. Louis for six years, and for 
20 years as its Minneapolis, 
Minn., representative. His head- 


| ware Corp., Foshay Tower, Min- 
| neapolis, Minn., and he will be 
| responsible for merchandise for 
the Ace stores in the northwest. 





D. F. AUSTIN, V.P. 
OF SALES, U. S. STEEL 


David F. Austin was recently 
elected vice-president in charge 
of sales, United States Steel 
Corp., Cleveland, Ohio, having 
been acting vice-president since 
June, 20. During that time he 
continued as vice-president in 
charge of sales, Carnegie-Illinois 


| Steel Corp., U. S. Steel sub- 


sidiary. 

He joined the steel company 
in 1918, and after working as a 
salesman in four territories, be- 
came assistant district manager, 
and then district manager in 
Cincinnati, Pittsburgh, and Chi- 
cago. From 1942 to July, 1943, 
he was with WPB, becoming suc- 
cessively assistant director, dep- 
uty director and acting director 
of the steel division. 








quarters are at the Ace Hard- 


DAVID F. AUSTIN 








| More Than 25% of Home Laundry Items 
For Ouat-of-Basement Use Says Hotpoint 


| 





More than 25 per cent of all | 
kome laundry equipment will be 
sold in ensembles for “out-of- 
basement” installation, a major- | 
ity of dealers handling appli- 
ances believe, according to re- 
sults of a survey released by | 
Fred C. Margolf, manager, home 
laundry sales division, Edison 
General Electric (Hotpoint) Ap- 
pliance Co., 5600 W. Taylor St., | 
Chicago 4, Ill. Of replies re- 
ceived in the survey 816 were 
from hardware dealers. 

Of all dealers participating it 
was shown that 79.2 per cent 
would sell automatic washers, as 
against 46.6 per cent selling 
them previously. The increased 
percentage of dealers does not 


approaching the dealer percent- 
age, he emphasized, pointing out 
that all of the dealers would sell 
conventional washers. More than 
60 per cent of the dealers, co- 
operating, look for 25 per cent 
or more of the laundries to be 
designed for rooms adjacent to 
kitchens and otherwise “out-of- 
basement,” much of this senti- 
ment being attributed to in- 
creased interest in “complete” 
laundry ensembles of appliances. 
More than 60 per cent of the 
dealers will sell metal cabinets, 
and more than 50 per cent will 
sell tumbler clothes dryers, giv- 
ing a line on the high percent- 
age who will design “complete” 





indicate a customer preference 


laundries, he said. 
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E AGE 


Fifty-Year American Brand Names 
To Be Given Anniversary Certificates 


The Brand Names Research 
Foundation, Inc., 420 Lexington 
Ave., New York City 17, will | 
award anniversary certificates to | 
distinguished American brand | 
names which have been serving | 
the American public continuously | 
for 50 or more years. The contri- 
butions of these names to the in- 
creasingly high standard of living, 
ing, and the American competi- 
tive system will be recognized 
through the award of centennial, 
diamond and golden anniversary 
certificates of public service at a 
series of ceremonies in leading 
cities. The first presentation was | 
held recently in Cincinnati, Ohio, 
at the Queen City Club. Henry | 
Abt, manager direction of the 
foundation, discussed the organi- 
zation of the foundation, while 
the “Marks of Merit,” the foun- 
dation’s motion picture was 
shown at the luncheon. 

Among those who qualified so | 
far, as centennial brands, are | 
the following: W. T. Copeland & | 
Sons, Ltd., New York City, ap- | 
plied to Spode china; The Miller | 
Co., Meriden, Conn., applied to | 
lighting equipment, and among | 


N. J., applied to furnaces; 
Nicholson File Co., Providence, 
R. L., applied to files and rasps; 
Dumphy Boat Corp., Oshkosh, 
Wis., applied to inboard and out- 
board sail and row boats; H. B. 
Smith Co., Inc., Westfield, Mass., 
applied to boilers, and B. T. 


| Babbitt, Inc., New York City, ap- 
| plied to lye. Companies of in- 


terest to the hardware trade 
known to be eligible for 50-year 
awards include: Landers, Frary 
& Clark, New Britain, Conn., 
Universal household products; 
Voss Bros. Mfg. Co., Davenport, 
Iowa, washing machines; Stanley 
Works, New Britain, Conn., tools; 





The Billings & Spencer Co., Hart- | 
ford 6, Conn., tools; Henry Diss- 
ton & Sons, Inc., Philadelphia 35, | 


Pa., saws; The Bullard Co., 
Bridgeport 2, Conn., 
tools; E. C. Atkins & Co., In- 
dianapolis, Ind., saws; Russell & 
Erwin Mfg. Co., New Britain, 
Conn., Russwin hardware; Fair- 


machine | 


banks, Morse & Co., Chicago 5, | 


Ill., scales; American Stove Co., 
St. Louis, Mo.; Weston Electrical 
Instrument Corp., Newark, N. J., 
electrical instruments; Westing- 





those qualifying for the 75-year | house Electric, Pittsburgh, Pa., 
group are: E. F. Houghton & | electrical products; R. E. Dietz 
Co., Philadelphia, Pa., applied to | Co., New York City 13, lanterns, 
trust preventative-lubricating oil; | and Yale & Towne Mfg. Co., New 
Thatcher Furnace Co., Garwood, | York City, locks. 








|matic Tool Co., The Kent Co., 
| Rome, N. Y., and the General 


BOYER, OSBORN MFG. 
SALES ENGINEER 


Robert H. Boyer has recently 
been appointed sales engineer of 
The Osborn Mfg. Co., 5401 Ham. | 
ilton Ave., Cleveland, Ohio, man- | 
ufacturer of brushes for industry. 
He will assist the company sales- 
men in the studies of the appli- | 
cation and use of power brushes. | 
He has had 33 years of sales ex- | 
ecutive experience with General 
Electric Co., The Chicago Pneu- 


pany, he was inspector of preci- 
sion equipment used in_ the 
Bullard Co.’s manufacturing op- 
| erations. 

CAJIN, SEEKS AM. 
HDWE. LINES FOR 
BOGOTA, COLOMBIA 


Alberto L. Cajin, Cia, Nal. De 
Imp. Y Exp. Ltda., manufac- 
| turers’ representatives, Bogota, 
| Colombia, South America, is in- 
| terested in obtaining connections 
| with American manufacturers of 
| hardware and allied lines, on an 
| exclusive representative _ basis, 
| covering all of Colombian terri- 
|tory. The company has eight 
| sales representatives in the field, 
and is willing to carry stocks if 
| it is required. Mr. Cajin, who is 
| staying at the Hotel McAlpin, 
|New York City, is acting mana- 
|ger of the firm, and can be 
| reached there until Oct. 15. The 
|company’s references include: 
| American Foreign Trade Under- 
| writers and Roldan Export Inter- 
national, St. Louis, Mo., Banco 
| de Bogota, and Banco de Colom- 
| bia, Bogota. 





H. BOYER 


ROBERT 


OCTOBER 11, 1945 


Floorcraft, Inc., New York City. | 
Before joining the brush com- | 





_ There are 










PROFITS in 
AIR FILTERS 


for forced warm air furnaces 


Here's a new hardware store item that is 
available. Every forced warm air furnace or 
air conditioning unit must have periodic air 
filter replacements. Feature RESEARCH AIR 
FILTERS—ample, original stock is small, mark 
up and profits very attractive. 


Above, the No. 200 Series—30,000 
tiny baffles per square foot to 
catch dirt and lint. Clean filters 
save fuel, save housework! 


Selling Made Easy 





Write for free data and 
cost sheets today. Also avail- 
able is a complete merchan- 
dising sales kit offering the 
following material as FREE 
Sales and Advertising helps. 





RESEARCH PRODUCTS CORPORATION 
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oints toa 
Broader Horizon 








When the direction of our current production 
veers around from the war fronts to your shelves, the 
name of Parker will be on new and other familiar small 
hand tools. Your increasing requests for Parker Tools 
are hard to leave unfilled. We realize that what few 
tools escape war delivery are therefore a disappoint- 
ment to any dealer. 


This much IS predictable, that every possible 
effort will be turned to the immediate production of 
items for you — come VJ Day, that the variety will 
far exceed any previous range of Parker products, 
and that their marked improvement will establish a 
new standard of quality for small hand tools. 





Parker | 


PARKER MANUFACTURING CO. 


WORCESTER I, MASS., U.S. A. 
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FORM NEW DEALER 
OWNED JOBBING HOUSE 
IN FORT WAYNE, IND. 


Arnold H. Gerberding, RR 9, 
Lake Ave. and Reed Road, Fort 
Wayne 8, Ind., is manager of 
Hardware Wholesalers, Inc., a 
dealer owned wholesale house 
chartered on July 13, 1945, with 
a capitalization of $300,000 and 
approximately 100 dealer-stock- 
holder members at the present 
time. The company, which plans 
to distribute hardware and al- 
lied lines to its members, will 


| operate within a general 150- 


mile radius, chiefly in Michigan 
and Indiana, and will open its 
offices and warehouses in Fort 


| Wayne, Ind. 


John Suelzer, Fort Wayne, 
Ind., is president of the com- 
pany. Other officers are: Har- 
old Rosser, Arcanum, Ohio, vice- 
president; Paul E. McGill, Fort 
Wayne, treasurer, and Howard 
P. Travis, Indianapolis, Ind., sec- 


| retary. 





WICKSTRUM MID-WEST 
SALES MGR. LIGHTING 
DIV. SYLVANIA ELEC. 


B. K. Wickstrum has recently 
been appointed mid-western sales 


| manager, lighting division, Sylva- 


nia Electric Products, Inc., with 


| headquarters at 135 S. LaSalle 





} 
| 
| 
} 
| 





St., Chicago, Ill. Since 1943 he 
has been the company’s Pacific 
coast sales manager, directing 
selling, servicing and engineering 
activities in the northwestern and 
California territorial divisions of 
the company. He joined Sylvania 
in 1940 as assistant advertising 
manager, until he was promoted 
to advertising manager, lighting 
division. 

LEFEBRE, ASS’T SALES 

MGR. WESTINGHOUSE 

HOME RADIO DIV. 


W. S. Lefebre, formerly west- 
ern sales manager, Philco Corp., 
Philadelphia, Pa., has recently 
been appointed assistant sales 
manager, Westinghouse Home 
Radio Division, Sunbury, Pa. He 
will aid in directing nationwide 
sales of home radio and televi- 
sion receivers. In 1930, he 
joined the sales staff of the Na- 
tional Radio Union Corp., New- 
ark, N. J., and for three years 
following was traveling merchan- 
dising and sales promotion rep- 
resentative for the national radio 
department of Sears, Roebuck & 
Co., serving from Maine to Kan- 
sas. He joined Philco in 1934 
as assistant to manager of the 
central division, and a year later 
was made one of the western 
sales managers of the factory 
executive sales staff. 


] 





M. M. MAUTNER 


recently appointed vice-presi- 

dent in charge of industrial 

relations for the Plomb Tool 
Co., Los Angeles, Cal. 








KNAPE & VOGT BUYS 
SHOW CASE HARDWARE 
LINE FROM KEIL 


Francis Keil & Son, Inc., 401- 
425 E. 163rd St., New York has 
announced that Knape & Vogt 
Mfg. Co., 658 Richmond St., 
Grand Rapids, Mich., has pur- 
chased its show case hardware 
lines. The Keil company has 
disposed of all dies, tools and 
equipment used when it manu- 
factured show case hardware. 





MARJORIE VAN WORMER 
DIR. HOME ECONOMICS 
EKCO PRODUCTS CO. 


Majorie L. Van Wormer has 
recently been appointed director 
of home economics for Ekco 
Products Co., Chicago, IIl., in 
charge of Ekco’s experimental 
work in food preparation, and 
supervisor of research and de- 
velopment of consumer informa- 
tion. She was formerly director 
of home economics for the Milk 
Foundation of Chicago for five 
years. 











MARJORIE VAN WORMER 
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BELGIAN GOVT. AGENTS 
TO PURCHASE HDWE. FOR 
BELGIAN WHOLESALERS 

Richard Debels, proprietor, | 
Richard Debels & Sons, Belgian | 
wholesale hardware merchants, | 





RICHARD DEBELS 


22 Faubourg de Tournai, Courtrai, | 
Belgium, and Omer Saey, man- 
aging director, Omer Saey & Fils, | 
29 rue do Groeninghe, Courtrai, 
Belgium, hardware wholesalers 





OMER SAEY 


and managing director, Util., 

104/414 Av., Van Volxom, Brus- 
sels, Belgium, wholesalers of iron 
and steel products, have recently 
come to the United States on an 
official hardware purchasing mis- 
sion for the Belgian government, | 
and are buying hardware for all | 
the Belgian hardware  whole- 

salers. Purchases made are to be | 
approved and paid through the | 
Belgian Economic Mission, Wash- | 
ington, D. C. 

In New York City, until Oct. 
20, they are making their head- 
quarters at the Hotel Pennsyl- | 
vania. The purchasing agents | 
are interested in buying general | 
hardware, all hand tools, small 
kitchen utensils, cutlery, builders’ | 
hardware, padlocks, upholstery | 
and shelf hardware, dishwashers, | 
electric kitchen appliances, wood- 
enware, tool handles, forks and 
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| cently 


hoes, plastic articles, etc. In 
iron and steel products, they are 
particularly interested in pur- 
chasing carriage and machine 
bolts, perforated metals, wire 


cloth, steel tubes and cast iron | 


REDD RETIRES, SELLS 
BUSINESS IN KENTUCKY 
Veach C. Redd, nationally 
known hardware merchant in 
Cynthiana, Ky., and past presi- 
dent, NRHA, recently sold his 


| strip, plastics, Nu-Art numbers 
| and letters, “Fits-All” screen 
| door grilles, Nu-Art moulding, 
| trim, etc., Nu-Calk, Nu-Glaze, 
| Plumex and Klak. 


fittings for steel tubes, cast iron | 


press molding machines, electric 


welding machines and electrodes. | 





BIERWIRTH E. SALES 
MGR., OTHER SALESMEN 
FOR WELMAID PRODUCTS 


Arthur J. Bierwirth has re- 
been appointed eastern 
sales manager, with temporary 
office at .389 Fifth Ave., New 
York City, for Welmaid Products, 
Chicago, Ill. Kenneth J. Dahm, 


who recently returned from the | 


Navy, will cover the western ter- 
ritory, and Hugh MeNair, will 


handle Idaho and other nearby , 
| territory. Vic Erickson, Jr., also | 


has returned to the company 


after three years in war work, | 
| and will cover part of Chicago, | 


and other areas to be announced 
later. 


PALMER, ASS’T. MGR. 
KITCHEN CABINET SALES 
FOR BERGER MFG. 


Gregory S. Palmer has recently 
been appointed assistant mana- 
ger, kitchen cabinet sales, Ber- 
ger Mfg. division, Republic Steel 
Corp., Cleveland, Ohio. He has 
been engaged in sales work 20 
years, and has sold Berger cab- 
inets in Virginia, Maryland, and 
the District of Columbia since he 
joined the company in 1939. He 
formerly did sales work for 
American Radiator & Standard 
Sanitary Corp., Pittsburgh, Pa., 
and the Steel Kitchen Corp., Chi- 
cago, Ill. , 


MACKLANBURG-DUNCAN 
ISSUES TWENTY-FIFTH 


| ANNIVERSARY BROCHURE | 


In commemoration of its 25th 
anniversary The Macklanburg- 
Duncan Co., Oklahoma City. 
Okla., has issued a_ brochure 
starting out with views of the 
city’s civic center, oil wells, resi- 
dential areas, etc. Then there is 


a message from L. A. Macklan- | 
founder; | 


burg, president and 


LUFKIN RULE CO. 
WINS FOURTH STAR 


The Lufkin Rule Co., Saginaw, 
Mich., has recently announced 
the presentation to its employees 
by the Army and Navy, of its 

| fourth white star, signifying con- 
tinued excellence in the produc- 
tion of war materiel. 





CHIRGWIN, GEN. SALES 
MGR. NEW HAVEN CLOCK 

R. H. Chirgwin, for the past | 
14 years advertising manager and | 
sales manager of the automobile * 





VEACH C. REDD 


| hardware business to H.F. and Sgt. 

H. C. Skidmore, Elizabethtown, 

Ky., and retired after 45 years 
| of active mercantile operations. 
| The business will be managed 
| for the new owners by Watts 
Franklin, formerly with Belknap 
Hardware & Mfg. Co., whole- 
salers, Louisville, Ky. 

Mr. Redd started his career at 
the age of 16 as a clerk in a gen- 
eral store, later becoming man- 
ager of @ general store at Berry, 
| Ky. In 1619 he established his 
hardware store in Cynthiana. 
Mr. Redd is a past president of 
| the Kentucky Hardware & Im- 





R. H. CHIRGWIN 


clock division, and industrial | plement Association and a mem- 
sales manager, New Haven Clock | ber of the Domestic Distribution 
Co., New Haven, Conn., recently | Committee and the Advertising 


has been appointed general sales | and Promotion Committee of the 


manager. | U. S. Chamber of Commerce. 








pictures of the plant, in various | § 


stages of its growth and photos 
and sketches of other members 
of the original firm. Pictured also 
are the heads of various depart- 
ments of the business, as well as 
other key-men. There are also 
machine shop and other produc- 
tion unit illustrations, including 


those showing the processes 
used in producing Numetal 
weatherstrip, Nu-Way weather- 





CONLON CORP. NAMES THREE NEW MEN: I. N. Merritt, 
vice-president and general manager, Conlon Corp., Chicago, 
Ill., maker of household washers and ironers, announced re- 
cently the appointments of, left to right: Roy E. Andree, 
director of sales; George D. Conlee, chief engineer, and A. T. 
Blakemore, special executive assistant. Mr. Andree was with 
Mr. Merritt at Meadows Corp:, Bloomington, IIl., and Hurley 
Machine Division, Electric Household Utility Corp., Chicago, 
Ill., as were Mr. Blakemore and Mr. Conlee, though the 
latter was more recently with Henry J. Kaiser Co., Sperry 
Gyroscope and Bendix Aviation. 
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HILL, GEN. SALES 

MGR. SCHICK, INC. 
Paul H. Hill has recently been 
appointed general sales manager, 
Schick, Inc., Stamford, Conn. Mr. 





PAUL H. HILL 


Hill joined Schwarze Electric 
Co., Adrian, Mich., as general 
sales manager in 1943, and be- 
came director and vice-president 
in charge of sales for Faraday 
Electric Corp., when that com- 
pany acquired the former 
Schwarze organization. 





CROWLEY REJOINS 
MacGREGOR-GOLDSMITH 
SPECIAL SERVICE DEPT. 


J. M. Crowley, who was asso- 
ciated with Mac-Gregor - Gold- 
smith, Inc., sports equipment, 
Cincinnati, Ohio, for nine years 
prior to entering the Navy in 
May, 1942, has recently rejoined 


the company’s special service de- | 


partment. 
in the professional base bal] 
leagues’ department before en- 
tering the service, where he 
spent 40 months as a lieutenant 
on assignments associated with 
recreational activities for men in 
the service. 





He was an executive | oe Pp 
| the fourth a chairside model with | 


phonograph compartment sliding | 


tric Co., Schenectady, N. Y., pro- 
poses to acquire the business. In 
the event that the merger is ap- 
proved the Electric Vacuum 
Cleaner Co. will become a man- 
ufacturing division of the Gen- 
eral Electric Co., and the Pre- 
mier division will be a sales 
division of G-E’s appliance and 
merchandise department with 
Ralph B. Wilson, executive vice- 
president of the vacuum com- 
pany, continuing as active head 
of that division. Mr. Wilson 
stated no changes in product, dis- 





| tribution policies, or personnel 


are contemplated. 


LEAVITT, HDWE. BUYER 
FOR SOUTHWEST HDWE. 


C. V. Leavitt, formerly hard- 
ware buyer for the Hall Hard- 
ware Co., Minneapolis, Minn.., 
dealer owned’ -wholesalers, has 
been made hardware buyer at 
the Southwest 
Inc., 1922-1924 Atlantic, whole- 
salers, Los Angeles, Cal., suc- 
ceeding the late Alfred H. Faull. 


ELECTRONIC CORP. 
SHOWS NEW LINE 








Hardware Co., | 


The Electronic Corp. of Amer- | 


ica, 45 W. 18th St., New York 
| 11, N. Y., recently held a lunch- 
| €on for editors, at which was 
| shown its new line of ECA radios 
j at the Hampshire House, New 
| York City. Six sets, all ready 
| fot production in 1945, were 
shown, including five and seven 
tube table models and four radio- 
phonograph combinations. Two 
of the combinations are table 
| models, one a luggage type with 
| handle for easy portability and 


out left to right. Every ECA 





with 
| guarantee that the radio will per- 
form in accordance with the rat- 





| ing established for it, Samuel J. 


| Novick, president of the com- 
| ’ 
ELECTRIC VACUUM | pany, announced. Jack Geartner, 


CLEANER COMPANY sales manager, presented the 
Julius Tuteau, chairman of the | lines, and pointed out that they 
Electric Vacuum Cleaner Co., | will be sold only direct to se- 
Cleveland, Ohio, reported recent-| lected franchised retail dealers. 
ly that subject to the stockhold- 
ers’ approval, the General Elec- 


SEEKS TO ACQUIRE 


only staple items. 








To Hold Housewares Show 
In Chicago, Dec. 30 - Jan. 


Five floors have already been | held in Chicago at the Palmer 
reserved for the 1946 Chicago} House from Dec. 30 to Jan. 4 
Housewares Show, a housewares | inclusive. A. W. Buddenberg, 
and major appliances exhibit | secretary of the organization is 
sponsored by the Housewares | | at Lisk-Savory Corp., Merchan- 
Mfrs. Association, Inc., to be | dise Mart, Chicago, IIl. 


OCTOBER 11, 1945 


radio will carry an informative 
‘abelling tag giving accurate per- 
| formance data about it, 


At present the line will contain | 








EAGER BEAVER 
STEEL WOOL 


OPENS A NEW MARKET 
FOR HOUSEHOLD, HOME WORKSHOP AND GARAGE USE 





ATTRACTIVE 
COLORFUL 
LABEL 


tells the story— 
displays the product. 





a NATURAL SELLER 
a SALES REPEATER 
a VOLUME SALES BUILDER’ 


This new giant 5c seller fills the need for a con- 
venient size, all-purpose roll and rounds out the 
retailer’s stock of Steei Wool products. It does 
not affect the sales of other stee! wool designed 
for specific uses and trades. 

Every member of the family will use EAGER 
BEAVER STEEL WOOL for the many small jobs 
around the house. This means volume sales which 
assures you quick turnover and real... 


PROFITS 


EAGER BEAVER all-purpose Steel Wool is store- 
tested, time-tested, sales-tested. it seils on sight 
and repeats with use. 


Lon SILVERY STRANDS 


EASY ON YOUR HANDS ©1945 


ORDER THIS LONG-PROFIT ITEM FROM YOUR HARDWARE JOBBER 


If your wholesaler cannot supply you— ' 
write us for nearest jobber and free sample 


; > JAMES H. RHODES & COMPANY 





CHICAGO 10, ILLINOIS LONG ISLAND CITY I, N.Y. 





157 W. HUBBARD STREET ics TWENTY-NINTH STREET 
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YOU'LE FEEL LIKE 
THEM 


When the first Judd Bright Wire Goods reach 
your store again .. . you ll be so glad to see them’ 
you'll feel like framing them. 

But you won't, because you know what a back- 
log of consumer demand exists. You'll put them 
on display immediately, and sell them almost as 
quickly. 

For the present, we can’t forecast the day of un- 
limited shipments. Material restrictions and our 
government's continued demands on our produc- 
tive capacity make that impossible. 

But we expect that before too long, we'll be 
able to fill your orders with reasonable promptness. 


H, L. JUDD COMPANY, Wallingford, Conn. 
87 Chambers Street, New York 7, N. Y. 








NEW HAVEN ADVT. CLUB 
HONORS FRANK KENNA 

The Gold Medal Award for 
1945 of the Advertising Club of 
New Haven, Conn., will be pre- 











FRANK KENNA 


sented this year to Frank Kenna, 


president, Marlin Firearms Co., 
New Haven, Conn., at a dinner 
to be held in November in New 
Haven. Mr. Kenna is the author 
of the “Kenna Plan” to aid war 
veterans in establishing them- 
selves in business. He offers to 
small business men, on a pay- 
the-rent-as-you-can basis, space in 
the 42 buildings which he owns 
in New Haven. The plan sug- 
gests that communities take over 
similar vacant space to offer 
small business opportunities to 


the returning servicemen. 





SCHWARTZ, EMERSON 
RADIO MID-ATLANTIC 
SALES REPRESENTATIVE 


Harry Schwartz has recently 
been named head of the middle 
Atlantic states territory, with 
headquarters in Baltimore, Md., 
for the Emerson Radio & Phono- 
graph Corp., 111 Eighth Ave., 
New York City. He has been 
with the radio industry since 
1929, and was buyer for the 
Hecht Co., and radio specialist 
for General Electric Supply Co., 
Baltimore. 

PENMAN SUCCEEDS 

EDMONDS, GEN. MGR. 
BETHLEHEM STEEL PLANT 


Walter R. Penman, formerly 
assistant general manager, Leb- 
anon, Pa., plant of the Bethlehem 
Steel Co., Inc., Bethlehem, Pa., 
has succeeded J. H. Edmonds, 
who has retired as general man- 
ager, a position he held since 
1928. Mr. Edmonds became as- 
sociated with the company in 
1907 when he entered the plant 
as a learner. He progressed 
through works accountant, pro- 





duction engineer and assistant to 


the general manager, becoming 
general manager in 1919. Mr. 
Penman’s entire industrial career 
has been with the steel company, 
which he joined in 1919. He has 
been assistant general manager 
since 1940. Robert L. Riley suc- 
ceeds Mr. Penman as assistant 
general manager. 





CAPT. DON HARRIS 
RETURNS TO HARRIS 
INC. AS PRESIDENT 


Capt. Don C. Harris has been 
discharged after three years of 
military service in the AAF, and 
ordnance department, and has re- 
sumed his position as president. 
Harris, Inc., manufacturers and 
sales distributors, 1157 Cleveland 
Ave., Columbus 3, Ohio. 





PROSKEY, SALES AND 
ADVT. DIRECTOR FOR 
MICHIGAN CHEMICAL 


H. H. Proskey has recently 
been appointed director of sales 
and advertising for the Michigan 
Chemical Corp., St. Louis, Mo., 
The company, which was a war- 
time maker of DDT, is converting 
to civilian production and plans 
to open offices in New York City 
with Mr. Proskey in charge. He 
was formerly with Lehn & Fink 
Products Corp., where for 12 
years he served as general sales 
manager. 


HOLBROOK, V.P. SALES 
MARSH, V. P. FOREIGN 
TRADE—PARAFFINE CO’S. 


The Paraffine Co.’s., Inc., San 
Francisco, Cal., recently an- 
nounced the election of two addi- 
tional officers, namely, J. E. Hol- 
brook, vice-president of sales, and 
R. R. Marsh, vice-president, over- 
seas trade. The stockholders re- 
elected all directors, and the di- 
rectors re-elected all officers. Mr. 
Holbrook was formerly general 
sales manager, and Mr. Marsh, 
overseas trade manager. The off- 
cers, excluding the new ones, re- 
elected are: R. S. Shainwald, 
chairman of the board; W. H. 
Lowe, president; R. H. Shain- 
wald, executive vice-president; C. 
C. Gibson, vice-president and 
treasurer; F. M. Tussing, vice- 
president, manufacturing; A. W. 
Brown, secretary; Jean Holmes, 
assistant treasurer; D. B. Strain, 
assistant treasurer; M. F. Stires, 
assistant treasurer; R. E. Dexter, 
assistant secretary, and J. F. 
Haynes, assistant secretary. Di- 
rectors include Bruce F. Brown, 
J. B. McCargar, Robert W. Mil- 
ler, D. J. Murphy, Silas H. Pal- 
mer, Herman Phleger, Henry 
Rosenfeld, and Messrs. Gibson, 
Lowe, R. H. and R. S. Shainwald. 


HARDWARE AGE 





An E! 
in th 
does 


cuts r 
cuts « 
cuts v 


prepe 
prepe 





OcTO! 


becoming 
1919. Mr. 
trial career 
1 company, 
9. He has 
| manager 
Riley suc. 
$ assistant 


.RRIS 
ARRIS 
JENT 


} has been 
> years of 
AAF, and 
ind has re- 
president, 
urers and 
Cleveland 
io. 


} AND 
R FOR 
AICAL 


} recently 
r of sales 
Michigan 
buis, Mo., 
as @ war- 
converting 
and plans 
York City 
arge. He 
n & Fink 
> for 12 
eral sales 


SALES 
REIGN 
E CO’S. 


Inc., San 
ntly an- 
two addi- 
|. E. Hol- 
sales, and 
ent, over- 
oiders re- 
d the di- 
cers. Mr. 
+ general 
Marsh, 
The off- 
ones, re- 
hainwald, 
; W. H. 
[. Shain- 
ident; C. 
ent and 
ng, vice- 





ENTERPRISE CHOPPERS 


are in use in all 


BIG FOOD INDUSTRIES {3 


Big canners, for instance, 
do their food-chopping 
with on Enterprise, for 
fast, efficient operation 
at low cost. So do these: 


An ENTERPRISE v 


in the kitchen 
does all this: 


cuts raw meat 

cuts cooked meat 

cuts vegetables 

cuts fruits 

prepares baby foods 

prepares foods for 
desserts 


the 











MEAT PACKERS - ICE CREAM MAKERS 
CONFECTIONERS + SOUP MAKERS 
BAKERS ° MINCE-MEAT MAKERS 


GIVE YOUR CUSTOMERS THE SAME 
PROFESSIONAL FOOD CUTTING SERVICE 
IN THE HOME THAT CANNERS GET 


WITH THEIR ENTERPRISE CHOPPER 


Naturally, your customer hasn't so much food to chop as the 
big food processors. But what she has to chop, she wants 
chopped right. 

Well, the same exclusive System of Cutting that's in the big 
power-choppers for Industry is in the Enterprise Chopper for 
the home. Same clean, fast, razor-sharp cutting; same retaining 
of flavor-making juices; same fine engineering for fine per- 
formance. 

Pretty soon now, Enterprise Choppers should be available 
for your trade. It’s good business to see that your trade gets 
this “professional” cutting performance. 





The ENTERPRISE MFG. CO. of PA. 


79 YEARS’ 


OCTOBER 11, 1945 


PHILADELPHIA 33, PA. 


EXPERIENCE BEHIND THE MODERN ENTERPRIS 


E 
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PEACE MUST BE WON 
BLAUVELT TELLS 
HARDWARE BOOSTERS 





H. B. D. BLAUVELT 


Emphasizing that the war has 
been won and that now the peace 
must be won, too, Hiram B. 
Demarest Blauvelt, president, 
Comfort Coal-Lumber Co., Hack- 
ensack, N. J., told more than 50 
members and guests at the meet- 
ing of the Hardware Boosters 
at the Midston House, Sept. 28, 
of some of his experiences in 
Africa as a member of Gen. 
Donovan’s intelligence staff. Tell- 
ing of the situation in Africa, 
both before and since our entry 
into the Second World War, he 
said that as Napoleon had de- 
clared, control vf Africa is the 
keynote of world military suc- 
cess. 

R. S. Wild, just recently hon- 
orably discharged as a Technical 
Sergeant, U. S. Army, and prior 
to his military service Associate 
Editor of Hardware Ace, told, 
informally, of some of his ex- 
periences in air battles and of 
his observations of Germany 
while he was a prisoner of war. 

A. C. Flamman, Hughes, Flam- 
man & Simpson, president of the 
Boosters, announced that the an- 
nual Christmas party would be 
held Tuesday evening, Dec. 18, 
at the Hotel Roosevelt, New 
York City. 


WRIGHT AND KETCHEM 
ASS’T GEN. MGRS. 
PITTSBURGH GLASS 


Gordon E. P. Wright. 


| capacity he joined the com- | York area, since early in the ’30’s. 





and | 


Paul A. Ketcham have recently | 


been appointed assistant general 
managers of branches, Pitts 
burgh Plate Glass Co., 632 Du- 
quesne Way, Pittsburgh, Pa. 
Mr. Wright has been with the 
glass company since 1916, and he 
started what are now the safety 
and insurance departments. In 
1922 he became assistant super- 
intendent of the Ford City 4 
glass plant. In a supervisory 
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mercial department in 1930. Mr. | 
Ketchem entered the company in 
1931, and moved from Kansas 
City to Louisville, and served as 
assistant manager in Columbus, 
Ohio. In 1937 he became mana- | 
ger of the latter branch, and then | 
transferred to Toledo as mana- | 
ger. 

LT. COL. FISHER 

EMERSON RADIO CORP. 

SSOUTHERN FIELD AGENT 


Lt. Col. A. Earle Fisher, placed 
on inactive status with the AAC, 
recently has joined Emerson Ra- 
dio & Phonograph Corp., 111 
Eighth Ave., New York City 11, 
as southefn fiekd representative. 
He has returned from Italy, after 
having served 18 months as radio 
engineering and communication 
officer in the Mediterranean thea- 
tre, and will cover Georgia, Ala- 
bama, and Florida! He was, prior 
to entering the service, radio con- 
sultant engineer in the south for 
1l years. 


TRIANGLE MFG. USES 
COPPER AGAIN FOR 
SCOURING PADS 
The Triangle Mfg. Co., 123-125 


N. Jefferson St., Chicago 6, IIL, | 


has recently announced it is 
again using copper to make the 


| OPA 


During the war he was with the 
in the middle Atlantic 
states. He is now responsible for 
all G-E appliance sales to au- 
thorized dealers in metropolitan 
New York. 


BROWN HDWE. & SUPPLY 
SEEKS MFR’S. CATALOGS 


The Brown Hardware & Sup- 
ply Co., formerly the: Brown 
Hardware Co., 1157 Castleton 
Ave., West New Brighton, S. L., 
N. Y., is now located at 480 
Springfield Ave., Summit, N. J. 
The company, which intends to 
carry hardware, paints, plumbing 
supplies and major and minor 
appliances, wants catalogs from 
manufacturers. 


PORTO RICO AGENT 
IN U. S. SEEKING 
AMERICAN LINES 


R. A. Sierra, manufacturers 
direct representative, 320 Ponce 
de Leon Ave., Martin Pena, 
Porto Rico, will arrive in New 
York City about Oct. 15, to 
acquire new lines in radios, 
and refrigerators, and electronic 
goods, bicycles and scooters, me- 
chanical and hydraulic jacks for 
automobiles, mufflers for autos 
and trucks, ball and roller bear- 
ings, motorcycles, paint brushes, 





Handy Mandy scouring pads. 


GRAVES, MGR. DEALER 
SALES N. Y. APPLIANCE 
DIST. BRANCH, G-E 


Robert A. Graves has recently 


been appointed manager, dealer | 


sales, for the New York Appli- 
ance Distributing Branch, Gen- 
eral Electric Co., 1285 Boston 
Ave., Bridgeport 2, Conn. He 
has represented General Electfic 
appliance divisions in the New 


abrasives, solder-half and half, 
and other metals. He wants these 
| new lines for Porto Rico and the 
| Virgin Islands, as well as for 
| the outside territory of Santo 
| Domingo, Haiti, Aruba, Curazao, 
and Venezuela. For the last three 
mentioned he has established a 
| branch office at Box 852 Caracas, 
| Venezuela. He will also visit New 
Orleans, La., St. Louis, Mo., 
Springfield, Tll., Chicago, Tl. 
Indianapolis, Ind., Detroit, Mich.., 
and Cleveland, Ohio. 











THE CLEVELAND CAP SCREW CO. WINS E: The Cleve- 
land Cap Screw Co., 2917-23 E. 79th St., Cleveland 4, Ohio, 


recently was awarded the Arm 


y-Navy E for excellence in the 


production of cap screws, set screws, milled studs and special 


headed and threaded products. 


president; Lt. Col. A. F. Witte 


Left to right: J. W. Fribley, 


, Cleveland Ordnance District, 


Army Service Forces, and Louis Doksansky, oldest employee 


of the company. 


CHAPMAN, DUO-THERM 
SALES MANAGER 

J. Gower Chapman, who has 

been with Duo-Therm Division, 

Motor Wheel Corp., Lansing, 





J. GOWER CHAPMAN 


Mich., for 16 years, has recently 
been appointed sales manager. 
Before the war, he served as 
Duo-Therm district manager for 
a group of mid-western states. 
The division has announced the 
following district manager ap- 
pointments: B. F. Burkholz, for- 
merly with Morley-Murphy Co., 
Milwaukee, Wis., covering west- 
north-central district, J. K. Nel- 
son, former Duo-Therm engineer, 
Ohio valley territory, F. L. Blank, 
formerly with Carolina Sales 
Corp., Greensboro, N. C., east- 
south-central territory, and 
George H. Phillips, former Duo- 
Ttherm sales engineer, New En- 
gland, and a large part of New 
York state. Lt. J. C. Carlton 
resumes his duties as Duo-Therm 
west coast district manager, after 
two years with the U. S. Navy in 
the Pacific. 


COFFEY, V.P. OF 
SALES CHICAGO 
PNEUMATIC TOOL 


Guy J. Coffey has recently 
been appointed vice-president in 
charge of sales, The Chicago 
Pneumatic Tool Co., Chicago, 
Ill. He joined the company in 
1933 as a salesman in the Phila- 
delphia branch, was moved to 
the Cleveland. office and finally 
made manager of the west coast 
office. 


J. R. CLARK CO. 
EXPANDS PLANT 


J. R. Clark Co., Minneapolis, 
Minn., recently announced that 4 
two-story addition will be made 
to the plant, which space will be 
devoted to the manufacture of 
the Rid-Jid, all-steel ironing 





table made by the company. 
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RE AGE 











We've been 
thinking 








about your future 
and ours... 


and we’ve been doing some- 
thing about those futures, too! 


AC MIE 


SHEAR COMPANY 


BRIDGEPORT, CONNECTICUT 
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UTILITY? 


You can definitely count on the 
new products we will introduce in the 
home appliance field to set high rec- 
ords for turnover and dealer profits. 
Our present line of heating, cooling, 
and air-moving appliances, and the 
new ones now being added, will be- 
come available in plenty of time to 
help you cash in on the greatest pent- 
up consumer demand in history. 


varok 


“ - 








UTILITY APPLIANCE CORP. 


Formerly Utility Fan Corporation 


4851 S. Alameda « Los Angeles 11, Cal. 
Manufacturers of the famous Utility Evap- 
orative Air Coolers (the original Dezert 

Kooler), Fans, Blowers, Floor Furnaces, 

Forced Air Furnaces and Fan-Equipped 

Space Heaters (console type). 





4 | their customers with adequate 
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Enameled Utensil Makers Foresee 


Good Prodaction in Ist Quarter, 1946 


Most of the manufacturers of 
porcelain on steel enameled 


| | ware kitchen and hospital uten- 


sils report that during the first 
quarter of 1946 they anticipate 
that they will be able to supply 


quantities of this new improved 
metal base ware, states the En- 
ameled Utensil Manufacturers 
Council, Chicago, Ill. As quickly 
as steel and other materials are 
being released, says the council, 
they are going into making 
porcelain on steel kitchen and 
hospital utensils. During the pe- 
riod of restricted civilian pro- 
duction manufacturers of porce- 


carried on a continuous, compre- 


hensive research program at cne 
of the large state universities, 
making improvements in the 
quality and durability of the 
ware. Ceramic engineers partic 
ipating in the program are ex 
perimenting with new and im 
proved methods of enameling 

Most of the manufacturers are 
working on new styling, designs 
and in some instances new lines. 
Many of the special electric 
range lines will shortly be again 
in production. New styles and 
designs of porcelain on steel en- 
ameled kitchen utensils are be 
ing engineered to fit into the 
color scheme and space saving 
features of the post-war home 
kitchen. 








NUSS, DIST. MGR. 
RUBBER PRODUCTS DIV. 
THERMOID COMPANY 


Oscar Nuss has recently been 
appointed district manager of the 
Thermoid Co., Trenton, N. J., In- 
dustrial Rubber Products Divi- 
sion. His headquarters will be 
in the company plant at Los An- 
geles, and he will cover southern 
California, New Mexico and Ari- 
zona. 


LOS ANGELES, POT 
& KETTLE DEEP SEA 
FISHING PARTY 


The Los Angeles Pot & Kettle 
Club, recently held its annual 
deep sea fishing party, under the 
chairmanship of George Wilcox. 
The party was towed back to port 
early in the afternoon due to a 
burned out bearing. Bill Smith, 
Griswell Co., caught the largest 
halibut and Harold Norton, Eck- 
ert-Lloyd the largest sea bass. 
Jack Badham, Hoffman Hardware 
Co., Jim Holm, Kirkhill Rubber 
Co. and Ray Heinan, Pacific Mer- 
chandising Co., tied with honors 
for the calico bass. 





BEHR-MANNING ’45-’46 
VOCATIONAL TRAINING 





INSTRUCTOR PROGRAM 


Behr-Manning Corp., Troy, N. | 
Y., has recently announced the | 
program for its 10th Vocational | 


Education Program. The pri- | 


mary purpose of the program and | 
its features, which are offered | 
free, is to aid the instructor in | 
his presentation of quality coated | 
abrasives as an industrial produc- 
tion tool. 

In October, revised metal fin- 
ishing chart showing sample 
product swatches and emphasiz- 
ing “Dura-bonded” metalite prod- 
ucts will be released,.and in No- 


vember, information bulletin of 
Idler Backstands, February, in- 
formation sheets on sanding plas- 
tics, and in March, informative 
data on production woodworking 
with wall chart showing actual 
samples. 


MEWA TO HOLD TWO 
REGIONAL CONFERENCES 
ON RECONVERSION 
The Motor & Equipment 
Wholesalers Association, 309 W. 
Jackson Blvd., Chicago 6, IIL, 
has announced that it will hold 


for automotive wholesalers and 


manufacturers, a regional recon- 
version conference in Chicago, 
Ill., at the Stevens Hotel, Nov. 6, 
7, and 8, and another during 
the week of Dec. 3rd in New 
York City, definite dates and 
places to be announced later. 





GELPCKE, TREASURER 
V.P. PRODUCTION OF 
RAWLPLUG CO., INC. 
Alfred W. Gelpcke, who has 
been with The Rawlplug Co., Inc., 
98 Lafayette St., New York City 
13, for 20 years, the last several 
as vice-president in charge of de- 


| velopment and research, has re- 


cently been elected vice-president 
in charge of production and trea- 


| surer of the company. 





GEISER & CO. IN 
SWITZERLAND WANTS 
HDWE. EXPORTERS: 


The Geiser & Co., Langenthal, 
Switzerland, has announced its 
intention to extend its business 
connections with the United 
States. The company wants 
United States exporters of hard- 
ware items, tools, household 
goods and builders’ hardware to 
send catalogs, if they are inter- 
ested in exportation to Switzer- 
land. 
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DAZEY ICE CRUSHER 


An ideal gift that’s always appre- 
ciated. DAZEY ICE CRUSHER 
crushes ice fine, medium or coarse 
—just right for chilled fruit serv- 
ings and refreshing drinks. Ideal, 
too, for filling ice bags. Stainless 
steel, rustproof parts. White 
enamel body with plastic ice cup 
in red or green. DAZEY DELUXE CAN OPENER 
First of its kind, most popular and finest made. 
Guaranteed five years. Cutting and feed wheels of 
; 5 kee hardened carbon steel. Swings aside—5 million 
wise users. 


ALUMINUM SUPER JUICER 


Back in circulation again—a newly designed, 
streamlined DAZEY ALUMINUM SUPER 
JUICER. Made of strong, light, satin-smooth 
aluminum with reamer and knob in color combi- 
nations of red, green, yellow or black. First choice 
of housewives everywhere. 
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DAZEY SENIOR CAN OPENER 
Second only to the Dazey De Luxe. Same smooth, 
easy opening of round, square or odd-shaped cans 
—guaranteed workmanship. 


DAZEY HEAVY-DUTY CAN OPENER 


You can now supply 
your local restaurant, 
hotel, etc.—a cutting 
wheel type can opener. 
Saves time—opens cans 
of every shape and 
height~—quickly —easily. 


DAZEY PLASTIC SUPER JUICER 
Made of tough durable plastic with metal crank: 
White body and reamer, handle and strainer in 
green, yellow, red or black, for the colorful kitchen; 


*Remember...for Quickest Turnover and 
: Biggest Profits... Always Pick a Dazey! 


\ Dayey Ciera 


ST. LOUIS 7, MISSOURI 
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You know one of the best ways 
to get extra postwar business is to be able 


can meet that problem squarely and con- 
fidently, As the largest manufacturer of 


fine-quality pocket knives in America, 


this extra volume . . 
chandised, well made, fast-selling 
knives. For your postwar line look to 
Camillus Cutlery Company, New 

York 17, N. Y.—a business founded 
in 1876 by Adolph Kastor. 


nih 


Sold through 
hardwore wholesalers 


CAMILLUS 


HAS | at oe Ee = = Gr te E 


to deliver more goods. With Camillus you | 


Camillus has a proven ability to produce | 


. of smartly mer- | 


| 


| 


FRENCH RETURNS TO 
INTERNAT. NICKEL 


H. J. French, recently resigned 


| as assistant director for Raw Ma- 


terials and Facilities, Steel Divi- 


_ sion, WPB, Washington, D. io 


has resumed his position as as- 
sistant manager, development and 
research division, The Interna- 


| tional Nickel Co., Inc., 67 Wall 


of 


| WPB in 1942, when he organized 


| March, 1944. 





| name of F. Tiemann Stove & | 





and became chief of the Metal- 
lurgical Section. Having served 
the WPB 42 months, he was ap- 
pointed assistant director in 


SLAYMAKER LOCK CO. 
AWARDED WHITE STAR 


The employees of Slaymaker 
Lock Co., Lancaster, Pa., were 





months, six salesmen have been 
added to the sales staff, for 
the country territories’, and a 
total of 12 to 15 country men 
as well as the five city repre- 
sentatives are contemplated. 





WHY VICTORY LOAN 
IS BEING CONDUCTED 


|NOW THAT WAR IS WON 
| St., New York City. He joined | 
| the Iron and Steel Branch 


The U. S. Treasury Department, 
Washington 25, D. C., has issued 
a statement explaining why the 
treasury needs money now since 
the war is won. The Treasury 
needs $11,000,000,000 in bonds to 
care for the wounded and to re- 
habilitate the veterans, including 
mustering-out pay, education, 
loans, and general administration 
of the G. I. Bill of Rights, also 
for the cancellation and termina- 
tion of war contracts, the process 





of bringing our men home, and 


recently awarded their second | maintaining the armies of occu- 
| Army-Navy E in the form of a/ pation. We will have to house, 
| white star to be added to the 


original pennant. 





WHITE WITH GEORGE 
HUBBARD HARDWARE 
FOR 40 YEARS 


Maurice J. White, 57, vice-| 
president and general manager, | 


George W. Hubbard Hardware 
Co., Flint, Mich., celebrated his 
40th anniversary with the com- 
pany recently. About 25 em- 
ployees honored Mr. White with 
a surprise celebration and pre- 
sented him with a huge cake on 
top of which was a large “40.” 


TIEMANN HDWE. MARKS 





HALF CENTURY 
Tiemann Hardware & Supply 


Co., 2647 Locust Blvd., St. Louis | 
3, Mo., celebrates its. 50th anni- | 
versary this year.'Thé company | 


started mainly as dealers in 
heavy hardware, such as stoves, 
under the name F. Tiemann 
Stove Co. Later the firm ex- 
panded into the houseware busi- 
ness with refrigerators and a 
general houseware line, under the 





Hardware Co. About 10 years | 
ago an industrial supply busi- | 
ness, E. H. Sachlehen & Co., was | 
acquired and Tiemann entered | 
into the industrial supply line 
in addition to hardware. How- 
ever, during the war the scarcity 
of hardware forced the industrial 
supply branch to carry most of 
the business. 

George W. Gardner, vice-presi- 
dent and general manager, an- 
nounced in 1943 the orientation 
of the company’s policy toward 
heavy emphasis on the general 
hardware line. It is now known 
as the Tiemann Hardware .& Sup- 
ply Co. During the past six 





‘feed and give medical care to 


at least two armies abroad. 


Another important factor is 


| that while unemployment will in- 


crease now, the bulk of American 
wage earners will be earning 
high wages and will have more 
money accumulated than they 
have had in years. Thus the 
inflationary gap—the difference 
between purchasable goods and 
services and income—will be 
about $40,000,000,000 this year. 
If the money is saved in bonds, 
it will provide a backlog of buy- 
ing power, but if people spend 
it now before consumer goods 
are fully available, inflation will 
result, The official slogan for 
this Victory Loan is, “They fin- 


| ished their job—let’s finish ours.” 





A. F. STOEGER, PRES. 
STOEGER ARMS CORP. 


A. F. Stoeger, son of the 
founder, Stoeger Arms Corp. 
New York City, has recently 
been elected president of the 
company. He has been vice-presi- 
dent and general manager for 23 
years. He is succeeded by C. 
Leininger, who has been with the 
company 19 years. 





SANFORD CO. SALES 
AGENT FOR CAMFIELD 
AUTOMATIC TOASTER 


Camfield Mfg. Co., Grand 
Haven, Mich., has recently an- 
nounced the appointment of the 
D. E. Sanford Co., New York 
City, as sales agent for the com- 
pany’s automatic toaster. This 
toaster, which will be offered to 
markets early in 1946, will be 
distributed through recognized 
wholesale distributors of electric 
appliances, and territorial repre- 
sentatives are now being ap- 
pointed. . 
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OBITUARIES 








RALPH WARE 


Ralph Ware, 68, secretary and | 
treasurer, Ware Bros.-Chicago 
Roller Skate Co., Chicago, IIl., | 
for 38 years, died recently at his | 





RALPH WARE 


apartment, having been in ill 
health for the past year. A grad- 
uate of Cornell University, 
Ithaca, New York, he became a 
junior partner of the Elisha C. 
Ware Real Estate Co., Chicago. 
In 1907 he became secretary of 
the Ware Bros.-Chicago Roller 
Skate Co. Mr. Ware was a 
Mason, a member of Silom Com- 
mandery No. 54, K. T. Medinah 
Shrine, Chicago Meredosia Gun 
Club and the Cornell University | 
@lub of Chicago. He is survived | 
by his widow, and a daughter. 


SOL L. BUSCHMAN 


Sol. L. Buschman, 54, presi- | 
dent and a director, National Can | 
Corp., 110 E. 42nd, New York | 
City, died recently after a long 
illness. He had been with the | 
company and its predecessors for | 
more than 30 years, and had | 
served as president of the Can- 

omsburg Steel & Iron. Works, | 
Canonsburg, Pa. He was chair- | 

man of the Industrial Salvage | 
Committee, sheet metal industry. | 

Mr. Buschman is survived by his | 
widow, two brothers, and three | 
sisters. 


VOLNEY P. REID 


Volney Poynton Reid, 95, one | 
of the oldest men in business in | 
Salem, Ind., who had been in the | 
hardware and seed business there | 
continuously for 71 years, died re- | 
cently following a stroke. Mr. | 
Reid entered business in the 


Knight warehouse building, in 
1874, and a year later formed a | 
partnership with Robert Morris, | 
under the name of Morris. & 
Reid. This partnership contin- 
ted till 1886 when Mr. 


Morris 
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| Market St. 
| as a seed and soil fertility expert, 


sold his interest and the store 
was operated under the name of 


| Reid & Peck. Mr. Reid purchased 


Samuel Peck’s interest upon the 
| death of the latter, and in 1919 
sold his stock and méved to W. 
He was well known 


and had held many civic posts. 
He was auditor of Washington 
county, member of the Presby- 
ter:ian church, Masonic Lodge, 
Odd Fellows, and Knights of 
Pythias. 
and three daughters. 





HORATIO G. MATTHEWS 


Horatio G. Matthews, 80, who 
had been associated with several 


| El Dorado, Ark., early hardware 


companies, though he _ retired 
lately, died recently following an 
extended illness. Survivors in- 
clude his widow and three daugh- 
ters. 


CAPT. H. R. FALK 


Captain Horace R. Falk was 
killed in an airplane accident 


| over Japan on Aug. 29, while on 


a military flight. Prior to his 
service in the Armed Forces he 
had been associated with Inde- 
pendent Lock Co. and Lockwood 
Hardware Mfg. Co., both of 
Fitchburg, Mass., as assistant to 





CAPT. H. R. FALK 


the president. He was a son of 
Morris Falk, president of Inde- 
pendent Lock Co. and Lockwood 
Hardware Mfg. Co. 
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Survivors include a son 




















— And you'll surely get 'em when 
UNIGN LEADS PEACEWARD 
into New-line Production! 


There will be no limit on your supply of UNIon 
Tools and Sporting Goods as soon as our war-ex- 


panded facilities can be put behind your orders— 


And no limit on Quality, newly-developed out of — 
our war-manufacturing experience . . . This 
Quality will be powered by new SALEs features, 
planned to promote fast turn-over and Dealer’s 
profits on UNION 


Roller and Ice Skates 
Fishing Tackle 


Chisels and Screwdrivers 
Hack Saw Frames 


Gun Implements 


HARDWARE COMPANY 
et eee 


TORRINGTON. CONN. 


NEW YOSiR OF HAMBERS 








Symington Names Aides in New 
Sarplas Adm. Decentralization 


W. Stuart Symington, as ad- 
ministrator of the Surplus Prop- 
erty Administration, announced 
decentralization of SPA with five 
assistant administrators. He seeks 
to: expedite clearance of gov- 
ernment property from plants; 
effect speedy disposal of war 
plants and machine tools; move 
all surplus goods more rapidly; 
and make it simple for veterans 
to obtain their right to prefer- 
ential treatment in the disposal 
of surplus goods. 

New administrative branches 
and chiefs are: Capital and pro- 
ducers’ goods, David H. 


0’. | 


| Brien, former vice president, 
| Graybar Electric Co. of New 
York; Consumers’ Goods, Mer- 
ritt C. Penticoff, until recently 
vice chairman of operations, 
WPB, and formerly of Sears, 
Roebuck & Co.; Operations, Col. 
G. E. Monson, USMC; Economic 
Research, Dr. Raymond T. Bow- 
man, formerly an economic ad- 
viser to the Office of Contract 
Settlement and Public Informa- 
tion and Policies, Lt. Col. John 
M. Redding, until recently pub- 
lic relations chief for Gen. 
Bradley’s 12th Army Group. 








CHRISTENSEN, DIST. 
MGR. ALUMINUM 
COOKING UTENSIL 

J. F. Christensen has recently 
been appointed district manager 
of The Aluminum Cooking Uten- 





J. F. CHRISTENSEN 


sil Co., New Kensington, Pa., 
Wear-Ever’s San Francisco, Cal., 
district. He succeeds E. T. 
Grove, who is retiring after 38 


years of service. Mr. Christensen, | 


who has returned to the com- 
pany, after serving in the Navy 
three years on active duty, went 
to San Francisco in 1920. Mr. 
Grove has been manager of that 
district since 1914. 





LANG, MGR. KEN-RAD 


DIV. GENERAL ELECTRIC 


J. M. Lang has been made 
manager Ken-Rad division Gen- 
eral Electric Co.’s electronics de- 
partment with headquarters at 
Owensboro Ky. He will be in 
charge of the operations of the 
G-E Ken-Rad plants in Owens- 
boro Ky., and Huntingburg, Ind., 
and also for the management 
of government-owned G-E tube 


plants at Bowling Green, Ky., 
and Tell City, Ind. Mr. Lang 
has been assistant manager of the 


division since the first of this | 


| year, prior to which he was ac- 
countant of the company’s tube 
division, Schenectady, N. Y. He 
joined G-E in 1928. 





FABER BROS. MOVES 
TO LARGER OFFICES 
Faber Bros., sports equipment 

distributors, has recently an- 
nounced its move to larger quar- 
ters at 353 W. Grand Ave., Chi- 
cago, Ill., from 223-233 W. Erie 
St., Chicago. 
MASSILLON ALUMINUM 
BUYS DEFENSE PLANT 
CORP. IN MASSILLON 


The Massillon Aluminum Co.., | 
Massillon, Ohio, wholly owned | 


subsidiary of Ekco Products Co., 
Chicago, Ill, has recently pur- 
chased the Defense Plant Corp. 
plant in Massillon. With this ad- 
| dition, purchased from the R-F.C., 
the production of the Ekco pres- 
sure cooker line and Ekcoware, 
stainless steel utensils with cop- 
per and chrome bottoms, will be 
carried on. The original Massil- 
lon Aluminum Co, property will 
continue to be used for the man- 
| ufacture of the cooking utensils 
made by that subsidiary company. 





COMMDR. CUTERMAN 
EXEC. ASST. PRES. 
EMERSON RADIO 


Commdr. Herbert C. Cuter- 
man, on terminal leave from the 
Navy, has recently been ap- 
pointed executive assistant to the 
president, Emerson Radio & 
Phonograph Corp., 111 Eighth 
Ave., New York City. As head 
of the Electronic Components 
Group, Production Division, Bu- 
reau of Aeronautics, he headed 
the production of electronic and 





electrical equipment used by the 
Navy air arm, during the war. 
For many years, prior to enter- 
ing the service, he served with 
leading ratdio and electrical man- 
ufacturers in varied engineering, 
administrative and merchandising 
capacities. 


RAND, PRESIDENT 
MONSANTO CHEMICAL 


William McNear Rand, former 
vice-president of Monsanto Chem- 
ical Co., 30 Rockefeller Plaza, 
New York City, has recently been 
elected president, to succeed 
Charles Belknap, who will con- 
tinue with the company as chair- 
man of the executive committee. 
Mr. Rand became general man- 
ager of the company’s Merrimac 
division in 1937, and was elected 
a vice-president at that time. He 
was also. president, Merrimac 
Chemical Co., before its ac- 
quisition by Monsanto in 1929. 


PATTERSON, CHAIRMAN 
13TH NEW ENGLAND 
HOUSEWARES SHOW 


At the first fall meeting of the 
Housewares’ Club of New En- 
gland, held at the Parker House, 
Boston, Mass., Herb Standen, 
president, announced the ap- 
pointment of Albert B. Patter- 
son, Wagner Mfg. Co., as chair- 
man for the 13th annual New 
| England Housewares’ Show, to 
| be held in February. 





| BOWIE, BASIK PLAN DIR. 
LIBERTY DISTRIBUTORS 


Wm. Geo. Steltz, executive 
manager, Liberty Distributors, 14 
N. Sth St. Philadelphia 5, Pa., 
recently announced the appoint- 
ment of T. S. Bowie as director 
of Basik Plan, which is aimed 
to improve the position of the 
retailer in all departments of 
his operation. He has had 23 
years of experience in the retail 
field, and will now develop and 
put into effect the Basik Plan. 
He was manager for five years in 
retail hardware stores in Michi- 
gan, and previously had been 
with Sears Roebuck & Co. and 
Marshall Field & Co. for 18 
years, doing store manager train- 
ing and direct mail promotion. 
The appointment of Val. G. Jur- 
gell as director of promotion, 
was also announced, which will 
entail the direct development of 
an advertising and promotion 
program, coordinated with the 
national distribution function. 
He had been editor of Insurance 
Salesman magazine and The Es- 
tate-O-Graph, before which he 
was assistant editor of Hardware 
Retailer for five years. 


| 
| 





GRONEMEIER, INDIANA 
SURPLUS PROPERTY 
BOARD REPRESENTATIVE 


A. S. Gronemeier, Gronemeier 
Hardware Co., Mt. Vernon, Ind, 
has ‘recently been appointed the 
Indiana representative on the 





A. 8. GRONEMEIER 


| Consumers Goods Surplus Prop- 
erty Board. He will service as 
a consultant on pricing and dis- 
tribution. 
ARMS & AMMUNITION 
INSTITUTE DESIGNS 
SHOOTING GALLERY 


The Sporting Arms & Ammu- 
nition Manufacturers’ Institute 
103 Park Ave., New York City 
17, has announced that it has em 
gaged the services of the indus- 
| trial designer, Col. John Vassos, 
| to create an up-to-date model 
shooting gallery. The designs are 
scheduled to be completed by the 
end of this year, and will be sup- 
plied without cost, to present 
manufacturers of gallery equip- 
ment and to new manufacturers 
interested in entering this field. 








HARRISON RESIGNS 
AS V.P. SALES MGR. 
MINWAX, FORMS CO. 


A. S. Harrison recently re- 
signed as vice-president and sales 
manager, The Minwax Co., Inc., 
11 W. 42nd St., New York City. 
He has formed The A. S. Harri- 
son Co., 11 W. 42nd St. New 
York City 18, for the distribution 
of Preen and Alkalox, former 
products of Minwax Co., Inc. 





THOMPSON, SALES REP. 
PARKER MFG. CO. IN 
WASH., IDAHO, ORE. 
O. M. Thompson, 205 Terminal 

Sales Bldg., Seattle, Wash., re- 
cently has been appointed sales 
representative for the Parker 
Mfg. Co., Worcester 1, Mass., in 
Oregon, Washington, Idaho, and 
Montana. 
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— 
Jane Dunbar is telling your customers J : : COOKIN 
about her lovely cooking glass in adver- ANE has a good recipe and the proper ‘ 
tisements now appearing in leading ° < : h mt ee ii A 
magazines with circulation of more ingredients in the right quantities. / 


than 14,000,000. quality line of cooking ware, popularly priced, nationally advertised, 


with lots of eye appeal to attract women shoppers. Housekeepers 
= Aged like Dunbar cooking glass because it is attractively designed, durable 
- «AMERICAN 


and easy to clean. Display it on your shelves and counters. For 


quick sales at good profit, cash in on the demand for Dunbar NOW. 


DUNBAR GLASS CORPORATION 
DUNBAR, WEST VIRGINIA 


1107 Broadway, New York 10 1836 Euclid Avenue, Cleveland 15 1556 Merchandise Mart, Chicago 54 


ne REPRESENTATIVES — BALTIMORE 1: lock Building. SAN FRANCISCO 7: Collins, 
\e f j John A. Dobson & Co., 110 Hopkins Place. Groth & Johnson, 324 Fifth St. SEATTLE 1: 
arden DETROIT 26: B. F. Feldner, 1229 Tuller Holt Berni, 102 Terminal Sales Building. 
en Hotel. LOS ANGELES 14: Geo. H. Miller & CANADA: J. K. MacLeod & Company, 90 
‘ Son, 656 S. Los Angeles Street. LOUISVILLE Sherbourne St., Toronto, Ontario. 
2: Geo. R. Espin,; 207 Norton Building. NEW EXPORT SALES REPRESENTATIVE: The 
YORK 11: John L. Pasmantier & Sons, 5 West American Steel Export Co., Inc., 347 Madison 
20th St. PORTLAND 4: Holt Berni, 456 Sher- Ave., New York 17, N. Y. 
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AMENDED REG. ‘‘W” EXEMPTS HOME 
REPAIR ITEMS FROM ITS CONTROL 


APPLIANCES STILL ON 12 MO. BASIS 


Consumer may take as long as seller permits for re- 
payment on supplies, service for plumbing, roofing, 


On Sept. 25, the Federal Re- 
serve Board announced the lift- 
ing, as of Oct. 15, of all govern- 
ment credit controls on home re- 
habilitation, under the familiar 


etc. 


“Regulation W.” It took another 
step in the same direction by 
extending from 12 to 18 months 
the time in which borrowers must 
repay “non-purpose” loans—those 





for services or for general pur- 
chases not on the government's 
restricted list of forty items. 
As the altered restrictions now 
stand, a consumer may purchase 


supplies and services for repair- 
‘ing his house, including plumb- 
ing, roofing, insulation, furnace 
materials, etc., and take as long 
to pay as the lender of the money 
will permit. Also, he may take 
up to 18 months—instead of 12— 
to pay back money borrowed for 
unrestricted commodities or ser- 
vices. 

Remaining unchanged under 
Regulation W’s, 12-month credit 
control are items such as stoves, 
washing machines, vacuum clean- 
ers, luggage, bicycles, radios, 
sewing machines, lawn mowers, 
mechanical refrigerators, watch- 
es, cameras, automobiles, pianos 
and furniture. 
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WPB Revises Inventory 
Control Regulation P. R. 32 


Lifts some materials, products 


from controls, 


places others 


under tighter control, in manu- 
facturing plants. 


The second revision of its gen- 
eral inventory control regulation, 
Priorities Regulation 32, was an- 
nounced by WPB on Oct. 1. This 
revision lifted some controls and 
tightened those other pro- 
ducts, and is expected to be fol- 
lowed by a third revision later 
this month. 

The following listings have 
been added to Table 3—the ma- 
terials exempted from all inven- 
tory controls: Bentonite; English 
china clay; furfural; Indian Ky- 
anite; pipe accessories; sediment 
separators; goggle valves and 
valve handwheels. 

To clarify the listings of iron 
and steel valves the araended 
regulation now indicates that it 
does not include valves of the 
lubricated plug type, air brake 
equipment, aircraft, instrument, 
and refrigeration type valves, and 
likewise the listing of pipe fit- 
tings does not include compres- 
sion, flared, or Parker types of 
valves. 

Asbestos building materials re- 
moved from Table 3 are again 
placed under inventory control. 
Table 1, covering materials and 


on 


204 


products subject to specific in- 
ventory provisions, has been com- 
pletely rewritten to provide new 
listings for copper and copper 
base alloys and steel .and iron 
products to take the place of 





the Controlled Materials listings 
formerly shown. The 60-day limi- 
tation on copper and copper base 
alloys is continued. There is now 
a 60-day limitation on gray iron 
castings, including soil pipe, and 
a 30-day limitation on pig iron, 
and continue the 45-day limita- 
tion on malleable iron castings. 

In the case of steel, only the 
following shapes and forms are 
subject to 60-day limitation: car- 
bon steel bars, sheet and strip, 
structural shapes and piling, tin 
plate, terne plate and tin mill 
black plate, and silicon electrical 
sheet and strip alloy steel. All 
other shapes and forms of car- 
bon and alloy steel remain sub- 


ject to the minimum practicable 
working inventory limitations. 

Utilities, communication com- 
panies, and operators of trans- 
portation systems are now sub- 
ject to the provisions of Priori- 
ties Regulation 32, with appro- 
priate changes in its Table 2, 
designating the classes of per- 
sons subject to specific inventory 
provisions. Other minor revisions 
were made in the regulation and 
in Interpretations 2, relating to 
minimum sale quantities and pro- 
duction runs, and 3, making or 
delivery materials earlier than re- 
quired by customer, due to the 
ending of the Controlled Materi- 
als Plan. 








A number of building ma- 
terials, machinery and metal 
items have been added by OPA 
to the list of reconversion prod- 
ucts for which large and small 
volume manufacturers may obtain 
ceiling prices on an individual 
basis, OPA announced Sept. 28. 

The items are: (Upper Appen- 
dix A of Supplementary Orders 
118 and 119) prefabricated ga- 
rages, prefabricated commercial 
and industrial buildings and pre- 
fabricated commercial and indus- 
trial buildings, made predomi- 
nantly of metal; confectionary 
and sugar processing machinery 
| and equipment. 

(Under Appendix B of the 
two orders) Condensation pumps, 





designed for use in heating and | 





Some Building Materials, Etc., May Have 
Individual Ceiling Price Increases 


process return systems, powered 
by electric motors of less than 





one h.p. capacity; sump pumps 
powered by electric motors of 
less than one h.p. capacity; bu- 
taneeand propane gas tanks cov- 
ered by the machinery regulation 
and steel sheet pipe culverts. 








Remove End Use Restrictions on All 
Fiber Rope, Except Manila, Agave 


All restrictions on the end 
uses of rope made from fibers 
other than Manila and agave have 
been removed in an amendment 
to the rope conservation order, 
the War Production Board said 
Sept. 27. Amended was M 84, 
which had been set up to control 
the distribution and use of rope 
on the civilian market. 

Under the amendment all rope 
manufactured from such fibers as 
jute, istle and coir may be used 
for any purpose without restric- 





tion. However, reports of ship- 
ments by processors of jute and 
istle rope are still required 
monthly. 

At the same time it was an- 
nounced that Manila fiber could 
be used in thé manufacture of 
rope for purse lines. Use of 
Manila for this purpose was 
deemed advisable to prevent loss 
es of large catches of fish from 
failure of purse lines made from 
other fibers. 
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Steps taken by WPB to in- 
grease production of brick, struc- 
tural tile, clay sewer pipe and 
cast iron soil pipe, the four key | 
construction materials in short | 
spply, were outlined recently by | 
Joseph D. Keenan, the board’s 
yice chairman for labor produc- 
tion and special assistant to 
Chairman J. A. Krug in charge | 
of construction. 

“Approximately 350 clay pro- | 
ducts plants out of a total of 
$00 operating before the war 
have shut down,” says Mr, 
Keenan. “WPB has asked each 
of the 800 plants to enumerate 
specific factors that are hamper- 
ing production or preventing re- 
sumption of work. Replies indi- 
cate that those factors are many | 
and varied and cannot be re-| 
moved by any general blanket 
action. Each case must be dealt 
with individually.” Price  in- 
creases of $2.00 per M on brick 








WPB Seeks to Increase Production of 
Constraction Materials Now Scarce 


and 80 cents per ton on struc- 
tural tile were granted by OPA 
on Sept. 18, to enable manufac- 
turers to increase wage rates and 
aid in recruitment of manpower. 

Shortage of foundry workers, 
| especially molders, has retarded 
‘east iron soil pipe production. 
|In Aug., 
a total of 52 were shut. Two 
have already been reopened 
in the Tennessee-Alabama area, 
where approximately 65 per cent 
of all production is concentrated, 
and others are now in process of 
resuming production. July, 1945, 
production of cast iron soil pipe 
and fittings was 12,500 tons. 
September estimated production 
was 16,000 tons. By December 
estimated production at the 
monthly rate of 20,000 tons is 
expected. An average monthly 
production rate of 30,000 tons 


| will be needed to meet 1946 re- 


quirements. 








Eases 


WPB announced that its Rub- 
ber Bureau has issued a stream- 
lined version of Rubber Order 
R-1, general rubber industry con- 
trol order. Although many war- 
time restrictions have been re- 
moved from the order, natural 
tubber, natural rubber latex, 
butyl (a special purpose syn- 
thetic rubber), and chlorinated 
natural rubber remain under al- 
location and may be used only 
in authorized products in per- 
mitted amounts. Restrictions on 
the use of these rubbers will re- 
main in effect until supplies more 
nearly equal demand. 

Certain types of hose, packing 
and sealing compounds, includ- 
ing rings for sealing glass con- 
tainers, may now be made with | 
“other than tube butyl.” Small 





Streamlined Rabber Order R-1 


Some Use Restrictions 


fan belts for automobiles and for 
vacuum cleaners and refrigerators 
will hereafter be allowed a con- 
tent of nine per cent natural 
rubber. 

Rubber inventories remain 
under control, with a 60-day 
stock constituting the maximum 
for natural rubber, natural rub- 
ber latex, or any type of syn- 
thetic rubber, including chlori- 
nated synthetic rubber. Fer re- 
claimed rubber the maximum 
stock is 45 days, while that for 
chlorinated natural rubber is 30 
days. Imports of rubber and 
rubber products are still prohib- 
ited for resale. 
first quality light weight gloves 
(surgical gloves) will continue 
to be sold to doctors and insti- 
tutions upon proper certification. 








More Consumer Goods 


Reconverting manufacturers of 
nine types of consumer and in- | 
dustrial items ready, or nearly | 
Teady, to return to the market 
Were given profit factors by OPA, 
on Sept. 29, for use in working 
out rapid individual adjustments 
in ceiling prices. 

The products covered by this 
action, effective Oct. 3, 1945, in- 
clude: automatic electrical con- | 
trol equipment, 11.2 per cent; 
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commercial and domestic stokers 








1945 


Makers 


Recieve OPA Profit Factors 


having a capacity of less than 
1200 lb. per hour, 5.5 per cent; 
hand operated petroleum dis- 
pensing pumps, 2.2 per cent; 
leather luggage, 3.5 per cent; 
plated, solid and hollow silver- 
ware, 3.4 per cent; stock mill- 
work covered by RMPR 293, 2.2 
per cent; commercial mechanical 
refrigerators and air conditioning 


|units and equipment, 4.9 per 


cent. 


1945, 24 plants out of | 


Natural rubber | 
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LEADER! 


SUPERBLEEN 


. . SASH 
* Master Mechanics 790, 


*This is one of a number of very fine Superkleen brushes 


v ... cuts clean! Paints the sash and not 


the glass. 


2 . we unhesitatingly rec d this 


for master ecitiente . built for pre- 
cision work. 

























. exclusive Devoe setting compound, 
holds bristles in vise-like grip. 


as originally introduced by Devoe. 












191 years of paint experience applied to 
brushes—True enough, the specifica- 
tions are inviting. . but don’t overlook 
the intangible advantage of 191 years of 
“know how” . . Superkleen Brushes 
are designed by Devoe to accentuate 
the good qualities of paint, and to com- 
plement the skill of the master painter. 
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SUPERBLEEN 
BRUSHES 


DEVOE & RAYNOLDS CO, 


Brush Division 
PRINCETON, INDIANA 
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\. PRODUCT / 


Write today 
for complete 
information 
about prices 


and profits 


Inc. 





COMPLETELY NEW! 
AMAZINGLY DIFFERENT! 


RENTAL SANDING 


EQUIPMENT 


A complete new line of floor 
finishing equipment designed 
exclusively for Rental — by 
CLARKE, leader in the rental 
field 

CLARKE equipment 
will increase your 
Rental Income be- 
cause it is designed 
to give longer, trou- 
ble free, low main- 


tenance cost opera- 
tion. A few CLARKE 
features are 


tele), tel. lier. 
2ele] td iele): 
EASIER TO HANDLE 
MORE PRODUCTION 


CLARKE 
MV-8 HEAVY DUTY 
SANDER 


CLARKE 


PERFECT BALANCE 


LV-8 LIGHT WEIGHT 


SANDER 


GUARANTEED 
MODERN DESIGN 


THE CLARKE PLAN 
FOR MORE RENTAL 
PROFITS! 


Let Clarke help you 
merchandise a more 
profitable Rental 
Department with 
plans that have 
been proven by 
thousands of suc- 
cessful dealers. 





CLARKE 


me POLISHER - SCRUBBER 


STEEL WOOLER 


CLARKE 
Vv" EDGER 





Valuable pointers on how to 
get the greatest income from 
a Floor Rental Department. 
Also details and prices on 
the Clarke Equipment. 


SANDING MACHINE COMPANY 


Pioneers in the Rental Gidd 
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Report points out most 


for reconversion are plentiful. 


for more production, 


(Washington Bureau 
of HARDWARE AGE) 

“There is much reason for 
optimism, none for complacen- 
cy”, according to OWMR Di- 
rector John W. Snyder in the 
quarterly report, “Three Keys to 
Reconversion — Production, Jobs, 
Markets” submitted to Congress 
on Oct. 1. He emphasized the 
need for government policies to 
help business get manpower, ma- 
terials and plant capacity, urged 
a tax reduction plan, and favor- 
ed expansion of private construc- 
and non-competing public 
works rather than a large public 
works program competing with 
private enterprise for scarce ma- 
terials. Predicting that high un- 
employment with a peak of 
about 8 million will persist 
through 1946 because industry 
cannot possibly reemploy work- 
ers as fast as they are demobil- 


tion 


ized, the report describes the re- | 


conversion period as “paradoxi- 


cal” with inflation and deflation | 


at work simultaneously in various 
sections of the country. Although 
prospects are that there will be 
markets for all durable and most 
nondurable goods that can be 
produced, industry will be un- 
able to achieve maximum em- 
ployment because of the time 
required to organize production. 

For that part of the economy 
having markets but needing man- 
power, materials and plant ca- 
pacity, government policies are 


aimed at helping business get | 


them. A great deal depends on 
translating potential consumer 
demand into production, sales 
and jobs as quickly as possible, 
Mr. Snyder points out, inasmuch 
as our economy cannot carry on 
solely out of accumulated sav- 
ings which are largely in the 
hands of the middle and higher 
income groups. There must not 
be a serious block to reemploy- 
ment as management and labor 
have the same long run _inter- 
ests — more production, more 
sales and more jobs, he said. 
Illustrating the plentiful sup- 
ply of most materials and equip- 
ment for reconversion uses, the 





Snyder Urges Tax Relief As 
Part of Reconversion Need 
— More Private Constructi 
















materials and equipment 
Emphasizes need 
more sales, more jobs. 


report states that steel avai 
| able for civilian production 
doubled—from 8.2 million 
;to more than 14.5 million 
| quarterly. This is a 30 per 
increase over the all-time | 
high peacetime consumption. 

Mr. Snyder recommends 
| three-point interim tax plan, a 
| follows: (1) repeal of the 3 pe 
|cent normal tax on individu 
| incomes in order to restore pu. 
chasing power, particularly in th 
lower income groups, (2) ¢«& 
Ftablishment of a definite date fol 
reduction of wartime excise ta 
es to the 1942 level also to in 
| crease purchasing power. Thes 
| will otherwise continue in effec 
| for the duration and six month 
and (3) Repeal of the exces 
profits tax effective Jan. 1, 1% 

Only 55 out of a peak total 
of 650 WPB orders will be i 
| effect on Oct. 31, the repo 
says, but the Board will contin 
| its program to help industry ste 
up production as follows: stri 
enforcement of inventory 
trols; prohibition of placing du 
licate orders for scarce materials 
revision and simplification of 
priorities system as needed 
lifting of construction contro 
Order L-41 having already bees 
revoked effective Oct. 15. 

Utilization of the 708,473 items 
of government-owned industrial 
equipment—about half of them 
machine tools—and approximate) 
ly 1700 government-owned plant 
is essential to the attaining 0 
|high level production and ef 
ployment, Mr. Snyder states 
The large quantities of industri 
supplies and raw materials 
steel, industrial diamonds and 
paper—in government stocks and 
contractors’ inventories, must )¢ 
pointed out, entails the problem 
be made available as speedily 
possible. Today, they would 
speed reconversion; six month 
from now they will have far les 
value and utility, the report adds 
Surpluses at the end of Septem 
ber totalled $5.6 billion. Good 
having initial cost of $647 mil 
lion had been disposed of fo 
around $344 million. 
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..emeans more profits for you! 


Having an extra blade that can easily be inserted is an important feature 
among users of the MASTER “Streamline”. 

The extra blade feature has a two fold purpose, it sends away a more 
satisfied customer and means an extra profit for you. 

Another important advantage of the “Streamline” is its inside meas- 
ure feature which enables inside dimensions to be read direct on the 
tape without adding or subtracting. 

The “Streamline” also features an extra long “claw” making the rule 
usable as a scriber and caliper, and a convenient positive tape-lock to 
hold dimensions securely when rule is used in restricted spaces. 

These important features have made the “Streamline” one of the 
most popular rules on the market today. a 

Write for further information on the “Streamline” as well as Master's 
complete line of wood and steel tape rules. ~ 


A few jobs the “Streamline can perform 





As Scriber 





For Layout As Caliper For Inside Measure 
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«| MASTER RULE MFG. COMPANY, INC. 
815 E. 136th Street - New York 54 


Branch: P. O. BOX 1587, OAKLAND, CAL. 
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DECLINES 


Some makes glass substitutes. 








Wire reinforced glass sub- 
stitutes—Some leading makes of cel- 
lulose acetate wire reinforced glass sub- 
stitutes have been reduced in price, the 
decline being slightly over 19 per cent 
to the dealer. 

J of * 

Navy raincoats, pea jackets 
—Retail ceiling prices of $15 on men’s 
new Navy raincoats and $22.50 on men’s 
new Navy pea jackets were announced 
by OPA, effective Sept. 20, on these 
items declared surplus by the Navy. 
Ceilings were also established on whole- 
sale sales and on sales by the Depart- 
ment of Commerce’s Office of Surplus 
Property. When sold at retail, the 
items must bear a tag with the retail 
ceiling price plainly stated, 

. . * 


Ceiling rulings — Dollar-and- 
cent ceiling prices at all levels of sale 
were set by OPA on a few models of 
stopwatches and wrist watches (chrono- 
graphs) equipped with a stopwatch de- 
vice. These are now being imported in 
substantial quantity, after an interrup- 
tion of nearly four years. Manufac- 
turers of all radio and radio-phonograph 
parts (except tubes, metal stampings, 
screw machine products and cabinets) 
have been authorized by OPA to make 
delivery of original equipment parts to 
radio set manufacturers, with the under- 
standing that prices may be adjusted 
upward later “when final reconversion 
pricing factors, now under study, are 
determined.” 

7 7 * 

Iron castings ceilings—Effec- 
tive Sept. 17, OPA announced an 
amendment to Price Regulation 224, 
authorizing an increase of 10 per cent 
in manufacturers’ “base-period” ceiling 
prices (Aug. 1, 1941, to Feb. 1, 1942) 


for gray iron castings. OPA justifies 
the increase because a disparity has de- 
veloped between “base-period” and 
“formula-calculated” ceiling prices for 
gray iron castings, and to encourage 
production of “base-period” work by the 
original foundry, rather than have pat- 
terns moved to new shops operating at 
“formula” prices. After the “base- 
period” ceiling prices for most gray 
iron castings originally were established, 
foundries were permitted to calculate 
ceilings for other iron castings (includ- 
ing those produced by others in the 
base period) on a “formula” basis, us- 
ing labor, materials and other costs in 
computing these ceilings. OPA now 
has found that the original base-period 
ceilings “do not reflect increases in 
production costs since 1941.” 
> 7 . 


Drop forgings-metal stamp- 
ings—OPA has amended two more 
metals pricing orders, authorizing in- 
crease of 8 per cent in manufacturers’ 
ceilings for drop forgings, metal 
stampings and screw machine products, 
“in line with its feconversion policy to 
adjust prices to reflect increased direct 
material costs and Jabor rates.” 

> > > 


To enforce inventory con- 
trols—Despite the growing list of ma- 
terials released from inventory con- 
trols, WPB emphasizes that the enforce- 
ment of remaining inventory “ceilings” 
is one of the major compliance func- 
tions with which it is now concerned. 
In its attempt to provide maximum pro- 
duction of all types of civilian goods 
which have been out of production dur- 
ing the war years, it is now the job of 
WPB to see that the raw materials 
which are again available for civilian 
production, due to cutbacks and can- 
cellations in military contracts, “are 
channeled equitably into the plants 
manufacturing those civilian items 
shown to be in urgent demand by the 
civilian population.” P.R. 32 is WPB’s 
inventory control vehicle. This regula- 









MENT WAR-TIME RESTRICTIONS 





tion lists those materials which are in 
short supply, as well as those which 
are no longer critical. All kinds of 
materials are covered, including raw or 
semi-fabricated materials, commodities, 
equipment, accessories, parts assemblies 
or products of any kind, whether or 
not acquired with priorities assistance. 
The purpose of the regulation is to pre- 
vent excessive inventories by restricting 
ordering, deliveries, receipts and proc- 
essing of still-scarce items. 
* + * 

Army reconverting—War Sec- 
retary Patterson says that the army is 
trying in two ways to ease shortages 
of civilian goods as fast as possible. 
It has rapidly declared surplus such 
army goods as towels, bedsheets, soap 
and radio tubes. Also, it has sharply 
reduced the army’s buying program of 
such items, giving first place and em- 
phasis to goods which are short on the 
civilian markets. Lieut. Gen Brehon 
Somervell, says that the army service 
forces plan to spend only $1,500,000,000 
in 1946, compared with $14,500,000,000 
in 1945 and $21,300,000,000 in 1944, 
Since Aug. 14 the army has declared 
surplus 800,000 bedsheets, 2,160,000 lbs. 
of soap, 3,913,000 radio tubes, 425,- 
000 tires, 464,000 flashlights, 37,487,000 
ft. of copper wire. These figures were 
given to the House military committee, 
which had asked the army officials to 
make a report regarding surplus prop- 
erty disposals and contemplated pur- 
chases in the next year. 

* © * 

Tin still restricted—Restric- 
tions on the use of tin were continued, 
some of them strengthened, Sept. 11, by 
WPB amendments to Order M-43. The 
amended order prohibits the use of tin 
in tablets, markers, memorials, hard- 
ware, electrical and other fixtures, 
braces, handles and levers. Inasmuch 
as manganese and silicon offer ade- 
quate substitutes for tin in the bronze 
used to manufacture most of the above 
products, their producion should not be 
greatly affected. Moderate reductions 
in tin quotas for the fourth quarter of 
1945 for tin plate, solders, babbitts, 
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The Atkins No. 9 Crosscut 
Saw, one of the complete line 

of Atkins Crosscuts, made of 
famous Silver Steel, Segment 
Ground for easier working qualities. 
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Al Ki N on 


He knows that the Atkins 
“Silver Steel” Crosscuts he has 
bought at your store in the past 
are the finest his money can buy. 
Nobody is in a better position 
to appreciate their keen-cutting, 
edge-holding teeth... the way 
they cut smoothly with minimum 
effort. He knows what Atkins 
“Segment Grinding” means in 
the way of easy sawing in the 


toughest wood without pinching. 

If, at the moment, you may not 
have the new Atkins Saw he 
wants today it’s because we, like 
other manufacturers, have the job 
of crowding several years’ nor- 
mal production into months. But 
you can be sure we are doing 
everything in our power to step 
up saw shipments as fast as pos- 
sible to our many dealer friends. 


ATKINS AND COMPANY 


402 S. Illinois Street, Indianapolis 9, Indiana 








SOILAX 


TELLS "EM 








— 
MAKES ’EM REPEAT 
gas with satisfaction! 








WALL WASHIN 


PAINT CLE Scare 
GENERAL \ St 
SENS DIRT - Hic ‘ 


Get Nationally-Advertised SOILAX 
from Your Jobber! 


Economics Laboratory, Inc., St. Paul, Minn. 
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also the now-permissible uses - for 
bronzes and cast alloys are contained 
in the amended order. Some of the 
reductions in quotas are for the pur- 
pose of setting up reserves for later 
adjustments. Since most brass mill 
products require pig tin in production, 
and producers depend on very little 
scrap, very few such uses have been 
permitted, principally requirements for 
electrical distribution and communica- 
tion systems. The quantity of pig tin 
that any user may purchase for use in 
accordance with M-43 will be three tons 
per month instead of five tons formerly 
permitted. The maximum sale to any 
customer shall not exceed one ton as 
compared with former limitation of 
three tons. For the fourth quarter, the 
maximum use of tin in solder has been 
reduced from 50 per cent to 40 per 
cent. Quota amounts of pig tin for 
use in solders have been reduced to 90 
per cent of the fourth quarter of 1944, 
The quota amounts of pig tin in bab- 
bitts (bearings) have been reduced to 
80 per cent of the 1944 base period, and 
the tin content of low tin babbitts from 
12 per cent to 10 per cent. The quota 
amounts of pig tin in bronzes and cast 
alloys have been reduced from 80 per 
cent of the base period to 60 per cent, 
and in wrought alloys from 80 per cent 
to 70 per cent. The quota amounts of 
pig tin in tin plate have been reduced 
to 95 per cent of the base period. 
* - « 

Marlin Firearms shipments 
Despite early development of post-war 
plans and speedy reconversion, the Mar- 
lin Firearms Co., 17 E. 42nd St., New 
York City, is being delayed on im- 
mediate shipment of sporting guns due 
to the “paradox of a labor shortage in 
this supposed present period of unem- 
ployment,” according to Roger Kenna, 
vice-president and sales manager of the 
company, in a statement issued Sept. 
28. He said that while guns were com- 
ing off the line, production was not 
meeting expectations, and so a ration- 
ing system for distributors had been put 
into effect. “Official sources in New 
Haven advise thousands are unem- 
ployed, but we are finding it difficult 
to man our machines. Undoubtedly the 
situation will change soon. Eventually 
we hope to double the number of our 
workers. Meanwhile, every effort is be- 
ing made to keep up with a huge back- 
log of orders and to meet the new 
market for sporting guns created by 
ex-soldiers, which has been strikingly 
indicated by advanced surveys,” he 
stated. OPA, he; reminded the trade, 
had allowed manufacturérs to increase 
prices to the distributors and distrib- 
utors to increase the price to dealers, 
increase in distributor-to-dealer price 
being 5.35 per cent on rifles and 6.54 


per cent on shotguns, while retail deal- 
ers are permitted to increase prices to 
the public 2.2 per cent on rifles and 
3.7 per cent on shotguns, over prices of 
Jan. 10, 1942. 
* . ae 

Gas stoves—Production of gas 
stoves is increasing and is expected to 
reach 150,000 in December, 1945, WPB 
reported Sept. 17. By June, 1946, pro- 
duction will be, it is estimated, at the 
rate of 220,000 per month, well above 
the monthly rate of 165,000 for the pre- 
war year July 1, 1940, to June 30, 1941. 
Production of oil cooking stoves is also 
increasing at a rapid rate. No numeri- 
cal estimates of future production are 
now available, although it is expected 
that this type of stove will be in fair 
supply by about December, WPB said. 
Capacity production of coal and wood 
cook stoves is retarded by manpower 
shortage in the foundries. Unless con- 
ditions improve considerably in the im- 
mediate future, an ample supply of coal 
and wood cook stoves cannot be ex- 
pected until the fall of 1946 says WPB. 


Oil burners—Shipments of oil 
burners during the month of July, 1945, 
totalled 10,571 units compared with 12, 
092 units in June, 1945, 4,942 in July, 
1944, and 4,938 in July, 1943, according 
to the Bureau of the Census, Depart- 
ment of Commerce. Of the total 10,571 
oil burners shipped during July, 1945, 
78 per cent were residential type oil 
burners with the remaining 22 per cent 
representing commercial and industrial 
oil burners. These statistics were com- 
piled from reports submitted by 124 
manufacturers. 

oe * . 

Baby carriages — Manufac- 
turers of baby carriages report that 
there will be little improvement in the 
supplies of baby carriages for from four 
to six months, because of labor and ma- 
terials scarcities. 

7 - > 

Lumber—Production for the 
first seven months of 1945 and prelimi- 

estimates of production in August 
indicate that total output for the year 
will fall to about 28,750,000,000 board 
ft. WPB announced on Sept. 25. Pro- 
duction for the year was previously ex- 
pected to total 29,500,000,000 board feet. 
Decline in production is due to man- 
power and equipment shortages, pricing 
and other factors. Production for the 
period January through July, 1945, 
totalled 17,157,614,000 board feet, a 
decline of 11 per cent from production 
in the comparable period of 1944. In 
July, 1945, production was nearly nine 
per cent below that in June and 15 per 
cent less than that in July, 1944. June 
and July production normally are on 
approximately the same level. 
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Builders’ hardware surplus— 
At a recent meeting with Surplus Prop- 
erty Board staff representatives the 
Department of Commerce, OSP, and 
other government agencies in Washing- 
ton, D. C., the Builders Hardware In- 
dustry ‘Advisory Committee concluded 
that the disposal of government sur- 
pluses would not seriously interfere 
with regular industry operations with 
the possible exception of padlocks. 


Lead—A 9,500 ton increase in 
fourth-quarter lead allocations over the 
256,000 ton third-quarter total has been 
approved by WPB’s Requirements Com- 
mittee in a move to accelerate peace- 
time production. This increase together 
with an estimated sharp drop in fourth 
quarter imports may necessitate dipping 
heavily into the government stockpile, 
WPB reported. Chief beneficiaries of 
the increased allocations will be manu- 
facturers of white lead for paints, auto- 
motive replacement batteries, cable 
coverings, solders and collapsible tubes. 
In the case of batteries, the new alloca- 
tion will be increased to 106 per cent 
of the base period (1944) compared 
with 100 per cent allocations allowed 
for this purpose in the third quarter. 
As the total fourth-quarter supply is 
estimated at only 244,000 tons, WPB 
officials said, the increased allocations 
may require a 21,500-ton slice out of 
the government stockpile. In the event 
that all of the allocations are taken -up, 
WPB estimated that the government in- 
ventories would sink below 65,000 tons 
of lead at the end of 1945. The lead 
supply in the fourth quarter was based 
on estimates of 125,000 tons of primary 
lead preduction, secondary lead produc- 
ion (from scrap) of 73,000 tons and 
lead imports of 46,000 tons. 


. * « 


Nails and wire products — 
Leading mills comment that today’s 
demand for wire and wire products ex- 
ceeds current production. Government 
war contract cancellations have been 
largely adjusted on wire mill schedules, 
and bookings are now for a relatively 
wide variety of peacetime uses. The 
demand is reported equally pressing 
from manufacturers and jobbers. Job- 
bers’ stocks seem to have been well 
thinned out at the close of the war, and 
they are now attempting to replenish 
their inventories. Some warehousemen 
say that, in spite of the cleaning up of 
government orders through cancella- 
tions, they are not experiencing any 
notable improvement in receipts of wire 
products, especially nails. Whether this 
latter fact is traceable to a greater 
selectivity of scheduling at some mills, 
for profit preference, is a question. 
Despite the partial price relief granted 
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wasn’t proud of the yields I got when I first moved on this 
280 acre farm 13 years ago. The ground was run down, 
fences were poor, and the farm had carried very little livestock. 


“One of the first improvements I made was to fence every 
field with woven wire. Then the farm was heavily stocked and 
legume pasture was brought into the rotation. As a result, 
crop yields have practically doubled in 12 years’ time. Corn 
last year*averaged 60 bushels per acre; soybeans, 35 bushels. 
And I now have a profitable livestock setup besides—30-50 
beef cattle, 200 hogs and 50 sheep. 


‘“‘RED BRAND Fence Sure Stands Up” 
“Red Brand fence has proved to me it’s built to take a lot of 
weather—that’s why I have more Red Brand on my farm than 
any other kind. It sure stands up.” 
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Present Keystone fence, though not trade- Po 
marked Red Brand, is tops in quality. . ne9 PAN Ly ha 











Keystone Steel & Wire Co., Peoria 7, Ilinois 






» 
TF/, Po f / : / ] 
Vb { Ke Y 1iavie Gad iA CH rently GNNea UAG im leading fa L4H AGG gined oe 


RED BRAND FENCE sic vos: 


211 











the manufacturers in January and May, 
it is assumed that wire products are 
included in the list for which further 
advances have been urged by the in- 
dustry, said to be under analysis by the 
OPA at the present time. 
> 7 > 
Coir yarn and products—Re- 
voking order M-312 on Sept. 18, WPB 
has removed restrictions on the uses of 
coir (cocoanut-fiber) yarn and products, 
Their importation, however, remains 
subject to Imports Order M-63, which 
requires WPB authorization to import. 
The revoked M-312 permitted certain 
grades of coir yarn to be used only to 
make matting for military purposes and 
rope. Other grades were permitted to 
be used only for products for military 
purposes, rope, commercial wrapping 
twine, sugar bags, and mats. Removal 
of these restrictions should open up in- 
creased amounts of coir twine for hop 
growers, and of other coir products 
scarce during the war. 
> + 4 
Sewing machines— About 40,- 
000 sewing machines may be made in 
the last quarter of this year according 
to WPB reports. The estimated fourth 
quarter sewing machine production 
would amount to about 20 per cent of 
the pre-war quarterly manufacturing 
rate of 200,000 machines. Production 
rates in the spring of 1946 should rise 
rather sharply WPB forccasts. 
+ + > 
Enameled ware—Shipments of 
enameled ware during the second 
quarter of 1945 were valued at $6,498,- 
000, an increase of 10 per cent over the 
preceding quarter, and an increase of 
13 per cent compared with the second 
quarter of 1944, with increases in ship- 
ments of both hospital and general use 
products, reports the Consumers Durable 
Goods Division, War Production Board. 
This record is based on reports from 18 


manufacturers representing 100 per 
cent of the industry. 
ae 
Petroleum needs -—- The Pe- 


troleum Administration for War has 
announced its estimates of petroleum 
demands for October indicating a daily 
rate of 4,803,570 barrels of all pe- 
troleum liquids should be the domestic 
production for the month. Of this 
quantity, it is estimated that 4,464,400 
barrels daily should be crude oil. The 
crude oil production rate for October 
represents a reduction of 108,500 bar- 
rels daily from that quantity of crude 
oil which the calculations showed would 
be required to meet September demand. 
The anticipated natural gasoline rate 
remains unchanged. 
. * * 


White lead—To help build up 


producers’ stocks of white lead for 
paints, WPB permitted the use in 
September of additional quahtities of 
lead for the production of basic carbo- 
nate of white lead. Present quotas 
restrict the use of lead in the produc- 
tion of basic carbonate of white lead to 
20 per cent of that used during the 
first six months of 1944 for this pur- 
pose. Direction 1, Order M-384, per- 
mitted the use during September of an 
additional 1/3 of 20 per cent of the 
base period use. 
+ > * 

More WPB releases—Also in 
mid-September, WPB revoked several 
more controls, by the now-regular pro- 
cedure of amending Priorities Regula- 
tion 31, which blankets the many orders 


now being cancelled. Effective Sept. 18, 
graphite (Order M-61) was opened up 
for distribution and use with the prin- 
cipal beneficiaries the lubricating indus- 
try and lead pencil manufacturers. By 
amending order M-89, WPB ended allo- 
cation controls on corundum superfine 
flours, used principally by optical 
instrument manufacturers for lens 
grinding. As of Sept. 30, controls over 
the processing, sale and use of rattan 
have been removed, by revocation of 
Order M-248. Peacetime uses of rat- 
tan include wickerwork, chairs and 
chair seats, cordage and farm whips. 
In addition it is needed for wheelchairs 
and occupational therapy work. Prob- 
ably few shipments of high grade rattan 
will reach the United States until next 








Eliminate War-Imposed 
Controls, American Retail 
Federation Asks 


HE following resolutions were 
adopted by the trustees of the 
American Retail Federation and by 
representatives of 19 national and 
34 state retail associations whose an- 
nual meeting terminated Sept. 14, in 


Washington, D. C.: 
Preamble 


The expressed objectives of the 
government with respect to stimu- 
lating employment are the saiue as 
those fostered and supported by the 
retailers of the United States. 


Recommendations 
to Government 


1. We urge the necessity for an 
orderly, prompt retreat from the field 
of war-imposed controls with the ob- 
jective of completing their elimina- 
tion by the time that the present 
authority for them expires. 

2. Jobs and goods are the best- 
known antidote for inflation. Re- 
strictions that hamper production or 
distribution, no matter how worthy 
their stated purpose, contribute to a 
continuation of inflationary demands, 
by enforcing pyramiding of unsatis- 
fied demand. To relieve these pres- 
sures we recommend: 

a. Immediate release of produc- 
tion controls, over producers and 
manufacturers, that prevent im- 
proved qualities and styling. 

b. Increasing manufacturing ceil- 
ing prices to cover the elements of 
cost and profit. 


3. Maximum production and em- 
ployment are not possible until dis- 


tributors are in a position to handle 
efficiently the movement of goods 
from producers and manufacturers 
to consumers. Consequently, all 
types of control] that prevent restora- 
tion of services and improved assort- 
ments of goods should be removed 
as a first order of business. 

4. We urge more care by govern- 
ment in discussing price controls, in 
distinguishing between price fixing 
and price stabilization. Price fixing 
implies price freezing which means 
rigid, non-adjustable controls in 
which new costs at primary levels 
are usually subsidized by govern- 
ment. Price stabilization simply 
means orderly, economic pricing in 
which carefully scrutinized and well- 
justified increases are moved through 
all levels of production and distribu- 
tion without an opportunity to any- 
one to reap windfall or speculative 
profits. 

We condemn as inconsistent with 
price stabilization the whole prin- 
ciple of cost absorption or roll-backs. 
It is unfair, uneconomic, unsound 
and repugnant to the spirit of law 
and equity in a peace economy. It 
freezes the merchant in particular to 
a low cost rate, resulting largely 
from enforced elimination of services. 
It hampers his ability to prepare for 
the job of distributing the production 
of civilian goods required to develop 
maximum employment. It denies him 
his chance to assume his share of the 
obligation of contributing to maxi- 
mum employment by taking back 
the workmen required to restore ser- 
vices eliminated in war. 
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-  * * KQOQPPERS « « 
Wuite Tar Division 


Introduces a New... Durable... Mothproofing Treatment 





3 BIG REASONS WHY 
YOU SHOULD STOCK HEX 


FAIR-TRADED FOR 
PROFIT PROTECTION 


52° PRE-TESTED 
| SALES SUCCESS 








NATIONAL CAMPAIGN 


SPRAYERS AVAILABLE 


KOPPERS COMPANY, INC. 
White Tar Division - Kearny, New Jersey 
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All Purpose 


Steel Rake 






Best for 
Lawn and Garden 


@ Operates easily with “carpet sweeper"’ mo 
tion. No lifting. Always kept on ground. 

@ Only successful rake for creeping bent. 

@ Flanged teeth on one side for garden use. 
Harrow and pulverize ground finer. 





A BEST SELLER IN LEADING STORES 


The CAVEX Rake is the ONLY scientifically 
correct All-Purpose Lawn and Garden rake. 
Absolutely self-cleaning, it combs lawns with- 
out injury to be cleaning out stones, twigs 
and imbedded debris without damaging roots. 

The CAVEX Rake when once used is always 
Fhe sho because of its many unique features. 
he short tong side of the rake is unequalled 
for pulverizing and loosening garden soil— 
makes reseeding simple. 

Sturdy Construction: High carbon steel teeth 
on cold rolled shaft. Riveted handle brace 
and selected hardwood handle. 














Now in Production! 


the CAVEX 
BROOM RAKE 


THE ORIGINAL BROOM-RAKE 
AND STILL THE BEST! 


The favorite In every home collec- 
tien because they can "'broom- 
rake" all day without tiring. 
Sells on sight—each sale brings 
In the neighbors. 






Fastest 
Seller 


Improved construction increases efficiency and 
ossures lifetime service. 24 spring steel, heavy 
gauge wire teeth formed to most effective curve. 
Handle joined at correct angle. 


Write today for 
Quantity Prices and Discounts 


A. & A. Manuracturine Co. 


525 N. NOBLE ST. CHICAGO 22, USA. 
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spring, so widespread resumption of those on lead and tin, were removed. 
manufacture will not be possible imme- One schedule, now revoked, had listed 
diately. materials and equipment in short sup- 
Am, & ply, prohibitng or restricting their use. 

Housing materials eased — | Among items covered were elevators and 

By WPB’s Sept. 17 revision of order escalators, lead and lead products, lum- 
P.55-c, restrictions on the use of critical ber, insect screen cloth, and plumbing, 
materials and equipment in housing water and gas installations. The use of 
construction, with the exception of lead and tin is still limited by pre- 








SALES OF 1,099 INDEPENDENT RETAIL HARDWARE 
DEALERS IN THE UNITED STATES 
August, 1945, Comparisons 





Aug.’45 Aug.’45 


vs. vs. 
No. stores” Aug.’44 July’45 Aug.’45 Aug. "44 July ’45 
Total ..... 1,099 + 6 —1 $8,652,358 $8,142,167 $8,782,124 


945, $77,507,459: 1944, $70,035,875 
First eight months, 1945, (a), showed 11 per cent gain over 1944. 

















Percent Change 
Number Aug.’45 Aug.’45 Dollar 
of firms vs. vs. Sales 
States by Regions reporting © Aug.’44 July ’45 Aug. 45 
EE issues &® +5 —4 530,351 
ee iw se 8 0 —5 69,527 
New Hampshire 3 +15 0 117,351 
Vermont ...... eH ae: — 6 — 3 37,763 
Massachusetts ....... . +9 —4 214,710 
Rhode Island ... 4 +9 +2 33,616 
Connecticut aa * ll —10° —10 57,384 
Middle Atlantic ............ 116 +4 —4 876,689 
Pennsylvania ............. 116 +4 —4 876,689 
East North Central.......... 343 + 3 — 3 2,377,292 
SE) .c.acdaticashicnvumuens 94 +4 ae 25) 5 635,473 
ree 51 +1 —2 315,852 
Illinois ...... 78 + 2 —l1 527,846 
Michigan 44 +9 —7 382,909 
Wisconsin ... ae 0 —2 515,212 
West North Central . 143 +3 —1 639,217 
aaa ae 45 —2 5 208,339 
Missouri ..... 30 +4 +4 134,993 
Nebraska 32 +9 + 2 106,814 
Kansas ..... 36 +5 —2 189,071 
South Atlantic ...... 50 +8 +1 469,880 
South Carolina .. 9 +12 +18 80,644 
i ee 22 + 3 +3 180,348 
Plesi@a .?...-... Roe 19 +11 — 6 208,888 . 
East South Central. ; se 0 —1 85,750 
_ . 10 0 —1 85,750 
West South Central ‘2.0 +13 +1 724,314 
Arkansas ........ it. Oe +13 + 6 142,151 
Oklahoma .... 35 +10 +2 146 990 
an 47 +13 —1 435,173 
Mountain .... 73 +10 +2 722,856 
Montana ........ 14 +21 +1 143,612 
aa 13 — 4 — 6 96,362 
Wyoming ........ ‘ 4 +11 —13 39,323 
Colorado ........ ieee ee +2 —2 121,786 
_“ f Saree er eras +16 +10 223,936 
pO Ore 5 + 6 0 36,231 
Nevada Die ie to Ce +5 +11 40,053 
Se 206 +9 0 2,226,009 
Woes, ....46. 5.0.4 27 + 5 +9 226,483 
A ee 29 +2 + 6 448,498 
ES six v acdlcveued 150 +11 — 3 1,551,028 
| a 14 + 3 —4 67,235 
Los Angeles, Cal............. 15 +4 —13 162,644 
8 rs. 9 + 3 +4 65,746 
San Francisco, Cal........... 18 +17 —4 202,956 
Seattle, Waele 7. .:-.. 0000. sui 6 —2 —5 31,945 





Note: (a) Includes reports received too late for inclusion in geoviews monthly 
totals. (b) Number does not apply = all cases to the year-to-date figures. 
Compiled by Bureau of the Census, U. S. Department of Commerce. 


HARDWARE AGE 








visio 
(tin) 
had 
of n 
ber 

Orde 
ratin 
thori 
in fe 
be g 
30. 


32 - 
nour 
men 
cont 
tion: 
sing] 
cept 


in | 
emp! 
clud 
mate 
cell; 
exce 
pow 
(wit 
gage 
lamp 
servi 
macl 
seals 





uly °45 
782,124 




















monthly 


, AGE 








visions of orders M-38 (lead) and M43 
(tin). The second revoked schedule 
had imposed restrictions on the design 
of new housing, and on the use of lum- 
ber and the installation of plumbing. 
Order P-55-c which assigned preference 
ratings and allotments symbols for au- 
thorized housing construction, remains 
in force, but no preference ratings will 
be granted under the order after Sept. 
30. 


Inventory easements (P.R. 
32 — Effective Sept. 17, WPB an- 
nounced some changes—mostly ease- 
ments—in its new general inventory 
control regulation (P.R. 32). Frac- 
tional A. C. horsepower motors, and 
single phase A.C. integral motors (ex- 
cept universal) have been placed under 
a 45-day limitation “because they are 
in tight supply.” Lines newly ex- 
empted from inventory restrictions in- 
clude: asbestos building and friction 
materials, and textiles; batteries, dry 
cell; bearings—ball and roller; chains, 
except stud link anchor, cast steel, 
power transmission; cranes and hoists 
(with exceptions); files and rasps; 
gages and precision measuring tools; 
lamps, incandescent; mechanics’ hand 
service tools; metal cutting tools and 
machines; and packing, gaskets and oil 
seals. ® 


> . * 


Bristle situation—In 2 letter 
to brush buyers Isidor A. Rubin, presi- 
dent, Rubico Brush Manufacturers, Inc., 
New York City, said that while he does 
not know how much bristle is in the 
Government stockpile he does know 
that “no matter how much bristle the 
Government has in its stockpile, prac- 
tically all of it must be in short lengths 
up .to 3% in., as all the bristle pur- 
chased by our Government since the 
outbreak of the war was of Chungking 
or Indian origin, and the percentage of 
longer than 3% in. bristle in either 
quality is nominal. For that reason 
I believe that few painters’ brushes 
will be made of pure bristle, even if 
the government stockpile of bristle is 
large. Tientsin and Manchurian bristle 
which contain a greater percentage of 
3% in. and longer lengths are not yet 
available, and it is my opinion that 
under even the most favorable condi- 
tions none of this bristle will reach our 
ports until March or April of 1946, or 
later. . .. While order M-51 as amended 
permits the manufacture of pure bristle 
brushes in the short lengths, I cannot 
say that they will be good brushes. 
These brushes will be pure bristle 
brushes, but the bristle will be inferior 
in quality to pre-war bristle. We shall 
have to be patient until we get the 
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$850 Breast Chain Slide 
Snap. Used on $220 Breast 








MIDLAND 


A COMPLETE 
Fast-Selling Line 


Concentrate on Midland Sad- 
dlery Hardware and chains— 
the complete, fast-selling line 
that is “tops” in its field. Sim- 
plify your stocks, make stock- 
keeping easier, improve your 
service with Midland. The 
Midland trademark identifies 
plus-quality in design, strength, 
material and workmanship—the 
result of more than 30 years of 
experience. Write for our latest 
catalog. 


To be doubly sure of the qual- 

ity you want your customers 

to have 

Always say, 
“MIDLAND” 


to your Jobber 


Chain. 






$220 
Breast 
Chain. 


£855 Breast Chain Double 
Snap. Used on $220 Breast 
Chain. 


c= 


£1968 Hame Bottom Loop and Clip. 


aa” 


> 


$711 Hame Fastener. 


Manufacturers of Farm and Garden Imple- 
ments and Tite-Line Clothes 


Line Holder. 


rue MIDLAND 
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Mauupactarers 
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TOOL OF 
8001 USES 


HANDEE~” 


The original hand tool and today’s finest for work 
on any metal, alloy, plastic, wood, horn, bone, 
glass, etc. 

Fits the hand comfortably, goatee balanced. 
Weighs only 12 ounces—it’s non-fatiguing” 
tool, And, Handee’s i athy. is as extensive as 
the number of quick and easy-to-change acces- 
sories on hand—300 to choose from. 

Operates om AC or DC current at 25,000 1£.9.m. 


can T meamie —— $1 8.50 











ULTRA DE LUXE SET 


ig Christmas seller and profitable the year 
ual Every man and boy wants this set. 
Strong carrying case contains Mandee and 45 of 
the most popular accessories to s 4 drill, polish, 


cut, rout, carve, saw, sand, pen. 25. 00 


engrave. Nationally advertised at 
BUILD A STEADY BUSINESS 


IN ACCESSORIES 
with this new Display Case 





Glass covered, keeps stock clean and in order. 
Customer can make his own selection from this 
complete display. He can actually see 4 Gow 


varieties of accessories wie ee pe oe ' marked. 


Storage space inside for 
It’s a real money maker for dealers. 


Write today for special deal on Accessory Case 
and contents. 


CHICAGO WHEEL & MFG. CO. 


Makers of Quality Products for 50 Years 
1101 W. Monroe St., Dept. HA, Chicago 7, il. 
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quality of bristle suitable for the manu- 
facture of pure bristle brushes.” Mr. 
Rubin advised brush buyers “to limit 
brush purchases for the next few 
months to actual requirements, since I 
believe further changes will be made in 
present Gevernment restrictions, and 
such changes will naturally affect the 
brush set-up.” 


>’ * . 


Schick shavers—K. C. Gifford, 
president, Schick, Inc., recently an- 
nounced that the first shipment of 
Schick shavers for civilian use had left 
the plant for the West Coast and that 
schedules call for production of elec- 
tric shavers at a rate 50 per cent higher 
than 1941, last full year of peacetime 
production. This is to be accomplished 
by the first of the year, he said. 


Ratchet type pipe threading 
stocks, dies—Thousands of sets of 
ratchet type pipe threading stocks and 
dies are now being offered for sale on 
a fixed price basis by the Office of Sur- 


| plus Property of the U. S. Department 


of Commerce. Of various makes they 
are all to the same Federal specifica- 


| tions. Each set consists of ratchet type 
| stock with two handles and one set of 





dies, and are adjustable so that one 
set of dies and chasers will thread 1-in., 
1%-in., 14-in. and 2-in. pipe without 
changing dies, They have thumb level 
release for quick back-off, and are of 
the automatic cam type. Equipped with 
workholders handle grip, they have 
extra long threads, over and under pipe 
size. Chaser dies are made of high speed 


| steel and entire construction is rugged 





steel or malleable iron. The price to 
retail hardware, plumbing, heating and 








implement dealers is $12.00 each in lots | 
of 12 sets, f.o.b. specified Government | 


shipping point. Orders must be placed 
at the 11 regional offices of OSP. 


> * 


Pennsylvania Salt Co.—Sales 
for the year ended June 30 of the 
Pennsylvania Salt Mfg. Co., Philadel- 
phia, Pa., totalled $26,209,723, a frac- 
tion of one per cent ahead of the 
preceding year. 


August construction—F, W. 
Dodge Corp., New York City, reports 
that construction volume in the 37 
states east of the Rocky Mountains con- 
tinued to gain moderately in August. 
Contracts awarded in August totaled 
$263,608,000, a gain of two per cent 
over July, and 55 per cent over August, 
1944. Volume of construction of 
buildings to be used for manufacturing 
purposes expanded substantially, the 














MINUTE MOP Line 
of Cellulose Sponge 
Products 











ping weight, per gross, 50 Ibs. 





e Minute 
LAVATORY 
geusH 


a a | 
List Price. . 29¢c 


~ ane i bowls and stands 

the time. The housewife who songs te cat 
liness quickly sees its speed- up advantages, how 
een away res 44 o ea es Axtures in a 
weight, per gross, 22 Ibs. eS ae: 















“Fin Model” 
Pre 35c 
yet 


method 
omy — coffee makers, 





Cellulose Sponge head is 
sectioned and set into handle, resembling « 
paddie-wheel, that washes clean as you twist 
handle. Packed in counter display cartons of 12 
mops. Shipping weight, per gross, 20 ibs. 
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KANE CHICAGO 16 ILL. 
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August total of $75,456,000 being a gain 
of 46 per cent over July and 88 per cent 
over August of last year. « Residential 
building in August, declined eight per « 
cent from July’s total but was 83 per 
cent higher than in August, 1944, total- 
ling $42,711,000. Privately owned con- 
struction represented 74 per cent of 
August, 1945, construction and 90 per 
cent of nonresidential building, 93 per 
cent of residential building and 35 per 
cent of public works and utilities. 
* .- a 

Increased hunting—Even with 
a sub-normal supply of ammunition 
available, there will probably be more 
hunters in the field this Fall than ever 
before in the history of the United 
States, according to Charles E. Gilham, 
explorer and big game hunter recently 
appointed chief of the Sportsmen’s In- 
formation Department of the Western- 
Winchester divisions of Olin Industries, 
Inc., E. Alton, Ill. Expectations for a 
record turn-out of hunters this year are 
based on the lifting of gas restrictions, 
the demobilization of large numbers of 
hunting-starved service men, and gen- 
eral predictions of larger than normal 


game populations Mr. Gilham states. 
* * + 


Santa on Display 
at the Courthouse 
HROUGHOUT the Middle West 


there are numerous towns and 
cities which. have historic village 
squares. In the center of these 
squares one usually finds the local 
courthouse. 

At Mexico, Mo., hardware and 
other merchants have prevailed upon 
the county officials to decorate the 
courthouse each year at the Christ- 
mas season and trims are very beau- 
tiful and help create a Yuletide at- 
mosphere. 


4 


Everyone in Mexico, Mo., saw this 
display and it helped stimulate the 
local Christmas spirit. 
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How a toaster looks at the 
postwar dealer market! 


This under-the-counter slant suggests that, upstairs, a fine bit of 
“fishing” may be going on. (Planning is perhaps a better word.) 
Many a dealer is doing lots of that these days. 

Any way a toaster looks at it, some dealérs would gladly bait 
their sales barb with any kind of merchandise. Others (the smart 
ones) are out for a heavy catch. They’re going after business with 
Big Ones on the hook. 

In the toaster field, that Big One is the “Toastmaster” toaster— 
the one toaster that most customers ask for by name. And with 
good reason. 

More “Toastmaster” automatic toasters have been sold than all 
other makes combined! And far-and-away greater than any other 
is “Toastmaster” toaster’s consistent, persistent national adver- 
tising. 

If you catch yourself “fishing around,” plan to cast.your lot 
with the Big Ones in every line. And in big-volume traffic appli- 
ances—that Big One is the ““Toastmaster’* toaster. 


**ToOasSTMASTER” is a registered trademark of McGraw Electric Company. 
Copr. 1945, Toastmaster Propucts Divis on, McGraw Electric Co., Elgin, IL 
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A. O. Smith Stoker 


Stoker which is a one-piece welded 
hopper assembly, has turret-top of hop- 
per. Designed with close-coupled con- 
struction and Monotwin assembly of 


<te 





feed tube and air duct. Has special 
plug-in motor connectiun, and Smithway 
motor. This motor, “Tri-Flow” design, 
provides controlled air _ circulation. 
Streamlined, with attractive color har- 
monies, stoker is trimmed with chrome. 
Compact in construction, it has the 
hopper and drive mechanism in one 
housing. Slope of the lower hopper 
plane clears the fire door and permits 
installations closer to the furnace. Quiet 
high speed fan cools the motor, and 
provides a positive supply of air to the 
combustion chamber. Service tuyeres 
are designed for individual removal 
without disturbing the hearth. Direct 
drive double worm transmission, pro- 
vides silent and efficient operation. 
Worms are made from heat-treated steel, 
hardened and polished acting against 
bronze helically cut gears. A. O. Smith 
Corp., Milwaukee 1, Wis. 





Animal Trap Co. 
Trapping Manual 


The Animal Trap Co., of America, 
Lititz, Pa., has issued a combination 
trapping manual and catalog called, 
“How to Catch More Fur With Oneida 
Victor Traps.” Inside front and back 
covers illustrate the three pace tracks 
of 16 animals. Contains instructions on 
how to catch more fur, hints and kinks 
for outdoorsmen, and stories of pioneer 
trappers. Also outlines a history of the 
company in the introduction. It illus- 
trates and gives specifications of the 
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company’s traps for catching different 
types of animals and describes their uses. 
Containing 48 pages, it has an alpha- 
hetical index of each different subject 
covered. 


Ameroid Boiler 
Treatment 


Ameroid liquid boiler treatment, for 
home use, is said to give a clean heating 
system and full fuel economy. Packed in 
one-qt. cans which are sufficient for the 
average home up to 10 rooms approxi- 
mately 500 sq. ft. of radiator surface. 
Larger packages available for large 
houses, apartment houses, hotels, etc. 
R. T. Weil, 277 Broadway, New York 
City. 


E-Z Cultivator 


Designed for victory gardens, flower 
beds and shrubbery, this tool lifts the 
soil, making it possible to cultivate with 
foot pressure to any depth. Can be 
easily maneuvered around flower beds, 
between plants in rows, and underneath 
shrubbery. Weeds are picked up by 
spikes and thrown over top of soil. 
Made of heavy welded steel with hard 
maple handle, the latter designed so 
most effective operation is 12 to 18 in. 
in front of feet. R. C. Cox Associates, 
205 W. Wacker Drive, Chicago 6, Ill. 





Reel Tite 
Clothesline Reel 


For putting-up or taking down 
clothesline, this reel will hold 100 ft. of 
first quality clothes line. Made from 





sturdy steel, welded to give added 
strength, reel is finished with a high 
grade lacquer which makes it simple to 
keep reel and line clean. Merely put 
loop over first hook, drop line over 
other hooks, attach Reel Tite to bracket, 
and tighten whole line. Reel locking 
device to hold tension on the line is 
simply designed and will not get out of 
order, says maker. The Van Dorn Iron 
Works Co., 2685 E. 79th St., Cleveland 
4. Ohio. 


Kleenfount Poultry 
Drinking Fountains 


The Kleenfount Co., 621 Puente Ave., 
Baldwin Park, Cal., is making the 
Kleenfount, a sanitary poultry drinking 
fountain. Provides a constant supply 
of clean water, drainage arrangement 
carries off small overflow, keeping pens 
dry. Each one will supply 125 laying 
hens and is simple to operate, having 
but one moving part. Made of high. 
quality cast aluminum and is threaded 
to fit a standard % in. pipe with valve 
core and screw to regulate the flow. 
Bowl is 2%:in. in diameter and 2% in. 
in height. Ideal for turkeys, ducks, 
geese and rabbits, also cats, dogs, etc. 


HARDWARE AGE 
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Here’s a candle that brings you 


quick profits—repeat sales! Be- 
cause more and more, your cus- 


tomers insist on this 





recognized quality candle 











Tie-In Now for Extra Profits 


. Order the Taperlite Introductory 
Assortment 1,000 containing: 










Nationally Advertised 
Right Now In Leading Magazines 


8 doz. 10” Taperlites to retail at 15¢ a pair 


Will & Baumer’s extensive national advertising 8 doz. 15” Taperlites to retail at 20¢ a pair 
builds sales volume for you in 2 ways: TOTAL RETAIL VALUE................... $16.80 
1 Your customers learn that Taperlite’s Patented eo oR 4 ae $10.00 

* Firm-Fit end prevents tipping and dripping. (The DEALER'S PROFIT... $6.80 or 41% 


only popular-priced hand-dipped candle with this 
important feature.) Standard Color Arrangement—2 doz. White; 2 doz. 
Old Ivory; 1 doz. Blue; 1 doz. Foliage Green; 1 doz. 
Yellow; 1 doz. Peach. Other colors available if de- 
sired: Cream, Pink, Dark Blue, Apple Green, Sun- 
shine Yellow, » 


2 And, they learn how to use more candles oftener 
* through a new booklet, ‘Guide to Lovelier Table 


Settings,” offered free in every ad. 





Get eee Taperlite Assortment direct from your 
Wholesaler today. If he can't supply you. mail 
your check for $10.00 direct—terms: 2% F.O.B. 
‘actory, Syracuse 1, N. Y. 


WILL & BAUMER CANDLE CO., INC. 
Established 1855 
Fancy Candle. Sales Office: 
15 East 32nd St., New York, N. Y. 
Factory and General Offices: Syracuse, N. Y. 


wee 20 ie eke ape nrene teat: F8P ee 
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TO MARK 
ANY SURFACE 
that will take paint 








@ Eliminates messy 
paint pots and 
brushes 


@ Bright, clear, 
weatherproof 
marks 


@ Always ready for 
use—handy as a 
pencil 


@ Point will not get 
hard or crusty 


@ Economical — 
time saving 


@ Big, husky sticks 














Paintmarx per be used to mark any sur- 


face that wil 


take paint, whether wet 


or dry—in the Tropics or in the Arctic. 
Send for the FREE industrial Crayon Guide 


Dept. HA-7 











WHATS NEW 





Lyon Metal Steel Stools 


Steel stools, available in five heights 
and 40 models, which have a diversity 
of industrial and commercial uses are 
being made by Lyon Metal Products, 





illustrated. 


Stool 
No. 1226 is equipped with an adjustable 
back and pressed wood seat, over steel, 


Inc., Aurora, Il. 


and steel feet. Back support may be 
attached to all models. Stool is all- 
welded, has 14 in. wide seat, with 
rounded corners, and a strong channel 
brace which provides a comfortable foot 
rest at a uniform distance below the 
seat from all heights. Also steel glide 
type feet and pressed wood seat ap- 
plied over steel for strength. 





Staminite Surface-Nu 


Liquid plastic clear finish coat for 
wood or linoleum surfaces. Drys in 40 
to 60 minutes and preserves and pro- 
tects surface to which applied. Can be 
brushed, sprayed, dipped or wiped on, 
and worn spots can be retouched. For 
use over paint, varnish, lacquer or 
shellac. Dirt and stains do not pene- 
trate its surface, and are easily re- 
moved by damp mopping. Said to be 
slip-resistant, it is alcohol, alkali and 
acid proof. Midwest Lifetime Plastic 
Co., 625 N. Y. Life Bldg., Minneapolis 
2, Minn. 


Jayhawk Shoe Rack 


Jayhawk Mfg. Co., 286 Fifth Ave., 
New York City, is making an all-steel 
shoe rack, which has no bolts, nuts or 
screws, Known as Jiffy shoe-rack, de- 
vice consists of a few pieces of sturdy 
steel, finished aluminum or black which 
are easily set up. Compact, it will hold 
six to eight pairs of shoes. 




















MIGIT 


SMALL TOOL 
SET 





A Little Giant 
For Business! 


Saves carrying a lot 
of tools ..... 

4 Single Hex, 4 Double Hex, 
3 Double Square Sockets. 
Range 3/16 to 7/16. Uni- 
versal Drive with Sliding Bar 
a Spintite Straight Drive all 
in a pocket size nicely fin- 
ished metal box. Ask for . . 


WALDEN WORCESTER 











Send for 

Catalog 141 

picturing a full 

line of Automo- 

tive, Aircraft and 

Radio wrenches — 
tools and boxes. 


WALDEN 


WORCESTER 


See it at 


Your Jobber 


Two / 
Combinations / 4 


Y, i 


STEVENS WALDEN, INC. 
468 SHREWSBURY STREET 





WORCESTER, MASSACHUSETTS 


HARDWARE AGE 
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Adjustable Plastic 
Fishing Float 





it 
31 





 centememeiinate 2 
; 











oc 
ac ee 4 
t Co gee 4 4 
| ar Premax Stamped and 
ant oL 
aie Embossed Metal 
e 
1 lot \ 7 House Numbers 
> The DeLuxe Embossed House 
4 , Number .. . with its satiny sil- 
| Hex, R ver figure on its black back- 
ket: und... is again available 
—— An adjustable plastic fishing float is EADY FOR ACTIO N : ~ in display Pace ent or in 
Uni- bei de by the Ch Float C P P : individual kets of t h 
9 Bar $640 Grinnell Ave, Detroit 18, Mich, | Weel “patrols” every varnish fob fn acters, Stock up at once and 
ve all Float will hold a 7.in. chub minnow to | @dvance by removing every trace of | - cet your share of the post-war 
y fin- a set depth when finishing for muskies, | WOX, oil, polish, dirt. That means: the business. Write for details and 
is « northern pike, etc. Heavy fishing such | varnish is sure to dry. And national — 
as this would require that the tube be | gdvertising means: Waxoff is sure to 
completely filled with air. Otherwise | sei], Ask your jobber! Schalk Chemical 


float can be made sensitive to smaller 
fish by placing a small amount of water 
in the tube. Cork seal retains water. 


remax Froducts 


DIVISION CHISHOLM-RYDER CO., INC. 
4601 Highland Ave., Niagara Falls, N. Y. 


Company, Los Angeles and Chicago. 








Line can be easily set to any depth by 
a locking plunger. Bait is held to a set 
depth. When locking plunger is in 
position, float will ride down the line, 
but not up. Float is 5% in. long and 
tube is bright red with the balance 
dark green. 


Hi-Carb Hexagon 
Head Screws 


The Ferry Cap & Set Screw Co., 
Cleveland, Ohio, has adopted the name 
Hi-Carb for its hexagon head screws 
made of high carbon C-1038 steel, 
double heat treated, black satin finish. 
Hi-Carb line is carried in stock, sizes 
% in. diameter by 6 in. long and under. 





Trimz Wallpaper 
Booklet 


Themed to tie-in with Trimz national 
advertisements, featuring Hollywood 
stars and their use of Trimz wallpaper, 
this book is one unit in a complete fall 








BIG DEMAND 





fps 


Hay Covers, Machinery Covers. 


It may be a long time before farm- 
ers can replace barns and storage 
buildings. In the meantime they 
need to protect their crops from 
weather and dirt. Harvested feed 
grasses, such as alfalfa, clover, hay, 
etc., deteriorate when left to the 
mercy of rain and snow. Farmers 
should protect their crops and farm 
equipment stored on the outside 
with Fultex Waterproofed Tarpan- 
lins. 


“angen promotion. Other units include a color- Fulton Bag & Cotton Mills, estab- 
icturing a full ful window display set, a consumer lished in 1870, also manufacture 
> of Automo- folder, which shows many of the Trimz back bands, cotton twine, tarpaulins, 
Aircraft and patterns in color, local newspaper mats, truck covers, tents and other canvas 
) wrenches — and editorial treatment in local news- . 

nd boxes. items. 





DEN 


ESTER 


REET 





RE AGE 





papers. Booklet contains several pages 
of illustrations of the choice of patterns 
eight stars picked for a room in their 


WRITE ‘DEPT. H A*’ FOR INTERESTING DEALER PROPOSITON 


FULTON BAG & COTTON MILLS 


homes. Back pages of the pamphlet 
illustrate in color the pattern choices Paar meat 1870 nai 
offered by Trimz Co., Inc., division of reieaniiaiitte New York les Gntnaes Kansas City, Ken. 


United Wallpaper, Inc., Merchandise 
Mart, Chicago, Ill. 
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SIZE MARfKED 


' PUMP LEATHERS 





Short of Clerks? 


The shorp, clear size-markings on all 
Simplex pump leathers speed up sales and 
prevent mistakes and exchanges. 

Solve your soles clerk problem with 
quickly sold Simplex pump leathers. They 
help both dealer and customer. 


Ask your jobber or write 
us for price list. 





Shy niversal 
Liquid Cement 


Mends everything - Ready to use 





Packs d in tubes, pints, quarts 
and gallons to suit every variety of 
use and all types of trade from the 
householder to the large industrial 
plant. The top-notch cement for 
over a generation. 


Free full-size 


waTiarnoot rresime 


ey 


Y your wholesaler on 


on a post card — we'll 


“GALLON 
= |AMBROID CO., inc. 
305 Franklin Street 
Boston 10, Mass. 


Established 19 10 








2 in displey 


Packed ' 
box. Also in pint, oF. 


and gollon cons 





“Cle-Play” 
Aluminum Transport 


Cars and cabs made from pure alumi- 
num, and aluminum castings are light 
and indestructible. Has no sharp 
corners or edges. Wheels are black 





plastic with auto tread, and carry all is 
made from kiln dried wood, free from 
knots. Sides are three-ply laminated 
wood. Finished in a high grade gloss 


lacquer. Cab is in red with black 
trim, small cars finished in red, blue 
and green. Small cars can be pur- 
chased individually. Overall size of 
transport is 2] in., and cars are 6% by 
2% by 2% in. Car wheels are 1% in. 
diameter, and cab wheels 2 in. in 
diameter. Cleveland Playthings Co., 
832 E. 73rd St., Cleveland 3, Ohio. 





Westinghouse 
Elec. Roasters 


Westinghouse Electric Appliance Di- 
vision, Mansfield, Ohio, is making 18 
qt., electric roasters decorated with blue 
trim and polished aluminum top covers 
with a “look-in” glass panel. Equipped 
with oven dishes, one for meat and two 
for vegetables. Glass panel enables user 
to see food cook without lifting lid, and 
the time-temp shelf, which slides from 
the base of the roaster, lists all essen- 
tial cooking times and temperatures. 
May be used also as a shelf for hot 
dishes. Inset pan or roaster has wide 
overlapping rim which makes it easy 
to keep clean. Whole meals from the 
main course to dessert can be cooked in 
the roaster. Food can be cooked and 
served piping hot’ from it. 


“Industrial Safety 
Tomorrow”—Booklet 


National Safety Council, 20 North 
Wacker Drive, Chicago 6, Ill., has pro- 
duced a booklet, containing 16 pages, 
entitled, “Industrial Safety Tomorrow.” 
Contains a detailed list of 32 main ele- 
ments of an effective industrial safety 
program, grouped around the following 
topics: safety organization, inspections, 
accident records, first aid and medical 
facilities, buildings and grounds, ma- 
chinery, guards and equipment, person- 
nel selection and training, maintaining 
interest, re-employment of service men 
and women, and off-the-job safety. In- 
cludes list of six organizations from 
which the individual company or plant 
can secure safety assistance. Designed 
to help industry meet the threat of in- 
creased accident tolls under the changed 
conditions, of the post-war period. 








Well over 5,000,000 
cans of K-R-O have 
already been SOLD! 


K-R-O Ready-Mixed in Bis-Kit form 
and K-R-O Powder have sold in such 
astonishing volume because they Kill 
rats or the customer gets his money 
back; because, being red-squill prod- 
ucts, they are safer than poison for 
use around humans, livestock, pets and 
poultry; and because they are sup- 
ported by consistent advertising, by 
far and away the largest pre-selling ef- 
fort being put behind any rat ex- 
terminator. 

So why stock just any rat-killer 
when it’s so profitable to handle the 
leader? Bis-Kit form sells at 35c. and 
$1, K-R-O Powder at 75c.—a 50% 
mark-up on your cost! When order- 
ing, call your wholesaler. The K-R-O 
Company, Springfield, Ohio. 


50% Mark-up! 


nC - ER - KILLS RATS 


ONLY 





HYDE SCRAPERS 
ALWAYS HAVE THE 


EDGE 


fndiwidually hardened for 
tougtiness Electrically com 


red for wasform qualicy 
Ceanduatty ground for proper 


Geaabality oF sniffiness. 


Non shankable plastic handle 
'Noo-bol: 


wie lela Vem mel. il, lem eer 
Southbridge, Mass., U.S.A 
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WHATS NEW 





Utility Set 


Compact package of 12 mounted | 


wheels and points, in sizes most com- 
monly used, is being offered to industry 








as a supplement to the present utility 
set of 20 mounted wheels and points, by 
Bay State Abrasive Products Co., West- 
boro, Mass. Sets are colorfully packaged 
in narrow one-piece boxes for the set 
of 12, and in two-piece packages for the 
set of 20. Red and blue design treat- 
ment against a shiny black background 
makes the packages easily identified. 





Calgon to Make 
Water Soft 


Pure sparkling white flakes, that dis- 
solve quickly in warm water. Makes 
soap lather quickly into rich suds and 
banishes sticky hardwater scum, curd 
and film. Calgon in the proper amount, 
is said to normalize water to a point 
softer than rain water. May be used 
for laundering in washing machine, 
basin, tub, and to keep hands smooth. 
Calgon Inc., Pittsburgh, Pa. 





National “Big 4’ 
Hanger and Braced Rail 


National Mfg. Co., Sterling, Il., is 
again making the “Big 4” hanger and 
braced rail. The steel-roller-bearing 
hanger carries door close to building, 
with frictionless ease. Heavy embossed 
hood gives extra strength. It is both 
rigid and flexible. Normally the door 
is held rigid, but in the event of severe 
pressure, its flexible feature allows the 
door to swing out. Braced rail is de- 











signed to serve the “Big 4” with a 
smooth even tread for the swift-gliding 
hanger wheels. 


Keyless Locking 
Gas Cap 


Gas cap which opens by combination 
only. Streamline in design, this dur- 
able cap is weatherproof. Having no 
key, maker states this cap will prevent 
theft of the gas cap and the taking of 
gas from the tank. The J. B. Miller 
Keyless Lock Co., Kent, Ohio. 





Burpee Seed Gift Box 


Colorful gift box of Burpee seeds has 
been made up by VW. Atlee Burpee Co., 
Philadelphia 32, Pa. Red box, 9% by 
10% in. is decorated with a Koda- 
chrome garden scene and contains 12 





colored packets of the finest flower 
seeds with prices printed on packets. 
Ideal for Christmas, birthday, Easter, 
Mother’s Day, etc. 





Humane Animal Trap 


All metal galvanized “Havahart” 
animal trap. Trap opens at both ends 
so animals can see all the way through 
and gain a feeling of confidence. Trap 
should be camouflaged by covering it 
lightly with litter and placed in animal 
tracks or runs. Available in sizes from 
5 by 5 by 18 in., to 24 by 13 by 48 in. 
When the animal moves the treadle or 
trigger wire, the weight of the doors 
will close them and lock bars will hold 
doors in place. Will not harm animal. 
Allcock Mfg. Co.. Ossining, N. Y. 
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They Cut Longer 


Between Sharpenings 


IN THE WOODS 


at work 


AXES and HATCHETS 


The Collins Company, Collinsville, Conn. 
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BUY , , NOW| | 


ALL ITEMS IN STOCK— 
ORDER FROM YOUR JOBBER 


FOLDING AUTOMOBILE 
BABY SEAT 


Ne. 104. A sturdily made 
steel frame with strap hang- 
ers to fasten on auto seat 
lean back. High quality 
fabrics used for seat part. 
Fully assembled. Packed 
in bulk. 





BABY SWING 


No. 96. They will be in big de- 
mand this fall and winter, Cash 
in on this item. Madé from 
heavy white cotton materials, re- 
inforced for long and hard wear. 
In ordering specify No. 





NO. 23 
PLAID 
BIKE 





Made from high-grade fibres, cloth walls 
with drawstring. cotton padded. Made for 
comfortable riding. 


SPRADLING'S Inc. 
ST. LOUIS, MO. 














se E Ke Ri D Prompt deliveries 











both types! 


WIREGRIP Belt Hooks that can 
be applied with any make lacing 
machines, have double (patented) 
aligning cards that hold hooks in 
perfect alignment, prevent han- 
dling and card-end loss — every 
hook saleable and usable. Made in 
6 sizes. 

STEELGRIP Belt Lacing is applied 
with a hammer. Comes in 11 sizes, } 
in standard boxes, handy packages 
or long lengths for wide conveyor | 





belts. Have 2-piece hinged rocker 
pins. 


Priority Business | 
—is waiting on belt lacing at local 
plants,-and schools. 
Write for Catalog 
ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” | 
5348 Northwest Highway, Chicago 30, U.S.A, | 
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WHATS NEW 


Single Stroke 
Home Juicer 


Juice King home juicer has patented 
serrated ribbing on the strainer to hold 
fruit pulp firmly in position, so that the 





juice can be squeezed out quickly. Cup 
is deep and ample openings in the 
strainer eliminate the possibilities of 
squirting or overflow while pressure is 
applied to the fruit. Simple interlock- 
ing device, easy to disengage for clean- 
ing, keeps the strainer anchored to the 
cup, and the cup locked to the base, so 
the seeds won’t slip into the glass. 
Glossy chrome and enamel finish facili- 
tate cleaning, and the open design per- 
mits easy insertion and removal of even 
large size glasses. Steel handle, tested 
for resistance to wear and strain, is at- 
tractively encased for comfort and style. 
National Die Casting Co., Touhy Ave., 
Lawndale, Chicago 45, III. 


Drill Protector 
And Depth Gage 


Drill protector which provides a 
depth gage and stop has been put on 
the market by Hartwell Engineering 
Co., 3417 Crenshaw Blvd., Los Angeles, 
Cal. Principle use will be among users 
of breast or hand drills, portable 
power-driven drills and home drill 
presses. Two dimples in nose of the 
protector and depth gage, which fit into 
the drill flutes, drive the drill. Power 
is applied close to the point of the 
drill, instead of at the shank, eliminat- 





ing stress on the drill shaft. Shank of 
the protector and depth gage is slotted 
to permit chuck to grip the drill with 
sufficient pressure to lock it at any de- 
sired depth setting. Rounded nose pro- 
tects drilled surfaces and serves as a 
stop. 
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HARDWARE 








UT for the duration many mem- 

bers of this extensive line will 
not be seen on the home front. The 
facilities of our large modern plant 
Rive first call to the war effort, and 
whateveravailablehardwareis allotted 
for civilian use will be fairly rationed 
to our many loyal dealers. 
We hope the day is coming, soon when 
a decisive victory will give us the 
“GO” sigm for full-speed production 
to serve a world at peace. 
Wesuppest using, Government priority 
forms for all of your urgent hard- 


ware requirements. 


NATIONAL MANUFACTURING 
COMPANY 
STERLING - + - ILLINOIS 











HEAVY USAGE 
STRAIGHT 
SPRING 
BALANCE 





For use in factories, cot- 
ton fields, farms, ware- 
houses or wherever a 
rugged, heavy duty bal- 
ance of reliable accuracy 
is required. Dial is re- 
cessed for protection, 
graduations deep etched 
for durability and read- 
ability. Adjustment 
allows indicator to be 
set at zero to balance 
scoop or pan attached 
to hook. 


CAPACITIES 
100 Ib. by 1 Ib. 
160 Ib. by 1 Ib. 
200 Ib. by 2 Ibs. 


SSESRSSeRssusssso; 





SEE YOUR JOBBER 
_ HANSON SCALE CO. 


525 N. Ada Street, 
Chicago 22, Ill. 
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Framous 


NAMES IN 


NETTING... 


U.S. HEXLOK 
The Perfect 
Heragon-mMesk 
Netting with 


uetwist 





The New 
Chick-tigh? 
Stra.ght-Line 
Netting with 
sraduated Mesh 





IMDIAMA 
STCCL © WIRE co, 








Thousands of 
Peace - time 
Products 


Better 
Made of 


WIRE 


M. S. BROOKS & SONS 


Bt CHESTER, CONN. 
oo Since 1848 


“BROGKS & HOOKS § 
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| weighs 2% lbs. 


| company. 


| lawn problem. 


General Road 
Equipment Coal Saver 


Coal saver is proportioned in its 
design so that the coked and unburned 
coal is screened out directly into the 








ash pit of the correct coarseness, so | 
that in replacing it back into the fire | 
box, the proper air circulation is main- | 
tained. This results in a control of the | 
fire with the heat directed to the proper | 
surfaces. Free heat in circulation in | 
the fire box, breaks dewn the foreign 
matter in the coal. Clinkers are elim- | 
inated, and there are very few ashes | 
to take out. Ash fines are confined to | 
the ash pit, where they may be reclaim- | 
ed and put to use for conditioning | 
gardens, lawns, etc. Coal saver is 10 | 
by 13% by 3 in. with a 36 in. handle, 
% in. open woven wire screen, and | 
General Road Equip- | 
ment Co., 858 Hanna Bldg., Cleveland, | 
15, Ohio. | 


Whitney Seed Co., 599 Perry St., 
Buffalo, N. Y., has issued a booklet en- 
titled “Whitney’s Super-Refined Lawn | 
Seed,” which tells about wild white 
clover, and illustrates and describes all | 
the types of lawn seed made by the | 
Some of them are: Eureka, 
Excelsior, Pan-American, and Sylvan 
lawn seed each for a different type of 
Has a section called 
Whitneys ABC’s of Lawn Beauty. Its 
subjects include the soil, organic mat- | 

| 
| 


Booklet on Lawn Care 


ter, grading, fertilizer, selecting the seed, 
seeding the lawn, fall planting of new 
lawns and weed control. 


“Date with Decoware” i 
Booklet | 


Illustrated booklet telling what re- | 
tail dealers can expect in decorated 


| metal ware for homes of tomorrow. Con- | 
| taining eight pages, it tells that many | 
| housewives were interviewed throughout 
| the country to discover what colors and 
| patterns they like best, and a survey 
| was made of buyers’ opinions, to ar- 


rive at a well-balanced and successfully | 
styled line. Emphasizes that Decoware 
is now a wholly separate division of | 
Continental Can Co., Inc., 100 E. 42nd | 
St., New York City 17. 





CROSS 
Sterilized 








W.W.CROSS &CO. INC. 
East Jaffrey, N.H. 





The Light 
in Hand 
Most Farmers 
demand 


EMBURY 


AIR 
PILOT 


LANTERN 
EMBURY MFG. CO., WARSAW, N. Y. 
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JUST RELEASED nee Remember When It's 
: “Any Part For Any Washer” STOVES— 
Distributor for All Oil—Gas—Wood—or Coal 
Leading Manufacturers a 
Write In Hardware Specialties _ 
For Complete Catolog O.. | 
WASHER SALES & SERVICE CO. a eee Co 
10 Federal Street 101-103-105 Light Street W. 
PITTSBURGH 17 PENNA. Baltimore 2, Meryland r 
Kan 
RITE wate 
. HOWES CAPE CoD - a 
HEAT-0-GRILL Lb | ( weRE’S wuar ) COOK'S 
Portable Fireplace Grate Sokon comme s SUPER VALUE 
and Barbecue Grill Cora pt ge NAIL CLIPPER 
Sse OE TOOuS eae afm coe rut 208 
replace grates. ola a ase. Will not shrink. Sees 06 & oo co. 
Thay ate cance roves, prewar gus 
slarcoal Brigette," coal, Portable fits in the 
& car; any 
pet tari tilt, reat KEY BLANKS 
geod profit margin for you. mediate deliv. OF EVERY DESCRIPTION 
*U. 6. Patent Ne, 188080 ery on Durham’s ¢7/ 
Order a sample HEAT-O-GRILL now| 2ock-Hard Water Putty. te 
S. M. HOWES, INC. ae oohan tothe 
Taunton, Mass. and 100-Ib, drums for GR AHAM MFG. CO. 
2 Derby, Conn., U. S. A. 
The PLASTIC Repair Material 
wa in POWDER Form 
FOLDING 
CHAIRS re 
NEWMAN So 
Folding Tables. = 
TREE TRIMMERS He ve PROMPT SHIPMENT 150 
Jacks ADIRONDACK a 
co M PA RE Templeton, Kenly & Co. CHAIR COMPANY five 
1. ALUMINUM ALLOY HEADS Chicago (44) Ill. 1142 BROADWAY ron 
2 BALL BEARING PULLEYS Better, Safer Jacks Since 1899 NEW YORK 1, N. Y. whi 
3. SPRUCE HANDLES peeeemeees , =a dew 
4. REPLACEABLE BLADE . ey 
5. LIGHTER WEIGHT ieee oe 
6. COMPOUND LEVERAGE il daaeanibinn Col 
7. CYCLE MOTION-SURGICAL COT | NMC DcCo ceca. Aa WOOD JOINERS _ me 
(eaars*Riaulaliovn 4 a 
OTHER NEWMAN TOOLS | \eeapmpeermomame > amrray) | | THEY PULL CLINCH—HOLD i 
HAND PRUNERS \AMERICAN SHEARER MFG a. le SMORDER NOW FOM YOUN YneneR sat 
GRAPE SHEARS SS | se ce ae et i 
HEDGE SHEARS THE WELDROD l/ WW 
LOPPING SHEARS ELECTRIC 5 Uj NSHINE T 
POLE TREE SAWS a grench Proc r: 
HAND TREE SAWS m= WELDER | cHA nA 5 pies 
SOLD ONLY BY JOBBERS SEF $1995 | Byte ply = 
wamuracrunen Pee coum | ASS Youn sogaen - 
NEWMAN MFG. & SALES CO. ws TES _Sewe Piece Cuamols a 
KANSAS CITY 2, MO. 121 BROADWAY Depl.Ma-L NEWYOR N.Y. | [ACen “i 
| 
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WHATS NEW 





Coleman Oil 
Water Heaters 


The Coleman Co., Inc., Wichita 1, 
Kan., has announced three oil-burning 
water heater models, 20, 30 and 45 gal. 





sizes. All models are completely auto- 
matic in operation, and have automatic 
fuel control, automatic pilot and auto- 
matic temperature control which main- 
tains a constant water temperature of 
150 deg. f. Hot water recovery is as 
much as 150 per cent an hour, based 
on 60 deg. F. temperature rise. Forty- 
five gal. size is especially adapted for 
use with automatic washers. Vaporiz- 
ing type burner is a low-draft burner, 
which operates on a .03 draft, and is a 
development of the burner used on 
Coleman oil heaters. Burner is re- 
moved by loosening a set screw. Auto- 
matic pilot won’t go out under the 
worst drafts, says maker, and burns low 
enough to keep water from steaming. 
Coleman draft meter, standard equip- 
ment, eliminates excessive drafts and 
prevents heat waste up the chimney. 
Water heaters are streamline in design 
with white plastic enamel finish, and 
maroon trim. 





Henry L. Hanson 
Tool Catalog 


Containing 32 pages, this Ace tool 
catalog No. 6, has a page devoted to 
pictures of the company plant, and sev- 
eral taken in the factory itself. Lists 
specifications and prices of machine 
screw standard taps, pipe taps, with 
tapered thread, carbon hand taps, high 
speed steel taps, standard machine 
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screw taps, and pipe taps, taper and 
straight threads, etc. Also round ad- 
justable dies, die stocks and holder, bit 
brace die holders, spark plug threading 
tools, display cabinets, and tap and 
die sets. All products included are 
illustrated. Has a system of demand 
value under the letters A through F 
which is to assist the buyer to intelli- 
gently forecast his sales on Ace tools. 
Henry L. Hanson Co., Worcester, Mass. 





Foreign Commerce 
Weekly Resumes 
Trade Service 


The Department of Commerce's 
Foreign Commerce Weekly has re- 
sumed the world trade opportunity ser- 
vice. This section is designed to keep 
American foreign traders currently in- 
formed of specific opportunities for ex- 
port sales of merchandise and sources 
of available essential import commodi- 
ties. Service which had been suspended 
because of the war, furnishes a media 
for the establishment of mutually satis- 
factory relations between foreign traders 
of this country and abroad, according 
to the Commerce Department, Weekly 
service will bring to American business 
men, names of business visitors from 
abroad with details of their visit, op- 
portunities to bid on foreign contracts, 
newly published lists of foreign buyers, 
suppliers industries, service organiza- 
tions, etc. Service is supplemented by 
more detailed information, available 
from Bureau of Foreign & Domestic 
Commerce, Washington, D. C. 





Warren Telechron 
Alarm Clocks 


The Warren Telechron Co., Ashland, 
Mass., will have three clocks, the Tel- 
alarm, Jr., cased in ivory plastic, the 
Buffet, a kitchen clock cased in red- 
green, ivory, and white, and the Em- 
bassy, a wood case alarm clock with a 
colonial motif in finish and design. 
Telalarm self-starting motor is sealed in 


oil, and therefore requires no oiling. 














Call Ryerson when 
you need steel — any kind, shape, 
or size. Large stocks are available 
at ten convenient plants, Ask for 
a Ryerson Stock List ~your guide 
to quick shipment of steel. 


Principal Products Include: 


Bars « Shapes « Structurals « Plates « Sheets 

Pleer Plates « Alloy Steels « Stainless Steet 

Shefting « Screw Stock « Wire « Mechanical 

Tubing « Beiler Tubes « Reinforcing Stocks 

Veol Steels + Babbitt » Nuts « Bolts o Rivets 
Welding Rod « Ete. 


JOSEPH T. RYERSON & SON, Inc. 


Plants et: 
CHICAGO, MILWAUKEE, ST. LOUIS, DETROIT, 
CINCINNATI, CLEVELAND, BUFFALO, BOSTON, 
PHILADELPHIA, JERSEY CITY 





The est are 
BETTER BRAND 


mouse and rat 


. TRAPS 





@ METAL OR WOOD TRIGGER 
@ FOUR-WAY ACTION 
@ OIL TEMPERED SPRINGS 


McGILL METAL Propucts Co. 
Marengo, Illinois 
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Mechanics Will Want 


THIN WALL SOCKETS 


These thin-wall, alloy-steel 
sockets are in big demand. 
The thin walls allow them 
to enter restricted open- 
ings. The extra deep type 
provides extra reach past 
obstructions. A third type, 
the Flex Socket, has a free 
90° swivel action. Every 
mechanic who runs up 
against difficult, hard-to- 
reach jobs is your prospect. 





1 The Line Sold Exclusively ia 
Hardware Stores 


2 Rapid, Aggressive, Display 
Merchandising Methods 

3 Realistic pricing to fit mechan- 
ics’ pocketbooks 

4 Guarantee backing up Top 
Quality 












WHATS NEW 


C. F. Sullivan 
Barbecue Grills 


C. F. Sullivan Mfg. Co., Post Office 
Box 565 Phoenix, Ariz., is making three 
chuck wagon barbecue grill models. 
Shown is model 501 chuck wagon grill. 








Has aluminum wheels and handles, spit 
with adjustable height holder, one cut- 
ting board, griddle, towel rack, wind- 
shield, charcoal box with cover, char- 


coal shovel, and full size warming 
oven, with heat resistant work top. Two 
other models available are, basic unit 
barbecue grill and deluxe barbecue 
grill. All have removable ash pan and 
charcoal grate made of % in. round 
cold rolled steel. Angleiron frame is 
well designed and electrically welded to- 
gether. Spit is three-pronged and ad- 
justable as to height with four-way lock- 
ing device. All cutting boards and serv- 
ing boards are removable. All have 
special damper control for positive 
draft control. 


Weinco M-Q 
Sewer Cartridges 


Designed to destroy all organic mat- 
ter which accumulates to clog sewer 
drainage. Cartridges will clear a slug- 
gish sewer, but not one which is com- 
pletely plugged. If there is sufficient 
flow of water to flush them down to the 
obstruction, they will work efficiently. 
Cartridge will not affect the plumbing 
or sewer pipe in any way. Destroys roots 
chemically. Best time to use them is 
the last thing at night, thus giving the 





time to work. 
in diameter. 


plenty of 
Actual size is 1% in. 
Weinco Industries, 480 Jackson St., St. 
Paul, Minn. 


chemical 





2 WAY CLEANING HARMONY! 





LIKE IT! 


Aliorks and Washes 














Tia wave 


Cleans. Dries aad Polishes 


LIKE A 


CHAMOIS 


Used WET, DAMP 
or DRY 


ALSO A SWELL 
DISHCLOTH 






Holds amazing 
amount of wa- 
ter. Used like 


a Chamois for 


cleaning, 


drying, polishing. 


Dry, it’s perfect for dusting. 


CANNOT UNRAVEL. Hidden 
stitch locks each thread. Re- 
sult: dense, long-wearing sur- 
face. Handsomely put up in 
red, white and blue display 
bands. Free counter folders. 


ORDER INTRODUCTORY ASSORT- 
MENT NO. 23 PACKED IN DISPLAY 
CARTON. IF YOUR WHOLESALER 
DOESN'T HAVE IT SEND US HIS 


NAME. 
2 Pieces DUET #100 $1.00 $2.00 
2 Pieces DUET #75 75 1.50 
7 Pieces DUET 3750 50 3.50 
12 Pieces DUET #25 25 3.00 
0.00 


ZS Pieces Total Retail Value $1 


ANOTHER PRODUCT OF 
AMERICAN SPONGE & CHAMOIS CO., INC. 


NEW YORK 7 SAN FRANCISCO 5 
47 Ann St. 245 Mission St. 
Producers of 


NO OTHER CLOTH 
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Detroit Surfacing 
Electric Sander 


The Detroit Surfacing Machine Co., 
7433 W. Davison, Detroit 4, Mich., an- 
nounces its new models, XL50 and 
XL90 easy reciprocating electric sander. 





Its features include, floating pistol-grip 


type handle, mounted on_ rubber, 
slide type switch mounted on side of 
handle, and says the maker, has perfect 
balancing. Very simple to operate, the 
units are said to be practically vibra- 
tionless. Both models have the recipro- 
cating action that mechanically dupli- 
cates the back-and-forth motion of hand 
block sanding, rubbing, or polishing. 
Short rapid stroke develops little heat, 
and therefore the sander can be used 
on plastics, metal, wood, slate, leather 
or composition. Model XL90 has de- 
tachable sanding pads. Snapaction 
device permits attachments or the cor- 
rect type pad for the job. 





Westinghouse Plectrical 
Living Booklet 


Eight-page booklet by “Better Living 
Means Electrical Living” by Westing- 
house Electric Corp., P. O. Box 868, 306 
Fourth Ave., Pittsburgh 30, Pa. Pub- 
lished to aid consumer plan ahead so 
electrical equipment can be added with- 
out rewiring, it includes photographs 
and sketches of electrical appliances 
and equipment. Booklet B-3602. 


Knock-Out 7 
Drill Chuck 


For small electric drills, heavy duty 
electric drills, radial drilf press, drill 
press, engine lathe, and turret lathe. 
Slight twist of the finger tips is suf- 
ficient to grip the drill when the job 
begins, and it automatically tightens 
its grip then, in proportion to the work- 
load. Maker states chucks will not slip 
on the drill, nor chew the shank. Fast 





chucking and easy releasing are. se- 
cured through a feed screw with steep 
pitch and square-threads which require 
but a few turns for full range. Built 
with ball bearing construction, all work- 
ing parts are hardened and ground. 
Floating jaws and cone, providing posi- 
tive and lasting alignment, result in self- 
centering. Jaws are protected by body 
of chuck. Capacity range of five models 
are: A459, 0-1%4, A460, 0-% gerd 1/16- 
%, A480 3/16-56, and A490, %.%. K. 
O. Lee Co., Aberdeen, S. D. 


New Package for 
Tennis Balls 


Pennsylvania Rubber Co., Jeannette, 
Pa., has redesigned the packaging of 
its tennis ball line. It retains only the 
traditional blue and _ yellow color 
scheme. Both cartons and tubes, used 
in packing the balls are marked by 
simplicity and sharpness of design, 


which makes them attractive for point- 
of-sale display. 





Utility Table 
Frying Pans 


The Marshallan Mfg. Co., 1061 W. 
llth St., Cleveland, Ohio, is making an 
all around utility table, No. 509, 
modernistic in design. On four casters, 
the top is 16 by 22 in. and it is 26 in. 
high. Finished in white enamel, it is 
ideal for store use. Will accommo- 
date most makes of roasters. Other 
styles and sizes available. No. 519 
equipped with one shelf and drawer on 
four casters is also the same dimension. 
No. 510 is 31% in. high and its shelves 
have edges to prevent roaster, dishes, 
utensils, etc., from sliding off. No. 
521 is equipped with two shelves and a 
drawer and is the same size as No. 510. 
Company is also making fry pans with 
handles which are designed to stay 
cold. Available in all standard sizes. 
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great neck 
modern 

plastic handle 
screw driver 

















See Your Jobber! 


Shaft scientifi- 
cally tempered 
high grade Alloy 
Tool Steel. ae 
Work end heat = 
treated to 
withstand wear. | 
Fluted Red-and- 
Black PLASTIC : 
HANDLE is slip- 
proof, shatter- 
proof, will not 
splinter or warp. 








re 
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An ideal tool for 
electricians and 
radio men, as 


well as for the 
hobbyist. 





Other Great Neck Lines 


hack saw blades— 
molybdenum 
tungsten 
high speed 

keyhole saw blades & handles 

phillips screw drivers 

screw drivers (wood handles) 

wood chisels (plastic 

or wood handles) 








Great Neck Saw Mfrs., Inc. 
Mineola, N. Y. 














# wy HOUSEWIVES WOULD RATHER 
“en be THAN THIS! NE\ 


lt won't be long 





now until our new 





ie = DRAPERIES 
are KEPT CLEAN with 


tools and toys will Gil en SHIELDS 


be available... 





line of hardware, | | 





ee A 


Adjustable—to fit any size of hot air register. Special treated Dealer: 








thanks for waiting! FLOOR MODEL WALL MODEL 




















* mesh filters are removable and washable. Handsomely de- windov 

signed, sturdy pressed steel construction. Complete with easy- and bu 

to-attach clamps. Stock and display Sinclair Register Shields sories . 

ARCADE MFG. CO. at cap yang orice 
— oe oo Send for Illustrated Folder and Details distrib 
PREEPORT, ILL. about « 

plan fe 

AKCADE ag 
HAROWARE & TOOLS 1502 N. BROADWAY ST. LOUIS 6, MO. 53 PAR 











.-.Now Again—Enjoy the PROTECTION 


“Double Locking” 


Sales Advantages Only 


CHICAGO LOCKS 











assure you 
so ie, menowa pare oe | Clean furnaces, oil, 
Shackle. This “Double. coal and wood burning 


Lecking — Double Security’’ 

promotes quicker, easier sales | 

—with every sale winning ex- | 
ore Good Will—for 
7) 





stoves, brooder stoves, 


| , flues and chimneys with 
There's a “CHICAGO” | | 





























=== || SOOTOFF 
Padlocks, ‘‘Ace’’ Locks, C,l- } 
| de 
5 | Chimney Cleaner—Soot Remover _ 
4 | Anon-inflammable, non-explosive soot eleetr 
== | and fire scale destroyer that saves office 
— fuel and money. Weie 
a Drews re | Easy to use and easy to stock, it Dolys 
Cut Gps: View, Actust Ses zene 14 builds repeat business. Write for case. 
c HICAGO LOCK co. 2024 M. Racing ave trade prices today. per 
ies ee VAL-A COMPANY 
oe 700 W. Root St. Chicago 9, Ill. “ag 
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NEW PORTABLE WELDER 
SALES SENSATION 
IN HARDWARE STORES!! 


For easy sales and 
comfortable profits 
there hasn’t been any- 
| thing like the “SPIT- 
FIRE” Welding-Braz- 
ing outfit in a long 
time. Homeowners, re- 
pairmen, house super- 
intendents, mechanics, 
farmers, hobbyists all 

; are live prospects. 
Dealers say when they display an outfit in their 
window or on the counter—men of all ages stop, look 
and buy. Lists at only $19.95 complete with all acces- 
sories and illustrated instructions. Operates AC-DC, 
110 Volts. Does excellent light work. Ask your local 
distributor or write for information. We'll tell you 
about our sales-building 50/50 cooperative advertising 
plan for dealers. 


Sold Nationally Through Established Distributors. 


SPITFIRE TOOL CO. 


53 PARK PLACE NEW YORK 7, N. Y. 














@ Deluxe Model, 
Double Plated, 
Highly Polished 


@ Tubular Bail 
Adjustable for 
101 Positions 
and Uses 


@ Tarnish-Proof, 
Focused-Beam 
Reflector 


$475 
LIST 


TENTED postwar PORTA-LITE today! Seven 
sales-making features, the handiest portable 
electric lantern ever devised. Minimum weight 
with maximum utility. 101 uses . . . in home, store, 
office and factory, for sportsmen, trainmen, motor- 
ists, truckers, farmers, boy scouts, watchmen, etc. 
Weighs only 29 ounces. Uses 2 or 4 flashlight cells, 
the only type battery replaceable anywhere. New 
patented circuit eliminates corrosion due to elec- 
trolysis, prevents faulty contacts, adds years to 
life of lantern. Beautiful, streamlined all-metal 
case. Weatherproof, fool-proof switch. PORTA- 
LITE is a volume seller, a profit-making traffic 
builder. DEALER PRICE: $38.00 
dozen F.O.B. Packed 12 to case 
Minim imum order 1 doz. Shpg. wt. 24 Ibs 


MASON-WILLIAMS CO. 
Dept. A-11, 663 NO. WELLS ST. 
CHICAGO 10, ILLINOIS 
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Solid Castings In 
Aluminum, Bronze and 
Iron are now ready for 


immediate shipment 


x 














| No, 261—10 inch 
Circular Saw 
| coming soon, 


DARRA - JAMES CORP. 


G.L.D. Building, Waterbury 14, Conn. 











Duratone and Club Reno Playing 

Cards. Better shuffling . . . better 
dealing . . . better playing 
and longer lasting . . . 





PLASTIC COATED 


| weatone 
Si ac usenen PLATING CREOS 


B 
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It pays to push 
the JACKSON LINE 


The fact that JACKSON has 
maintained dependable service 
for sixty-eight years is your 
assurance that the Jackson line 
will continue to meet the re- 
quirements of your customers. 
To push the Jackson line is to 
cash in on the acceptance 
which this line enjoys every- 
where. 


Ask us for the name of the 
nearest Jackson Wholesaler 
who is ready to render prompt 
service. 





Lod 
rh 


CARTS - SALAMANDERS- DRAG SCRAPERS - MORTAR 
MIXING BOXES - MORTAR PANS 











= JACKSON MANUFACTURING CO. — 
HARRISBURG, PA. 
Est. 1876 








ITS Tripte-Mction NOW! 


Extensive Advertising Will Bring New 
Customers Into Your Store for This 
Amazing New 


Combines 
Rust Prevention 
Lubrication 
Metal Cleanser 





het, 


FIENDOIL protects metals against rust—in 
moist jungle land for months, in ordinary humid 
climate for years. 

FIENDOIL pours and lubricates gun actions and 
moving mechanical parts at 40° below zero. 


IDEAL HOUSEHOLD LUBRICANT 
RETAIL - 2-OZ. SIZE - +--+ + 35¢ 
DEALER PRICE - - - $2.80 per dozen 


McCAMBRIDGE & McCAMBRIDGE COMPANY 


BALTIMORE 23, MARYLAND 
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“Dixie’’ Nozzles are built for hard use. They 
are ruggedly constructed of brass rod and 
heavy wrought brass . . . and yet are moder- 























| ately priced. The “Dixie” is one of a complete wil 
line of Nelson Noz- the 
zles. All Nelson The 
sprinkling equip- 
ment is sold only 
through Hardware | 
Jobbers. 
| Al 
| TH 
. -& MFG. CO, 
BRB 





| PEORIA, ILLINOIS 
New York Showroom, 200 Fifth Ave. 





For your 
1946 
catalog 


NEW 
LABELS 


For the DU PONT 


SEMESAN LINE 


For your 1946 Catalog, you need new cuts show- 
ing new labels on Du Pont Semesan products. All 
items are now being shipped with these new labels and 
they will be featured in national advertising in 1946. 


It’ll pay you to feature Du Pont Semesan Seed Dis- 
infectants and “AMMATE” weed killer in your catalog 
and promotional pieces for 1946. Growers know 
about and want these products which are advertised 
in 70 farm papers and over the radio. Semesan prod- 
ucts—endorsed by agricultural experts—are sellers. 


Send a postcard today for electros or mats available 
on the Du Pont Semesan line. No charge, of course. 


OU PONT 


DU PONT SEMESAN CO. (iInc.) 


Wilmington 98, Delaware 











HARDWARE AGE | 0c1 










* Buy Bonds and More Bonds for Victory! 3 
Oe 





Accuracy learned 
yesterday serves 
him well today 





The accepted use of aperture rear sights on 
military rifles in this war will surely increase 
the demand for similar sights by sportsmen 
after the war. 

Lyman has pioneered in designing and 
adapting Aperture Rear Sights to rifles for 
sportsmen and soldiers for many years. 

There will be Lyman Aperture Rear Sights 
designed for shooters after the 
war. Jobbers and dealers who 
plan to handle Lyman Products 
will be offering their customers 
the best. 





—_———- The Lyman Catalog free to dealers. Also free 
——. folders on individual products 
i 
=| LYMAN 
APERTURE SIGHTS o 
ne oe oe 
THE LYMAN GUN SIGHT CORP. Aperare weed 
MFG. CO, Middlefield, Conn. 
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STROLLER-WALKER 


Built To Last 



















y, All Steel Construction— 


d 
plat Wheels 


% Rubber Tire Steel Disc 
per 


Covered Bum 
+ Rubber dle Quickly Removed 


Floor Board and Han 
for Walker 
+ Wooden Play Beads in Assorted Colors. ” 
m- 
* Attractively Finished in Blue and Ivory 


bination 


; show- 
ts. All 
els and 
1 1946, 
-d Dis- 
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know 
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ALLIED CABINET CORPORATION 


32 WEST RANDOLPH ST. CHICAGO 1, ILLINOIS 


RE AGE OCTOBER 11, 1945 








NEW! speci SPECIAL FEATURES 


ACTUALLY CATCH FISH—SKYROCKET SALES 


The Hole 
Makes It 
Shimmy 

















MAKINEN 
HOLY COMET 


Designed to catch fish, it sells 
on sight. The unique design 
“‘Hole in Head’’ causes a wig- 
gle, shimmy and jitter action 
unmatched by the best fish get- 
ters. Fishermen say it gets 
action where others fail. Or- 
der a dozen or two, they'll 
build sales and action over 
the counter, too. 


8 Color Patterns 
Lists $1.10 


Dealers write 
for price list. 






J MAKINEN 
MERRY WIDOW 


Has a motion all its own. Spe- 


cial joint design and ook -up 

construction gives. me a life-action that stirs the 
ire of the big fellows. It darts—it wobbles—it 
shimmies! No short strikes and once it hooks, 


it holds them. 

8 Color Patterns. List $1.10. 
Dealers write for price list. 

ORDER NOW! TODAY! Most jobbers 
now carry. If not, send order direct. 











- 


8-PLACE 
FOLD-AWAY 
CARD TABLE 










TT HIS clever new convenience for card players 


| apartment, den or recreation room. This is a new, 
improved model. 












® Folds down to 
only 4 «nchee 
thick... 

®@ Easily stored ‘n 
minimum space 

© Official size, 4 
foot diameter... 


is the biggest selling, fastest moving game 
table in leading stores everywhere. Porta-Poker 
is the all-purpose portable playtable for small 
@ Green felt sa 
Attractively finished, substan- taste 
tially made, sturdy leg construction. Nothing to 
loosen or wear out. May be sold with complete 
satisfaction. For year-’round profits, it will pay you 


@3 nons; ton- 

t#p ho ders for 
glasses “1sh- 
trays.. 

@Mahogary- 
stained, alcohol- 





| to feature Porta- Poker! LIST PRICE $34.50. proof finish . .. 


Dealer price 1 to 5, $23.00 each . . . 6 or more, 
$20.70 each, F.O.B. Shipping weight 44 lbs. 


MASON WILLIAMS CO., DEPT. H-11, 663 N. Wells $t, CHICAGO 10, ILL. 
World's Largest 


HOUSE & i |: 
i 


Meaufacturer of Portable Game Tables 





AS ADVERTISED IN 21 NATIONAL MAGAZINES 
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ie & Qu 
Here'sThe Catch | | with specianty Toots | || ~ 
That Came Back | ONE EXPANSIVE BIT pert as 


CONN. VALLEY BITS MAKE GOOD WORK EASIER 


These Expansive Bits give easier cutting, 

Seabees holes . . . because of a spur on the 
ead. 

They give positive pull... because the point 

threads are polished, do not clog. Edges 

handsharpened. 

The cutter does not slip — held by tension 

clamp. Wright type has direct, micrometer 

adjustment. 


FORSTNER BITS => 


Cut at Any Angle, Bore Any Arc 
of a Circle 


Have No Spur, Guided by Rim 














CHAMPION CATCH NO. 2010 



























These bits brin 
Size 134. Case wrought from one piece metal ts bring you 


—Knobs made of turned steel or bronze— 
Bolts operated by brass springs. Back in our pettern - makers, home 
line because it's a favorite everywhere in craftsmen. Furnished in hand brace shanks 
modern homes. and machine shanks. 

BEB EB BESBERB BBE SE 


Orders filled to best of our ability i TMeTT Tite Valley Mfg. Co. 


THE CHAMPION HARDWARE COMPANY 


PRECISION 
|AMIC VERNIER GAGES 
NOW RELEASED TO | 
THE TRADE x3 


AMIC PRECISION VERNIER 
CALIPERS 

6” 10° 12” 24” Range 
180mm 250mm 300mm 600mm 
available from stock or on short de- 
livery. 

AMIC PRECISION VERNIER 

HEIGHT GAGES 


more business from 


woodworking plants, 




















CENTERBROOK, CONN. 






















Qar close supervision 











10” 18” 24” Range protective, work detail results 
250mm 460mm 600mm available § These strong ss 4 quality 
from stock. are the product of a in unexcelle “em 
Long “Open-window-type” slider out — textile ility—* ‘ 
of one solid piece of tool steel. of America $ largest —tared 

ets, no cross members. we tiv: ills They are Riegel 

Base and Slider of Height from raw cotton The Right Glove 

ee rust-proofed by attrac- —in one plant— sy. 

ve deep penetration—Black z ‘he Hee 

Magic Finish. to finished glove. FS) 

All hardened parts treated by ~ Job” 

high frequency process. —— f 

Ask for Literatere and Prices | 
wy. 
AVE, WY. V7, 
AMERICAN MEASURING 342 MADISO 





SNEL 


GENER 


INSTRUMENTS CORP. 


240 WEST 40th ST. * NEW YORK 18, N. 
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Quick Sellers : GOOD PROFITS 
QUALITY THAT MAKE AND HOLD CUSTOMERS 





LINOLEUM 
PASTE 


Ready for use 
for laying and 
patching. Also 
used on drain 
boards and stair 
treads. 


Packed : 
Pinte—Quarte—Gallons 
The Old Reliable 





COLD 
WATER 
MIX 


Does not 
shrink — 





CONSUMERS 
CRACK 
FILLER 
OR WOOD PUTTY 
Mixes smooth, 
dries hard and 
stays put—will 
not chip, crack, 
, or peel. 
Fills holes, cracks or breaks 
in wood, stone, etc. 
5-os. and 1-Ib. cartons. 








+" DAINT BRUS* 
am On ER 
a aa @ 2°p 


DAISY 


12-0z. package 
Packed 1 gras ta the case. 








CONSUMERS GLUE COMPANY 
SINCE 1906 


ST. LOUIS (18) MISSOURI 






























pervision 
\ results 

quality 
conomy- 


RE AGE 











SNELL MANUFACTURING CO., FISKDALE, MASS. 


Te have to go back 155. 
yéars to the origin of precision | 
and unmatched quality which 
has marked every Snell Auger | 
Bit. The remarkable workman- 
ship of those days has been 
steadily matched by every suc- | 
ceeding generation of Snell 
craftsmen and by modern im- | 
proved machinery and equip- 
ment. When Snell Auger Bits 
are once more released to you, | 
they will meet these same high 
standards. 

As long ago as the War of 
1812, the U. S. Navy had first | 
call on Snell Wood Boring Tools. | 
Both the Navy, and the other | 
branches of the service continue | 
to come first, today. 


| 


“BITS THAT REALLY BITE” 





GENERAL SALES AGENTS — JOHN H. GRAHAM & CO., Inc.| 
105 Duane Street, New York 8, New York 


OCTOBER 11, 1945 















“/te AECO 
INCINERATOR 


ANSWERS THE 
TRASH AND 
GARBAGE 


DISPOSAL 
PROBLEM! “ 


The AECO Inci is a FIREPROOF sealed burn- 
er. No danger of flying sparks or embers. May be 
installed indoor or out with equal safety. 






All joints and doors carefully fitted to prevent shift- 
ing of ashes or smoke seepage. ideal for homes, 
apartments, parks, businesses, etc. 


The AECO Incinerator’s FIRST cost is the LAST for 
many years. Constructed of heavy gauge reinforced 
= , with years of satisfactory service a ‘built in” 
eature. 


DEALERS WANTED 


The illustrated model 
of the AECO incinera- 
tor retails at $42.50. 
Also available in 
smaller sizes. 


Pat. Pending 


THE AECO 


MANUFACTURING CO. 






3836 Broadway 
KANSAS CITY, MO. 








< An experienced dealer says, 


“Take these 3 Good Names... 
« 1—WARNER 
Engineering and Craftsmanship 
Plus 
2—CHROMALOX 
Electric Heating Units 
Plus 


3—MINNEAPOLIS- 
HONEYWELL 


Automatic Temperature Control... 


AND YOU HAVE 
the world's best Stock Tank Heater. Get the Agency for 
this good seller! Write today. 


THE NATIONAL IDEAL CO. 
906 N. Summit, Toledo 4, Ohio 


Automatic Temperature Control 
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Holt precision-built floor maintenance equip- of Tc 


ment stands up under hardest usage. These em ts 

pre-war quality machines are today available ees 

Siphon { 

for rental purposes. Why not plan now to dy b 

add this money-making service to your store’s pate = 
> ; : : ip 

business. Write for full information. Efficien 

Burns al 

Address all inquiries to Oakland headquarters detachal 


WARREN ST 


HOLT MANUFACTURING CO. 


OAKLAND, CALIFORNIA NEWARK, NEW JERSEY 














SEVERAL PRICE RANGES 
IN ALL THE POPULAR STYLES 


Block planes, smooth 
planes and jack 
planes. 





















Dr 
cur 
ALWAYS a 
; BETTER VALUE = 
| Write for full information said 
PRODUCTS CO. | ) 
— : SHELTON PLANE & TOOL Mere CO 
325 E ONTARIO ST. + CHICAGO Ii, ILL. 
Conedsen Werehouse: $60 KING STREET. WEST . TORONTO 2. ONTARIO ‘ al E LT 0 n * c 0 n n E Cc T H ¥ U T 
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“America’s Finest Line 
of Tank Heaters 

Standard the country over! The favorite 
water tank heater for stockmen every- 
where, because they provide greatest pos- 
sible heat radiation below the water line. 
Siphon feed assures steady flow of fuel, 
steady heat. No wicks, or burner to get 
out ef order, Used also for brooder stove, 
hot dip tanks, space heater, feed cooker, etc. 
Efficient! Economical! Oil Burning! 
Burns all kinds of fuel oil. Equipped with 
detachable fuel tank, weather shield, and 
adjustable smoke pipe with revolving hood. 
Complete line. All steel or cast iron. 

Order Now! Get In Ahead Of 


The Rush! Write For Deseri 
tive Literature and Pricesi 


GUGEGIGIG MANUFACTURING COMPANY 


211 Main Street GEORGE, IOWA 


pose. Retailing 
from $18 up. 


Make Your Store 
Waterproofing Headquarters 








You can stand 
souarely back of 


KAY-TITE 
It will positively 
prevent the seep- 
age of water. 

It’s guaranteed to 
do the job. 


Any one can apply 
it. Goes on Iike 








Retaining Walls 
Brick Walls and Piers 


Copings 
Scunaing Pools 
Stucco Surfaces 

Fish Ponds 

Pump, Boiler and Eleveter 


also can be used as &@ mor- 
tar for —— up brick 
and masonry, 0 to patch 
concrete. 

Users are always enthusiastic boosters. They will boost your 
store as the place to get real waterproofing satisfaction. 

Kay-Tite is packed in 10 Ib. packages and 60 1b. drums. It comes in 
Grey and ite. A 10 lb. package will waterproof 100 to 160 sq. ft. 
Write for complete information. Send your Jobber’s name. 


KAY-TITE COMPANY, West Orange, N. J. 








SOUTHINGTON 
SCREWS 


For Wood or Metal 


Southington Wood Screws, Drive 
Screws and Sheet Metal Screws 
‘have upheld their quality since 
1867. All standard sizes with vari- 
ous styles of heads in the most 
called for types. Send for screw 











catalog, also our catalog covering 
steel squares, tri-squares, bevels, 
etc. 

PHILLIPS RECESSED HEAD SCREWS 
FOR WOOD AND SHEET METAL | 


\ 


Driver fits se- 
curely into ta- 
pered recess — 
will not slip 


Supply the in- 
creasing de- 
mand for these 
modern, time- 
saving screws. 


All standard 


out, or work to 


one side. sizes. 
THE SOUTHINGTON 
HDWE. MFG. CO. 


iii SOUTHINGTON, CONN. 53; 





OCTOBER 11, 1945 








“AVENT" Double Action Feature 
STRONGLY APPEALS TO HOUSEWIVES 


AVENT when used as a flue vent also air conditions the kitchen by 
allowing natural chimney draft to remove cooking fumes leaving 
air sweet and clean. The AVENT flue vent is of heavy gauge steel 
2 inches in diameter. Formed steel band fasteners provide four 
points of contact. Fits any flue opening. White, green or ivory 
enamel. Prompt delivery. One doz. to carton. Folder on request. 








THE METALOID CO. 
Cleveland 4, Ohio 


5815 Kinsman Rd. 
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WHEN WE GET 
BACK HOME WE'LL 
SEND YOU SOME 


STRIP-SEAL. 








STRIP SEAL 


THE MAGIC MASTIC STRIP 
Seals everything! ...Weatherstrips! .. 


al vernal. era Hardesty 
STRIP-SEAL! 
The Tremco depres Co., Cleveland, 0. 








PROFITABLE 
HARDWARE STORE ITEMS 




































Sold Thru 
HARDWARE 


Full Box... .. 1.25 
' JOBBERS 

















And In Brass Too! 
146" and 1%" wide y A 


4 They aren't 
packaged fancy 


BRASS a A 


Lengths up y because of the 
to 12 Feet A J chipboard shortage. 
7 However, they are of a 


high quality brass, highly pol- 
ished and wrapped in Kraft pa- 


with each length. 





if “ There’s other weather strip 
material available. Write for 


NATIONAL METAL PRODUCTS COMPANY 





per. Brass screws for installation - 


Catalog. 


“BEST FOR LEATHER IN ALL KINDS OF WEATHER" 


From the Feot Bones of beef animals processed in 
Omeohe Packing Houses, comes the Pure Neatsfoot 
Oli used in SHEPS NEATSFOOT OILS. 


Made in three grodes. 








Sold by jobbers everywhere. Inquire of salesmen 


NEATSLENE COMPANY 


OMAHA 8, NEBRASKA 




















TER PORTABLE 
HAND POWER 





CUTTERS 


Quick, simple demonstrations sold our original 
“Bolt Clippers” by the thousands. The reputa- 
tion which they won applied to every new 


tool trade-marked HKP. Today, “everybody” 
prefers Porter Cutters. That’s why they're so 
easy to sell. ; 


| H. K. PORTER, 


DORTER > LD 


HARDWARE AGE 


C., EVERETT 49, MASS. 
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ANY 


inal 
uta- 
new 
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Excellence 
n War 
Production 


ALK about quick turn-over . .. just 
display a few of these snappy 
GOLDEN ROD Pump Oilers—and watch 


‘em move! 

GOLDEN ROD has what folks want: 
Controlled, Instant Oiling ... any vol- 
ame desired—single drop to solid stream 

. oil forced up as easily as down... 
one-piece natural-grip steel handle. 
Pumping assembly is of rustproof metal 
alloy, precision-built and fitted within 
002 inch. Ball valves. 38 spout styles. 


See Your Supply Jobber 


DUTTON-LAINSON CO., Miz. Div. 


Hastings, Nebr. Mirs. Since 1886 











RESISTANCE | 
| To Fumes | 

















i] RESISTANCE 
TO MOISTURE 


BY 

















Cres-Lite SYncHROME is a quick-drying, 










PLEDGE synthetic resin, oil paint. It contains 
OURSELVES 25 mesh pure aluminum pigment 

to limit the One coat of SYNCHROME completely 
prodect covers most surfaces with a chrome-like 
SYNCHROME finish unsurpassed for its resistance 
Aluminum Point, to heat, moisture, fumes, weather and 
other thon reduce i 2) corrosion. 

the quolity or quan 

per poo me. a Its high hidmg power and durability 
ity of Olt, PIG. a c 

MENT of SYNTHETIC a~ anO make it the best protective coating for 
ASI vcd ln # © tanks, stacks, roofs, metal, concrete, 


brick and other types of structures 
and equipment 


CRESCENT scons sowore co. 


116 W. ILLINOIS ST., CHICAGE 18, ILL 1041 S. FLOWER ST, LOS ANGELES 15, CALIF 


WRITE FOR YOUR FREE COPY OF “A GUIDE TO USING ALUMINUM PAINT" 


OCTOBER 11, 1945 


N ow! is the time to stock 


HYDRO- 
COMMANDO 


Raincoats 


SOLD EXCLUSIVELY 
THRU HARDWARE DEALERS 


Steady seller all seasons—but 
FALL DEMAND JUMPS! 

Strong, tough, thoroughly 
WATERPROOFED. Positively 
does not crack, stick nor mildew. 
Does not harden—always soft 
and pliable. All seams double 
turned against leakage. Smartly 
styled. 3 sizes, small, medium, 
and large. Colors: Green, Black 
or Gray. Individually packaged. 


EXCEPTIONAL PLUS-PROFIT 
OPPORTUNITY FOR 
WIDE-AWAKE DEALERS! 


Makes striking display! Superior appearance, 
attract attention, MAKE SALES! 





and high quality 


No. 375—Green—List Price—per doz. $75.00 
No, 450—Black—List Price—per doz. $90.00 
No. 500—Gray—List Price—per doz. $90.00 


Subject to Standard Jobber’s and Dealer’s Discounts. 
DISTRIBUTED THRU JOBBERS 


HYDRO-TEX CORP. 





56@ WEST ADAMS ST 
CHICAGO 6, ILLINOIS 




















Something You Can Get Now 
Something You Can Sell Now 
M=-Q seEWER CARTRIDGES 
DESTROY ROOTS CHEMICALLY 
KEEP SEWERS OPEN 














Pat. 2,251,080 


P " La 

“ eel 
QuyieaHy, 
BMS fi 


Packed 6 to a carton 
Retail at $1.50 





AS 
WRRNLAN! Zoo eaee 
ey ot 





One of the most prevalent, annoying and expensive problems 
a home owner has to cope with is a clogged sewer. MQ Sewer 
Cartridges give absolute protection against roots and other 
pesky organic matter at an almost unbelievably low cost. They 
destroy obstructions chemically, and eliminate all the bother, 
mess, worry, and expense usually entailed in opening clogged 
sewers. Simply flush them down the toilet, and they lodge at 
the point of trouble and immediately go to work. 

Advertised nationally. Just display MQ Sewer Cartridges 
on your counter or table along with a display card we furnish 
you, and people buy this product on impulse. 

Price is $12.00 per dozen cartons. Use this convenient reply 
coupon when ordering. 





Weinco Industries, 486 Jackson St., St. Paul, Minnesota 


Please send me by prepaid express ______ dozen cartons of M-Q 
SEWER CARTRIDGES @, $12.00 per dozen. 


NAME __ADDRESS 





JOBBER'’S NAME ADDRESS 

















WEINCO INDUSTRIES, 486 Jackson St., St. Paul, Minn. 
239 
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You tell Yakely aud durtakiily 


wuts t YOn ange 2 


IRON HORSE 


OILY WASTE CANS 


Constructed in accordance with Un- 
derwriters Laboratory Specifications. 
Approved by Associated Factory 
Mutual Fire insurance Companies. 
Reinforced top—extra strength to 
stand up under rough treat- 
ment. Gravity closing for safe- 
ty—can’t stay open. 

Opening mechanism hugs can ex- 
terior—no place for clothing to 
catch. 

Man-size handles—securely rivet- 
ed, make moving and handling 
much easier. 


Full aproa body amply ventilated for 
sir circulation. Firm foundation 
eliminates tipping. Constructed 
of galvanized steel. 


ROCHESTER CAN COMPANY 


82 GREENLEAF STREET ROCHESTER 9, N. Y. 












FIGURINES of “LITTLE PEOPLE 
FROM MANY LANDS” 


HIGH GLAZE on terra cotta composition, 
they look exactly like genuine porcelain 
statues. 


ULTRA DIFFERENT—$42.00 per doz. 
pairs. Packed: % doz. pair in. , 
Not Illustrated: “Belgian”, No. 4540 (Z) 
“French,” No. 4539 (Z) “English” No. 4538 (Z) 


“DRESDEN” “RUSSIAN” 





No, 4537 Z No. 4536 Z 


7% inches high. Base: 3% 


7% inches high. Base: 3/2 


inches in diameter. inches in diameter. 


FULLY illustrated price lists Z mailed to any 
HARDWARE DEALER on application 














LEG fae  herket 


Chicago 6, Ill. 












<c Bemcttqeos 


will still have top selling 
F advantages 










It pays you to please customers 
now with Ebonettes— they have 
what women have long wanted; 
short fingers, snug fit to tips — no 
floppy ends; comfortable curved 
fingers, roomier palm; easy-on as a 
cotton glove; non-slip finish really 
won't slip... plus longer service 
of Pioneer-processed neoprene. 

Unprecedented enthusiasm means ing 61c. Display car- 
years of profitable volume for you. to". — dozen. size as- 
Ask your Jobber now—or write us. advertising. 


THE PIONEER RUBBER COMPANY PUL 
Over 25 years of Quality Glove Making ac xa by > 


Dealer Advantages 
oy 3 sizes to stock, 


fit Fair 
Trade 49c, OPA oak 


306 Tiffin Road Willard, Ohio, U.S.A. \ Good Housekeeping 
New York + Los Angeles Le saves SEH 











A Better Automatic 


Mouse Trap 


REQUIRES NO BAIT y 
CATCHES SEVERAL MICE .<@ 
WITH ONE SETTING 


Sells on sight. This au- 
tomatic trip trap winds 
like a clock—and one 
setting is good for up to 
15 mice or small rats. 


Ideal for homes, mills, 
granaries, elevators, ail 
purposes. Rodents can be 
destroyed while in trap, by 
immersing in water. 


Made of 28-gauge galvan- 
ized sheet metal. Perma- 
nent, trouble-proof. 


Better than average profit. Im- 
mediate deliveries. Write today 
for illustrated price list. 


NOCKONWOOD INDUSTRIES, Ltd. 


Dept. H, Bloomfield, lowa 


Patent No. 1758952 





When there are plenty of household sloves 
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South Market St. 
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If you’re a city fel- 
ler you don’t know 
how a leech sticks 
— but if you’ve ever 
been to the “ole 
—— — 
you know a 
FLUID CEMENT Cok aie. 
REG. U. S. PATENT OFFICE 1932 


We believe Leech Cements, including a special Model 
Buildér’s Cement, have more all around uses than any 
other cementon the market. Attractively packed and 
carded in sales-compelling displays—carries good mar- 
gin for both retailer and jobber. You can add it to 
your line at a profit. Drop us a postcard for prices. 


LEECH PRODUCTS CO. Box 243-C HutchinsonKs. 











DON'T KILL YOUR OPERATOR 


Electrify Your Hand Elevator with this Power Unit 






"Lifts from 1000 to 3000 Ibs. with ease."* 


ELECTRIC ELEVATORS, HAND ROPE 
ELEVATORS 


DUMB WAITERS 


Davis & Newcomer Electric Elevator Co. 


Write for Information and Prices. FOSTORIA, O. 











4 


MADE 
BETTER 
Dra 


Packed with Sales Action! 


NiTt 


n Action 


SLAYMAKER LOCK COMPANY 


SINCE 1888 ° LANCASTER, PENNA 





OCTOBER 11, 1945 


EVERYTHING 


YOU WANT TO KNOW ABOUT 





NET PRICE 


140 PAGE REFERENCE GUIDE 


v 


If we haven’t mailed you the above encyclopedia 
of fasteners, shame on us. But perhaps we didn’t 
have your name, or perhaps it went to the wrong 
department in your company. 


We are anxious for every purchasing agent, 
and every engineer who specifies fasteners, to 
have this guide. 


MAIL COUPON FOR YOUR COPY 
You will find STRONGHOLD a dependable 
source for every regular and special fastener 
you may need. Samples and prices on request. 


MANUFACTURERS SCREW PRODUCTS 
231 W. Hubberd S$t., Chicago 10, Illinois 


SS 8 OS SSS SSS SSS Sees wg 





: Monufacturers Screw Products 

231 W. Hubberd St., Chicago 10, Illinois a 
i Please send me a copy of the new STRONGHOLD net price “Guide i 
[to Fasteners.” : Hl 
adc cnb sc onweicgdiins Sakaekatonuiehsdesea mene t 
I AT. ed> 60 cb0 0 bhewso00eseecbebebeeseseetedbetens i 
- DS. 1426603 occ0ds ob baad sat eekds bbe adelledtasoate ! 
i RNG ies Cbg HES tbs 6 60 0h 664606 bE kn weds cadmbass : 
EMME diics.ess 5.0 oe ohn ois cass ocephadanscenseleg 1 
i ‘al Please send a few simples 0 Please quote prices ] 

your products. , as per attached request. 

De ee es oe oe oe es ee es ee 
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NEW PLASTIC DISCOVERY | 


A HARD HITTING “Softie” 


NO MAR, STING OR REBOUND 


NLIKE ANY OTHER HAMMER, the 
Nupla Hammer heals itself when 
dented or deformed. Made with a new, 
flexile plastic head, it hits hard effective 
blows without marring, cutting, or battering. 
Useful to all craftsmen—tinners, machin- 
ists, assemblers, plumbers, etc. — it’s a 


quality tool. Has many advantages. Will not | 


explode. Not affected by oil or gasoline. 
Will not chip, or crack. It’s a tool every 
craftsman wants and needs. 


TESTED! FLEx-o-cryst 


the new plastic discovery has been 
thoroughly tested. 

A 6-inch cylinder of Flex-O-Cryst 
(used in head of Nupla Hammer) 
was flattened into a sheet }/g of an 
inch thick and released. Slowly it 
regained its original shape and size. 
That’s how the Nupla Hammer heals 
itself when dented. 





JOBBERS & DEALERS WANTED 


Nupla Hammers are now available for imme- 
diate shipment. Liberal discounts. National 
tradepaper advertising supports sales. Demon- 
strator counter-card and literature rack fur- 
nished. Write or wire, today! 
NEW PLASTIC CORP. © 1017 No. Sycamore Ave., Los Angeles 38, Calif, 
A NUPLA HAMMER FOR EVERY JOB 
5 SIZES 29 WEIGHTS 


PLASTIC 
la) 


MIGHTY 
bet Gentle 

















FOR 

| COMMERCIAL 

| INSTALLATION 
* 





Large, one-piece industrial doors, like those above, fitted with 

No. 912 “Over-the-Top” Door Equipment, are lifted to a full 
overhead position with ease in a matter of seconds. ‘“Over-the- 
Top” Door Equipment is simple and practical . . . can be installed 
eon doors built right on the job. Only 5 inches of head room are 
required. Heavy duty springs are quickly adjusted to obtain just 
the right power. ‘‘Over-the-Top” Door Eqzipment is low in cost 
yet gives lasting satisfactory service. Investigate its numerous 
—s advantages for both builders and owners. Write for full 
information. 


FRANTZ 


Gearareted BUILDWARE 


FRANTZ MANUFACTURING CO., STERLING, ILLINOIS 








NEW! Takes but a second to close or open 


GRAND (QUIKCET VISE 


CHECK FEATURES 








THESE 


P 


“Z—instant Ratchet Screw Closing. Opens in 


stantly with Trigger Release. No wasted 


time running screw in or out 


L—- Balanced Precision Grip at al! points. Ha 
| ened Serrated jaws integrol with body. No 


jaw plates to come loose. Heavy guide rods 


Z— Multiple Alloy-Steel extra thick 


wall body construction 


Strength 


ee ie) a ae 


shifting of vise 










This QUIKCET VISE can be set and 
closed, or opened in a jiffy. Simply push 
on body of free jaw which slides swiftly 
in on ratchet screw and precision guide 
rode—tighten with a turn of handle. Bal- 
anced precision grip holds firmly at all 
points. 


QUIKCET VISE opens instantly to full 
3 inches by pressure of thumb or finger 
on Trigger Release after tension is eased 
by single turn of handle. Vise is ready 
without further adjustment for instant 
closing on any other work. 












Everyone who uses tools will want this 
Quikeet Vise as soon as it is seen in 
operation. 


Write for quantity prices 


GRAND SPECIALTIES COMPANY 








3130 WEST GRAND AVENUE ¢ CHICAGO 22, ILLINOIS 
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There's PROFIT In 
““JIFFY’’ 
HAND TRUCKS 


An all purpose line of 
light and heavy duty 
hand trucks 


3 Designs 
12 Models 


There is a tremendous 
market in every territory 
for these sturdy, all steel, 
rubber tired Jiffy Trucks. 
And there’s a substan- 
tial profit margin for 
jobbers and distributors. 
Jiffy sells fast, in large 
numbers, requires no ser- 
vicing and is backed by 
national advertising. In- 
vestigate today. 


WRITE FOR 
COMPLETE DETAILS 


INDUSTRIAL MANUFACTURING CO. 


8282 N. Broadway Milwaukee 2, Wis. 




















NEW [Larson] 
STORM SASH AND 
SCREEN HARDWARE 


* e * 
No. 44 Spring Sash Hanger 
No. 55 Sash Operator 
PACKED SEPARATELY 
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SEE YOUR JOBBER 
STERLING, ILL. 


CHAS. O. LARSON CO. 





FOR CAEANING FUEL or 
PIOWAGE TAMAS 
And HEATING EQUIPMENT 


KOM INES AMMAELE Z 





SILOO Fuel Oil Tank Solvent is the sure, safe, 
easy way to solve many oil burner troubles. 
Elimination of clogged pipe lines, oil strainers, 
oil filters and burners means trouble-free oper- 
ation. 

S1LOO Fuel Oil Tank Solvent is the result of 
fifteen years research in the laboratories of 
Petroleum Solvents Corporation, one of the 
leading manufacturers of solvents for petroleum 
residues. Its action is immediate and positive. 
It is non-explosive, non-inflammable, non-corro- 
sive, non-toxic and neutralizes acids. 

SiLOO Fuel Oil Tank Solvent is nationally ad- 
vertised in twenty-five magazines. It assures sat- 
isfied customers. Write for information about 
the profitable sale of sitoo Fuel Oil Tank 
Solvent. 











Petroleum Solvents Corp. 
TANK SOLVENTS DIVISION 
331 Madison Avenue, New York 17 





OCTOBER 11, 1945 

















YOU KNOW THE ANSWER: 
"*"No mixing—no heatin 
means NO CHILLED JOINT 


with FRANKLIN 
Ligdid WIDE GLUE” 


FREE SAMPLE: Write on business letterhead. 
THE FRANKLIN GLUE CO., COLUMBUS 15,0. 























wg I'll Be Back When My 


Bigger Job Is Done 


AS 2 “ene CHORE GIRL will be back again— 
MORE WORK ; <5 when copper is available for clean- - 

IN LESS ing use. In the meantime, don't 
; forget her. Your customers won't. 
TIME! After the war, housewives 
; pe egeoowine will appreciate this famous 


Enttuanmtanal meena 1|CHORE Gini Stn! 


drivers are used. Gripper instantly released by spring action, slid- 
ing up out of way when not in use. All materials highest quality. METAL TEXTILE CORPORATION 
UPSON BROS., INC., 84 Exchange Street, Rochester 4, N. Y. Orange N. J. 





AUTOMATIC GRIP 
SCREWDRIVERS 





) 
ALS 
































3 Quick Selling, Profit- Making Items 


Made by “MARSHALLAN”—a name that stands for dependable products. 
MARSHALLAN Floor Register Shields are in demand right now. These 
Adjustable Register Shields (Floor or Wall Types) are ideal for Warm Air 
Furnaces. They save fuel and protect furnishings from 
All Around dust, dirt and soot. 3 popular sizes. Adjustable 10 to 
Utility Table 19 ins. 

MARSHALLAN Modernistic Utility Table No. 508 noted for 
beauty. On 4 casters. Top: 16” x 22”. Height: 26”. White enamel 
finish. Fine for store use. Shipped K-D. Other styles and sizes. 
MARSHALLAN Fry Pans with Handles that Stay Cold. All 















Figor Register Shield 


standard sizes. Unlimited quantities on several sizes. Jobber , No. 32 
prices prevail as of March 1942. Retail inquiries solicited. Walnut Hand Grain 
Finish 





MARSHALLAN MFG. CO. 


1061 W. llth St. Cleveland, Ohio 








Hardware Age Takes Your Sales Message To Over 23,000 Subscribers 


There's no waste circulation — your Help Wanted, Ac- fifty-word, set solid, classified sales message under any of 
counts Wanted, Sales Representatives Wanted and Business these headings for five dollars; or a Position Wanted ad at 
Opportunities advertisements go straight to the hardware a (Special Rate) of only two dollars. Send check or money 
trade—the very class you want to reach. You can run a order (only) to 


HARDWARE AGE, Classified Opportunities Dept., 100 East 42nd St., New York 17, N. Y. 
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STEVENS 


Line & Surface Levels 


Ne. S55 The demand for these popular No. 600 
No. 555. Made of hard levels is so great that deliveries have Wo, 600. Made with half hard 
drawn 3%" hexagonal alu- sometimes been delayed. Deliveries sheet aluminum. 3” long. 
minum tubing, 3" long, nickel on our Line Levels, 30 days and Weight each !/2 oz. No. 600 
- hooks, weight each !/, Torpedo Levels require about 90 wrapped 12 to package, 
days. We are making every effort weight per doz. 9 oz. 





No. 555, packed 12 to dis- to shorten this time and thank the List price, each...... 50 cts. 
play ‘box, weight per doz. 9 oz. trade for their patient cooperation Stems be ae ell order by 
List price, each...... 50 cts. during these trying war days. : number. 


E. A. STEVENS LEVEL CO., NEWTON FALLS, OHIO 
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OCT 












Pan 
Handle 





r any of 
ed ad at 
r money 


N.Y. 








ARE AGE 


* MARSHALLTOWN TROWELS * 


MARSHALLTOWR TROWEL COMPANY 











INDUSTRIAL 


CASTERS 


@ SPEED UP PRODUCTION 

@ SAVE MAN-HOURS 

@ MODERNIZE METHODS 

@ BRING WORK TO WORKER 
@ PROTECT FLOORS 

write for particulars 


FAULTLESS CASTER CORP 


Evansville 





indiana 


* MARSHALLTOWN, 


IOWA 


= ia 
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Fit /\ 


FILTO-KLEEN filter 
with 1 doz. filter pads 
retails for $1.00. 
(Adapter for smooth 
faucets, 25¢ extra.) 
Refill pads, 6 doz. 50¢. 





A PROFITABLE FAST-SELLING 
ITEM FOR HARDWARE 
DEPARTMENT AND CHAIN STORES 
KLEt outstanding success 
in hardware and 


houseware departments. Colorful 
moulded plastic. Rustproof. Fits any 
faucet. Instantly purifies drinking 
water and makes it crystal clear. 
Not to be confused with an ordinary 
wire strainer. 


THE FILTER-KLEEN MFG. CO. 


314-322 Chelsea St., Everett 49, Mass. 


FILTO-KLEEN for 7 
years has met with 








CARFENTERS =a 
eee Mts 
ao fF --wooD 


| AND ALUMINUM 


Tis 


ASK YOUR DEALER 
FOR 
MAYES TOOLS 


ORIGINATED 1896 
MAYES GUARANTEES ACCURACY, SERVICE oo 
*AND DURABILITY-= 


MAYES BROS.TOOL MANUFACTURING CO. ..Inc. oes Micu. ~ 


ELS - 





Se MASQNS 
= 


AND ALUMINUM nt Ts 9 
Sed J 
Wel Ge" meolch 10)-) 

ASKING 











HOME LOCKER 
TWO NEW UPRIGHT MOD- 
ELS for frozen food storage and 
processing. Style A- 18 cub. ft. 
capacity. "Style B- includes 





! Tyler Fixture Corp., Dept. H-10, Niles, Michigan freee 
Please rush illustrated booklet on — - 
1 freez ( ) upright medels ( ) chest pee 















MORE PROFITS in 
CONGRESS PULLEYS 


3 color, washable display, with 
2 pulleys. One minute set-up. 


50 pulley assortment. 27 popu- 
lar sizes, 1'/2" to 5" dia. 


Retail Value $26.40 
Your Cost 15.00 
Your PROFIT $11.40 


Send name for folder and same 
of mearest jobber. 


CONGRESS DIE CASTING DIV. 
Detroit 12, Mich. 














Get one 
Supply House or 
Data 


write 


Sheet 


DOES NOT CONTAIN GRAPHITE 





Joseph DIXON Crucible Company © Div. 40010 Jersey City 3, NJ. 


OCTOBER 11, 1945 


for 
a 


at your 














SELL . To every plant 


in your area. Wherever 
belting is used this Dixon 
Product goes over Big. Plant 
men know it. Show it, sell it 
and profit. Do you know 
Graphite Gus and his lively 
profit makers? Write for 
Data Sheet Directory. 
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laisified Aducrtising ales 











Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $5.00 
All capitals, maximum 50 words..... 6.00 
Each additional word......... 10 
Positions Wanted 
(ipeniat Rate) set solid, maximum, 
PRR ae erry er $2.00 
Each additional word......... .05 


Allow Seven Words for Keyed Address 
or Your Address 








BOXED DISPLAY RATES 
$8.00 Per Column Inch 











DISCOUNTS FOR CONSECUTIVE INSERTIONS 
5% discount for 4 or more insertions 
Due to the special rate, these discounts do 
not apply on Position Wanted Advertise- 
ments. 

REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
not currency or stamps. 


Samples of Merchandise, —— = 
logs, etc., will not be forwarded 
number unless 

sufficient postage for remailing. 
HARDWARE AGE is ee every 
other Thursday. forms close 15 
days previous to date of publication. 
Address your correspondence and replies to 


HARDWARE AGE | 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 








HARDWARE STORE WANTED. Have up 
to $10,000 Cash for Going Business in Medium 
Size City or Good Suburb—New York, New 
Jersey, Pennsylvania, Connecticut or Massachu- 


setts. Write full particulars to Box K-272, care 
¢ : Acz, 100 East 42nd St., New York 





WISH TO BUY HARDWARE STORE in 
Long Island or Queens. Preferably with space for 
repair work. Business Section. Cash. Give com- 





plete details. Address Box K-265, care of Harp- 
—. Acz, 100 East 42nd St., New York 17, 
BUILDERS’ HARDWARE, MILL AND 


APARTMENT HOUSE SUPPLIES MAN, 
fifteen years’ experience as buyer with Large New 
York Jobber Seeks Position or Partnership with 
Reliable Concern. Highest references furnished. 
Will locate anywhere. Address Box K-248, care 
= a Ace, 100 East 42nd St., New York 


Salesman, age 33, desires 
Manufacturers Representative in the Sporting 
or Electrical Appliance Lines. Northern 
Wisconsin and Upper Michigan Territory. [| will 
guarantee a dignified thorough representation di- 
rect to excellent dealer accounts for 10%. Ad- 
— ‘emia ity Sales, Box 361, Escanaba, 
ich, 

WANTED—GOING RETAIL HARDWARE 
BUSINESS in Good Town in Southern Michigan, 
Northern Indiana or Northern Ohio, by Ex-Service 
Man. Cash Deal. Address Box K-280, care of 
Harpware Acz, 100 East 42nd St., New York 
17, N. Y¥. ere; 

MANUFACTURERS AGENT DESIRES 
ADDITIONAL LINES to Sell to Hardware Job- 
bers in the Central States on a commission basis. 
Address Box K-266, care of Harpware Acz, 100 
East 42nd St., New York 17, N. Y. 

BUILDERS’ HARDWARE, CABINET 
HARDWARE AND TOOL LINES wanted for 
Maryland, Delaware, Pennsylvania, Western New 
Jersey, by Manufacturers’ Representative with 
12 years of Successful Hardware Sales Experi- 
ence. A Thorough Knowledge of the Wholesale, 
Retail Hardware, Lumber and Mill Supply trade. 
Address Box K-220, care of Harpware Acoz, 
100 East 42nd St., New York 17, N. Y. 


HOUSEWARE MANUFACTURERS! Is it 
not, imperative that your products have the best 
representation possible in the period ahead? Dis- 
cuss this with an aggressive organization that has 
the following with the trade you need for the 
effective distribution of your products in Mo., 
Ks., Nebr., and Ia. Reply Box K-274, care of 
a? Acer, 100 East 42nd St., New York 17, 





connection as 














MANUFACTURER’S AGENT WIDELY AC- 
QUAINTED with Hardware Jobbers, Retailers, 
Department Stores and Chain Stores in Illinois, 
Wisconsin and Michigan wishes to represent man- 
ufacturer requiring aggressive representation in 
all or part of this area. Customers contacted 
every two months. Commission basis. Address 
Box K-268, care of Haroware Acez, 100 East 


42nd St., New York 17, N. Y 


AN OPENING IS AVAILABLE for Experi- 
enced Man in Hardware Store located in Cen- 
tral Massachusetts. One with knowledge and 
experience in store and window displaying pre- 
ferred. Permanent position with good salary. 
Address communications to Box K-264, care of 
HARDWARE Ace, 100 East 42nd Street, New York 
ae 


GENERAL SALES & ADVERTISING MAN- 
AGER with Enviable Record in Marketing Wide 
Variety of Household Products Nationally, avail- 
able to reliable manufacturer, minimum income 
requirement $10,000.00 commission basis preferred 
or will take over exclusive sales rights nationally 
or sectionally of meritorious products and finance 
high caliber sales organization. Confidential. Ad- 





dress Box K-242, care of Harpware Acer, 100 | Harpware Acz, 100 East 42nd St., 
IN. ¥. 


East 42nd St., 
246 


New York 17, N. Y. 











FACTORY REPRESENTATIVE—TWENTY 
YEARS’ personal contact among chain store syn- 
dicates hardware and electrical distributors in 
greater New York seeks line—references fur- 
nished. Address Box K-259, care of Hampwaar 
Acz, 100 E. 42nd St., New York City 17, N. Y. 


MANUFACTURERS LINES WANTED. Sell- 
ing Direct to Dealers and Mill Suppliers for past 
23 years, Hardware, Electrical and Cutlery Lines. 
Have a large following in New Jersey and New 
York. Carry some stock. Address Box K-219, 
care of Harpware Acez, 100 East 42nd St., 
New York 17, N. Y. 


POSITION WANTED—AS SALES REPRE- 
SENTATIVE or Pittsburgh Manager, ten years’ 
wholesale and retail hardware selling experience, 
accounting trained, capable of managing office, 
well acquainted with jobbing trade, salary and 
commission basis. Address Box K-275, care of 
Harpware Ace, 100 East 42nd St., New York 17, 
m v 











FACTORY REPRESENTATIVE IN A PO- 
SITION to Handle One or Two Additional Lines 
of Merit for Southwestern Territory. Fifteen 
years of good standing with the automotive, hard- 
ware, sporting goods and toy jobbers. University 
Sales Company, Factory Representatives, 3717 
Stanford Street, Dallas 5, Texas. 


MANUFACTURER WITH ESTABLISHED 
TRADE REQUIRES Three Full Time Repre- 
sentatives to headquarter in New York, Atlanta, 
and Dallas. Must have acquaintance with Hard- 
ware Jobbers and if has with Electrical Jobbers 
will be more valuable. Must have or be able to 
get good automobile. Commission arrangement 
with ample drawing account for traveling expenses 
and home maintenance. Sales Manager will inter- 
view. Address Box K-253, care of Harpwarz 
Acr. 100 East 42nd St., New York 17, N. Y. 

A HIGH GRADE SALESMAN WANTS to 
Represent Well Rated Manufacturers in Chicago 
and Middle West on Commission Basis. Prefer 
tested repeat products that can be sold to hard- 
ware jobbers, catalog houses, electrical supply 
jobbers, houseware jobbers and auto accesseries 
jobbess. Twenty years’ experience with excellent 
following. Address John C. McCarthy, 6627 Glen- 
wood Avenue, Chicago 26, Illinois. 


MANUFACTURERS — NEW 
MANUFACTURER'S AGENT, _ Builders 
ware, lortg established and fi 
with excellent contacts among hardware "jobbers, 
dealers and millwork and lumber trade, desires 
Additional Lines for distribution. Boston office 
and warehouse. 
Harpware Ace, 100 East 42nd St., New York 
17, i = 


SALES POSITION WANTED in any phase 
of Hardware, Electrical or Appliance Line. 
Thoroughly experienced in tools and fluorescent 
lighting fixtures. Age 27, married, adaptable. 
Reasonable starting salary for position requiring 











ENGLAND 
Hard- 








| additicnal training. Inside or outside sales equally 


| advancement. 
| WaRE Aceg, 100 East 42nd St., New York 17, N.Y. | 


Most important are opportunities for 
Address Box K-288, care of Harp- 


attractive. 





SALESMAN—YOUNG, ALERT, PROGRES- 
SIVE, MARRIED, recently engaged in War 
Work, desires Connection for Metropolitan New 
York Territory. Have ten years’ diversified ex- 
perience with New York Wholesale Tool Concern. 
Address Box K-276, care of Harpware Aaz, 100 
East 42nd St., New York 17, N. 


DISTRIBUTOR—NORTHERN WISCONSIN 
AND UPPER MICHIGAN—want Additional 
Lines for Hardware Implement and Lumber Deal- 
ers. Have sales force, warehouse and display 
rooms, established. Address Box K-277, care of 
New York 17, 








Address Box K-267, care of | 


| kindred hardware lines for retail 





' Ac, 100 East 42nd St., 


EXPERIENCED BUILDERS AND GEN. 
ERAL HARDWARE SALESMAN Seeks Major 
Line for the Northwest Territory. Twenty years 
experience. Contacts established. Available im- 
mediately. Address Box K-227, care of Hagp 
ware Acz, 100 East 42nd St., New York “7, 


= y- 
LINES WANTED FOR NEW onan 





Warehouse . . . Dun tanh os 
Plan for Post War now. Address Perkins 
Co.. 610 Newbury Street, Boston 15, 
SALESMAN REPRESENTATIVE WANTED 
by New York Own Plumbing Specialty Jobber to 
Cover Retail Hardware Stores in the following 
States: Virginia—West Virginia—Marylapd—Del- 
aware—Kentucky—Tennessee—Alabama—Georgia 
—Mississippi, and the New England States. Ad- 
dress Box K-283, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y. e 
ADDITIONAL LINES WANTED by Manu 
facturers Sales Representative now calling on 
Hardware Jobbers and Large Retail Hardware 
Stores in the State of Wisconsin. Eleven years 
personal contact with the trade. Commission or 
salary. Address Box K-252, care of Harpwanr 
Acz, 100 East 42nd St., New York 17. N. Y. 
LINES WANTED BY NEW FIRM MANU- 
FACTURERS’ REPRESENTATIVES.  Prin- 
cipals Twenty Years Experience Wholesale Hard- 


no iain: 








| ware Trade throughout Southwest and Southeast. 
|. Address Box K-273, care of Harpwarge Acz, 100 


East 42nd St., New York 17, N. Y. 

SALESMAN DESIRES TO REPRESENT 
REPUTABLE FIRMS, eo oe 
Drug and Department Store Tr: in St. is 
and Vicinity. Post Office Box 991, St. Louis, Mo. 

SUCCESSFUL SALESMAN ESTABLISHED 
with Hardware and Building Supply Trade 
throughout State of Georgia, desires Well Known 
Quality Line of Builders Hardware, Fence Wire, 
Screen Wire, and other Hardware and Building 
Supply Items on straight commission for dis- 
tribution in Georgia. Assure profitable volume. 
Reply Box K-269, care of Harpware Acz, 100 
East 42nd St., New York 17, N. Y. 


DISTRIBUTOR AND JOBBERS SALES 
OUTLETS DESIRED—Manufacturer of qual- 
ity coated abrasives (sanding belts, sheets, rolls, 
etc.) with Nation-wide reputation wants Addi- 
tional Sales Outlets to absorb increased post-war 
production. Steady repeat business. Many lucra- 
tive territories open. Ample discounts. Write 
full details. Address Box K-270, care of Harp 
ware AGE, 100 East 42nd St., New York 17, 
Fe # 

LINE WANTED—BY ESTABLISHED 
AGENT for Hardware Dealers, Supply Storer, 
Building Supplies, Lumber Yards, Electric Supply 
Stores, General Wholesale Supply Stores, South 
East. We have the Dealers—We are Producing 
Now—We need one good Quality Line. Straight 
Commission. Address Box K-239, care of Hanp- 
ware Ace, 100 East 42nd St., New York 17, N.Y. 


EXPERIENCED SALESMAN FOR MID.- 
WEST OR SOUTH. Married, sober, thirty- 
eight years old and well acquainted with hard- 
ware and kindred lines having traveled twelve 
years for two Nationally Known Hardware Job- 
bers. Interested in Manufacturers Lines of elec 
trical supplies, sporting goods, kitchenware or 
and jobber 
trade. Address Box K-278, care of Harpware 
Ace, 100 East 42nd St., New York 17, N. Y. 


DISTRIBUTORS WANTED—BY SALES 
COMPANY OF LARGE MANUFACTURER 
of Garden Lawn Sprinklers Revolving Type— 
Available to Distributors—Wholesalers or Manu- 
facturers Sales Agents. Avalable for immediate 
delivery. O.P.A. a . Has Several Ont- 
standing Sales Features. Will carry accounts if 
rated. Have worked successfully with drop ship 
jobbers. Address Box K-258, care of Harpwanr 
New York 17, N. Y. 


HARDWARE AGE 
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SALESMEN CALLING ON THE RETAIL . 
Distribution—Present and Postwar HARDWARE TRADE to Carry Line of Plumb; | IMMEDIATE DELIVERY 
rpg ger Ags ve ing Specialties, in conjunction with present line. * 50-100-150-W BULBS (MED. BASE) - 
Selling Agents Hg held ° ao confidence. Address Box | a. oe: te — ) aT ee. WAT. 
-271 i a 
sia ANCO CORPORATION, Pittsburgh, Pa. <_iwmrnet eee ERS" PADLOCKS - FLASHLIGHTS - HOT- 
Age men Ya - ptadatghte« Bobet “Offices | PLATES ° SPRING CLOTHES PINS. 
ied by Detel - Chicago - Clovelsad - Lesiovlle SALESMAN AVAILABLE AS MANUFAC- Write fer eur catalogue, containing separ Bun, 
Covering sli ciasses ef jobbers. We will carry the || TURER’S REPRESENTATIVE for the State dred heré-te-90) ems, af renter = 
eS 6 See f Ohio. Prefer Li | SUPPLY SALES CO., 194 E. 4th ST. 
Wete fer farther sabe oO io. er Lines Sold Exclusively to Whole- NEW YORK 9, N. Y. 
Hag tafermetion eae. | | se Hardware Jobbers’ Organizations. 20 years’ . - 
—— Address Box K-284, care of Hanrp- | 
| ware Acz, 100 East 42nd St., New York 17, N.Y. | 
les 0 NAIL FILES | Tron Age Class. Ads SP PE ge | 
. Cold Rolled Steel, Serr. Both Sides, Ca- EXPORTER Selling to Leading Jobbere Met. New Yark. Strom 
: nadian Made, 49", $14.40 p. gross fob | | Following. | Keen Merchandiser. Desires Seles Repre- 
7” | Portland, Ore. Prompt cod. del. |] Well represented in Central and South America de- Housefurafshings. Served. T Throughout W War as Chiet 
. } sirea Contact with Manufacturers of Small Tools, Files, Pur. Agent important G 
ao SS PACIFIC TRADING & EXPORT CO. Pliers and Similar Articles Suitable for Hardware EDWARD WEINGARTEN 
a 522 Park Bidg., Portland 5, Ore. pene .. wou Details and Payments will be taken 36-40 Bowne Street Flushing, N. Y. 
\ND GEN. nsitiiaain Address Box K-281, care of HARDWARE AGE 
Seeks Major 100 East 42nd Street, New York 17, N. ¥ 
wenty years’ VENEZUELA—AGENT | DENMARK 
val le im 
: Developing 2 New Independent Departments Handled | | Reputable Manufacturers Agent desires Agencies for 
‘e Sui D. A Capable Exclusive Salesmanship, Desires to Repre- } SALESMEN Denmark in Bullders’ Hardware, Garden Tools, Me- 
: 3” > elec || Pa rye shanles’ Tools, Cutlery, Household Artieles and Allied 
yg I ui Catalog id Prices to: 
ENGLAND Write te FEDERICO GERLACH, P. 0. BOX 128 ede _— oe —- = wt _ pags 
A“ CARACAS, VENEZUELA cessories on 10% Straight Commission Basis— AAGE DENMAN 
Experienced All Territories Open Except New England, 
> J and HARDWARE—HOUSEHOLD || Michigan and Indiana. 18 Aabenraa Copenhagen, Deamark 
erkins Sales || Address Box K-282, care of HARDWARE AGE 
. Mass. 100 East 42nd St, Now York 17, N. Y. EXCLUSIVE HARDWARE LINES 
: WANTED ATTENTION MANUFACTURERS || | WANTED FOR CANADA 
ty | Need A Third Line to Sell Either As A Manu- | | A Leading Canadian Distributor is open to accept 
1¢ following facturer's Agent Or On A Straight Jobbing MERCHAN DISE MANAGER | . ee ee ee pan a = 
rylapd—Del- Basis. What have you available in time to rdii 4d & 1 Suppl lt, &. yy FE A 
na—Georgia display at Hardware Conventions this winter? of Hardlines an ectrica pplies— || ton, Winnipeg and Vancouver, Highest references. 
States. Ad- Must quality item For Mid-Western Department Store State terms, f.0.b. points and all other information. 
z Ace, 100 4. @ KING, FARIBAULT, MINN. é |] Will buy on own account. 
Address Box K-278, care of HARDWARE AGE |] Avely Box K- pan ana ytanowans AGE 
100 East 42nd St., New York 17, N. Y. 
"ealing co | | AN itT Po'ndW°YoRK city. “ga Ones cine 
. r ven 
| Hardware Prompt Attention. No Priorities Needed. National MANU FACTURERS ATTENTION 
— Long Ay ow RE NONES--oimeor Sete Bex Opes End WANTED -SALESMEN Progressive Organization With Good te ten suene 
Adjustable. SOCKET SETS—%4—%—'2—%” Drive. Sell directly to retail dealers of hardware, paint, con- Hardware and Electrical Dealers In Farm munities 
HaRpWARE CASTE RS—Steel or Ru Wheel 2 to 10”, all sizes tractor, mill, plumbing, roofing and builders’ supplies. Wants Items Having Good Sales Appeal. Will Handle 
17, N. ¥. Boning Knives, Hunting Koives, Electric der. Must be able to sell directly to retailers a quality line As Representative or Distributor. Will Buy and Ware- 
ing irons, Padlocks, Grinding Heads, and many of hand tools used and sold by the above, in conjunc- house. Cover Central States. Can furn'sh good refer- 
M MANU ake teas om the inard to Get and Critieal List. tion with other lines you now carry. Old established ences, both Bank a de. 
ES. Prin- Write to . J. » Wholesale Distributor eastern | menufecturer. Commission basis, new and | | M. E. STERN & COMPANY 
~ a. Park Plane, Now York 7. Reply fully. Box K-287, care of HARDWARE AGE || 443 NORTH LaSALLE ST., CHICAGO 10, ILLINOIS 
. i i 100 E. 42nd St., New York City, N. 
Een % MANUFACTURERS AGENTS 
PRESENT Calling 5 Hardware and Automotive Jobers PACIFIC COAST REPRESENTATION SWEDISH IMPORTER 
ardware, r) ‘omple'’ ne of Screws, , Bolts, q 
1 St. Louis Washers, efc., put up in attractively packaged ||| uct’ “Distributors and jobbers selected, ||| Wants to Buy Special Articles for Whole- 
Louis, Mo. assortments of fast-selling sizes. Steady repeat sold, and controlled. Financially re- sale Dealers of lronware, etc. Please 
‘BLISHED —! Liberal Commission. Exclusive Terri- | | sponsible Manufacturers’ Representative send detailed offers with illustrated 
ply _Trade ye Box K-289, care of HARDWARE AGE || an” éo ammission  baeie.. frite - [| eatatogue material. 
vel — 100 East 42nd St., New York 17, N. Y. || phone. MARK STARR, 1521 2nd Avenue, ||| V. Pedersen, Skomakaregatan 4, Malmoe, Sweden. 
yg | = ¥ Angeles 6, Sanit. Phone ROchester 
| 
m for dis | 
oe EXPERIENCED || TO THE SMALL HARDWARE OR ELECTRICAL SPAIN 
; BUILDERS’ HARDWARE MAN MANUFACTURER WHO DOES NOT HAVE |] EXPERIENCED HARDWARE MAN _ DESIRES 
5 SALES Member of AHC for Responsible Outstanding | | NATIONAL DISTRIBUTION || SONNECTIONS WITH RELIABLE  MARUEAG- 
- dent Distributor, Headed by Competent Builders ||] Sor windomr Article: aitramarscturers of 8 Suc. || OUGHLY - ACQUAINTED WITH. SPANISH 
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a _-———_—_—$—$_—_—"——_——— | (MANUFACTURER'S AGENTS | 
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er, thirty. ONION SETS | LINES WANTED 
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[SALES SOUTH-AFRICA || Group Retail Stores. Position Offers 
ACTURER We invite Correspondence from American Manufac- | | U | Opportunity for Right M DIRECT FACTORY REPRESENTATIVES 
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With Gardiner Quality 


You! win soe held the 
cream of the profitable, 


— solder Tearket when 
stock aad display this 
nationally Le line. = 


your 

- selling Repair - An 
Household Package and 
leaders with |, 5 and 20- 
pound spoo! buyers. 


7 4 
lardiner = 


X & [METAL CO. g7 
4821_S. Compbell_Ave., Chicago, Mt. 














FOR YOUR CHRISTMAS SALES LINE 
Order "WATERHOUSE" Dryers 


© Again with galvanized steel post... 
steel ground socket. 


Plus new postwar improvements... 
new patented formula aluminum 
castings and brace arms. 





Available in three sizes. Contact your 
nearest jobber or write direct. 


BUTTS MFG. CO. @ LOS ANGELES 23, CALIF. 








SELECTED FROM THE HAGN MERCHANDISER 
AS A CURRENT VALUE LEADER 


BROWN or BLACK leather, embossed grain. 
type construction. 


Semi-stitchless 
(No exposed stitching to deteriorate.) Has 


bill divider, 2 utility pockets, replaceable 8 window pass card 
holder. 


No. 412L155 new low victory price $7.80 per dozen. 
Send For The Haga Merchandiser 
JOSEPH HAGN CO. 


WHOLESALE DISTRIBUTORS SINCE 1911 
217-225 W. MADISON STREET « CHICAGO 6 


















Grenui"? TOMES & SILENCE 





SLIDE SILENTLY - SOFTLY- SMOOTHLY 


40c SET = 10c SET-10c SET | SAVE FURNITURE 
& FLOORS - CREATE QUIET 


Look for name 
"Domes of Silence'’ 








Domes of Sil — Insulated Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 


Ask your Joiber nO ed wr 


DOMES of SILENCE. Inc., St. 


35 Peat 
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A 
A & A Manufacturing Co. 





Es 214 
Acme Shear Co, 197 
Adirondack Chair eo. . 226 
Aeco Mfg. xt 
Allen Mfg. Co. Hartford, Conn. 182 
= Mfg. Co., W. D. 46 

Aliied Cabinet “Corp. .. 233 
Aluminum Cooking Utensil Co. .. 169 
Ambroid Co. 222 
American Chain & Cable Co., 

— NgRBER , 16 
American Chain Div. 116 
American Crayon Co. ........... 220 
American Fork & Hoe Co. ...... 141 
American Grease Stick Co. ..... 92 
American Mfg. Co. .......... 2 
American Measuring Instruments 

ee LTTE .. 794 
American Safety Razor Corp. ... 75 
American Shearer Mfg. Co. ..... 226 
American Sponge & Chamois Co. 228 
I oo od dink « tha deh s vd cnet osee 84 
Apex Oil Products Co. .......... 67 
Arcade Mfg. Co. , 230 
Armstrong Bray & | {are 224 
Armstrong Bros. Tool Co. 6 
Arrco Playing Card Co. ...... . 231 
GE a te We Ge bes catsdinncnse 209 

B 
Baker Mfg. Co. ......... 148 
I iiditing duigtcccdsces 83 
Cs, ou cncknadhicdas cate ante 166 
Behr-Manning Corp. ............. 56 
SS Perret 77 
Bennett Ireland ...... ay 
Bethlehem Steel Co. ............. 99 
Bird & Son, Inc. . 159 
Bissell Carpet Sweeper Ge. i2ccs 162 
Boss Bolt & Nut Co. .. otecce aD 


Boston Varnish Co. . 57 
Boston Woven Hose & Rubber Co. 89 
Bridgeport Hdwe. e- . one 


Brooks & Sons, M. S. . 2285 
Bruno Tools ols . 8 
Buckeye Aluminum ‘Co. édeainah oak wae 
Burgess pony Co. 163 
Burpee Co., Atlee 92 


Bushman ot Div. (General Steel 


enone PP ee | 4! 
Butts Mfg. Co. 248 
Cc 
Camilius Cutlery Co. 200 
Carborundum Co. ...... 82 

Carvanite Products ..... tedeud 

Celanese Corp. of America .. 161 
Century Metalcraft Corp. ........ 80 
Champion Hardware Co. ....... 234 
Champion Lamp Works ......... 72 
Champion Motors Co. cs 1 
Cheney Hammer Corp., Henry @& 


Chicago Die Casting Mfg. Co... & 


Chicago Lock Co. 230 
Chicago Roller Skate Go. ....... 250 
Chicago Wheel & Mfg. Co. ...... 216 
Chicopee Mfg. Corp. ............ 

Chisholm-Ryder Co. .............. 221 


Clarke Sanding Machine Co. 
Clayton & Lombert Mfg. Co 


Clemson pone. Inc. 
Clover Mfg. Co. ....... 
Coleman sapenh Inc. 8 


Collins Company 
Colt's Patent Fone Mfg. Co. 
Columbian Rope Co. 
Columbus-McKinnon Chain ‘Corp. 
Congoleum-Nairn, Inc. : 
Congress Die Casting Div. 
Conklin Pen Co. wes 
Connecticut Valley Mig. Ce. ... 
Consumers Glue Co. 

Coen Ge... ot. G........... 

Corbin Screw Corp. 

Coughlan Co., G. N. 

Crescent Bronze Powder Co. 
Crescent Tool Co. 
Crosley Corp. 


Cross & Co., Inc., W. W 
1?) 

Damascus Steel Products Corp. .. 94 
Darra-James Corp. 231 
Davis & foweetnar Elec. Elevator 

MR dnb nindeeidebod des ston anes 241 
SPEAR es 199 
Dearborn Stove Co. ............. 100 
DeLaval Separator Co. .......... 47 
Delta ry SRR oe Sera 157 
Devoe & aynolds Co., Inc. ..59, 205 
Diamond Calk Horseshoe Co. 106 
Dixon Crucible Co., Joseph ...... 245 





Domes of Silence 
Downy Products Co. 
Dunbar Glass Corp. 
Duo Therm Div. of Motor Wiveei - 


Corp. - 
DuPont deNemours & Co., E. I. 
(Nylon Bristies) .... ‘ meee 
DuPont Semesan Co., 
Durham Co., Donald 









Dutton-Lainson Co. ...........++- 

Eagle a eS eee 12 
Eclipse Moulded Products Co. ... 172 
Economics Laboratory, Inc. . 210 
Etend Gee, cs csg00-- 88 
Ekco Products Co. ... 21 
Electric Sprayit Co. .. 58 
Electro-Line Fence Co. 52 
Embury Mfg. Co. ........- . 225 
Enterprise Mfg. Co. of Pa. ...... 195 
Estate Stove Co. .........-.+-+++ 149 


F 
Faultless Caster Corp. 
Federal Tool Corp. 
Filter-Kleen Mfg. Co. 
Fleur-O-Lier Mfgrs. ... 
Florence Stove Co. ... 





Rare ear 
Franklin Glue Co. ...........-.-- 
Grantz Wiig. Co. ~.............. . 242 
Fulton Bag & Cotton Mills ...... 221 
S 

Gardiner Metal Co. ............ 248 
General Electric Co. 

Pete LOONEY. «00:6 cs. o ccevcccesc 35 

ee | TOE ee 16-17 
General Steel Warehouse Co. 

(Bushman Saw Div.) .........- 4) 
US SOS ere 183 
Glad Rag Products Corp. ........ 88 
Glidden Company ........--..... 33 
Globe Milker ...........-..-00005 79 
Goldweber, Bernard ............. 174 
Graham Mfg. Co. ...........++- 226 
Great Neck Saw ee . 2729 
Grand Specialties Co. .... . 2% 

H 

Hagn Co., Joseph ........-..... 248 
Patt Blne CetRs. 60 cece cccsccsces A 
Hamilton Beach Co. ............ 167 
Hanson Scale Co. .............- 224 
Hartford Element Co. ........... 188 
Hartwell Engineering Co. ....... 66 
Heller Brothers Co. ..... 69 
Hindley Mfg. Co. ........--.-++- 100 
Cele WM. GO. 2.6.0 ccesieei.cee. OS 
Hooven Allison Co. .......... 104 
Hoppe, Inc., Frank A. .......... 100 
Horrocks-Ibbotson Co. .......... 38 
Heward & Co. .........cessctuses 70 
Hawes, fac, S. Me ..5...ccercsee 226 
Hoyt & Worthen Tanning Corp. .. 226 
Huenefeld Company ...........-. 252 
DN BME. odsccdactcdsncese 222 
Hydro-Tex Corp. .............-- 239 


Ideal Rubber Co. 
IMinois Bronze Powder Co. 
Independent Lock Co. ....... 
Indiana Steel & Wire Co. 

industrial Mfg. Co. 











Jackes-Evans "Ce. in pricaeninee 109 
Jackson Mf © hi eihans taahee 232 
Jacobsen Mfg. 107 
Johnson's Arms ? “Cycle Works, 
chan Ente TRE top ALARA 5. 250 
Sehason & Sen, S. C. ............ & 
SE ee errs 
K 
K-R-O Company ...............-. 222 
Kaul Importing Agency, Inc., Leo 240 
Kay-Tite Company ..............- 237 
EE = ne cxha Senges 27 
Keuffel & Esser Co. ............ 179 
Keystone Steel & Wire Co. ...... 211 
Knapp-Monarch Co. ............. 110 
Koppers Compony, Inc. .......... 213 
| UE are 57 


HARDWARE AGE 








Lake Chi 
LaPorte 
Larson C 
Lavelle | 
Leavitt 
Leech Pr 


Leonard 
Liberty | 
Lindema: 
Littelfuse 
Lowell bv 
Lyman ¢ 


Macklin 
Makinen 
Manning 
Manufac 
Marshall 
Marshall 
Mason-V 
Master 


Minneso 
Minute 
Miracle 
Modglir 
Moore | 
Moore | 
Mortell 
Mossber 
Multi P 
Myers 4 


Nationc 
Nationc 
Nationc 
Nationc 
Nationc 
Neatsle 
Nelson 
New Br 
Newma 
New P 
Nichols 
Noblitt 
Nockon 
North | 
Nott M 


O'Mall 
Oster | 
Owens- 


Parker 

Pearl-V 
Perfect 
Petrole 
Pioneer 
Pioneer 


Prentis: 
Prevent 


Queen 


Raybes 
Red D 
Reming 
Resear 
Rhodes 
Riegel 

Rite-W 
Rittenh 
Rival } 


OCT 


acturers . 











Ondex Slao Adwerttinen 











Made to GIVE Service 





...not require it! 
The improved “Dixie-Maid” 
ELECTRIC CHURN 


Quality components and rugged con- 
struction make Dixie-Maid Electric 
Churns give long, trouble-free service. 
Recent improvements include /arger, 
: round Splash Plate, Recessed Supporting 
\ \ Arms and heavier Cord with Switch, as 
\ illustrated. Slow-speed, Heavy me | Mo- 
‘ tor. Thumb-screw adjustment fits to 6 
* gal. containers. Agitates all the milk— 
makes more butter faster. Production 
D 2 now being expanded. If your jobbers 

BY can’t supply you order from: 








L ee ee eee 170 
Lake Chemical Co. .............. 68 | Rochester Can Co. .............. 240 
ee A Pere eee oe 15 | Rolyan Metal Products .......... 84 
Larson Co., Charlies O yy if “4 “Saale 90-91 
Lavelle Rubber Co. .............. 98 | | Ryerson & Son, Inc., Jos. T. ...... 227 
Leavitt Machine Co. ...........- 249 
Leech Products Co. ............. 241 | 
Ree Gas aescurwebestn dees cave 176 
Liberty Distributors .............. 113 | s 
Lindemann, A. J. & Hoverson Co. 61 | s+ Louis Cordage Mills 2 
SN ORB cccccvcoveucsstuseus 3! | Samson United NN 6k cock va 103 
Lowell Mfg. Co. ............2000: 52 | Sani-Wax Company 
Lyman Gun Sight Corp. ........ 233 | Savage Arms Corp. 
Schalk Chemical Co. 
Scholihorn Co., William ......... 62 
Shelton Plane & Tool Co. ....... 236 
.. LA 18 
GROMER, <cajncoavsnasnarcucig 191 | Siebring Mfg. Co. ............... 237 
Makinen Tackle Co. ............- 233 | Simonds Saw & Steel A re 
Manning, Bowman & Co. ....... 1 OS Sea 222 
Manufacturers Screw Products ... 24! | Sinclair Industries ae 
Marshallan Mfg Co............... Slaymaker Lock Co. 241 
Marshalltown Trowel Co. ....... 245 | Smith Corp., A. > ; aed exten 10-11 
Mason-Williams Co. ......... 231, 233 | Smith tron Co., A. 23 
Master Rule Mfg. Co., Inc, ..+. 207 | Snell Mfg. Co. .................. . 235 
Mayes Brothers Tool Mfg. Co., Socony-Vacuum Oil Co., Inc. ... 85 
Th. tee decindcabbcasneeenesee' SY ME nica asavecsaeehacsas 2-43 
McAleer and Co., E. J. ......... 60 | Southern Electric Products ....... 249 


E. J. 
ee & "McCambridge 


Southington Hdwe. Mfg. Co., The 237 
2 


Luaadiee iatllr cc Raves scuba cso 22 | Spttfive Teol Co. ..5........0.00. Bae 
ucein Metal Products Co. ...... - ae a reer 224 
Mercury Aircraft, Inc. .......... 108 | Standard Horsenail Corp. ... 250 
Metal Textile Corp. dpopennousit SO aera 6 
EE Us casadavesécdccnceced I, ME en ccccedehetetien 53 
eee GO, Ga cBiatseedidesscecvc 215 | Stevens Arms Co., J. ............ 65 
Miller, Inc., Robert E. ........... 248 | Stevens Level Co., E. A. ........ 244 
Millers Falls Co. ............... 76 | Stevens Walden, Inc. ............ 220 
Milwaukee Lace Paper Co. ...... 44] Stewart Iron Works .............. 46 


Minnesota Mining & Mfg. Co. .. 


Minute Mop Co. ...............- 216 | Swing-A-Way Steel 
Miracle Electric Co. ............. 
ETE, cincmadinceds o6ald4s 0% 219 
Moore Enameling & Mfg. Co. ... 19 
rrnorarh ; Pin o mictdidadees 249 T 
orte a ee eee 55 | Taylor Co., David B. ............ 226 
Mossberg & Sons, Inc., O. F. ... 178 Sompieten, Kenly & Co. ........ 26 
Multi Products, Inc. ............. 70 | Tennessee Enamel Mfg. Co. ..... i 
Myers & Bro, Co., F. E. ......... 78] Tennessee Valley Associates ..... 64 
ek. ree ee ee 88 
Toastmaster Products Div. ....... 217 
Toymaster Products Co. ......... 249 
N Tremeo Mfg. Co. .........0.- 186, 238 
National Cash Register Co. 34 | Tudor Products Corp. ............ 
National Die Casting Co. ....... 45 a Day & Woolworth Handle 
National Ideal Co. ............. SR RS FRE 94 
National Mfg. Co. ...........- = | Tyler Pindaré ‘Cees isc). edscee a 245 
National Metal Products Co. ; 
a ere 738 | 
Nelson Mfg. Co., L. R. me, 
New Britain Machine Co. .. 228 | U 
Newman Mfg. & Sales Co. : = | Union Fork & Hoe Co. .......... 1 
New Plastic Corp. ...... 242 | Union Hardware Co. ........... 201 
Nicholson File Co. 114 | United Gilsonite Laboratories ... 241 


74 | Superior Fastener Corp. 226 
eases. Co. 25 








Noblitt-Sparks Industries, Ltd. 51 | United States Time Corp. 
Nockonwood Industries, ‘Ltd. 240 | Upson Brothers, Inc. ............. 
North Bros. Mfg.-Co. ...... 40 | Upson-Walton Co. ........ 
Nott Manufacturing Co. .. 88 | Utility Appliance Corp. 
° v 
O'Malley Valve Co., Edward 173 | Vaco Products Co. ............... 236 
Oster Mfg. Co., John ........... 153 | Val-A Company ............ 230 
Owens-Corning Fiberglas Corp. 22 
Ww 
Pp Amer Sales Servic Pah, 14 

Parker Mfg. Co. ........... 199 | Washer Sales ervice Co. ..... 226 
Pearl-Wick Corp. 101 Waterman & Co., E. G, ......... 162 
Perfection Stove Co. hte | Weinco 44.4 koh 49 60necaee 239 
Petroleum Solvents Corp. 3 | ee _—— errr) > 226 
Pioneer Gen-E-Motor Corp. 28-29 | Bete ae ag od @ CO. «2.0... , 
Pioneer Rubber Co. | Wee = oe & Mig. Co.” 38 
Pittsburgh Plate Glass Co. (Store estinghouse Elec. > Se 

7) eB raternpafeeetgg SE ~y eepalblppiomataens Re 
Plastic iielees ae Co. wal Wheeling Corrugating Ce ice 
Premax Products Re cesssseesee 221 | Whitlock Supply Co. ....-....... 236 
Prentiss-Wabers Prod. Go. ....... 187 | Whitney Carriage Co., F. A. ..... 50 


Preventhem Co. 


9° 
Queen Stove Works. 


7 Will & Baumer Candle Co. ...... 
Wilson-Imperial Co. 

| Wooster Brush Co. 

| Wooster Rubber Co. 





177 | 


we. 
x 
| X-Acto Crescent Products Co. ... 68 
R 

Raybestos-Manhattan, Inc. ...... 108 
eer ereeeee. 251 | Y 
Remington Arms Co., Inc. 139 | Yale & Towne Mfg. Co. ........ 3 
Research Products Corp. ahr 189 | Youngstown Manufacturing, Inc. . 97 
Rhodes and Co., James H. ..... 193 | 
Riegel Textile | eae 234 
Rite-Way Products Co. 105 
Rittenhouse Co., A. E. 151 
Rival Mle. Co. .... 00. cecccccces. be ee = ae prr ert er ere 168 
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FLECTRIC PRODUCTS Ar 


SOUTHERN 








The Dexter Universal Lathe Chuck, a lever 
operated scroll chuck that sells at a price 
low enough to put it in every home work- 
shop. Sizes 2” - 6”. Accurate, strong, and 
serviceable. Built by the makers of the 
famous Dexter Valve Reseating Machine. 
Now available for your customers without priority. Write 
today for dealer prices and full information. 


THE = MACHINE COMPANY 


ORANGE MASSACHUSETTS 














Double Feature 
MOORE 






















Advertised and sold 
Nationally Since 1900 


MOORE PUSH-PIN COMPANY «¢ Scace 
113-25 Berkley Street, Philadelphia 44, Penna. 


METAL TOP CARPET SWEEPER 


MAKE A CLEAN SWEEP WITH 
ONE OF THE FASTEST SELL- 
ING TOYS AVAILABLE 
These metal top carpet sweepers 


are made with a revolving brush, 

that actually picks up lint from rugs. 

Red and blue, decorated with decal, 
nicely made and finished. 


Size 7% x 61/2 x 23"' high. 
Packed 2 doz. to carton 
Price $9.60 per doz.,.F.O.B. Brooklyn, N.Y. 


TOYMASTER PRODUCTS COMPANY 


2840 Church Avenue, Brooklyn 26, N. Y. 





1900 
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Re a TT 






2 i tf) 
SO FASY to write with a Conklin 






——— ae 


SK Your Wholesaler for the 
fast moving Conklin GLIDER with 
famous 14K Gold Cushon Point. 


COMING...a complete new line of 
Conklin Fountain Pens and Mechanical 
Pencils. Be sure to keep in touch with 
your Wholesaler. 


+ 
The Pen That Endures 


Sold only through 
Recognized Wholesalers 











When Our Boys 
COME wARCHIRG HOME 


It will be a day of rejoicing for all. And 
there will be thousands of these boys 
who, even in foreign lands, enjoyed the 
thrills of roller skating on the famous 
“CHICAGO” Skates. They’ll want a 
pair for themselves, their wives and 
their kiddies. 


LYING 


The well known and world famous 
“CHICAGO” Roller Skates will be 
available just as soon as it is possible 
to make them. We are getting set to 
meet the big demand we know will 
come, when reconversion problems 
have been solved. 


CHICAGO ROLLER SKATE CO. 


d's Greatest Roller Skates for Over 40 Years 








4456 WEST LAKE STREET od lier clon 4S), 1eib) 








—SO EASY TO SELL|= 





} 











We are increasing production on the Iver Joh single shotg 





as far as materials are available. In the meantime our dealers 
will be treated fairly and equitably. The Champion is a popular 
price single gun with high price performance and accuracy .. . 
the result of 74 years of making quality firearms. Full choke — 
automatic ejector — 3-piece takedown — trap style 
forend — full pistol grip. Write us about your 






share of these profitable guns today. 


NYS Bessy! Nie 


IVER JOHNSON’S ARMS & CYCLE WORKS 


26 RIVER STREET, FITCHBURG, MASSACHUSETTS 





“Stanho” Sige op 


WOODRUFF KEYS 


STRAIGHT PINS scheralibecnne 


COTTER PINS 
MACHINE KEYS (ALL TYPES) 


HORSESHOE NAILS 


Gt? “KOOLHEAD” 
SPIDER CHILLS 


FOUNDRY CHILL NAILS 


SINCE 1872 


STANDARD HORSE 
NAIL CORPORATION 


NEW BRIGHTON, PENNSYLVANIA 


HARDWARE AGE 
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Why not make RED DEVIL your source of supply for all 
PAINTERS’ and GLAZIERS’ TOOLS, MACHINES, ETC.! 
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Wickless. 
BURNER 





BOSS Kerosene Ranges excel in style and modern fea- 
tures which afford convenience and economy. Glass in 
oven door for visible baking—saves food, fuel and worry. 
Convenient shelf splasher and utensil compartment are 
provided. Lustrous porcelain finish is easy to clean. 

Address Dept. D-1 regarding 
BOSS dealer representation plan. 


THE HUENEFELD CO CINCINNATI (25) OHIO 






DEALERS BOSS consumer advertising now reaches practically every 
" potentiai purchaser of kerosene stoves and ranges 


£ 


i Mi wwe 


